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Instean of This— awit — 
lf They Use Beaver Threading Oil 


In offering Beaver Sulphurated Threading Oil to pipe tool users we make available to 
them an oil which we have found to be unusually good. There are a number of good 
grades of sulphurated threading oil on the market—but there are also many cheap and 
watery grades. We offer Beaver Sulphurated Threading Oil as protection to these buyers 
against these inferior grades of oil—as a matter of service. 

The few pennies saved in the first cost will be offset by dollars spent later for new dies, 
repair parts, recutting bad threads, refitting leaky joints, etc. 

We use Beaver Threading Oil in our own Testing Department because of its unusual 
high heat-absorbing properties. It is ideal for use with either hand tools or power ma- 
chines. Antiseptic and harmless to the skin. 


You can do your pipe tool use 
no finer “good turn”—than to reco 
mend this high heat-absorbing oil 
them.— 


Sl Cia 


‘. vane HYD E TOOLS’. WY 3 moe 
Highest Quality : WARREN, OHIO * For~ 45 Wour 


Sold by Leadine Supply Houses Everviwhere! 
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Allow at least ten days for change of address Tr nd l les. ees 
Communications about subscriptions should be addressed ° of Supp Y Sa 
to the Director of Circulation, MILL SuPriins, 330 W. 
42nd St., New York 18, N. Y. 


Subsoription rates—Single copy 25c. U. 8. $1.00 per Keeping Up With Business 
year, $1.50 for two years, $2.00 for three years. 
Canada, $1.50 per year, $3.00 for three years. Great 
Britain and British Possessions 12 shillings for one 


year, 24 shillings for three years. All other countries i i 
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LOOKING AHEAD subject—they have lived with it. pany that has been in the field for sev- 
: Whether you're on the sales force, an eral years make helpful reading. This 
Salesmen’s compensation constitutes inside worker or part of management will be just one more of the many 
one of the most perplexing problems you'll find the roundup of opinion val- articles to look for in October. 
confronting industrial distributors. The able. Make a note now to read them. 
editorial in this issue (page 79) is de- Safety in industry gained impetus in 
voted to a restatement of the basic recent years. Many distributors have 
factors involved. This, though. is just entertained thoughts of establishing Director of Circulation, MILL SUPPLIES 
@ starting point for more thorough dis- safety departments. Some launched 330 West 42nd Street, New York 18, N. Y. 
cussion on the subject. Next month the such units, others left the matter in the Please change the Address of 
opinions of several distributors will be “we'll think more about it” stage. In my MILL SUPPLIES subscription 
presented. They not only know the either case, the experiences of a com- 
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finined SOCKET SCREWS! 


"Guaranteed Unfailing Performance" — this 
fact, proven in the creation of new business and 
repeat orders by Holo-Krome authorized Dis- 
tributors, is one more solidly constructed plank 
in the Holo-Krome 100°/, Distributor Distribu- 
tion Sales Policy. . . . H-K Distributors value 
their franchise! 


THE HOLO-KROME SCREW CORP., HARTFORD 10, CONN. 


HOLO-KROME /S SERVING ITS DISTRIBUTORS 
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LINK-BELT PRODUCTS YOU SHOULD KNOW ABOUT AND SELL! 


MMROLLER BEARING 
i ae WAT GIVE YOU THE 


Beg Count in Seles 


HIS specially designed LINK- 
BELT line of Ball and Roller 
Bearings was produced to meet a 
wide range of industrial needs—in 
quality that would be right for the 
job... in performance that would 
be a factor in greater efficiency 
. in dependability that would 
assure long time life . .. in cost 
savings that would result from less 
maintenance and replacements. 


How well the Series 100, 400, 500, 
600, and 7200 are doing their job 
in full is answered by the great 
increase in the past few years in 
sales. This step-up in usage comes 
from all parts of the country and 
indicates the even greater sales 
possibilities. 





Investigation will show you and 
we suggest your immediate atten- 
tion to this very important line up 
of Ball and Roller Bearings. 


Each series is available in a num- 
ber of sizes—each size will keep 
you sold as the dependable source 
for Ball and Roller Bearings. 


LINK-BELT COMPANY 
Chicago 9, Indianapolis 6, Philadelphia 40, Write for Book No. 1775-A 
Atlanta, Dallas 1, Minneapolis 5, San Fran- This book tells the complete story. A good 
cisco 24, Los Angeles 33, Seattle 4, Toronto 8. business move on your part would be to 
Offices in Principal Cities, send for it today. 


BALL AND ROLLER 
BEARINGS 
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TOOL HOLDERS LATHE DOGS 


For Fve eration quore Heod or Safety Type 


HOLD-DOWN and 
SET- uP TOOLS 


All Types ond Sires 


ee 


tron Hob-Cut 


ARMSTRONG BROS 
PIPE TOOLS 


an qa 


ARMSTRONG LATHE DOGS 
are Standard Equipment 


A set of Dogs is standard equipment for the operation of lathes 
and milling machines. Every shop requires ARMSTRONG Drop 
Forged Dogs—ten patterns, square head or safety type screws, 
c-pacity ¥%”" to 5” diameter work. 


Users like the standard hollow screws diid Wrenches furnished 
with the “safety type” ARMSTRONG Lathe Dogs—no special size 
screws or wrenches required. Greater strength and stiffness, alloy 
steel screws, proper design and balance are recognized features 
of this line. 


For extra sales, catalog, stock and sell ARMSTRONG Drop 
Forged Dogs. 


ARMSTRONG BROS. TOOL CO. 
‘‘The Tool Holder People’’ 


305 N. Francisco Ave. Chicago 12, U.S.A. 


Eastern Whse. and Sales: 199 Lafayette St., New Verk 12, N, Y. 
Pacific Coast Whse. and Sales Office: 1275 Mission St., Sen Fr 
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Another timely report about 
J-M Packing Distributors on 





— 


the Johns-Manville News Program (amt 


A am emergencies arise . . . and re- 
placements are needed quickly .. . 
industry turns with confidence to its indus- 
trial distributors—the men who maintain 
the “supply depots’ that help keep America’s 
factories humming. 


This vital service of supply, as carried on 
by 400 distributors of J-M Packings, is de- 
scribed from time to time on Johns-Man- 
ville’s nationwide radio program — most 

popular newscast on the air. 


One such recent broadcast, reproduced 
here, described how important production 
schedules are being met . . . thanks to the 
quick replacement service rendered by these 
J-M Packing Distributors. 

With frequent repetition, such announce- 
ments increase public recognition of the 


important role played by the industrial dis- 
tributor—and show why years of 


promotional support have built TMA 
real value in the Johns-Manville 


Packing franchise. PRODUCTS 


JOHNS-MAN yy 
£88 NEVS BROADcAsp 


lve began to leak 
the pack. ° 

e time 
Stock of pack. 


es 
Po “rine ae many 
an 8. Whene 
* dJohns- ¥Y to turn, Pert or too} ver 
neat ibutors f manville SAlutes ite toe & Moment ', 
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° 
Produ r the 
Stton rolling, “*Y they heip industry it 
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22 EAST 40TH STREET, NEW YORK 16, N. Y. 
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A complete line of Socket Welding Fittings... 
. + 


FORGED STEEL SOCKET WELDING FITTINGS 
FOR STANDARD PIPE—SCHEDULE 40 
Pressure Ratings—Carbon Steel Fittings 


OLS Sra oma EE ss 
ie a, 3 


5 
ci 


2000 Lbs. Cold non-shock working pressure—Air, Oil, Water or Gas. 
700 Lbs. Noo-shock working pressure at 900° F.—Steam, Hot Oil or Vapor. 


(For pressare ratings on alloy sice! fittings and carbon steel fittings at other temperatures see pages 31 tm 52) 
Be ‘ ; Cd 


8 
x3 

re 
i 
& 
bs 
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1% 
ae as A NC 1% | 
sexy i Nw ah atest Whe ath a 
Pe | 42 | $50 | 


Warson-STILLMAN Socket Welding Fittings give you many sales advantages. Among the out- 
standing are: (a) Available for use with all weights of pipe and tubing. (b) Conform 

to ASA Standards. (¢) Simplify and speed up installation. 

(d) Permanently tight leak-proof joints, reduces mainten- 

ance costs. (e) Available in carbon steel, carbon-moly 

and stainless steel. Sizes 4%” through 4” N.PS. | 
Watson-Stillman Co., Roselle, New Jersey S$ VW (AA AN 


DISTRIBUTOR PRODUCTS DIVISION 
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@ A shackle is something more than a strong 

steel rod. It takes engineering skill to make 

sturdy shackies that can be depended upon. 

Rigid engineering standards, pride in the 

product and Master's reputation as the 

world’s leading padlock manufacturers have 

encouraged us year after year to make the 

shackles in Master Padlocks better and 

better. Every shackle is designed and built 

' for maximum strength and maximum grip. 

Every shackle is rust-proofed so that corrosion will not clog the lock. Every 

shackle is inspected and tested for smooth operation. @ This is another reason 

why padlocks built by Master are so widely preferred, in war as in peace. As 
war needs permit, we hope soon to be “back in the harness" for you. 


MB VEOQO MEU S 


EVeEuet Ome AN OUTSTANDING VALUE 


Master [ock Company. Milwaukee. Wis. « Worlds Leading Padlock WManufacturert 
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GREATER STRENGTH © BETTER FIT 





Any mechanic who has “jammed up” 
his knuckles because a tool failed, due 
to some unseen weakness, doesn’t have 
to be sold on the importance of looking 
INSIDE, as well as at the surface of 
the steel that goes into a hand tool. A 
yank ... a sickening snap . . . flesh and 
bone smash into bruising metal and the 
damage is done—It’s that fast! 

Years ago, the accidents caused by 
structural imperfections in tool steel 
were just part of the game. But at 
1945’s swift pace, tools must be right 
... sound INSIDE as well as out, with 


Ulery 









Laboratory tests are made 
chemically and magneti- 




























cally to detect any surtace 

and subsuclace impestections ° f 
of New Britain tool steel bar hp ys » 
stock To the right is shown a “@gay A 
typical cross-section photomi- = xe 3 
crograph to which the surface of VE 
the stect is magnified 500 times to * 
expose any defects not apparent to 






the naked eye 


















the guts to stand up to today’s produc- 
tion and maintenance pressure. 

New Britain Hand Tools depend not 
alone on the finest alloy steel to begin 
with, but this carefully selected steel is 
checked right down to its very mole- 
cules by the most exacting instruments 
and techniques known to present day 
metallurgical science. 

Naturally, there’s “knuckle-insur- 
ance” for your mill and factory cus- 
tomers in this care and precision. Ask 
to see the Line. The New Britain 
Machine Co., New Britain, Conn. 
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As manufacturing equipment i i ! 
able, and as you “aa os ee ee snare Centers—The shorter the centers in ab 
str nvert your production toward a peacetime a drive, the fewer feet of belt that can 
asis, you may be faced with an unprecedented problem of stretch—the lower the potential stretch - 
inventory-taking. ema slippage and crack-the-whip 
~ ‘Thus es - 
3 You may have to determine—more quickly than such a job at short peed. (een paar Bi 3 
has ever been done before—the EXACT CONDITION of every — advantage of saving valuable § Y< 
piece of existing equipment that you propose to use in peace- tion iS chek teehee § a a zs 
ins .) In every re- ti 
time production. ot of V-belt drives “a do 
v ucti 
al Here are suggestions to speed your inventory of V-belt centers parm ry ron 3 ieee ~ 
drives. The standards stated here will let you determine which Number and si b , Each pe 
of your belt sets: (1) are okay as is; (2) will shortly require re- V-belt is rated for Be md ret; sim- in 
placement; (3) need immediate replacement. You should be able ple mathematics will tell you how | Sg 
to place sheaves in the same categories, or in a fourth: (4) are many of what size you'll need for a f 
obsolete . . . a common failing of sheaves, now that “Magic- given job. When reconverting, it’s wise | 
Grip" and Vari-Pitch Sheaves are becoming more readily avail- 7 fas gine aa aes ee Pt . 
able. Or you may decide that entire drives belong in a fifth Remember, Pore age ofr sng a 
classification: (5) need re-engineering .. . either to correct mis- size don’t tell the whole ree . 
applications forced by wartime shortages, or to take advantage OS S98. : 
of new developments such as Allis-Chalmers' Variable Speed Belt speed—Just as a truck's motor ? 
Drives, with either Stationary or Motion Control. can pull a heavier load by traveling 4 
saa " _w of V-belts can pull a Z 
START YOUR INVENTORY —— Check trouble spots first. mud, it’s 8 seme domes” he 
WITH THE RECORDS ow en mmr ge sa ee spots if Ina V-belt drive, it’s the same... Li : 
Your records will reveal much that will wren aaecananes Seley tenes Nghe ane 
of value to you in appraisin f of rim travel, thus producing higher 
present multiple V hed tdsive Aa hip. THEN CHECK belt speed. See the V-belt no ” 
nosey a in tl lishing its place in DRIVE ENGINEERING turer's — for limits of speed rec- § ** 
reconverted production. ache canal din ae ommended for any given belt. 
‘- Purchase records should show which costly for competitive suaialions 0} nq Contact arcs—All horsepower ratings é 
ives have required new belts too fre- ation — unless the drive is tailored to for V-belts are based on a 180 degree 7 
quently. While there's no overall rule | its particular power transmission job in | *" of contact with sheaves. However, ; 
to tell how long a belt should last, the following respects: this factor varies from one drive to the sti 
it's safe to assume that whenever you Diameters—Depending on the thick- next—depending on its ratio and cen- . 
spot a drive whose belts wear out much | ness of its section, every V-belt has an eae ae be carefully considered 
more rapidly than all the others, you've “easy arc’. Bend it more sharpl in re-engineering any drive. gt 
set ng where a change will save | (around a sheave of too small sted Tension—Each drive should be es 
in cle a ON eter) and the internal friction of ex- | equipped with an effective tension ad- 7 
ine | cess flexing will cook the life out in ustment. Belts tha i 
operating records will reveal useful | far too short a time, In general, mini- sli b h tate ag ag 
facts. Is a machine often down while mum sheave diameters for belts of iven nat be — lif yaaa eee he § 
belts are ? While sheaves are | section are as follows: ‘A—3.0" B— he a atmprg hy ow 
changed? there's for im. | 54°: OY a Eile’ And when the wave curve in a loose 
room 4"; C—9.0"; -13.0"; E—21.6". | belt whips it sauter across the tension 
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side of the drive—that belt grabs at the OIL-SWELLING | aligned or in hard usage — get 
load, may snap. So—in checking V- Cause: Belt is | “shoulder wear” in groove walls. La 
belt drives for reconverted production, is swelled and | @ straight-edge against the. wall, ook 
it's important to see to it that each set weakened by | for a light gap. If you find hollows 
of belts has proper tension. The easiest chemical action of oil. d than the thickness of a playing 
and quickest ep hy pr Be bar Cure: Provide _ guards, or use | card, sheave needs truing. 
ee et then 24 pasa a hae or Oil-Proof Texrope | REPLACE? OR REGROOVE? 
fe span ar sont Wleate: had Belts. You'll have to make this decision. Note 
wy A on stritubines *? ABRASION — | this: where small, inexpensive stock 
ee Cause: Abrasive | size sheaves show need for re-truing of 
Alignment—Unless the shafts of the re ae dust wears theside- grooves, time and trouble can often be 
driving se ~— ~~ — a = walls, narrowing | saved by scrapping them and replacing 
it s impossible to put aif beits in the set | belt width. Then belt slips, rides on | with new sheaves, It may pay out, 
~ pad sige he - and —S run | bottom of groove. however, to re-groove special or large- 
me bh rin "he wn tang A gevoens Cure: Provide dust guards, keep diameter sheaves, or to return them to 
— . tes ; me y proper tension, the factory, where a nominal charge is 
troduction, check casein: ‘. shafts ee 
P , 
...and check too to see that sheave CHECK BELT RECONVERSION INVENTORY CHECK LIST 
grooves are in line. Out-of-line sheaves ENGINEERING FOR V-BELT DRIVES ss msn == 
also subject belts to needless rubbing . unmaunee 
on the groove walls Because Allis-Chalmers belt develop- pon anna saanaaae 
P ment during wartime followed the 
If any of your V-belt drives is not- | familiar ee of many industrial 
ters in § ably weak in any of the above seven | achievements—moving swiftly and out- 
hat can § points, consider re-enginering the drive. | moding many _previously-acceptable 
stretch types—it is not wise policy to replace 
e-whip THEN INSPECT belts by blindly ordering the same 
divy V-BELTS kind used in the old installation. Belts 
B, have bec ialized for bett 
aluable § Your inventory of working V-belts will accnetais Willd sock degnailig. Tt 
sidera- | reveal far more than just their condi- | js time now to take a look at qualities 
Cty re- tion; it will also show what should be of the new belts, and to take advantage 
recon- § done to correct existing conditions that | of the special properties they have been 
.. keep on 4 ellis wear—an important | given through use of new synthetics in 
consideration in cost-conscious, com- their manufacture. 
. Each | petitive production. Check every belt 
+ sim- in every set for the following tell-tale = . — ee 
a how § Signs; note condition of belt, cause, | worn out or damaged, remember that the 
for a — and recommend cure. remaining V-belts have stretched beyond - 
rswise | Checking these points is expecially | Snore Ine, naling « necnibe | SEAREESRERS A | ESTO 
as pro- § important if you're planning a contin- | which new belts have been added. Adding Shs Gites temeieey Ghowk Uek 
eshifts. uous operation where belt breakage | new belts is thenstons Aeog Dy be false 
° economy ... the n ts w verwork, 
= Bow ei nagthchs oe — t about-to- lasting to ‘ily fonttion oy their sonnel CENTRIFUGAL PUMPS, 
y ing t0f: oe medians te, iow good oan in ELECTRIC MOTORS 
L et i tt le 
motor . TD YD ay 1 aigg matched set, storing old its gow r~ na NEED INVENTORY TOO! 
wveling %, Ky. ! idee pees placements in other old sets. All three of these common industrial 
pull a yyy Gh a Ane po Be a INSPECT units — V-belt drives, centrifugal 
. In a this. Such scuffing con enti max fe SHEAVE WA a evered aoe a ee 
«Bear. “braking” to cause sudden snap and LLS snort hig ae nee: 
.using BP break belt. For smoothness—What makes a V-belt “ cage a “ Ke «Hs " ; No hes 
er rate ‘ . _ | grip the sheave? Not mere surface fric- , ee ate 
higher § ,, xs Meni ages! art or steel tion, but the wedging action of the Fact Sheets and Check Lists, with sug- 
mo. 0 , nae 4 -* gestions for Inventory procedure as 
...leave enough clearance ing and expanding belt. So sheave ager 
ed rec- ; grooves may be smooth... should be | Outlined on these pages but in slightly 
YL tering i sy —_ smooth, i gay belt wear. Watch | more detail. A 1884 
ti Si» Uy ‘ause: Belt too out for ridges or burrs in the groove jommeemm 
io yume loose to pull its | walls; if they're bad, re-groove or re- 1 5 eae 
wever, posgiin Y” load. Belt ‘stands | place the sheave. Increased belt life ® GET THESE x 
to the still, rubbing on spinning ‘driving | will soon pay the cost. - FREE FORMS! a 
OF be ory eed 
idere: ve: Keep aut, and sheave shou straight; if they're not, © For yo ly of R ion & 
grooves free of oil and grease. Check | drive won't be seedy efficient, belt life : re Reon a og aeppen ] 
machine for overload. will be short. Some sheaves—mis- g ,. geisha aig tN a 
Id be g ‘tives, centrifugal pumps, and mo- & 
on ad- B tors, call your nearest Allis-Chalmers - 
oss (A \ - district office or distributor, or write & 
‘them . Department 108, ALLIs-CHALMERS - 
 Jocse y/ ' MFc. Co., MILWAUKEE 1, Wis. 8 
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LUBRIPLATE 
No. 105 


This very smooth, light density (semi- 
fluid) grease type lubricant resists water 
and other unfavorable operating condi- 
tions to @ marked degree. LUBRIPLATE 
No. 105 not only provides superior lubri- 
cation but offers utmost protection against 
rust and corrosion. Because of its water- 
proof feature and freedom from “drag", 
it is ideal for 


General Industry Firearms 
Radio Equipment Outboard Motors 
Instruments Home Appliances 


Business Machines Fishing Reels 


——— 





LUBRIPLATE 


+s definitely reduce fric- 
ne wear to @ cent 
They lower power costs a = “0 
tong the life of equipmen acne 
infinitely greater degree. nee 
PLATE arrests progressive 


LUBRIPLATE 


Lubricants protect machine pacer 
against the destructive we eee 
rust ond corrosion. This 
alone puts LUBRIPLATE » haa 
front of conventionol lubric . 


LUBRIPLATE 


Lubricants ore extremely eco 
nomical for reason eet they 

ssess very long life and = 
ns properties. A little LUBRI- 
PLATE goes @ long woy. 








Nene 


Write for @ booklet, ‘The LUBRIPLATE Film’’, 
written especially for your indusiry. 


LUBRIPLATE 


gun Tene’ SO 


1919" rs? 
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ADVERTISEMENT 


A WELL ADVERTISED 
LINE IS EASIER 
TO SELL 


The more people who have heard of a 
product, the less effort the salesman 
must exert in introducing it to new 
prospects. When the product more than 
lives up to its advertising claims, get- 
ting orders from old users is just a 
matter of checking on the stocks they 
have on hand. This is certainly true 


of LUBRIPLATE Lubricants. 


The attractive columns in color that 
you see on either side of this message 
are regularly appearing in over thirty 
trade journals covering the operators 
of machinery and buyers in practically 
every industry. This in itself is sub- 
stantial support to sales efforts—bu 


the LUBRIPLATE promotional plan 


goes much further. 


For many years “LUBRIPLATE 
Films” have been widely distributed. 
They were special lubrication bulletins 
written for the various industries that 
intelligently discussed lubrication prob- 
lems and offered definite solution of 
them through the use of specific num- 
bers of LUBRIPLATE. All this valu- 
able data is now compiled in a 28 page 
handbook and is distributed not only 
to the plant operators but to Indus- 
trial Supply Salesmen to help them in 
their selling of LUBRIPLATE Lubri- 
cants. The trained field staff is further 
at the disposal of salesmen to help in 
the proper servicing of unusual and 
technical applications. 


The LUBRIPLATE Tag Plan is a sys- 
tem whereby the Industrial Supply 
Salesman is notified every time a ma- 
chine that is factory lubricated with 
LUBRIPLATE is sold in his territory. 
All he has to do is to call on the buyer 
and he is assured of a regular business 
in LUBRIPLATE for subsequent lubri- 


cation. 


The extensive sales promotional work 
of LUBRIPLATE coupled with the 
exceptional performance of the prod- 
uct itself assure the salesman of easy 
introduction and continued repeat busi- 


ness. If your firm does not carry LU- 
BRIPLATE, ask your sales manager 
about it. Maybe the territory you cover 


is open. 
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LUBRIPLATE 


No. 107 
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IT’S WATERPROOF! 


Industry, especially food packers, have 
long required a waterproof lubricant that 
was clean and easy to apply. LUBRIPLATE 
No. 107 is the answer. It is a general 
purpose lubricant, white in color and just 
the right density for application by pres- 
sure guns or grease cups. LUBRIPLATE 
No. 107, like other LUBRIPLATE products, 
arrests progressive wear, saves power, 
and protects machines against rust and 
corrosion. It will pay you to try LUBRIPLATE 
and see how it will. cut down repairs. 










































Write for a booklet, ‘The LU 
written esp f 
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n construction of mighty bombers __ 


eB-29 SUPER FORTRESS AP, oi, 


eLIBERATORe FLYING FORTRESS 





"T Housanps of detailed operations are required 
to produce just one of these mighty bombers. And throughout their 
construction, Hargrave Clamps are used extensively: In production of 
installation drill jigs (Boeing B29’s at Wichita). Constructing tail surfaces 
and bomb-bay sections (B29’s at Goodyear Aircraft Corp.). Holding 
components of nacelle to jig for assembly (B17’s at Murray Corp. of 
America). Fastening the bottoms of skin formers to wing fixtures (B24’s 
at Ford Willow Run). 





These are only a few of the many applications for which Hargrave Clamps 
are used—and will continue to be used when peacetime production be- 
gins. In all lines of industry these tested clamps are preferred by skilled 
mechanics... for their wide range of patterns and sizes, greater strength 
and superior action. 


WRITE FOR CATALOG showing the complete line of Hargrave Clamps, 
Chisels, Punches, File Cleaners, Washer Cutters, etc. 


® THE CINCINNATI TOOL CO. 
HARGRAVE 4032 Montgomery Rd. 


TESTED CINCINNATI 12, OHIO 
TOOLS Ask Your Industrial Distributor 
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1. This simply priced packaged line... 


well known to industrial equipment users 
everywhere .. . is easy to sell. 


2. Continuous, hard-hitting advertising 
... making effective use of both nation- 
ally distributed business papers and 
direct mail . . . paves the way for dealer 
salesmen in every important industrial 
market. 


3. Pre-war products have been rede- 


LYON METAL PRODUCTS 
INCORPORATED 


General Offices: 953 Monroe Ave., Aurora, Illinois 


Branches and Dealers in All Principal Cities 


MILL SUPPLIES ° 


eps ‘Sales 





yee 


Climbing! 


signed for new uses and increased 
salability. New products now ready for 
production will give Lyon dealers 
new markets and increased volume 
potentiais. 


4. Lyon salesmen... operating from 
strategically located district offices . 
are ready, eager, and qualified to back 
dealer sales organizations with practical 
selling cooperation. 


WHAT ABOUT POST-WAR? 


Our post-war plans include new products with 


widespread applications, also manufacturing 


facilities that will help you expand your: 


market and increase your profitable volume. 
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SPECIALS 
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BLACKHAWK 





FOR YOU LIKE Bia links 
in a bid Chain! 


OLD Blackhawk products? Then you know 
that their high quality and outstanding per- 





formance develop an endless chain of sales for 


you. Once a.customer tries Blackhawk he wants 





more of the same! 


Blackhawk Porto-Power, Hydraulic Hand and 
Service Jacks, Wrenches and Specialties forge a 
chain of selling links that hold fast the good 


will and business of your customers. That’s been 





\. WRENCHES proved through the years. And after the war 
BLACKHAWK will mean even more to you because 

LUBRICATIO 
< Blackhawk is planning big things for postwar. 


BLACKHAWK MFG. COMPANY 


ok x) Dept. P1795, Milwaukee 1, Wisconsin 
\ 30 re 


BY oa MLK. 
TIEN: oN TYPE POST-WAR a 


= A) ee 
INDICATOR \\_ WRENCHES DEV ELOPMENTS 
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PRODUCTS WORK TOGETHER. 
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NYO Doc ? | 


O—THAT’S NOT a sick motor. 

Actually it’s a very healthy 

one. But that’s something we must 

know — through generous sample 

testing — before Allis-Chalmers 
motors can tackle jobs for you. 

Part of the “physical exam” that 
motor at the left must pass is the 
heat run test. Bristling with ther- 
mometers, the motor runs at full 
load — and speed and temperature 
are recorded for every hour. 

Five or six hours can tell you a 
lot about a motor’s characteristics 
—but it takes more like five or six 
years to tell you its character. 

And it's the test of time in which 
Allis-Chalmers motors have estab- 
lished that they are great motors. 
That’s why you hear so many engi- 
neers say: “You can depend on 
Allis-Chalmers Motors!” 


If you could meet and talk with the 
men who build Allis-Chalmers mo- 
tors, you might be surprised to learn 
how keenly they are aware of the 
big personal stake they have in 
every motor they build for you, 

They know that factory tests to 
fully pre-determine how well a mo- 
tor is built just don’t exist; that 
there's still no substitute for respon- 
sible craftsmanship, 

And they know that when they 
build great motors for you they're 
making friends—and that no com- 
pany and its workers can have too 
many of them, ALLIs-CHALMERS, 
MILWAUKEE 1, WIS. A 1726 


DEPEND ON ALLIS-CHALMERS MOTORS 
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MILL SUPPLIES 





















DAKE ARBOR PRESSES... 
Strong:- Dependable- - Easy to Operate 


| | e called 





Dake No. 70H Hydraulic Press has a capac- ~ Dake No. 3 12-ton 
ity of 70 tons and is designed especially for Compound Lever Press 
heavy duty work. ‘ ‘ with floor pedestal. 


Dake is the name to remember when you need arbor 
presses, because the Dake line is most complete. There 
is a Dake Arbor Press for every job... big or small. 


° ° ° k. . 00 
The Dake line includes: simple leverage and com- gectasiian Press... bench style, 
pound leverage presses. . . in bench, pedestal, or heavy with % ton capacity. 


duty floor type models. Big Dake Hydraulic Presses 
of 50 ton and 70 ton capacity are also available. 
Each Dake Arbor Press is scientifically designed and 
accurately balanced for maximum strength 
and easy operation. Capacities are con- The Dake P-10 Portable 
servatively rated. Mail the coupon below une as ae ——— 
for catalog giving complete information = § ™!tiple purpose arbor press 


for a wide range of work. 


about Dake Arbor Presses. Other Dake Presses include 
straightening presses and 
similar miscellaneous models. 


@ Dake Engine Company 
606 Seventh St., Grand Haven, Michigan 
Please mail me a copy of the latest Dake Arbor Press 


a DAKE 
ENGINE COMPANY 


GRAND HAVEN, MICHIGAN 
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U-S-S Distributor Products advertised regularly in 
more than 150 publications read by your customers. 








EVERY SUNDAY EVENING, United States 

j Steel presents The Theatre Guild on the Air. 
American Broadcasting Company coast-to-coast 

| network. Consult your newspaper for time and 
station. 


IS MAKING PEACETIME CUSTOMERS FOR YOU 


F YOU sell steel, why not sell the best- 

known steel? Steel that is manufac- 

tured and sold under the familiar U-S-S 
trade-mark? 

In anticipation of the day when steel 
would again be available for civilian prod- 
ucts and peacetime projects, U-S-S Steels 
have been regularly advertised in more 
than 150 publications, read by your cus- 
tomers, right on through the war. This 
intensive promotional program was begun 
long before the war. And, it will continue 


without interruption after the war is over. 

The extent to which you will profit by it, 
and by the widespread acceptance of the 
U-S-S Label as the mark of quality steel, 
will depend on how well you are stocked 
with U-S-S Steels. The demand has been, 
and is continuing to be, created. But, it 
won’t mean a thing to you unless you can 
fill the orders when they come in. 

Full information concerning available 
U-S:-S Steels for peacetime trade will be 
sent to you promptly upon request. 


AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago, and New York 
CARNEGIE-ILLINOIS STEEL CORPORATION, Pittsburgh and Chicago 
COLUMBIA STEEL COMPANY, San Francisco 
TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham 
United States Steel Export Company, New York 
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Millers Falls Company . Greenfield, Mass. 


20 


The use of Millers Falls Electric Screw Drivers and 
Nut Runners is a sure method of driving operating 


costs down . . . a strong selling point when com- a | | gaa R G FALLS 


petition forces your customers to cut corners ever 
more sharply. 
Their speed and efficiency effect a worthwhile 


reduction in costs. Ball-bearing throughout, these 





quality Millers Falls Electric Tools are equipped 
with an adjustable clutch so that the driving torque 
can be closely regulated for smooth action. 

Some Millers Falls distributorships are still ONE THING IN COMMON — QUALITY 


available. Write for complete information. 
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DIAMOND <> 
Coutrolled “/eustou 


SPRING LOCK WASHERS 


” ” 
THE DIAMONDGLINE Counds (fut THE NEEDS OF YOUR CUSTOMERS 


The fact that the Diamond G Line meets the needs of 
your customers is sound reason why it provides distribu- 


tors with the means of holding and maintaining a profit- 
able business in Spring Lock Washers. 


Not only is “Diamond G"’ a round-out line, but it also 
assures definite sales-promotion features. For example, 
the well-known Diamond G Spring Action and ‘‘Con- 
trolled Tension"’ are effective regardless of temperature 


—— ee 


ge 


changes, because Diamond G Lock Washers are properly 
tempered to maintain the right tension at all times. This 
“Controlled Tension"’ accounts for the wide recognition 
and acceptance of the Diamond G Line for all types of 
holding applications, making it possible for users to 
standardize on their lock washers, and for distributors to 


cash in on large volume repeat business. 


Write today for full details, prices and samples. 


. GEORGE K.GARRETT CO., INC. 


1114 MORRIS BLDG., 1421 CHESTNUT ST., PHILADELPHIA 2, PA. 


DIAMOND <> PRODUCTS 
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Yesterday... 





LOWC LIFE 
LINE 


HEN horse cars traveled the streets of our 
cities, Wood's line of power transmission was 
familiar equipment in shops and factories of those 
early years. In this modegn age of streamlined trol- 
leys and busses, Wood’s products provide day-in and 
day-out planned transmission for modern industry 
In business since 1857, Wood's 
oldest builders of cast iron pulleys. The proportions 
of rim, hubs and arms developed through years of 


today are the 


experience in the design and manufacture of pul- 
leys, have helped Wood's to produce the best type 
of V-groove sheave. 

Wood’s V-Belts are full molded, stiles and 
flexible ... 


that horsepower requirements utilize only a small 


extremely accurate in design. The fact 


and Today - 


a well known name 


PLANNED 


POWER 


TRANSMISSION 


percentage of the ultimate strength of these belts 
—ruggedly constructed of the strongest materials— 
accounts for their extremely long life. 

Wood’s V-Belts and sheaves are engineered to 
work together. Since the proper groove contour of the 
sheaves permits complete belt contact and uniform 
seating of the “tailor made” V-Belts, Wood’s V-Belt 
drives transmit energy from its source to the driven 
machinery with maximum efficiency 


Established by years of active sales effort and maintained 
by consistent advertising, the market for Wood's products 


is well-grounded. Some attractive territory still open for 
progressive dealers. 


EVERYTHING IN TRANSMISSION 


Bearings — Collars — Clutches — Couplings— Contactors 
— Hangers— Pillow Blocks — Pulleys —V-Belt Sheaves 
and Complete Drives 








ee a 





Boston, Mass. Newerk, N. 3. 
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_ WOOD'S SONS COMPANY, CHAMBERSBURG, 


Pittsburgh, Pe. 










Cleveland, Ohio Detroit, Mich. 
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YOUR LAMP BULB AND TUBE SALES 
WILL KEEP RIGHT ON GROWING:::: 
WHEN YOU PLANT 


CHAMPIONS 


in your customers plants 


CHAMPION 
40 <> w 
DAYLIGHT 










Emergency, night-and-day production has sold your customers as 
never before on the value of better light and more of it. They'll 


never be content with inadequate light from now on. 























When you sell them CHAMPION F/iorescent Tubes and Incandescent 
Bulbs you'll reap this constantly growing crop of profitable business. 
Champion Lamps are elUlohaelahici:tc Maem -tolUlo] Mo] aml -> 44-1-1e ME a -Tel-1ae]| 
Specifications. Champion quality is backed by, one of the largest 
manufacturers in the lamp industry, specializing in fine lamps for 
forty-five -years. Trained experts inthe field are available to assist 


your customers on any lamp or lighting problem. 


Champion Lamps flourish under your particular 
selling climate outright sale, no red tape, no fuss 
and bother with extra records. They assure the ut- 
most ease of handling at minimum cost. Champion 
industrial advertising .is steadily cultivating the 
market for you 


s to give y the whole story on how you « 


nake miore money selling CHAMPION Lamps 





Fe 


Lynn, Massachusetts 
A DIVISION OF CONSOLIDATED ELECTRIC LAMP CO. 
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and sliding action of lubricated 
and hubs that allows the greatest f 
dom of accommodation to angular 


grid with no lost motion or backl 


Parallel Misalignment. When por 
misalignment is involved, the resili 
of the grid-groove combination co 
into full play. The movement of the 
in the lubricated grooves accommod. 
the misalignment, while still permi 
full functioning of the grid-groove 
tion of the coupling in absorhing 
and dampening vibration. 


Free End Float. Because the grid mé 
ber slides freely in the lubrica 
grooves, the Steelflex coupling pert 
free and independent end float for 
shafts of both the driving ond driy 
members, or of either one. If it is 
sired that end float be restricted, 
vision can be made fo fimit it to 
reavired amount. 


Why the Falk 
Grid-Groove Design 
Gives you a 
Plus Value Couplins 


Many different kinds of couplings a 
available. Almost any of them will, to 
degree, correct angular misalignme 


To probably a lesser degree, they 
correct parallel misalignment, and, 
provisions are intentionally made, the 
will permit a certain degree of end floc 
But it is the manner in which they provid 
for these corrections that determines thei 
value fo you. 


Falk Steelfiex Couplings do well-nig 
perfectly all that a coupling should 
and, in addition, they provide torsion¢ 
resiliency in addition to flexibility. Thi 
is a definite plus value. 


IT ALWAYS PAYS TO CONSULT 
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...and TORSIONAL 


RESILIENCE, Too! 


Because of the Grid-Groove Design 
of FALK STEELFLEX COUPLINGS 


Here’s How It Functions. . . Falk Steelflex Couplings are 
conspicuous because of their grid-groove design... The grid- 
groove design is the net result of long experience in gear 
design ... This is important, because in most cases a coupling 
is used in conjunction with a driven machine involving the use 
of gears... The long experience of Falk engineers in design- 
ing gears has been responsible for coupling design which not 


FIG. I. Grooves, in a precise arc, and 
with a radius and length proportional 
to the size of the coupling, are cut 
into two identical hubs of moder- 
ately high carbon steel—forged or 
Falk alloy cast steel... FIG. Il. These 
grooves provide a snugly fitting slot 
Fig. I for a grid member made of chrome 
alloy steel with an elastic limit of 
180,000 pounds per square inch and 
an ultimate strength of 220,000 
pounds per square inch... FIG. Ill. 
This grid fits snugly into the curved 
grooves cut into the hubs of the 
coupling. The grooves provide a 
scientifically cut bearing surface for Fig. Il 
the grid. This bearing surface ex- 
tends from the outer to the inner 
edge of the hubs. The grid bears on 
the grooves in proportion to the 
load ... FIG. IV. Under light loads, 
the grid bears only at the outer 
edges of the grooves. This permits a 
long, free, elastic span between the 





te}, 7 





For over fifty years pr 


... Contract Welding and Machine Work. ©¢ 


a} °\ | Y ...A GOOD NAME IN 
all 








There ore 13 types and 33 sizes of Falk couplings to meet all requirements. (Get the more detailed information, 
including Torque Deflection and Stiffness Factor Curves, which is available to you upon request). For specific 
information and recommendation to meet your needs, call the neorest Falk representative or distributor. 


THE FALK CORPORATION, MILWAUKEE 8 WISCONSIN 


turers of Speed Reducers ... Motoreducers ... Flexible Couplings ... Her- 
ringbone and Single Helical Gears . .. Heavy Gear Drives . . . Marine Turbine and Diesel Gear Drives and Clutches 
District Offices, Representatives, or Distributors in principal cities. 


only provides the flexibility long considered essential but 
also provides the torsional resilience which enables Falk 
Steelflex Couplings to transmit power smoothly, efficiently, 
with an almost total elimination of the effects of shock, to 
dampen vibration, and to cushion the load even under severe 
peak loads... Here is a very simple exposition of how the 
Falk grid-groove design imparts unusual performance: 


outer edges of both hubs. Power 
is transmitted through almost the 
entire length of the grid rung... 
FIG. V. Under normal loads, the 
grid bears on a larger area of the 
grooves and the span of the grid 
rung is automatically shortened as 
the load increases. It transmits more 
Pig. IV 
power without increasing internal 
stress and maintains its capacity to 
absorb shocks, dampen vibration 
and cushicn the load .. . FIG. VI. 
Under peak loads, the grid rungs 
bear over almost all of |the curve 
surfaces of the grooves. The span 


Pig. V 
of the grid rung becomes very short, 
The coupling still remains torsionally 
resilient. Under the impact of shock 
loads the grid flexes and continues 
to transmit power smoothly and effi 
ciently. 


Fig. Vi 


INDUSTRY 

























TIME TO TALK 
A NEW 


LANGUAGE! 





OR nearly four years now the key word in selling industrial 
rubber products has been—DELIVERY! Buyers have accepted 
almost anything to keep going. 


But with world-wide victory, military rubber needs have come 
to swift end — releasing men and materials for resumption of 
full-scale peacetime production as soon as possible. 


That’s why right now is a good time to put new appeal in your 


sales talk with time-tested words like QUALITY, SERVICE and 
ECONOMY. 





You see, buyers know great technical advances have been made 
in engineering rubber for war uses which promise longer-lasting, 
more efficient industrial products— and they’re hungry for them! 


Right there is where Goodyear distributors will have a big edge 
on competition in the days ahead. For Goodyear Research has 
announced many great new developments during the war—unique 
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developments like the steel cable conveyor belt that will revolu- 
tionize all large-scale conveyor operations. 


Month after month Goodyear’s dramatic, colorful national adver- 
tising has been telling the world about these amazing “rubber 
railroads” and other new developments that make Goodyear 
products undisputed leaders in quality, performance, service and 
economy. 


Those will be the key words in postwar sales, as you know from 
prewar experience. If you are not a Goodyear distributor, it 
takes only a letter to find out if a franchise is available in your 
territory. Address: Goodyear, Akron 16, Ohio or Los Angeles 54, 
California. 


A STORY NO OTHER BELT CAN TELL 


With Goodyear Compass Steel Cable conveyor belts it 
is possible to make a single-belt slope installation on 
centers as great as 5,741] feet with a lift of 1,592 feet — 
nearly seven times longer carry than is feasible with the 
best cotton-structure belts. The fact that Goodyear alone 
makes such belts reflects engineering leadership on the 
entire Goodyear line — helps Goodyear distributors sell 
more big jobs. 












Compass—T.M. The Goodyear Tire & Rubber Company 





THE GREATEST NAME IN RUBBER 
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@ A reputation for consistent quality... wide acceptance 
by your trade bring leadership to any line. Neither one is 
achieved over-night. It usually requires years of hard 
plugging ...supported by intelligent and consistent adver- 
tising. Johnson Bronze Distributors find it easy to sell our 
products. No other bearing bronze equals it in quality. No 
other line of Sleeve Bearings enjoys such wide and consis- 
tent advertising. Every other week in TIME... every month 
in leading trade and technical magazines... regular 
intervals with direct mail the story of our products and 
our service goes to your customers. With the coming of 
peace you will find it easier to sell JOHNSON Quality 
Bearing Bronze than any other brand on the market. 


JOHNSON BRONZE COMPANY 


$35 S$. MILL STREET es ;s77e NEW CASTLE, PA. 




























BRANCHES IN 
8 INDUSTRIAL 
ENTERS 
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OVER THE 
SALES MANAGER’S 
SHOULDER 


By J. A. PROVEN 
General Sales Manager 
Sterling Tool Products Co. 


Your business ob- 
jective is to make 
fast, easy, profitable 
sales. A particular 
function you per- 
form assures all 
three... it is the 
demonstration! 


Demonstrations are 
extremely powerful 
aales-getters. The prospect likes a demon. 
stration—it enables him to see the product 
—to get his hands on it—to test it. It 
shows him exactly what he will get for 
his money. Very often a demonstration 
makes a long sales talk unnecessary. Some- 
times it’s the “clincher”. 


Many salesmen, especially those handling 
a number of varied products, often forget 
the importance of the demonstration. 
Actually, it not only helps him sell the 
product he is demonstrating, but in addi- 
tion, it arouses the prospect’s interest in 
many other products. That’s because the 
interview was pleasant and informative 
to the prospect. 


Everybody likes a “show”. They like to 
be entertained — even while they work. 
Yes, even while they buy. Furthermore, 
the demonstration is convincing—it proves 
the value of the product—it proves the 
performance and the results. What can be 
more simple—the product sells itself! 


Of course, when a salesman is selling a 
number of products, it isn’t desirable, ne 
is it practibal to demonstrate all of them. 
He would have to use a truck to carry 
them around. But by demonstrating the 
most interésting product, which may also 
be the most profitable—he has an ex- 
cellent chance of selling it and paves the 
way for a snappy sales talk on the other 
products. 


I know that I like to have a salesman 
give me a demonstration. That’s because 
I like proof —interesting proof. All men 
are susceptible to demonstrations. Why, 
the product is already working for you. If 
it’s needed —it’s sold! 
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LET’S TALK 










Your customers 
want the Sterling Sander 
because it helps give their pro- 
ducts a better finish. Let’s talk finish to 
them...“It’s The Finish That Counts!” 
Our ads are doing it now in 43 
publications covering all your 
markets! See current ad 
below! 











MACHINE 






The Modern Method! 


Again man’s ingenuity harnesses nature 
and her elements to ‘‘work for him”. 
Formerly only slow, tedious hand sand- 
ing was known... now it can be elimi- 
nated with the speedy, efficient Sterling 
1000 Portable Electric Sander. 


This high quality tool is now being used 
for hundreds of different sanding appli- 
cations on wood, metal and composition 
in practically every industry. Sands faster, 
more uniformly, more economically. 
Sands (coarse or fine), laps, polishes. 
Vibrationless, light-weight, simple to 
operate. 


The Tedious Hand 
Method! 


STERLING 
1000 


PORTABLE ELECTRIC 
“ | 

Ask for a demonstration from your local % A N D E R 

distributor or write: STERLING TOOL 

PRODUCTS COMPANY, 384 E. OHIO 

STREET, CHICAGO 11, ILLINOIS. 
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WHAT! 


Belts are slipping in your de- 
partment? And on a day like this 
when we HAVE to have pro- 
duction. 


O—OH! 


I thought you said ARE slipping. 
They WERE slipping but you ap- 
plied CANTOL. That's better— 
full speed ahead! 


In checking Belt Drives, one factor to watch is Slippage. efficiency of friction to pull a load without slipp‘ng, it is highly 

Slippage is one of the chief causes of belt wear. This loss is necessary to choose a belt wh‘ch is soft and flexible, yet in- 
reflected in decreased production and higher maintenance cost. herently s‘rong. 

Over a year these losses amount to a very considerable sum A good belt has elasticity—the ability to elongate under heavy 
and the trouble should be cured at the source. loads and then snap back to ils original cond.tion. A belt which 

Since highly polished be't'ng lacks the necessary high co- stretches unduly will become too loose. 


Static is also a result of excess slippage. Where sparks are dangerous, 
as in an explosive plant or in dry dusty plants, slippage becomes extra 
hazardous. 


Now! the cure: A belt dressing which is also a belt food and preserva- 
tive. A belt dressing which is not oily and does not tend to cause 
flabbiness and stretching. A belt dressing which will impart a maxi- 
mum of traction and yet keep the belts soft and flexible. A belt dressing 
which imparts longer life. 


CANTOL BELT WAX has a very high di-electric strength and is highly 
recommended as a precaution against static hazards. 


CANTOL BELT WAX is our solution for obtaining all the above good 
results and for increasing production—power—profits! 





Canto! Belt Wax is a produc? of 
CANTOL WAX COMPANY, Bloomington, Indiana 


Cantol Belt Wax is sold only through dis- 
tributors and dealers in every state. 


y ¢ 


eM 
sep Ol Mexico comes $8 


CANDELILLA WAX , 
2s et a aie is 
ait , 
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ELECTRICAL MOTOR MFGS. JOB SHOPS PLASTICS MOTOR MEGS. 
MOBILE MACHINE SHOPS AEROPLANE PLANTS ELECTRONICS FIELD 
BOTTLE CAP MFGS. WOOD\MODEL MFGS. STAMPING COMPANIES _ 
RUBBER ACCESSORIES MFGS. PRESSED PAPER INDUSTRIES GLASS S 
RADIO MFGS. WATCH MFGS. BRONZE & ALLOY CASTING SHOPS, 
HOME WORK SHOPS AUTOMOTIVE MFGS. TESTING LABORATORIES 
PLASTIC MFGS. TOY MFGS, AUTOMOTIVE MAIX~ ANF, 5? OPS, 
INSTRUMENT MAKERS PRODUCTION METAL SH’\P, ~’<' AL RE 
ELECTRICAL ? .. ‘OR MFGS, J° 4 SHOP / | 1,.S ‘MOTOR MFGS. 
POWDERY AETAL PLANTS 7° /. AsTRUMENT TGS. SHEET M 
MOBIL’ / ACHINE © 4 4 <OPLANE PLAN\* ELECTPC\:CS FIELD 
BOTT *F/“, ¢ OOD MOPTL WEGS. $*°\ ING COMPANIES 
RU s7<. .CESSORIES Pt* 4S, PRESSF® » APER INDUSTRIES GLASS 
RADIO MFGS. \.AICH M“‘- BRONZE & ALLOY. CASTING SHOPS 

- HOME WORK SP©*5 AUTOMOTIVE b ‘MFGS, TESTING LABORATORIES. he 
PLASTIC MFG. TOY MFGS, | AUTOMOTIVE MAINTENANCE SHOPS 
INSTRUMENT MAKERS PRODUCTION METAL SHOPS ELECTRICAL Re $ 
TECHNICAL SCHOOLS Tol MANUFACTURERS TOOL & DIE ROOM Si 


~ ELECTRICAL dates 5 MGS. JOB SHOPS. PLASTICS MOTOR W MF 


2952 west pico, los angeles 6, california 


benchmaster manufactured means better made 
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@ It’s not as big as 4 battleship but it is nearly the size of a 
railroad locomotive. This is one of the largest machines 
which produce CaP screws from coils of steel rod in a rapid, 
continuous operation, automatically. It is nearly 30-feet long 
and 16-feet high, and the operator has to stand on @ platform 
to manage the electrical controls. From this huge monster 
down to similar machines producing cap screws as small as 
y,-inch diameter, Lamson & Sessions’ plants are equipped 
to make every kind of fastening that is used by your cus- 
tomers. As manufacturers of a “full line”, Lamson can pro- 
vide a complete stock of fastenings in 4 full range of sizes 
_all in one shipment and on one pill of lading- And of 
course, all made to Lamson standards of quality in accuracy 
of dimensions and strength and finish. Whether you want 
cotters or C4P screws, bolts or nuts, lock washers OF studs, 
you can be sure that Lamson products are available in all 
standard sizes all of the time. 


THE LAMSON & SESSIONS COMPANY, General Offices, Cleveland, 0. 


Plants at Cleveland and Kent, Ohio; Chicag° and Birmingham 








MSON & SESSIO 


. 





R$ 
Y : . 
our Jobber Stocks the Lamson L cae ee 
on Line 


re i. f é Vy rg’ 


| Bolesmen 


Clipper Products Clipper Products 


Build Repeat Sales Are Readily Available 


The Timken statement below 
explains why Clipper products 
have customer preference, and 
result in repeat orders. 


20% Savings with 


because they are necessary to 
keep war production machines 
running to maximum capacity. 


_ Clipper Belt Hooks aoetin nore 
Clipper Speed lacers quick, easy operation. 
i Lubrihide Pins 


The Timken Roller Bearing Co. of Canton, Ohio 


has effected a saving of about 30% in consump- 
tion of belt hooks by using Clipper Belt Hooks, 
Clipper Lubrihide Pins and Clipper Speed Lacers. 


Designed To Meet Present Day Production Demands 


The Clipper No. 9 Portable Lacer develops pressures up to 16 tons. 
With such pressure, hook legs can be embedded flush with the surface 
of any kind of belt, and points clinched. 
The scientific action of the jaws forms a perfect line of well rounded 
loops permitting the use of maximum diameter Lubrihide Pin, also as 
providing equal distribution of pulling strain on every hook. A belt Scientific action of Jaws forms 


joint so made will outlast by two to three times one made with an 
old-style portable lacer. 


CLIPPER BELT LACER COMPANY crano rarivs. micwican, v. s. A. a perfect loop for connecting pins. 


SPEED 
VICTORY 
by NOT } 
\ INTERRUPTING | 
an PRODUCTION 
Q 


fs 


ee ee ee ee 




















UTICA DROP FORGE & TOOL 


CORPORATION 
UTICA 4,NEW YORK 




















IF THE SHOVELS you carry began com- 
ing in Cellophane, you probably 
wouldn't be surprised—for nothing 
is too good for the quality line you 
carry. It would not be practical to 
put RB&W EMPIRE Bolts and Nuts 
into fancy wrappings, yet they can 
be even more important to you asa 
reputation-builder and profit-maker. 





A CHICAGO DISTRIBUTOR dropped his 
hand—grab-bag fashion—into his 
RB&W stock and picked up the 
EMPIRE bolt and nut pictured here. 
You'll surely appreciate that the 
clean-cut head, the accurate, well- 
finished barrel, the perfect threads 
are evidence of quality that can be 
merchandised in getting new business 
and holding old business. 








SINCE ITS BEGINNING 100 years ago, 
RB&W has spent hundreds of thou- 
sands of dollars in research and de- 
velopment work to help give dis- 
tributors the highest-quality fasten- 
ers to sell. And RB&W has invested 
in advertising to make it easier for 
distributors who take advantage of 
the extra values in RB&W, to in- 
crease their volume of this profit- 
producing line. 




















i ‘ “ 
Factories at Port Chester, N. Y., Coraopolis, Pa., Rock Falls, Ill. Offices at Philadelphia, Detroit, Chicago, Chattanooga, Los Angeles, Portland, Seattle 
s 
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TIGHTEN 
SET SCREW 
HERE 
oo 
TIGHTEN 
JACK SCREW 
HERE 

















@ The simplest, surest mechanism 
ever devised for holding wheels to 
shafts! No flange. No collar. No 
protruding parts. 


@ The Taperlock Sheave mounts le SA 
ss complete wit tip iton.line 4 VEU TAPER’LOCK rectal 
PATENT APPLIED FOR 


it up and tighten while sighting. 
It’s in place on the first try! 


Oth ities tne he Easy on—easy off —locks fast to the shaft! ALL the advantages you’ve 
sheave by means of set screws— ever dreamed about in a sheave are here—in the simplest, quickest 


with a firmness equivalent to a 
shrunk-on fit—whether the shaft is 


standard or normally undersize. For full details call your local Dodge Transmissioneer. You’ll find 


@ The Taperlock runs true. The his name listed under “Power Transmission Equipment” in your 


bushing extends the entire length : 4 ; 
ol dee log Readies o dl taco. classified telephone directory. Or write 


ing surface. DODGE MANUFACTURING CORPORATION, MISHAWAKA, INDIANA 


@ Close mountings are made pos- 
sible. No flange nor collar nor 
other device is required at either 
end of the sheave hub. 


acting mechanism ever developed for the purpose! 


@ The Taperlock “unlocks” with 
less effort than any other sheave— 
due to its special taper. 


@ Taperlock Sheaves will be 
stocked by Dodge Transmission- 





eers in principal cities—and will SIGN OF THE DODGE TRANSMISSIONEER 

be available in ALL stock sizes. There are 257 Dodge factory juate Transmissioneers, located in 
principal cities, to show you NEW and BETTER ways of transmit- 
ting power. See your | lassified teleph di y- 
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your CUST 


“PROTECT 
with uniform, 


Macklin Whee 


high quality Macklin 


| for every type 


MACKLIN COMPANY — Manufacturers of GRINDING WHEELS — JACKSON, MICHIGAN, U. S. A. 


Distributors in all principal cities 
Soles Offices: — Chicago - New York - Detroit - Pittsburgh - Cleveland - Cincinnati - Milwaukee - Philadelphia 
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WIREGRIP Lacing Machine 
Astandard bench lacing 
machine for Wiregrip 
and all other standard 
belt lacings. Machine 
parts interchangeable 
with other standard 
makes. 


WIREGRIP 
Vise-operated Lacers 
have special legs which 
hold them upright for 
easy loading before 

placing in vise. 


WIREGRI WIREGRIP Belt 

Hooks are correct- 
BELT HOOKS ly formed, are 
sharply pointed and rigidly held in exact 
position and alignment. It is quickly applied 
with any standard make vise lacer or lacing 
machine. WIREGRIP Belt Hooks come on 
standard U-shaped cards which protect 
fingers from the sharp points and have in 
addition the extra, patented blue aligning 
cards which prevent loss of hook thru hand- 
ling, permit the ready use of short card end 
and every hook usable. 6 sizes, as illustrated. 


ROUND BELTING HOOK and COUPLINGS 
FLEXGRIP Couplings for Round Belts and Cords 
and Ropes are internally threaded and screw ontu 
belt or cord end requiring no punching or special 
tools. They protect belt ends and provide not only 
as a quickly detachable (just un-hook) belt, but 
thread also provides means for closely adjusting 
belt tension. 19 sizes, from 4%” to 114” dia. 
SUREGRIP Wire Hooks for Round Belts come 
in 4 sizes for 14” or smaller to 34” in larger round 
belts. Packaged 500 to the box. 
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ARMSTRONG-BRAY 






STEELGRIP Standard Rigid Arm Pullers 


come in 2 and 3-arm types. Arms are forged from heat-treated steel. 
Screws are of special steel with heavy long wear threads and are hard- 
ened to prevent up-setting. Arms of most sizes have (2 or 3) length 
adjustments to give a close-up grip on work at various distances from 
end of shaft. Safety design assures a uniform pull and a surer grip on 
the work. 16 sizes and capacities. 


STEELGRIP Special Pullers 


these pullers embody the same quality as STEELGRIP Standard 
Pullers but are designed for specific rather than general pulling jobs. 
These include: Pittman Steering Arm Puller, Battery Terminal Pullers, 
Fan Propeller Pullers, and Refrigerator Pullers—the latter especially 
designed for the refrigerator service man. 


Gear and ys, Wheel Pullers 





os 
RB tame 


Wherever shafts turn, there are occa- 
sions when an ARMSTRONG-BRAY 
Puller will save valuable time and irre- 
placeable parts and equipment. On such 
occasions one of these usually pays for 
itself many times over. They are essential 
tools for maintenance work, for easily, 
safely and quickly ‘‘pulling’’ gears, pin- 
ions, pulleys, motor pulleys, wheels, 
cams, etc., from shafts. They will often 
save hours of work “pulling’’ bearings. 
They prevent battering, breaking, scare 
ring or distorting of parts being removed, 
or the shaft itself, 


CHAINGRIP Universal 
Pullers 


pull wheels, close up or at considerable dis- 
tance from the end of the shaft. The chains 
are double-ended, have chain hooks on one 
end for spoked wheels etc., and special 
motor-pulley hooks for motor pulleys, gears, 
pinions, bearings etc., on the other. CHAIN- 
GRIP Pullers come in 2 capacities, 3 or 
12 ton. 
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BRUSH TOOLS FOR 
VICTORY PRODUCTION 


Power Driven Wire 
Wheel Brushes 

“Mono-Bilt”’ 

“Steel-Clad” 

“Dura-Bilt” 

“Di-Bilt” ifs 

“Peerless” 

“Twis-Tuft” 

Fine Wire Polishing 
Wheel Brushes 

“Sturdi-Bilt" Wire Cup 
Brushes 

Fibre Wheel Brushes 

Wire Scratch Brushes 

Boiler & Furnace Brushes 

Foundry Brushes 

Platers Brushes 

Bench Brushes 

Floor Sweeping Brushes 

Push Brooms—wire 





Aenican INDUSTRY has in recent years and is now 
using MILWAUKEE Industrial Brush “TOOLS” in greater numbers 
and types, and in wider application, than at any time previous. 


Production of implements of war brought on this increase as indus- 
try looked for dependable aids for its huge production program. 
These “TOOLS” had to make good in this fast moving set-up—there 
could be no half way measures with earliest possible victory at stake. 
That MILWAUKEE Industrial Brush “TOOLS” have the ability to 
contribute in full to quality needs—to speed needs—and to moderate 
cost needs is being demonstrated in plants making huge machines 
and mobile units as well as in factories producing the smallest parts. 
Out of all of this there is a natural growth of acceptance—a market 
is developed that opens future sales possibilities of new wide scope. 











and fibre 
Look ahead to this tailor made market, for that tomorrow is not far 


Miscellaneous Maintenance 
Brushes 
distant when you will profit from it. 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


The Key to Industrial Brush Problems 


FLUE BRUSHES FLOOR BRUSHES - PUSH BROOMS .- 


BENCH BRUSHES - FOUNORY BRUSHES. 
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A COMPLETE LINE OF 
HIGHEST QUALITY 
PRODUCTS 


EFFECTIVE 
PROMOTIONAL 
MATERIAL 













When your customers want lifting jacks, 
they want DEPENDABILITY, SAFETY, 
LONG LIFE and usually, FAST DE- 
LIVERY. You can take care of all of 
these requirements by stocking DUFF- 
NORTON JACKS! 

Furthermore, Duff-Norton backs you up by providing 
promotional material that helps you sell. In addition to a 
complete schedule of trade paper advertising and regular 
mailings to your customers (pointing inquiries and orders 
to you), Duff-Norton also has a series of folders and en- 
velope enclosures available to you with your imprint 
without cost. Write for details today. 


THE DUFF-NORTON MANUFACTURING COMPANY 
PITTSBURGH, PA. 


Canadian Plant: COATICOOK, QUE. Representatives in Principal Cities 
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ROEBLING 4s/Swer r0 


YOUR COMING SALES DRIVE 





With Hard-Hitting Advertising... Skilled Technical 
Help...and a Strategic Warehousing Set-Up 



























Telling the men you'll be selling tomorrow rope problems. .. or getting added rope 
. that’s what Roebling is doing now. life for their money. 

Commanding, double page, color ads in And here’s another important selling 

leading industry publications are getting point for you: more orders because of 

to half a million readers... who buy, use, quick delivery available from a nearby 

or know wire rope. It’s spadework that Roebling warehouse. These amply stocked 

will bear fruit for you when stiff compe- warehouses — more than a dozen — are 





tition returns. strategically located throughout the 
Customers stay with you longer when country, ready to serve you. 
they’re offered valuable extras—like the Roebling backs your selling with all 


services of Roebling wire rope engineers. _ three advantages... plus a product of un- 
It means help for them in cracking tough questioned quality. 


JOHN A. ROEBLING’S SONS COMPANY 
TRENTON 2, NEW JERSEY 
Branches and Warehouses in Principal Cities 


WIRE ROPE AND STRAND °¢ FITTINGS °* SLINGS * ROUND AND SHAPED WIRE 
ELECTRICAL WIRES AND CABLES °* AIRCORD, SWAGED TERMINALS AND ASSEMBLIES 


SUSPENSION BRIDGES AND CABLES ¢ WIRE CLOTH AND NETTING * COLD ROLLED STRIP 
HIGH AND LOW CARBON ACID AND BASIC OPEN HEARTH STEELS « AERIAL WIRE ROPE SYSTEMS 


BLING 


N Wie E PROODvUJUctT § 
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Reliable Nye tools stand ready as always, to 
assure the mill supply dealer his share in 
this coming multi-million dollar opportunity. 
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NYE TOOL AND MACHINE CO. « Chicago 39, IIlinoiq ™ 
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ERE a tough, hardened alloy die is being milled 
I ; and faced in one operation with a CLEVELAND 


High Speed End Mill. 


Skilled workmen and precision tools go hand in 
hand. Since 1876 the < trade mark has been a de- 
pendable guide not only to precision, but to uniformity 


and performance as well. 


Specify CLEVELAND Twist Drills, Reamers, Screw 
Extractors, Arbors, Mandrels, Sockets, Mills, Counter- 


bores and Carbide Tipped Tools. 





cL 


TRADE MARK REG, U. S&. PAT. OFF. AND 


TWIST DRILL 
COMPANY 
1242 i 49° STREET 


ELAND 


20 THOMAS ST. NEW YORK @ NORTH JEFFERSON ST. CHICAGO 650 HOWARD ST. SAN FRANCISCO 
6515 SECOND BLVD, DETROIT BRUNEL ROAD, OLD OAK COMMON LANE,ACTOR, LONDON W.3, ENGLAND 





DRILLERS 


ae 
(Be 


| 
: (Dept. A—1) 
Drill Co., 4, Ohio | 


eveland Twist . 
Drillers 


., Cleveland 1 
ast 49th * of “Handbook for 
obligation. 


The Cl 
1242 E pape 
° 
Please send ac 
without cost OF 


This advertisement appears in current Issues of leading magazines in the metal-working field. 
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Provide Distinct Advantages in Pumping 
Lubricants and other Materials such as 
Sealing Compounds, Insulating Compounds, etc. 


On production lines, where bearings or gear cases must have initial 
lubrication—in processes where assemblies must be sealed before 
riveting ...Or in processes where assemblies require sealing or insulating, 
Lincoln Heavy-Duty Drum Pumps speed up the operation and save time 
and materials. These heavy-duty pumps are powered by the famous 
Lincoln Air-Motor and dispense from original containers. 


They can be adapted to a wide variety of applications and offer an 
outstanding sales opportunity for every Mill Supply Wholesaler. 








MODEL TIOIA 
PUSH-TYPE 


COMPLETE LINE 
for all INDUSTRIAL 
REQUIREMENTS 


MODEL 1266 HANDI-LUBER. 
ATTACHES TO THE LID OF A 


Lincoln is the leading line ) 25-LB, ORIGINAL CONTAINER 
of industrial lubricating 
equipment. It includes all eS 12714 


BUCKET 
is- PUMP. 
types of grease guns, dis . en 2548. 
pensers and firings. Afew |] [4 alsa § |} cic monn re rote 
of the many items are —_mooa. 1313 ey |e Be DISPENSES DIRECT FROM 
TRANSFER PUMP eae vigkcd 25 OR 50-18. ORIGINAL 
illustrated. ee soa CONTAINER 








8157 


Write For Complete Tufermation chout this jaat-selling line 
LINCOLN | : 





MILL SUPPLIES ° SEPTEMBER 1 








Q. But, what about Darling Products? 


Before pe a eae, there are A, Forty years of manufacturing “know-how” 


many questions you'd want to ask first coupled with the highest standards of work- 
—for instance you'd want to know — manship have built an enviable reputation 
for Darling products. Darling valves proved 
their long-life dependability by first serving 


Q. Why has Darling decided to sell through the tough operating industries. 


Industrial Distributors? 


A. Darling’s manufacturing facilities have been Q. Is Darling prepared to render sales and 
expanded to meet urgent wartime demands engineering help? 
of the Navy, Maritime Commission and in- 
dustry. As war needs slacken, Darling pro- 
duction will be ample for much wider 
distribution than ever before. 


A, Darling realizes that its continued success 
must depend on the success of its distribu- 
tors. The Darling sales plan lays special 
emphasis on factory-distributor cooperation. 


Q. Were there other reasons for Darling's Space does not permit listing here, 
decision? all the details of the complete sales 
plan which includes local market 
A. Yes, there were many reasons, too many to analyses, sales training programs, 
list here, but most important perhaps, Dar- sales tools, and advertising. So, 
ling’s decision after months of study and — aa — tec es 

. t t tion? 

field survey work, was influenced by the ee en ee ee 


me M ; Now’s the time to make your 
conviction that industrial valve users can own postwar plans for 


best be served by independent distributors. future profit opportunity. 


N TRADE D 


VALVE & MANUFACTURING CO. 


at WILLIAMSPORT, PA. 
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: re three questions about pipe are often in the minds of many 
of your customers. And they look to you to supply pipe that will give 
the right answer on all three. 

Best plan we know of is for you to stock Beth-Co-Weld. This 
first-class pipe is just what your customers need. Made by the continu- 
ous-weld process, Beth-Co-Weld is uniform in quality and character- 
istics. It cuts and threads easily, welds readily, and is economical 
to install. 

Beth-Co-Weld is regularly furnished in sizes from 12 in. to 3 in., 
black or galvanized, standard-weight and extra-strong, and in uniform 
21-ft. lengths, plus or minus | inch. 

For complete information, write today to the nearest Bethlehem 
district office, or to Bethlehem Steel Company, Bethlehem, Pa. 


BETHLEHEN 


BETW-COWELD PIPE iin 





There’s Money in Fire Extinguis 


this FREE Display 
° [es 
will help you sell the 


Never before has a fire extinguisher manu- 
facturer sponsored such a drive to make fleet 
operators and motorists fire safety conscious. 
Here is a rich new market being opened 
by an extensive campaign. Full page g 
zine advertisements, thousands q 
mail circulars, and large, brill 
trated display posters are bei 
car and truck owners to “ 
of safety” for compete 
advice and service. 



























your window, fe 
FIRE GUARD 
identifies yo 
paign to rg 




















now-How” 
new book entitled “How to 
are being distributed without 
ick owners everywhere. Containing 
tand instructions on the proper way 
nd of vehicle fire, it also advises motor 
b “have your fire extinguisher checked as 
grease job.” Check the coupon below for your 


’ 





y. 
General Will Train You 


or you, as a dealer, to cash in on this new market. No 
s experience with fire extinguishers is necessary. General 
rain you. Dealerships in some territories are still available. 
quickly to get in on the ground floor for this profitable 
ew business. Fill out and mail the coupon today. There is no 
obligation, 





void 
_— ‘nay shin “THE CZENERAL DETROIT CORP. | 


a sturdy, weatherproof, 
attractively-colored S.O.S. 


FIRE GUARD display 2270 East Jefferson Avenue, Detroit 7, Michigan « A 











above my discount price Niji Title 
for the fire extinguisher. 


E This entails no obligation 








hoard at no cost over and 





on my part to accept a Company — Type of Business— 


zeneral Detroit franchise. 
Please send free sample Address 














copy of book “How to Put : 
‘ Out a Motor Vehicle Fire City Zone State 
i 
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When he asks for 
a Rotary File... 


i. 

Two things bring a customer back—quality merchandise and personal 
interest in the customer’s particular requirements. Here is an opportunity 
to give him both. 

Your customer probably has been using the same “tree” or “cone” or 
“flame” shape Rotary File for a long time and doesn’t know that Heller 
Rotary Files come in dozens of other useful shapes as well as in both 
the Ground-From-Solid and Hand-Cut types. Explain the advantages of 
each—how both are made from the finest high speed tool steel—how they 
can be used on all metals including steel, aluminum and bronze, and in 
combination with, or to supplement any Heller Hand File. 

And speaking of hand files, make certain you include a description of 
the Heller NUCUT “Wavy-Teeth” Files—the “two-in-one” file that both 
cuts and smooths at every stroke! Your jobber will be glad to advise you 
on the right stock to meet your customer's needs. 


HELLER BROTHERS COMPANY 
America’s Oldest File Manufacturers —Good Tools Since 1836 
Newark 4, New Jersey °* Newcomerstown, Ohio 


HELLER 
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TYPICAL HELLER ROTARY FILES AND APPLICATIONS 





SHAPE APPLICATIONS 








OVAL Cleaning fins in cast water jacket. 
Finishing cylinder heads. 


CYLINDRICAL Smoothing rough welds. Finishing 





RADIUS cylinder heads. 

CYLINDRICAL Removing burrs from cast handles, 

FLAT END wheels, bed plates, holes. Finish 
ing motor, frame. 

CONE Deburring tubing, making counter 
sinks, finishing any conical recess. 

TREE Smoothing blades on impeller, 
turbine blades, cylinder heads. 
dished heads. 

INVERTED Sharpening milling cutters. Re- 

CONE cessed holes. Grinding valve seats. 


Milling flat surfaces. 


BALL Smoothing hollaw recesses with 
round contours. Finishing castings. 
Deburring holes. 











FILES 


WAVY-TEETH 
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LAPPING COMPOUND 
Has. Exerglhing / 


This newest addition to the “Michigan” line ... the modern, 
Oil-Mix Lapping Compound .. . is definitely outstanding in 
quality . . . has wide marketability . . . is a profitable item 
for Distributors . .. and is immediately available. 


® 
A Multi-Purpose Compound 
“Michigan” is a fast, clean-cutting compound for hand or 
machine lapping. Serves a wide variety of users and pur- 
poses including— 





























Valves Bearings Polishing Machines 
Cranks Cylinders Lapping Machines 
Gears Aircraft Parts General ‘Tool Room 
Gauges 


Thirteen Standard Silicon Carbide 
Grit Sizes—Oil Mix 


100 
600 400 280 220 150 80 
500 320 240 180 120 50 


Special formulas available to meet unusual demands. 


Seven Standard Package Sizes 


2 oz. Combination Can ) Packed _ — t mamnee 
4 oz. Combination Can 12 to : ad 
\, lb Cc carton pn Ib. Pail 

adits 50 Ib. Pail 


Larger Containers on Request 


Speedy 24-Hour Shipments 


Distributors’ orders are shipped within 24 hours from time 
received. You can serve your customers quickly without 
carrying a large inventory. 


e e 

Fairly Priced 
While peak-point in quality, “Michigan” is priced right. 
Economy is double-barreled. Repeat user sales are automatic. 


Liberal Discounts 


There’s a liberal margin of profit for the distributor ... even 
better-than-average. Write for descriptive literature and 
Distributors’ proposition. 


Vbvative Ce./ 























Manufacturers of 
NEW-PROCESS COATED ABRASIVES and LAPPING COMPOUNDS 
1111 Bellevue Avenue Detroit 7, Mich. 
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AFTER A HOT DEBATE 
BETWEEN THE 
PROPONENTS OF 
HEAVY AND SPIRAL 
PIPE, THIS HAPPY 
COMPROMISE 


WAS REACHED! 





It's better to go all the way with Taylor Spiral 


F you take run-of-plant piping too lightly, the pipe 
I installed is apt to be too heavy . . . which is simply a 
trick way of saying: When you get down to brass tacks 
Taylor Spiral will take care of a large percentage of 
everyday piping needs. 

Perhaps you consider Taylor Spiral Pipe only for 
those special applications that it handles so much bet- 
ter than any other type of pipe. That’s fine as far as it 
goes. But why let it obscure the fact that light-but-strong 
Taylor Spiral can also handle ordinary piping services 
like those listed below just as well as Standard Thick- 
ness pipe .. . and at a much lower cost? 

Taylor Spiral Pipe does the work of heavier pipe 
because its spiral reinforced construction gives it a re- 
markably high strength-to-weight ratio—gives it greater 


bursting strength, greater collapsing strength, greater 
longitudinal stiffness than any other type of pipe. 

Its light weight saves dollars at every turn—in 
first Cost, in transportation cost, in erection and handling 
cost, in cost of supporting structures. In many cases it 
reduces the installed cost of piping to half that of the 
Standard Thickness pipe it so well replaces. 

Switching to Taylor Spiral Pipe for services like those 
listed is made easy by the complete range of sizes and 
wide variety of fittings. Thicknesses range from 12 to 6 
gauge; sizes from 6” to 42”; joint lengths up to 40 ft. 
All types of end joints and couplings, all kinds of fittings 
and specials or fabricated assemblies are produced by 
Taylor Forge & Pipe Works, assuring complete service 
and undivided responsibility. 


TAYLOR FORGE & PIPE WORKS 


* New York Office: 50 Church St. +. 


General Offices & Works: Chicago, P. O. Box 485 
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Philadelphia Office: Broad Street Station Bldg. 





SELL 
TAYLOR SPIRAL PIPE FOR: 


@ High and Low Pressure Water Lines 
@ Low Pressure Steam and Air Lines 
@ Steam and Diese! Exhaust? Lines 

@ Vacuum and Suction Lines 

@ Blower Piping 

@ Sand and Gravel Lines 

@ Industrial Gas Lines 

@ Oi! and Gas Gathering Lines 

@ Swing Pipe 

@ Spray Pond Piping 


@ Hydraulic Mining 
‘ @ Dredge Lines 
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Here’s a sales story 
that will help you sell more Van Dorn 
4” Standard Electric Drills in plants and 
shops of every kind: 









i 


As a portable tool, it drives twist 
drills up to 4”, wood augers up to 

1”, and Hole Saws for cutting clean, 
round holes up to 314” diameter in 
ie any material a hacksaw will cut. And its 
ndling compact construction, minimum spindle 
"ases it offset and horizontal spade handle come 
of the in handy on work in close quarters. 


greater 


TH 


a What’s more, mounted in a Van Dorn 
a oan Drill Stand, the same 14” Standard Drill 
12 to 6 makes an accurate drill press—with 6-1 
» 40 ft. leverage to put on the pressure, or for a 





ttings slow, smooth feed on delicate work. mei it 
ed by Stands are made for bench, post or ped- 
service estal mounting. 


The Saturday Evening Post next month, ‘int 
and industrial publications this month, ag Standard Ry 
carry this 1%” Standard Drill story. an Dorn Electric Dri 
Better check up on your prospects now. Portable 

Van Dorn Electric Tool Co., 717 Joppa $5 ° 
Road, Towson 4, Maryland. ch Drill Stand 4 


No. AO Be 
For Power Specify 





y/ 
thet Drills from \ to J 
Dr ill grands for All Sizes 


(DIV. OF BLACK & DECKER mFG. CO.) 


PORTABLE ELectric TOOLS 
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You sell high carbon heat treated 


cap screws for their extra strength. | 


CLEVELAND Gf Clualilg 1035's 


2 give you another selling point — unusual 


toughness added by the Kaufman 





Process of manufacture. 





CEA TWN M\ Ge Cleveland Cap Soon Company 
Top ually 2917.EAST 79TH STREET’ © CLEVELAND 4, — 
FA S T EWN E R S$ Warehouses: Chicago, Philadelphia, New York, Los Angeles 


Ask your Jobber for Cleveland Fasteners 
MADE BY THE ORIGINATORS OF THE KAUFMAN PROCESS FOR GREATER STRENGTH AND ACCURACY 
54 MILL SUPPLIES * SEPTEMBER, 1945 
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Smooth painting — that’s one claim to fame, 


Nylon Bristle is my name! 


You’ve never used 
A brush so strong, 
Nor one that lasts 
A third as long. 











That’s why I’m now 
In Navy blue; 

The toughest jobs 
They have, | do. 





| won’t forget; 
When | return, 





NEW AND HIGHER STANDARDS for long wear in paint- 
brushes are being set by brushes with bristles 
of Du Pont nylon. Tests show they outwear 
hog bristles 3 to 5 times! Safe with all types 
of paints, too. You can’t get them yet...they’re 
all in Navy service now. To date no nylon- 
bristled paintbrushes have been sold through 
regular commercial channels. (Du Pont does 
not make the pintbrushes . . . we supply 


bristles to leading brush manufacturers. ) 

FREE BOOKLET gives facts of recent tests by master 
painters . . . shows you why nylon-bristled 
brushes paint better, last longer. Write for 
your copy today. E. I. du Pont de Nemours & 
Co. (Inc.), Plastics Dept., Arlington, N. J. In 
Canada: Canadian Industries, Ltd., Box 10, 
Montreal. 


Buy an Extra BOND Today 


DU PONT NYLON BRISTLES — 





“WHEN AVAILABLE... LOOK FOR 
THE BRUSH WITH THE WORD 
NYLON ON IT.” 





It’s your guarantee of bristles possess- 
ing a combination of advantages unob- 
tainable in any other type of bristle— 
either hog or synthetic! 





BETTER THINGS FOR BETTER LIVING 


OU PONY 


THROUGH CHEMISTRY 








MILL SUPPLIES * SEPTEMBER, 1945 





RAINFAIR PROTECTS 
HYDRO-BLASTERS 


Removing core sand and scale from 
huge marine diesel engine castings 
at the Nordberg Manufacturing Co., 
Milwaukee, Wisconsin, using 
“Hydro-Blast” equipment. 


So widely known has the "100% Waterproof- 
ness”’ of Rainfair -Vulcanized work clothing 
become that manufacturers are suggesting diffi- 
cult assignments. An extreme example is the 
**Hydro-Blast’ work in the Nordberg Company 
foundry where water under terrifically high 
pressure cuts casting cleaning to a fraction of 
time formerly required by hand methods. Oper- 
ators are protected from the flying core sand and 
water... are kept dry and comfortable .. . by 
wearing Rainfair Suits developed for the Hydro- 
Blast Corporation of Chicago. Rainfair offers 60 
years of specialization in the manufacture of 
waterproof work clothing ... a line of quality 
garments resulting from a procedure which con- 
trols every step from laboratory to final inspection. 
War requirements take the bulk of Rainfair’s output 
today, but some garments are available for essential 
civilian use. As restrictions are relaxed new distributors 


ean share in the profit from Rainfair’s extensive ad- 
rertising and sales promotion efforts. Investigate now. 


9 


7 
RAINFAIR, INC., Dept. 55-J RACINE, WISCONSIN / 


RAINFAIR: VULCANIZED 


WATERPROOF WORK CLOTHING 
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M 0) R SE two-fluted, spiral-pointed hand 


taps roll the chips ahead to prove cutting 
ease, speed and precision as they thread 
deep open-end holes. These taps effect 
measurable gains in quality and quantity 


production. 


(aCe eomreorecmsy § AN FRANCISCO STORE: 1180 FOLSOM ST. 
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TWIST DRILL AND 
MACHINE COMPANY 
NEW BEDFORD, MASS., U. S. A. 
NEW YORK STORE: 130 LAFAYETTE ST. - -- - CHICAGO STORE: 570. WEST RANDOLPH ST. 
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DISTRIBUTORS’ ATTENTION is directed to 


what Abrasive Company is doing to help them sell! 





n 
setputors Co 
mpany DIstbUL right 
3 requirements- 





The impressive story of Abrasive Company quality is being broadcast regularly 
in full page colorful advertisements to all users, buyers and specifiers of grinding 
wheels. The advertisement reproduced here is typical of a current series which is 
rapidly adding to the ever increasing recognition that Borolon and Electrolon 
Grinding Wheels are second to none in quality. 





Write for details of Abrasive Company selective distribution plan 


58 MILL SUPPLIES * SEPTEMBER, 1945 





S Keep Costs y Whi 


| Quality and:Produaiaeaae 





with these CARBOLOY Standards 


Cut-Off Tools 


For cutting off 
to hollow cores 
such as shell 
forgings, etc. 


Tools for 
Roller Turners 
(““Box”’ Tools) 


Grooving Tools 


Available in 
widths over .060” 
through.330” Tolerancesupto.0004”. 


Shear Type Tools 


For interrupted cuts 
on large forgings 
and castings. 
Solid 
Carbide 
Guide 
Rings 
For wear resistant uses on machines 
such as wire stranding machines. In- 
creases life up to 50 times. 
Special-Purpose Standard Stock 
Carboloy Cemented Carbide 
Blanks 
Scraper Blanks 
Rs.} ng 
Pointed 
Nose Blanks 


scraper sizes 


(TRADEMARK) 


CEMENTED CARBIDE 





Masonry Drills 


Drill concrete, brick, etc. 75% 

faster than old methods. 
Diamond Impregnated 

Grinding Wheel Dressers 


3 sizes. For all grinding wheels. 


General-Purpose 
Standard Carboloy Blanks 


Style 1000 Style 2000 
Sizes 1/16” to 4” thick. 


Lathe and Grinder <<) 
Centers 
Deen 


cansouer BF 


— 
_ 


(Up to 50 times longer life than 
steel.) 
Carbide tips only. 


Finished tipped centers (with 
Morse, B & S, and Jarno Tapers). 


Precision Boring 
Tools 


Precision ‘‘Boring’’ tools 
for high quality finish. 
(You grind point to suit). 


Send For Free Catalog 


32-page catalog 
GT-175-R con- 
tains prices and | 
specifications of 
all standard stock 
and standard de- 
sign Carboloy 
Cemented Car- 
bide tools. Write | 
for your copy 


CARBOLOY COMPANY, INC. today. 
11131 EAST EIGHT MILE BLVD., DETROIT 
Sele makers of Carboloy Brand of Cemented Carbides 
CHICAGO © CLEVELAND © HOUSTON « LOS ANGELES © MILWAUKEE «© NEWARK © PHILADELPHIA © PITTSBURGH +» THOMASTON 
Also stocked and sold by Leading Mill Supply Distributors, coast te coast. 

























































































Besly Precision-Made Taps have set a remarkable 
record in war production for top accuracy on 
close-tolerance threading. Growing user prefter- 
ance has brought us more than our proportionate 
share of al/ tap business. 


Although orders still exceed our capacity to pro- 
duce, we are making every effort to put Besly Taps 
on the market in increasing volume —without 
lowering the quality standards that have made 
our products first choice of experienced users. 


Significantly, this continued demand is timely 

recognition of Besly Taps’ top performance char- 

acteristics...and points to growing popularity in 

postwar production—with greater and more prof- 
NOW...IN THE SECOND EDITION itable sales for Besly distributors. 


This booklet is an important item in the Besly sales , 
promotion plan that provides service to users as a Let us give you the facts about our 5-Step Plan 


practical help to distributors. Continued requests for for building postwar tap sales. Write today for 
copies of Eesly Tap Manuals necessitated a second details 
edition within ninety days. ‘ 


BESLY TAPS . BESLY TITAN ABRASIVE WHEELS 
BESLY GRINDERS AND ACCESSORIES 


CHAS. H. BESLY & COMPANY, 118-124 N. Clinton St.. Chicago 6, Illinois, Factory: Beloit, Wis. 
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valve sales 





flow through 








FAIRBANKS 
PLANNED @& 
MERCHANDISING! 


Through a smooth-working policy of dealer cooperation . . . 
through constant industry-by-industry advertising in leading 
sales-producing publications, distributors are cashing in on 
Fairbanks Planned Merchandising! 

Ruggedly-built, the complete line of Fairbanks bronze, iron 
body and all-iron valves meets practically every valve need of 
industry. Fairbanks valves have something engineers look for 

. the extra protection margin that helps them operate 
satisfactorily under severe working conditions. 

Fairbanks valves have something you look for . . . a nation- 
wide popular demand with which to gear your selling efforts. 
This demand has been built upon a record of service reliability 
of over fifty years. It has been stepped up by progressive 
merchandising policies. 


Write today for information about how your 
business can benefit by the fact that “American 
industry flows through Faitbanks Valves”. 


393 LAFAYETTE STREET, NEW YORK 3, N. Y. 


520 Atlantic Avenue, Boston 10, Mass. 
15 Ferry Street, Pittsburgh 22, Pa. 
748 M & M Bidg., Houston 2, Texas 
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Tape protects 


SAVES MATERIALS, 


EQUIPMENT 


Tape holds sections of blue- 
prints together — reinforces 
edges against wear and, 
tear. Another case where 
FILMONIZE saves man-hours 


Tape covers the shop fore- 
man’s blueprint completely 
—protects it against grease 
and grime. Do it with trans- 
parent FILMONIZE. 


® Are you using tape imaginatively? Have you thought of the hundreds of ways 
FILMONIZE can save time, materials, money in your plant? One of our Tape Engineers 
will be glad to counsel with you on this vital subject—and we'll send him any time you say. 


® Meantime, remember FILMONIZE is the tape that stands up--that doesn’t “curl back” 
—doesn’t tangle. Production men say it handles faster—is more economical. 


© A phone call to your distributor will bring the whole FILMONIZE line—of Transparent 
Tapes, Colored and Multi-Colored Tapes, Printed Tapes, Riveting Tapes, Identifying Tapes, 
Splicing Tapes, Acetate Fibre Tapes, Metal Tapes, Specialty Tapes, Packaging Tapes. In 


Tape keeps safety goggles 
from becoming scarred and 
pitted. Use transparent 
FILMONIZE—it'’s easy to put 
on—easy to remove. 


Tape reseals opened cans— 
prevents evaporation—dete- 
rioration. FILMONIZE — in 
colors — also helps identify 
the contents of the cans. 








all widths from 2” to 18”. 


ati | ilmonize 


our representati ive the 
snp SELF-SEALING TAPES 


whole story on this profitable line? 
INTERNATIONAL PLASTIC CORPORATION 
New Jersey 
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A: the Braeburn Alloy 
Steel Corporation, Braeburn, Pennsylvania, 
there is a lot of steel to be cut—not only in 
tonnage but in types of steels, variety of 
cuts and range of sizes. Still the Braeburn 
Corporation can give prompt cutting-off 
service on any order, whether it be for a 
single tool steel flat, a thousand gear blanks 
or a giant die block (up to 18” x 18” cross 
section). They have equipped their cutting- 
off department to handle every type of cut- 
ting-off job with a MARVEL No. 8 Metal- 
cutting Band Saw, by far the most versatile 
saw built; a MARVEL No. 9A Automatic 
P-oduction Saw, by far the fastest saw; and, 


EACH 





IN ITS CLASS 


a MARVEL No. 18 Giant Hydraulic Saw 
which, with the exception of its larger “’s‘s- 
ter” the MARVEL No. 24 (capacity 24” x 
24”), is the largest capacity hack saw built. 
With this battery of modern sawing equip- 
ment this firm gets the utmost in Speed, 
Accuracy and Economy. no matter what the 
job calls for. Furthermore, because of the 
automatic features of these saws. one opera- 
tor takes care of all 3 of them. 

No matter what your sawing needs, from 
the most inexpensive dry cutting shop saw 
to the largest capacity giant, there is a 
MARVEL Saw exactly suited to your needs 
and it’s the best saw of its type. 


For qu'ck reference see our section in Sweet's File—Mechanical Industries or write for catalog. 


ARMSTRONG-BLUM MFG. CO. 


"The Hack Saw People" 


- 5700 Bloomingdale Ave. 


Chicago 39, U. S. A. 


Eastern Sales Office: 225 Lafayette St., New York 12, N. Y. 
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This 
little bolt 


does a job 
that's 


This little bolt does a big job in the compressor unit of a famous electric refrigerator. 
Once it was a problem child because it had to be machined individually from bar stock. Now 
Buffalo Bolt engineers have devised a process of shaping it out of drawn wire and threading 
it in a single, fast and economical operation. Another example 
of the versatility of our modern equipment. 


COMPANY 


NORTH TONAWANDA, NEW YORK 
SALES OFFICES IN PRINCIPAL CITIES 


Each of this battery of Buffalo Bolt roll threaders 
has a capacity of 43,000 bolts per working day. 












PAINT SPRAYING EQUIPMENT, 
AIR COMPRESSORS, SPRAY GUNS, 
PUMPS, AIR TOOLS, INSECTICIDE 
SPRAYERS, SANDERS AND AL- 
LIED FINISHING EQUIPMENT 








ELECTRIC MOTORS, GENERATORS, 
oA tee Le Pee 
CYLINDERS AND CONTROLS FOR 
AIRCRAFT, AUTOMOTIVE AND 
OTHER INDUSTRIAL APPLICATIONS 


SCo 
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DREADNAUGHT HEAVY DUTY ( 


a TOUGH CABLE 
ror TOUGH JOBS 


Here’s a tough lead-cured cable, constructed especially for heavy-duty 
portable equipment— welding machines, mining machines, shovels, 
dredges, cranes, etc. Used to transmit electrical power from supply line, 
as well as distribute that power to machinery and control devices. 
Flexible, durable, safe, long-lived — Paranite Dreadnaught cuts repairs 
and replacements; delivers current continuously, no matter how tough 
the job. In single, two, three, and four-conductor cables. Multiple con- 
ductors, over four, fabricated for your special requirement. Write for 
further facts and specifications. 














lf It’s PARANITE It’s Right! é 











FLEXIBILITY SAFETY DURABILITY 
Conductors are multiples of fine strands Insulation is of finest quality—for high Jacket is lead-cured, abrasion-resistant; 
—for extra flexibility, freedom from dielectric strength, high physical strength, flexible, too, yet exceptionally strong 

kinking, high conductivity. low leakage, long life. and durable. 


PARANITE WIRE AND CABLE 
Division of ESSEX WIRE CORPORATION. . ty 
FORT WAYNE 6, INDIANA . ( 





ELECTRICAL WIRES AND CABLES “BETTER THAN CODE REQUIRES” 
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Exclusive with FARRIS Relief and Safety 
Valves, “Precision Alignment” is an engineering 
achievement of improved valve design. It required 
the development of special techniques for fixtures, 
tooling, and precision machining. That hard-hitting 
combination results in unprecedented close toler- 
ances in the alignment of spring, stem, disc, guide, 
and seat . . . precision operation. On Guard — 
always! 


With FARRIS ‘Precision Alignment,” 100% of the 
valve spring effort is exerted directly upon the pres- 
sure to be controlled. No spring power is dissipated 
in drag caused by angular distortion. Super-accuracy 
and dependable control of pressure-relief is thereby 
secured .. . On Guard — always! 
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ON GUARD 












FARRIS “ENGINEERING 0, 370 Suan Ave., Polisodes Park, N. J. 
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FARRIS SAFETY VALVE TYPE 2350 — Eco- 
nomical first cost and maintenance. Full inlet 
port. Meets ASME code. Flanged or screwed 
outlets. Semi-stee!l 250 Ib.; cast steel, 600 Ib. 
Bronze '/2” to 2”. Steel or semi-steel 2” 
to 6” 


Minimum blow-down is accomplished by quick, 
precision-tight reseating of the disc on the sect after 
over-pressure has been relieved to normal pressure. 
Remember, minimum loss of pressure from relief 
action assures economical, uninterrupted operation 
of your plant. 


Exclusive with FARRIS, precision alignment is On 
Guard — always... with added safety and protec- 
tion for your equipment from over-pressure dangers. 
FARRIS Relief and Safety Valves are dependable. 
They are built for long-life service. Specify FARRIS 
— and you're safe — ALWAYS! 


Write today for our Specifications Bulletin 


FARRIS DIAPHRAGM RELIEF 
VALVE TYPE 1000—All bronze 
construction, meets Navy Spec. 
45V26. No packing gland; for 
back pressures. Relieves ca- 
pacity at 20%, over-pressure. 
For water, oil, steam, air, 
pressures to 150 Ib. Sizes '/.” 
to 2” 


Save man-hours and muscle in your pipe threading 
operations—with TOLEDO Pipe Tools! These easy- 
threading tools are engineered to do a better job 
and help you cut costs! Unbeatable for accurate, de- 
pendable operation—preferred by experienced me- 
chanics for nearly half a century. 

Today—at the start of a great new era of building in 
residential, commercial and incustrial fields—it’s espe- 
cially important to start every job right with the right 
tools. Specify TOLEDO for better threaders! The Toledo 
Pipe Threading Machine Company, Toledo, Ohio. New 
York Office, No. 2 Rector Street Building. 


RELY ON THE LEADER... 


T DO & 


FOR PRECISION PIPE TOOLS 


TOLEDO SIMPACT THREADER 


Entirely self-contained, the Toledo 
SIMPACT Threader is the ideal quick- 
change tool . . . adjustable for 1” to 
2” pipe. Sizes changed instantly with 
one set high speed steel dies. No loose 
parts. Designed for accurate, easier op- 
eration and long dependable service. 
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WAG SS SELLING 
GHT PRODUCT 


General Forrest is reputed to have said 
that the way to win battles in war was 
to “get thar the firstest with the most- 
est.” In business, the big secret is to 
get there at the right time with the 
right product — a timely product that 
renders the user a valuable service. 
NOW is the time to sell factories, 
assembly plants, power plants, rail- 
roads, food processing plants, gasoline 
stations, garages and others OJL-DRI 
or OIL-DRI-(All-Purpose). 








Reg. U. S. Pat. Off. 
(Absorbs oils, greases, fats, paraffin, etc. 
from slippery, hazardous floors and aisles.) 


® Attractive Profits 
® No Priorities 


e. Necessary < Reg. U. S. Pat. Off. 
Factory Representatives Available for (Absorbs oils, water and soluble oil solu- 
Missionary Sales Work NS tions around equipment where there is 


® Attractive Imprinted Mailing Literature constant danger of slipping on oil-and- 
Available . water “‘slicks.’’) 


SOLD THROUGH JOBBERS ONLY OIL-DRI and OJL-DRI-(All-Purpose) are widely 


used by the Army, the Navy and outstanding 
industrial plants to reduce fire ‘hazards and cut 
down the toll of costly slipping accidents. 


A Memb f th . ae ‘ ° 
National Safety Council Some desirable territories still open. Write today; our 


territorial representative will visit you with full details. 


\SOI-Dri COMPANY énerco"se timo 


F AMERICA 
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The War Production Board says we've got to save 5,000, 
000 tons of coal this year. This gives steam plant owners 
a choice of two moves—either cut down on heating or 
modernize for greater efficiency! 

Modernizing with Hoffman Steam Specialties is a 
proved way to get the same amount of heat from less fuel. 

Since 1913, the Hoffman Policeman trademark has sym- 
bolized fuel-saving efficiency. 

It is a simple matter to restore run-down steam plants. 
By using Hoffman Traps, for example, to replace those 
units which are not giving satisfactory service, you are | 
assured of full steam utilization and hence conservation 
of precious fuel. These traps have Thermostats made of 
non-corrosive metals, long-lived in spite of countless 
flexings and high temperatures. 

Hoffman Traps are so constructed that all parts subject 
to wear can be easily and inexpensively renewed—no 
need to junk an entire unit because of a worn seat. Send 
today for literature on Hoffman Valves, Traps and 
Pumps... and remember that Hoffman 
engineers are always available for con- : 
sultation on your heating problems. t 


WA NAAS 


Send today for latest catalog 
of Hoffman Low, Medium and 
High Pressure Traps. 








—— pe I ai 
HOFFMAN - oe ' 
NO. 8H TRAP AA . 
A bronze-bodied » of 
unit for pressures ome P 


up to 125 Ibs. 








HOFFMAN 50 SERIES TRAP 


This heavy duty trap does a pre- 
cision job under toughest service. 
All working parts are mounted on 
the cover—easily removed for clean- 
ing without breaking pipe connections. 
Reversible Valve Pins and Seats 
assure longer life. 


HOFFMAN SPECIALTY CO., DEPT.MS.9 1001 YORK ST., ae 


INDIANAPOUS 7, IND. MAKERS OF HOFFMAN VALVES, 
HOT WATER 


















TESTED AT EVERY STEP 


The rigorous inspections and 
tests applied to Hoffman Special- 
ties are your warranty of satis- 
factory performance on the job. 









TRAPS, VACUUM AND CONDENSATION PUMPS, 
FORCED HOT WATER HEATING SYSTEMS. STEAM - 
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particulars. 


that every 





When the Kennedy Tester finishes with a valve, 
he knows—and knows definitely—.whether or not 
it is perfect in every respect. His cross examination 
is thorough and relentless. It covers every detail of 
the valve from flange faces or hex threads to hand- 
wheel; and is sure to uncover any flaw that may 
exist in metal, joints, or mechanism. His sole job 
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MR. DISTRIBUTOR: This is one of a series of advertisements directed to your customers, 
explaining how Kennedy gives careful attention to the details of valve design, construction 
and workmanship that provide maximum effectiveness, convenience, and length of service. 
These advertisements are intended to help you sell these high-quality products. Write for full 


KENNEDY valve must enduze 





oS 


cv > a —— Ine 
KENNEDY valves... pine 
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is to detect imperfections and he is entirely inde- 
pendent of the Production Department. That is why 
you can be sure that every Kennedy Valve... Iron 
Body or Bronze . . . Gate, Globe, Angle, or Check 
.. . has actually proven that it will withstand far 
more than its rated pressure, will seat tight. release 
promptly, and operate dependably. ; 


The Kennedy Valve Mfg. Co., Elmira, New York 
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JACK THE RIPPER” 


temper... w 
he stays o screws 
in si ++. and, : 
a slotted screws, he ca whet of all, ripped. slow work... qui 
n't help it if bis dri: t-up work. As ee 
ving stays cro as 
oked ! 


.. but he’ll GO STRAIGHT if you'll give him 
AM HILLIPS scREWS 


ame a good man for goin g with slotted screws: For if he drives one 

mostly b accident ao in strengt®. 
fistful of Americao Phillips Screws - _.and a power drivet 

‘we pol a new man entirely. 
builds up.-- 4S he finds that he can drive 
pt. ..as he finds the 4- ver can’t 
ork-surface OF burr 

¢ are fit for duty -- _and that’s because 
higher “ perfection-percentage in every 


Unwanted : 
in any sho 
p because 
of broken 
heads... 


~ shipment. 
RESULT : Total time-savings 2S high as 50%--- plus imporcant savings in screws and 
materials. 
AMERICAN SCREW COMPANY, pROvVIDENCE 1, RHODE ISLAND 
Chicago 11: 589 E. [llinois Street Detroit 2: 502 Stephenson Building 


AMERICAN 
WILLIPS Scoem’ 
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SEE THIS POWERFUL 
MECHANICAL LOAD 
BRAKE 
The powerful automatic disc 
and helix type mechanical 
load brake in the Northern 
Hi-Lift Hoist controls the low- 
ering load, and can stop it 
independently of the electric 
brake. All wearing parts 


accessible—particularly brake 


surface. 


ROLLER BEARINGS— 
HARDENED STEEL GEARS 
Machine cut hardened steel 
gears, ample size roller 
bearings, turned and ground 


) shafts, press fits—one piece 
| welded frame. 


Gears operate in oil bath, 
and distribute lubricant to 
bearings. 


New information on elec- F] 
tric hoists, dimensions, engi- 
neering data, etc., isready in q 
this complete bulletin. Write 
today for Bulletin H-110. g 


This 5-ton capacity Northern Hi-Lift Elec- 
tric Hoist provides 2 feet more lift for the 


die shop in which it is installed. 


And it’s easy to see the extra lift is needed. 
Without it, the upper part of the die could 
not be lifted over the lower. 


Northern Hi-Lift Hoists provide 12” to 


36” extra lift, according to the capacity 


hoist—providing that much extra effec- 
tive height in your present buildings—or 


saving that much in new buildings. 


TYPES OF NORTHERN HiI-LIFT HOISTS AVAILABLE 


Floor controlled hoists @ Motor traveled hoists 
Cab controlled hoists @ Base mounted hoists 


See our Catalogs in Sweet's Files of Mechanical, 
Process and Engineering Industries. 
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THE RIGHT TOOLS 


For Your Metal Cutting Jobs 


Drills*Counterbores 
Reamerse End Mills 


Whatever your metal cutting 
problem, there is a National 
tool to do the job. National 
makes a complete range of 
high speed twist drills, ream- 
ers, counterbores, and end 
mills—as well as hobs and 
milling cutters. Every tool is 
designed and built to give 
uniform high performance and 


long life under hard usage. 


NATIONAL | 


TWIST DRILI 
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Ketstoat PROVES THE ANSWER... 


REG. U.9. PAT. OFF. 
Keystone Lubricating Company for 
over 61 years has been manufacturing 
specialized lubricants for every pur- 
pose, putting lubrication on a really 
scientific basis. Keystone is essentially 
an organization of lubrication engi- 
neers, not merely a staff of grease- 
makers. Every product is manufactured 
for a specific application—they are not 
the by-products of a refinery operation, 


but are created primarily to do a 
guaranteed job. 


The experience of Keystone lubrica- 
tion engineers has proved that “‘the 
true cost of a lubricant is measured by 
its performance in the bearing rather 
than the price in the container,” which 
fact in itself created the Keystone 


guarantee over 41 years ago... 


wHyY SPECIALIZED Lusricants? 


“WE HEREBY guarantee a saving of 10% on the present 


cost 0 ation, including labor required for application. Should Keystone 
Lubr f- m Af ication fail to produce a saving of 10% on the pres- 
we 








ent cost of lubri¢at y e waconsumed portion of lubricants 
may be returned at our expensé, y li ‘ff Deme 


of the original cost of lubrication where lubri- 








on the basis 


cants were employed, not of our manufacture.” 





SPECIALIZED 
LUBRICANTS 


There is a Keystone distributor near you who will be glad to cooperate with 


you to make Keystone Specialized Lubricants available to your customers. 











btsro 


TRADE MARKS 


nea. U.8. Par. OFF. 21st, CLEARFIELD & LIPPINCOTT STS. + PHILA. 32, PA. 
SPECIALIZED 
LUBRICANTS 
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Talk of the Trade 


RED LETTER DAYS: H. S. Ramsdell (Ramsdell Industrial Supply, 

Worcester, Mass.) recently celebrated his 50th anniversary in the supply 

business .. . Mr. and Mrs. Edward L. Norman (Norman Supply Co., 
, Norfolk) marked their crystal wedding anniversary in June. 


RAPID RISE: Officials at Wysong & Miles Mill Supply, Greensboro, N. C., 
are wondering if Floyd E. Rees, their ace salesman, isn’t being lured into 
a military career . . . Floyd entered the Army two years ago as a buck 
private . . . He’s now a major and expects to be promoted to lieutenant 
colonel in a short time. 








ARTIST: “Before” and “after” paintings of the old and the new building 
occupied by the G. M. Williams Co., 67-year-old New London, Conn., firm 
serve as constant reminders of the artistic ability of O. Reid Hudgins, 
Jr., son of the president . . . Reid did the paintings before entering the 
Army. 





REWARD FOR WAITING: Henry Page (A-C Supply Co., Milwaukee) 
realized his ambition to get into direct war work before V-J day ... An ear 
condition kept him out of service but the quickening pace of naval warfare 
in the Pacific in July opened the door for him . . . The Navy called 
and Hank left for San Francisco to work as a civilian expert in 
getting damaged warships back into service. 


PROMOTED: A promotion to full lieutenant in the U. S. Coast Guard has 
been received by John T. Brown, Jr., (Hajoca Corp., treasurer) .. . 
John, at present, is on unassigned service. 





APPOINTED: E. Jungquist (Percival Steel & Supply Co., Los Angeles) 
has been appointed a member of the Citizens Reconversion Council of 
Los Angeles to tackle problems pointing toward employment of released 
war plant workers. 


FIT AS A FIDDLE: Harry Barrett (Barrett-Christie Co., Chicago) is 
feeling “fit as a fiddle” now that he’s back on the job after an illness .. . 
His return permitted James G. Christie, treasurer, to take a month’s 
vacation at Saugatuck, Mich. 





HOLE-IN-ONE: J. A. Carey (Walker-Turner) never realized he had so 
many friends (?) until he returned to the club house after making a hole- 
in-one at the Plainfield, N. J., Country Club . . . All his friends and their 
friends, so the story goes, were lined up at the bar waiting to join in the 
celebration . . . And the worst part of it for J. A. was that on that partic- 
ular day he didn’t play with his regular companions who would have paid 


off for the achievement. R. W. B. My Friends 
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shapes up sales fo 
Jenkins Distributors 


op management rarely sits in when you sit 
down to sell the Jenkins line. But never un- 
derestimate their influence behind the scenes! 

Their concern with valves is limited to the effect of 
valves on overall operating costs. So.our job is to show 
them that valve performance can make a big difference 
‘on the balance sheet. 

That’s why the new Jenkins “Wornout Valves” ad- 
vertising in Fortune, Business Week, and other man- 
agement magazines is right in the groove. It points up 
the poor economy of keeping in service valves worn 
beyond repair; and the advantages of replacement 
before serious trouble develops. Bf offers help, too - 
“Valve Record Sheets” that make it easier to find and 
eull out the chronic cost-boosters. 


Add this campaign tothe popular new Jenkins 
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How Many 
of your Valves are’ 
“Booby Traps”? 
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“Piping Layouts” advertisements to plant and profes- 
sional engineers, and you'll agree we mean it when we 
say Jenkins Advertising goes down the line and across 
the board to shape up new valve sales for you... and 
keeps everlastingly at it! 

Jenkins Bros., 80 White Street, New York 13; 
Bridgeport, Conn.; Atlanta. Boston, Philadelphia. 
Chicago, San Francisco. Jenkins Bros.. Ltd... Mont- 
real, London. 











LOOK FOR THIS ormaen DIAMOND MARK 
Coane 

- Dactene rey 
i, pe. 


JENKINS VALVES 


SINCE 1864 


For every Industrial, Engineering, Marine, Plumbing- 
..In Bronze, Iron, Cast Steel and 
. 125 to 600 Ibs, pressure. 


heating Service . 
Corrosion-resisting Alloys . 





Sold Through Reliable Industrial Distributors Everywhere 
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Republic's 


5-POINT POLICY 


, . 
éI Li Ne of cubber items sufficiently 
complete to permit effectively supplying the 
requirements of the trade solicited. 
A Ounality 

“2 *) of product uniformly 
good and capable of delivering service results 
that should reasonably be expected. 


y Pues 
A i TLC basis inducing and making 
possible aggressive competition with reason- 
able profit return. 


l ree do M fom competition from his 
source of supply, either direct or indirect, 
among the trade covered by his day to day 
solicitations. 

Y. Li 19 
we Fe er’ S helps of reasonable amounts 
so that his sales force may be given the ad- 
vantage of specialized training and a knowl- 
edge of the product sold. 


Getter 





than Before 








IN YOUR POCKET 


Tue practical working of the Republic 
5-Point Policy actually puts it there. Co- 
operation between the manufacturer and 
the Republic Distributor produces more 
and better orders for mechanical rubber 
products. And the salesman who takes ad- 
vantage of Republic cooperation is bound 
to benefit substantially. 
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W. F. CROWDER, Executive Editor 


SEPTEMBER, 


R. W. BARNETT, Managing Editor 
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Now is the Time 


OR the past five years the big job of American Indus- 
try has been to supply our fighting forces with the 
overwhelming superiority of material that has contributed 
so heavily to the speedy victorious conclusion of the war. 
That achievement will stand as a monument to the 
vitality and drive of our free enterprise system. It 
delivered the goods. 

Now industry is in the process of reconversion. It 
has the task of gearing itself for the high levels of 
peacetime production that will insure full employment. 
Under the impetus of war, the gross national product— 
the total volume of currently produced goods and services 
flowing to government, to business for capital formation, 
and to consumers—rose from $87.7 billion in 1939 to 
more than $200 billion. Approximately one half of the 
total at the wartime peak took the form of war expendi- 
tures. This production was in response to orders from 
one customer--the government. We have proved that 
American industry has the capacity to produce at these 
high levels. But the true end of production is not achieved 
until the goods have been sold to the ultimate consumer. 
The big job of industry now is to find and sell the prod- 
uct of our factories to thousands of customers. Jobs can 
only be made and continued when the products of those 
jobs are sold. 

In the process of shifting our industries from war to 
peace some transitional problems will undoubtedly be 
encountered. As many as 8,000,000 men may become 
temporarily unemployed. It appears, however, that there 
is no cause for panic in this situation. Rather a cold 
objective appraisal of the outlook cannot help but lead 
one to view the future with confidence. In our special 
bulletin of August 20, “Post War Markets” we saw how 
American manufacturers forecast a 42 per cent increase 
in physical volume for the first full post war year above 
the level in 1939. These are estimates to be sure but 
they represent a cross-section opinion of manufacturers. 
This is what your customers think and they are laying 
their plans on these judgments. 

This represents a real challenge for the industrial dis- 
tributor and his salesmen. Now is the time of oppor- 
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tunity. There are a number of dominating, favorable 
factors in the present situation. 

1. The retooling accompanying reconversion will mean 
broad markets for all kinds of industrial supplies 
and equipment. Historically, the sales curve of 
the industrial distributor runs anywhere from six 
months to a year ahead of general manufacturing 
activity. The market in these industries requiring 
reconversion is here now. 

2. There will be a vast market for equipment and 
supplies in those industries that will not have to 
reconvert. These are essentially the industries that 
have been producing to meet civilian needs during 
the war. By and large, they have had to get along 
witheut priority assistance and they are starved 
for equipment. 

3. The industrial distributor has a running start in 
the peacetime competitive market. His organiza- 
tion has been functioning effectively all through the 
war despite shortages of help and supplies. He is in 
on the ground floor and his contacts are such that 
he knows the personnel and what is going on in 
his customers’ plants. His wartime service has en- 
abled him to capture new customers and new mar- 
kets. 

Yes, the industrial distributor has an advantage in the 
race to capture the big, peacetime, competitive market. 
But now, in this day of opportunity, is no time to relax. 
Many distributors need to enlarge, strengthen, and im- 
prove their selling organizations. Selling in all its 
aspects is the big job now. They need also to remember 
that one of the major functions of a distributor is to 
provide their customers with equipment and supplies 
when they are needed, where they are needed and in 
the quantities required. This means the distributor must 
have adequate well-balanced stocks. 
the industrial distributor must get ready for the new 


Across the board, 
era of intense competition. The best way to be ready 
is to render a better service—better than your customers 
can secure from anyone else. This requires a renewed 
effort all along the line. 
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Currently Important 


Reconversion in Selling 


As we return to peace-time competitive conditions, the 
major problem of American business will again become 
that of selling. From the point of view of national well- 
being, it will be necessary for business to find markets 
and sell an unequalled volume of goods to offset the 
drop in demand accompanying the cut-backs in military 
From the point of view of the individual 
firm, it will be necessary for survival. 

In this September Sales Guide issue of MILL SupPLiEs, 
we report for all salesmen the proven selling methods by 
which actual salesmen have improved their selling abili- 
ties (see page 83). Certain requirements for successful 
salesmen were clearly stated by purchasing agents in 
our May issue: He should have a thorough knowl- 
edge of his products, he should know his customers and 
his markets, he should be able to render a real service 
and he should plan his efforts to fit the requirements of 
his customers. How can a salesman develop these quali- 
ties in himself? ; 

To get the answer to this question the editors of MIL. 
Supp.ies called on scores of salesmen with proven rec- 
ords and asked them how they developed a knowledge 
of products, to take one of the requirements. What were 
the avenues open to them for gaining product knowledge? 
And what does this product knowledge mean in terms of 
increased sales? 

This survey points the way to increased efficiency on 
the part of the salesman. But the salesman cannot do the 
job alone. The management of each industrial supply 
house has a heavy responsibility of its own for there is 
an over-all job of reconversion in sales management. 

In this connection there appeared sometime ago in 
“Printers’ Ink” a list of ten commandments for sales 
managers. By way of self-appraisal it might be helpful 
to recheck your policy on each of the commandments. 
Do you have your plans for today’s markets satisfactorily 
worked out on each point? 

1. Select men carefully 
. Train men thoroughly 
. Pay men liberally 
Reward men frequently 
. Recognize men constantly 
. Promote men regularly 
. Build men’s pride 
. Increase men’s power 
Develop men’s morale 
. Deserve men’s loyalty 


procurement. 
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War Plant Location 


There has been a widespread belief that the tremendous 
war-time expansion in manufacturing facilities has 
brought about a wholesale relocation of American indus- 
try. This belief is not borne out by the facts. The 
official records of manufacturing facilities expansion re- 
cently made available in a WPB study, “The Geographic 
Distribution of Manufacturing Facilities Expansion” indi- 
cate that dispersion of our industrial plants was the 
exception rather than the rule. To be sure, new facili- 
ties for various industries now exist in areas previously 
not devoted to such industries, but the heavy concentra- 
tions of war plant expansion occurred in the same states 
and areas where industry had been chiefly concentrated 
before the war. 

A total of $20.3 billion has been added to the nation’s 
manufacturing plant since July 1940. The pre-war manu- 
facturing plant in terms of gross tangible capital assets 
was $39.6 billion. Against this had been charged $18.3 
billion of depreciation reserves, leaving a net property 
account of $21.3. Despite the technical difficulties in- 
volved in making significant comparisons, the figures 
afford some basis for comparing the magnitude of the 
facilities expansion of the war period with the pre-war 
manufacturing establishment. Compared with the pre- 
war figure, the war-time expansion has been enormous 
and is particularly striking when considered in relation 
to the short period of time in which the expansion took 
place. 

The very size and rapidity of this overall expansion 
would have been impossible had not full advantage been 
taken of existing facilities, concentrations of labor force 
and technical staffs, transportation routes, power lines, 
and the location of developed natural resources. Without 
minimizing the considerable effort made to establish 
munitions industries in areas not previously given to 
large scale manufacturing or the equally great effort 
made to harness all types and sizes of factories to war 
production through sub-contracting, the bulk of expan- 
sions occurred in those geographic areas where manu- 
facturing had been well established before the beginning 
of the war. 

The WPB study gives detailed breakdowns of the war 
expansion by industry in each geographic area (states 
and 79 manufacturing areas, including 451 industrial 
counties) and is well worth careful study by industrial 
distributors in each area. It may be obtained on request 
without charge from the WPB, Washington, D. C. 
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TOPIC OF THE MONTH 


Contract Settlement 


Methods of recapturing expenses by distributors relatively simple. 


EFFICIENT AND FAIR settle- 
war contracts 


SPEEDY, 
ments of terminated 
has become one of the major prob- 
lems facing the industrial distribu- 
tor. And it is likely to continue so 
for some time to come. 

Just how important the problem 
has grown and how necessary it is 
to be prepared to meet the burgeon- 
ing backlog of work brought by 
contract cancellation is 
Here is the rec- 


wholesale 
easily determined. 
ord: 

For the twelve months ended June 
30 some $16,000.000,000 of cancelled 
commitments were settled. They 
were settled at a rate of $1,000,000,- 
000 a month in the third quarter of 
1944. 
made it necessary to step up the set- 
tlement rate to $1,500,000,000 a 
month for the second quarter of 1945. 

Now, with the plug pulled out, 
some $30,000,000,000 of cancella- 
tions are added to the pre V-J day 
backlog of $14,000,000,000. This 
means that the settlement rate must 
rise to $4,000,000,000 monthly if in- 
dustry is to keep its nose above the 


A rise in the cancellation rate 


level of the cancellation tide. 

The problem is one of peculiar in- 
the industrial distributor. 
His termination claims vary some- 


terest to 


what from those most common to 
termination officials of contracting 
agencies. The major portion of dis- 
tributors’ claims concern no inven- 
tory. They represent costs incurred 
before delivery, or even production, 
of the items covered in the terminated 
contract—mainly technical, engineer- 
ing and expediting expenses, and, gen- 
eral and administrative expenses. 
And because rarely, if ever, have 
these expenses been coded to the in- 


dividual contracts for which they 


were incurred, termination officials 
and distributors who have given their 
attention to this problem favor as a 
means of simplified settlkement some 
sort of formula or yardstick: one that 
will produce an equitable average 
of costs in relation to sale without 
trying to determine specifically, in 
each individual instance, just how 
many pennies of engineering expense, 
rent, heat, light and other expenses 
have been incurred in the incomplete 
performance on each cancelled con- 


tract. 
Failures Due to Indifference 


Up to now, most distributors have 
operated on the principal of laisez 
faire in the handling of cancelled con- 
tracts. And, up to V-J day, there 
was often some justification for 
seeking quite proper, but non-uni- 
form, means of handling termina- 
But in many instances there 


was no justification other than boom- 


tions. 


time indifference to a few dollars or 
fear or distaste for governmental red 
tape for failure to recapture ex- 
penses. 

For these reasons, and for tax rea- 
sons, too, distributors have been sign- 
ing “no charge waivers” quite freely. 
They have passed on their subcon- 
tractors’ claims without computing 
and adding to them their own ex- 
penses. Others have been able to 
work out solutions to fit individual 
cases. For instance, the customer 
may have been able to take the bal- 
ance of the cancelled order, usually 
to be used on some other war con- 
tract. In other instances, manufac- 
turers have been willing to keep or 
to take back the cancelled stuff. And, 
of course, while the war was in prog- 
ress many cancelled items were wel- 
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Me E 
ROBERT H. HINCKLEY 


Affable Robert H. Hinckley, direc- 
tortor of contract settlement who 
is following up horizontal contract 
terminations with cash and sym- 
pathy in unprecedented quantities 
and unprecedented speeds. A Utah 
businessman, Mr. Hinckley, since 
1933 has been with the Federal 
Emergency Relief Administration, 
Civil Aeronautics Authority, Com- 
merce Department, Sperry Corp., 
and with OCS since July, 1944. 











comed by the distributor into his 
stock. 

In the light of new conditions and 
in order to obtain as clear a picture 
as possible of the avenues open to 
for obtaining 


distributors prompt 


fair settlements of terminated 
contracts with a minimum of paper 
work, Mill Supplies editors in_ re- 
cent talked the 
over with leading authorities. The up- 
shot of the the 
expression by termination officials of 


and 


weeks have matter 


conversations was 


their considered opinion that dis- 
tributors’ termination problems are 
and, that with 


relatively simple; 
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proper care in preparing the first 
claims which will form the precedent 
in each distributor’s case, the han- 
dling of subsequent claims will con- 
than routine 


stitute no more work 


hookkeeping. 
Two Types of Terminations 


In the main there are only two 
types of terminated contracts with 
which the distributor is concerned. 
The first is the cancellation covering 
a completed item; the second a can- 
cellation of work in process. 

The first presents no real problem. 
In the event that the cancelling con- 
tractor will not take delivery; or, 
that the distributor does not want 
the stuff in stock; or, the manufac- 
will take it back on a 
satisfactory basis, there are two main 
The first, and the most 
desirable from the standpoint of the 
government, is for the distributor to 
buy the stuff himself or find a buyer 
(an offer of salvage value is okay 
if no better offer can be obtained). 
Then the distributor files his claim 
for the difference between his con- 
tract price and the purchase offer. 
He gets the difference between pur- 


turer not 


di 0TS open, 


chase offer and claim from the gov- 
ernment—usually within 70 to 90 
days. (This time element may stretch 
The 


second avenue for settlement of the 


out as cancellations stack up.) 


claim on a completed item is simply 
this: The distributor files his claim 
for the contract price and ships the 
stuff out to the Reconstruction Fi- 
nance Corporation or whatever the 


proper government agency may be.-° 


In either instance, should there be 
any expenses above those contem- 
plated in the contract price, such as 
expenses in connection with finding 
a buyer, or extra shipping and han- 
dling charges, these costs are added 


to the contract price. 
Settlement Basis Needed 


With work in process the matter 
is equally simple—once a basis for 
Ar- 


riving at an accepted basis for set- 


settlement has been worked out. 


tlement, however, is the complicated 


part of the job, one involving the es- 


tablishment of ratios of overhead and 


other costs to sales. 
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Cancellation of the back order, re- 
gardless of what stage of completion 
it may be in—even though no work 
at all has been done on it by the 
(who is the distribu- 
tor’s subcontractor)—means a loss 
for the distributor if he fails to file a 
claim for the pre-delivery costs in- 


manufacturer 


volved. It is with this phase of 


termination that this article deals 


principally. 


The main thing is to determine 


what are the allowable pre-delivery 
expenses and to arrive at their total 
in relation to sales on a basis which 
is understandable and satisfactory to 
the contracting agencies. This is 
not so complicated a job as a study 
of the Joint Termination Regulation 
(called “Jitter” by the termination of- 
ficials) would first indicate. Termi- 
nation cost memorandum No. 2 is- 
sued under Jitter’s regulation No. 14 
sets forth the procedure in subpara- 
graph d. of paragraph 3. This para- 
graph reads: 

“The methods of allocation in- 
dicated in paragraph c above will 
not ordinarily be suitable for 
contractors, such as distributors, 
engaged primarily in non-manu- 
facturing operations, whose ter- 
mination claims may either in- 
clude no inventory, or, where 
inventories are included, will 

contain little or no processing 
costs of the contractor. The op- 
erations of such contractors fre- 
quently include the rendering of 
engineering and other services 
prior or subsequent to the plac- 
ing of orders, permitting a 
greater use of the direct appli- 
cation of expenses. Where direct 
application of administrative 
and operating expenses is not 
practicable, allocation may be 
made on some other basis, such 
as the application of a general 
rate based on sales or orders 
taken, provided the amount al- 
located to the terminated con- 
tract bears a reasonable relation 
to the work done thereon.” 

The key to that paragraph lies in 
the authorization to apply a general 
rate “based on sales or orders taken.” 
And to make this method workable. 
subparagraph i. of paragraph 3 of 
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the same memorandum clarifies this 
further: 

“It should he recognized that 
the amount of administrative ex- 
penses allocated to any one con- 
tract may not necessarily repre- 
sent a precise allocation to that 
particular contract, and the ac- 
ceptability of the method should 
he judged on the basis of all 


terminations in the aggregate.” 
Protection for Both Sought 


Thus is siated clearly the principal 
that any formula arrived at by a 
distributor for the application of his 
engineering and general and admin- 
the 
of uncompleted 


istrative expenses to cancelled 


portion contracts 
need not fit each and every termi- 
nated contract like a glove: rather 
it is desired to strike a fair mean, 
one which on the over-all picture 
will protect interests of government 
and distributor alike. 

Therefore, the authority and_ the 
basis for settlement of claims for dis- 
tributor expenses on uncompleted 
terminated contracts is clearly es- 
tablished. But what is not so clearly 
established is precisely what is and 
what is not allowable for inclusion 
into the formula for computing the 
distributor’s costs up to the time he 
has placed an order but before it is 
delivered. 

Attempts have been made to arrive 
at some broad, general formula which 
would apply to all distributors, but 
to date the differences in costs and 
local conditions have balked such ef- 
forts. Asa matter of fact, it has been 
impossible thus far to even arrive at 
a standard for inecludible and unal- 
lowable costs because of variations 
between individual distributors. 

George D. Bailey of the Office of 
Contract Settlement emphasized this 
recently at a Chicago termination 
meeting held under the auspices of 
the War School of the 


Chicago of Commerce. 


Problems 
Association 
In reply to questions from R. J. Oet- 
jen. vice president of Samuel Harris 
& Co., and chairman of the termina- 
tion committee of the Central States 
Mill Supply Association, Mr. Bailey 
said that “the best 

(Continued on page 305) 
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OMORROW’S MARKET will be a 

buyers’ market. Indeed, tomor- 
rows market is here today. The 
action we fail to take today in meet- 
ing this challenge may well affect 
adversely the tomorrows which lie 


ahead. 


The big job now is one of selling. 
For the past four years, the govern- 
ment has heen the big customer of 
This one cus- 


American industry. 
tomer has taken 55 per cent of the 
Now 


customers— 


total output of our factories. 
these 


are changing over to civilian produc- 


factories—your 


tion. In the reconversion there are 
markets for many new products and 
new uses for many old products. 
Moreover, there are many new cus- 
tomers to serve. American manu- 
facturers estimate that they will pro- 
duce 42 per cent more in the first 
full year after V-J Day than they did 
in 1939 (as reported in our special 
bulletin “Post War Markets”). 


Yes, the market and the opportun- 


-ficiency. 


ity are here. In the tough competition 
which lies ahead, the battle will go 
to the salesman who gets “thar firstest 
with the mostest”. In this case, to 
the well equipped and well prepared. 

In this special MILL Suppties sales 
guide section devoted to indus- 
trial distributor salesmen, we set forth 
the practical and proven methods by 
which salesmen can improve their ef.- 
We show the various ave- 
nues for improvement that are open. 
We also show what these improved 
methods mean in terms of increased 


sales and personal satisfaction. 











© BE SUCCESSFUL in capturing 
tomorrow’s market the industrial 
supply salesman will have to 
strengthen and improve the effective- 
ness of his selling job. During the 
war the salesman has done many 
things besides sell. Now like other 
war supporting activities his job is 
in for reconversion. For the sales- 
man, this calls for reconversion in 
thinking, service and performance. 
There are certain fundamentals of 
selling that each salesman needs to 
get off the shelf now and put into 
use again. These fundamentals will 
not necessarily make a_ successful 
salesman but any man can become a 
better salesman if he practices every- 
one of them to the limit of his art 
and skill. In addition to the per- 
sonal qualities of honesty, friendli- 
ness, tact and cleanliness, he should 
know his customers and his markets. 
he should know his products, he 
should be of real service to his cus- 
tomers and he should systematically 
plans his efforts for maximum efh- 
ciency. These are the standards by 
which your customers judge you. 


Buyers Point the Way 


In the May 1945 issue of MILL 
SUPPLIES we reported the results of 
our independent survey of the in- 
dustrial buyer’s evaluation of the in- 
There 


we listed his gripes against salesmen 


dustrial distributor salesmen. 


and his preferences or opinions of 


what makes a salesman good. Some 
of the points dealt with the personal 
attributes of the salesman—cleanli- 
ness, honesty, good manners, con- 
siderateness, cooperativeness, etc. 
Certainly, these are fundamental char- 
acteristics that any salesman should 
have. These intimate personal re- 
quirements should not be taken for 
granted. They should be the sub- 
ject of constant self appraisal. 
There were, however, requirements 
for a successful salesman of another 
kind which were also cited by indus- 
trial buyers. High on the list was 
the requirement that he should have 
a thorough knowledge of his prod- 


ucts. He should also know the re- 
quirements of his customers and his 
markets. He should organize his ef- 
forts to meet the convenience of his 
customers and he should be ready 
and willing at all times to render 
a real service. These attributes go be- 
yond the purely personal. They are 
the tools of successful salesmanship 
that can be developed by the appli- 


cation of serious effort. 


The Questions 


The purpose of this special section 
of Mitu Suppuies is to supply an- 
swers to these quotations: 

How can you as a salesman develop 
a better knowledge of your customers 
and markets? And what does this 
improved knowledge of customers and 
markets mean in terms of sales? 

How can you get a better knowl- 
edge of your products? 

How can you render a really super 
service that will mean higher sales 
volume? 
~ How can you plan your efforts to 
increase your sales? 

These questions then set the frame- 
work for this special sales guide is- 
sue, “Salesmanship in Tomorrow’s 
Market”. To get the answers the 
editors of Mitt Suppiies went di- 
rectly to the best source of informa- 
tion—salesmen with proven records. 
We asked them how they went about 
developing these attributes of success- 
ful selling and what their improved 
efficiency has meant in the way of in- 
creased sales. 


The Answers 


The survey is based on a series of 
interviews with industrial 
from large houses and small, from 
specialized and general line concerns, 
and from all parts of the United 
States. The salesmen whose stories 
we give you here are not supermen. 
But in the opinion of the manage- 
ment of their firms, they have done 
and are doing a good job. Not all 
salesmen included in the survey had 
developed equally far in each of these 
attributes. Neither were they all 


salesmen 
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equally resourceful in selling all their 
lines. In each case, however, they 
had developed abilities that enabled 
them to do an effective selling job. 
In the aggregate, the story presented 
is based on 1,000 years of industrial 
selling experience. 

The complete story could not be 
told about each salesman. For rea- 
sons of space, we frequently had to 
pick arbitrarily from among the 
many good qualities of any one sales- 
man and write the story of only a 
part. Not all salesmen were strong in 
all points. Even the best can get ideas 
for improvement from the successful 
experience of others. 


The Results 


The survey clearly points out that 
improved knowledge of customers 
and markets has meant increased 
sales. Record keeping is a disagree- 
able task but in the business of sell- 
ing, as in any other business, actions 
based on facts rather than guesses 
pay dividends. 

Product knowledge has meant in- 
creased sales right across the board. 
Salesmen who had set out to improve 
their knowledge of products through 
attending manufacturers schools. 
through studying manufacturers liter- 
ature, through keeping their eyes open 
for new uses and applications of 
products in their customers plants 
saw their sales curves rise. 

Salesmen rendering a real super 
service had developed the invaluable 
good will of their customers—good 
will and confidence that led to re- 
peat business over the years. 
study of their accounts, salesmen 
were able to concentrate their effort 


By advance planning and careful 
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where it really counted. They used 
the aimed rifle shot rather than the 
scatter of a shot gun and it meant 
higher sales volume. 

The pay off then is the answer t 
the 64 dollar question, does it work! 
Are the increased sales worth the 
effort? In the words of the sales 
men whose experience we report here 
the answer is an emphatic Yes! 
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ORCED to keep extensive records 
during the war period, many in- 
distributors have had im- 
pressed upon them the importance 
and the value of knowing minute de- 


tails about their own operations. The 


dustrial 


same need for “knowing” applies to 
supply salesmen. The salesmen who 
believes he can carry a multitude of 
details in his mind is either delud- 
ing himself or is the outstanding ex- 
ample of an exceptional man. 
Successful salesmen are aware that 
to be able to anticipate customers’ 
needs—to be  Johnny-on-the-spot 
when 


they must maintain records of their 


order-writing time arrives- 


customers purchases. customers’ 
needs, their likes, their dislikes. their 


equipment and personal data. 


To these salesmen, like most other 
people, the keeping of records is a 
but 


recognize is important and one which 


disliked chore one which they 


is not thankless—-it pays off in in- 
creased volume. Buyers are partial 
to salesmen who show an active in- 
terest in the customer’s business and 


future. 


Potential Are Important 


Many methods are employed by 
salesmen to catalog customer infor- 
mation. The systems vary from a 


simple practice of jotting down notes 


in a pocketsize notebook to the main- 


taining of charts, records and notes 

to indicate the slightest variation in 

customers’ huying practices. 
Gathering and utilizing customer 
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the 
studying of market information. The 


data goes hand-in-hand with 
salesman who knows what each cus- 
tomer’s production schedules are and 
what he is planning has taken an 
important step toward estimating the 
potential of any specified product in 
Without the ability to 


estimate what his sales volume can 


his territory. 


and should be, the salesman is shoot- 
ing in the dark. 

While it is true that wartime po- 
will 


fit into the reconversion and peace- 


tentials have to be altered to 
time picture. the alert salesmen will 
have the edge for they will know how 
to go about figuring potentials. In- 
deed, they will already have spotted 
opportunities in the reconversion of 


their customers’ plants. . 
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“Record Sheet Necessary" 


W. R. Kerr relies on record book to spot places where he's 
not getting business and to anticipate requirements. 


“THE MORE YOU KNOW about your customers, the better job 
of selling you can do,” Mr. Kerr believes. “I’ve been selling 
mill supplies for 24 years and I’ve had some customers for 
that whole time but I don’t trust myself to remember all 
about each customer. In fact, with a couple of hundred cus- 
tomers and thousands of products, I don’t believe it’s pos- 
sible for any salesman to remember all the necessary selling 
information, " 

“To help me out I keep a record book with a page for 
each customer. (see the accompanying form) On each 
customer’s page, I keep a current list of all the people it’s 
important for me to know in the company. With some lines 
I have to talk to the shop superintendent and for others with 
the maintenance engineer and so on. During the war, and I 
suppose it will be the same thing as we get back to peace, 
there have been so many personnel changes, I’d be lost 
without my record sheet for each company. 

“The sheets are also most helpful on ‘those accounts I 
don’t call on but once a week or every two weeks. During 
the war I’ve had to spread myself pretty thin because of 
so many special jobs and I just couldn’t remember all the 
facts I should know about those customers I couldn’t call 
on as frequently as in the old days. 

“Some time ago I analyzed all my accounts and found 
out that I get about 65 percent of my volume from 50 or 
60 customers and that I also get about 65 percent of my 
volume from 15 of the major lines that we carry. This fact 
about my business helps me to direct my selling efforts 
effectively among my customers. It also showed me that I 
should do a better job in looking after the 15 lines. I couldn’t 
do that without more information about what customers 
bought what lines, their individual requirements for these 
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lines, likes and dislikes, and who bought what. I’ve got 
that information now on each customer. I can spot places 
where I’m not getting business that I should and I can also 
anticipate requirements. 

“If a fellow buys a band saw I know he will use band 
saw blades and I jot down the size, pitch of tooth, temper, 
etc. he is using on his job. I also know he’ll need replace- 
ments and can make a note to myself to check up on this 
at the proper time. I’ve got it all in the book and I look 
over the sheet before I call on a customer to get all the 
names and the requirements of the firm in mind. I can’t 
afford to depend on the chance I’ll remember all the facts. If! 
didn’t think these records meant sales to me I wouldn't 
keep them. That’s one job I'll keep on doing.” 


“Constant Study Needed" 


J. Herbert Johnson finds key to increased volume in news 
of expanded operations, new products, and new methods. 


J. Hersert Jounson, who is 44 and has been selling mill 
supplies and hardware for the last 20 years, sees in expanded 
operations, new products, new methods, new contracts and 
new plants the means of increasing sales volume and, for 
this reason, pays particular attention to any news concerning 
such activity. Furthermore, he believes that sincere and 
constant study of customers’ activities is the only method 
by which a salesman can talk about these subjects without 
giving the impression of expediency. 

Personal contact with purchasing agents, engineers and 
plant superintendent made during regular calls is the chief 
means by which Mr. Johnson gleans this information although 
much can be learned also through close observation of cus 
tomers’ operations, the tempo of employee activity and daily 
reference to local newspapers for announcements of new 
manufacturing projects, new contracts or leasing of factory 
buildings. 
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A casual mention of a new plant project by a purchasing 
agent of another concern illustrates Mr. Johnson’s method 
of following up a clue. A roll and sheet roofing manufacturer 
from out of town planned to make corrugated roofing and 
had leased a plant in Mr. Johnson’s territory. By inquiring 
here and there, he learned the name of the chief engineer 
in charge of setting up the plant. Locating him, Mr. John- 
son approached him with an offer to assist in specifications 
and supply. The engineer was grateful and showed him 
the blueprints. The two sat down to a study of the layout 
and Mr. Johnson emerged with a substantial order for steel, 
pillow blocks, roller chain shafting and miscellaneous bolts. 
valves, fittings and pipe. 

Expanded operations and new methods of manufacture 
mean new supplies in most instances and Mr. Johnson 
watches plants closely for any such signs. 

Mr. Johnson is critical of new products which might be 
used in the industries he covers. After familiarizing himself 
with the product and its applications, he ascertains from 
plant engineers or shopmen if such a product would warrant 
the cost of its purchase. If so, he introduces it to the pur- 
chasing agent. 

The foundation for Mr. Johnson’s familiarity with hi- 
market is based on a never ending study and recording of 
its requirements. He maintains lists of manufacturers by 
industries, lists of products used by industries and lists of 
products used by individual plants. 

Comparison of the industry list with the purchases of an 
individual plant may lead to sales or some important infor- 
mation on operations. The comparison of purchases from 
individual plants are also relevant. If A is buying a hand 
tool and B is not, B may be buying it elsewhere or has no 
use for it and his method would bear looking into. 

In lieu of no other system for determining market poten- 
tial other than comparison with past sales, Mr. Johnson 
believes exploring every possibility for sound selling is the 
salesman’s business. 
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"Use Leisure Moments" 


Robert S. Scott says joining clubs provides opportunity to 
meet prospects and to learn like and dislikes of customers. 


“HAVING COMPLETE KNOWLEDGE of customers is, to my mind, 
the greatest single part of ‘selling’,” according to R. S. Scott. 

“There are two ways of getting to know the men you deal 
with: through constant calling on them; or through social 
contact. The first can be accomplished during the course of 
the salesman’s business life, but he’s neglecting a good bet if 
he doesn’t make good use of his leisure moments. He 
should be a ‘joiner’, not indiscriminately. but selectively. 
Business and industrial associations, the city athletic club, 
the fraternal organizations, and (if financially able) the golf 
club—all offer a chance to get to know your old customers 
better and to for future sales. You can 
learn a lot about a man’s business. how he likes to conduct 
it. his likes and dislikes, pet peeves, etc.. if you catch him 
in the proper mood at the right time. 

“After a buyer or company official knows you, it is gener- 


meet prospects 


ally easy to get into the plant proper and meet the foremen 
and supervisors. Most buyers recognize that their knowl- 
edge of factory buying is superficial. They can order stock 
articles with perfect faith in past judgment. but if anything 
unusual comes up, the opinions of the men in the plant 
eount heavily. 

“Aside from knowing your customer, the second tenet in 
my salesmanship book is tenacity. I don’t mean tenacious in 
the objectionable sense; but the ability to call on a prospect 
time and again before securing your first order; the ability 
to keep going back despite early failure. If. when making 
up your routing for the coming week, you have the guts 
to put down the names of the firms you have been to see so 
often in the past without securing orders, you’ve got the 
makings of a true salesman. my best 
today are those I contacted time and again without success.” 


Some of accounts 


SEPTEMBER, 1945 87 











“Vigilance Required" 


Homan Baxter keeps complete card record of vital facts on 
prospects and customers and lists dates of calls made. 


“FINDING NEW CUSTOMERS and prospects and what, is impor- 
tant, finding them in time so as to be in on the ground 
floor, cannot be done the easy way.” according to Homan 
Baxter. “Constant vigilance is required. and persistence in 
following a definite plan of some kind. I use two strings 
on my bow in going after this kind of game. The first is to 
check the list of new industries in our territory, as published 
periodically by the local Chamber of Commerce, and con- 
tacting at once as many of them as my gas allowance wil! 
permit, the point being to keep at it as a matter of routine. 
and not hit or miss as the urge strikes you. 

“My second method is to note and investigate all building- 
of undisclosed identity—not necessarily factory buildings but 
all buildings of fair size. A good indication that you readily 
see out of the corner of your eye as you drive along, is the 
building that does not have an air of vacancy but has the 
window panes painted over and no sign displayed. Unless 
I am on a split minute schedule at the time, I stop and have 
a look. It is surprising how many prospects can be turned 
up in that way. As an example, I stopped the other day at 
an old garage building, with painted out windows. Investi- 
gation showed that back in it was a flourishing small fac- 
tory. the company making freezing boxes for frozen-food 
products. Here, I found demand for my specialty, electric 
tools. They used flexible shafts. electric drills, saws and 
general maintenance supplies. 

“If the industry located in either of the above ways is 
something new, where I do not already know of similar 
ones in my territory, I make inquiry of the management as 
to whether anyone else in the territory is making the same 
kind of product. Such inquiry often turns up one or several 
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others that I had never heard of, which are then listed for 
immediate contact on my part. 

“I keep my own card record of all prospects and cus- 
tomers, each card showing not only the vital facts concern- 
ing the personnel and plant but also a record of the dates 
of call that I make and also such refresher memos as: will 
enable me to make intelligent follow-ups, 


"Initiative Instills Confidence” 


George H. Batchelor discards all selling formulas but one 
based on understanding of customer's operations, 


Grorce H. Batcuetor has been selling industrial supplies 
in the textile field for 20 years, during which time he has 
tried out many selling formulas with varied success. While 
many of them have merit. Mr. Batchelor is certain that the 
most important involves a knowledge of the products one is 
selling and a thorough understanding of customers’ machin- 
ery and operations. 

As a salesman of textile machinery and maintenance 
products for 13 years, Mr. Batchelor was able to develop 
his knowledge of textile operators and operations to a large 
extent. Today he does not specialize in the strict sense of 
the word as he sells a general line of industrial supplies 
as well as textile machinery. But he works in a textile area 
and the knowledge gained in early years enables him to 
understand fully the problems and needs of his customers. 

The matter of knowledge doesn’t consist of only what he 
has already learned for Mr. Batchelor believes in adding 
to it at every opportunity. 

New products have an unusual interest for Mr. Batchelor 
as he believes that it is in this field the greatest opportunity 
for adding to customer service rests. In one of the mills he 
visits, there were many breakdowns caused by “tramp” 
metal—odd pieces of broken wire, etc.—in bales ef cotton. 

















All of the business experience of Homan Baxter has been 


_ 12 years, and services 250 accounts. 





_ 


.. in selling. He is 39 years old; hasbeen selling supplies _ _. 














88 MILL SUPPLIES °¢ 


SEPTEMBER, 1945 
UMI 











listed for 


and cus- 
- concern- 
the dates 
s as: will 


; but one 


| supplies 
1e he has 
3s. While 
. that the 
cts one is 
> machin- 


intenance 
» develop 
o a large 
sense of 
supplies 
xtile area 
s him to 
omers, 

what he 
n adding 


Batchelor 
portunity 
mills he 
“tramp” 
»f cotton. 








lf these bales weren’t cleared of this “tramp” metal and 
the cotton was passed through machines, the metal could 
and did cause damage to delicate parts. In addition, clearing 
the cotton caused excessive delay in production. 

When Mr. Batchelor, in perusing through literature on 
new machinery, learned of a magnetic separator which 
cleaned cotton automatically, he immediately apprised the 
mill of his discovery and expressed the hope it would solve 
their problem. A test demonstrated that it would and the 
sale was perfunctory. However, the initiative demonstrated 
by Mr. Batchelor instilled a confidence in his salesmanship 
which no amount of talking could have done. 


“Keep Yourself Informed" 


Dallas C. Neese's file identifies customers and lists monthly 
record of sales on 26 chief lines and miscellaneous items. 


PAPER WORK IS USUALLY an abomination to a salesman and 
Dallas C. Neese, who has 20 years experience in selling sup- 
plies, finds he dislikes the chore just as much as most mem- 
bers of his clan. However, Mr. Neese recognizes the im- 
portance of maintaining an orderly and efficient account of 
customers and his business with them. Without a valid 
picture of these activities, Mr. Neese believes selling remains 
a hit-or-miss proposition. 

Mr. Neese’s system for keeping track of his own and cus- 
tomer activities is based on completeness, efficiency and 
minimum maintenance effort. As usual, the company’s per- 
petual inventory file is used as an index of sales and a guide 
to which lines need extra sales effort. Mr. Neese believes 


the salesman should not wait to be told a certain line has 
fallen off in sales but should keep himself informed by peri- 
odically studying the perpetual inventory file. 
Supplementing the information provided by the perpetual 
inventory file, is a sales record file which shows the monthly 





















record of sales to each customer of some 26 chief lines as 
well as miscellaneous items. In addition to this information, 
this book lists the customer’s address and the names of the 
superintendent of the plant, the buyer, master mechanic, 
spinner, weaver, carder and supply clerk, providing a com- 
prehensive picture of the customer’s personnel, very impor- 
tant to the salesman. 

Where the perpetual inventory furnishes the salesman 
with an idea of the lines in which his own firm is concerned 
about increased sales volumes, the salesman’s sales fecord 
informs him just where his volume is falling off. Thus, if the 
ABC Cotton Mills had been buying $300 worth of belting 
each month and suddenly dropped their purchases to $150, 
the salesman would know just where his volume is sagging. 
The drop might be attributed to an oversupply, change of 
suppliers or a change of operations—all important data to 
the salesman who can ascertain the cause because the record 
tells him where to look for it. 

Mr. Neese doesn’t rely on memory to keep tabs on what 
kinds of machines and equipment his customers use but 
writes it all down in a special loose-leaf book which he 
keeps constantly in his car. Each customer’s machines and 
equipment—the sort of spinning and twister frames used, 
what type of bearings and the number, cost and sizes; looms 
and what sort of leather strapping used are listed. 

By consulting this reminder before visiting the buyer in 
each plant, Mr. Neese refreshes his memory thoroughly 
regarding the plant and its purchases and requirements and 
is enabled to cover the ground completely as possible. 

This information, gained through years of association 
with purchasing agents, plant supervisors and workers, is 
being revised constantly to keep it up to date. Even with his 
aversion to paper work, Mr. Neese feels that it has been more 
than worth while and each minute spent on its maintenance 
has yielded untold sales which might never have been made 
had he relied on sheer memory. 
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“Frank Discussions Pay" 


D. D. Whitehead believes understanding difficulties in limi- 
tations of purchasing agent is key to successful sales effort. 


MANY SALESMEN could obtain more orders by directing their 
major sales presentation to the person or persons who will 
have the final word on the purchase, according to D. D. 
Whitehead. Far from ignoring the purchasing agent. Mr. 
Whitehead believes that a frank discussion with one usually 
results in the information the salesman needs to determine 
where he will make his greatest sales effort. 

It is customary for purchasing agents to listen to sales 
talks, arguments, quotations and all available data on prod- 
ucts, says Mr. Whitehead. but the decision usually rests 
with someone else. If price is a strong factor in determining 
the purchase, the decision usually rests with an officer such 
as president, vice president or treasurer; if the product is to 
be used in production, the shop superintendent’s opinion 
is usually decisive: if the product is to be used in mainte- 
nance, the maintenance engineer will have a lot to say. The 
problem is to convince the purchasing agent that it is 
vitally important for the person on whose decision the pur- 
chase rests, to hear and see the presentation. 

Understanding’ the difficulties and limitations of purchas- 
ing agents is the key to many successful sales efforts, Mr. 
Whitehead He once approached a_ purchasing 
agent of a tobacco firm with the object of selling a lathe 
which the firm was considering purchasing. His product 
was one of the most expensive machines of its kind and was 
very highly regarded by machine shop men. From the pur- 
chasing agent’s reaction to the name and price of the prod- 
uct, Mr. Whitehead deduced (1) the purchasing agent was 
not too familiar with machine tools and (2) price was to 
be a determining factor in the purchase. 

In answer to Mr. Whitehead’s frank question as to what 
he knew about lathes, the purchasing agent replied, “Noth- 


believes. 
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ing much except prices.” Mr. Whitehead proposed, in fair- 
ness to his product, that the purchasing agent ask the 
production engineer what he thought of this particular prod- 
uct. The agent agreed and called in the production engineer, 
who readily substantiated Mr. Whitehead’s claims for the 
quality of his product. In addition, the engineer asked 
for more information, giving Mr. Whitehead a chance to 
make his strongest presentation. As the same kind of lathe 
was in operation in a nearby plant, Mr. Whitehead invited 
the president, the purchasing agent and production engi- 
neer to an inspection tour. The invitation was accepted and 
Mr. Whitehead was able to present his talk to the president, 
the man who would approve the cost. 

Although the purchase was not decided upon until after 
presentations and quotations were made by competitors, 


Mr. Whitehead sold his lathe. 


"Take Interest in Customers” 


Robert C. Fussell employs policy of selling only items which 
will help customers do jobs better and more economicaly. 


Rosert C. Fussecy, is convinced that to maintain a mutu- 
ally profitable and beneficial relationship with purchasers. a 
salesman should dovetail his own interests with those of his 
customers, This may be accomplished by the salesman taking 
an interest in what his customers are doing, how they are 
doing it and whether or not what you have to sell him will 
help him do it better and more economically. At times a 
potential sale may suggest itself in a product which the 
customer may well do without but such a sale, Mr. Fussell 
insists, might just as well remain potential. 

Mr. Fussell sells cutting tools, taps and dies, machine 
tools and specialties on that basis. He has made it a part 
of his job to familiarize himself with all aspects of his cus- 
tomers’ production methods. In this he has been assisted by a 
studied appreciation of good tools. On his visits to various 
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This sales record card which Howard Ekedahi keeps current 
with five hours work a month gives him a clear picture of 











his sales to each customer by 20 product lines. 





in fair- shops he observes much and tries to retain as clearly as_ that I have if I’m to render a real service. I’m selling a 
sk the possible, an idea of what, goes on, and it pays. product but I’m also selling a service. That’s what may mean 
r prod- This association of ideas worked to advantage in one the difference between me and the next salesman. 
gineer, instance. Mr. Fussell attended a machine tool manufactur- “I keep track of my sales by customers and by lines so I 
for the er’s school at one time, and, during the course, the class was can see what’s going on. Each month I take all the invoice 
asked taken on an inspection tour of the factory. The class was copies on my sales, sort them out by customers, then sort 
ince to passing a large display room, in the center of which stood a each customer’s invoices by major product lines, and finally 
f lathe huge machine which intrigued part of the class, Mr. Fussell _ total the figures. Each customer has a separate card and on 
invited included. The monitor had not intended to show them the _ the card I enter the sales for the month in each product line 
} engi- machine as it had no relation to their class but Mr. Fussell as well as the total for the customer (see the accompanying 
ed and and his curious associates insisted. They learned it was a new form). It takes me about 5 hours per month to do this job 
sident, and improved heavy duty miller with a traveling bed. Mr. but it sure pays dividends or I wouldn’t do it. 
Fussell was impressed. “From the record sheet for each customer I can see how his 
l after Almost a year later, Mr. Fussell was visiting a machine sales have been going by lines. If I see he is slipping in one 
etitors, and foundry shop turning out locomotive stokers. The firm line or if I see blank spaces where I’m not getting business 
previously bought completed crankshafts but, being unable _ in the line at all, I find out what the trouble is. Frequently, 
to purchase any more, decided to manufacture them. Mr. the customer himself doesn’t realize what’s going on. And 
Fussell was consulted on a lathe for turning out the crank- the fact I’ve got these records never fails to impress him. 
shafts and was shown the blueprints. After recommending “T also keep a permanent note book in which I have 
which a lathe for the job, Mr. Fussell took another glance at the detailed information on each account. I have a record of 
nicaly. blueprints which illustrated crankshaft pins also. He recalled the personnel, types of machines installed, individual require- 
the miller he had seen in the factory almost a year ago and, ments, what they are using and what they will need, as well 
mutu- realizing that it would be just the machine for the pin job, as serial numbers on major pieces of equipment and date of 
aes © told the foundry people about it. They were interested and sale. This means sales for me, too. 
of his gratified that Mr. Fussell had foreseen the answer to a “A few years ago, for example, I was in a refinery to see 
taking problem they had not tackled yet. With accessories, the the new purchasing agent. This P. A. was trying to build up 
7 one order amounted to $12,000. a record of the pumps in the plant. I had the complete 
n will record of all the pumps I had sold the refinery along with 
“gw "I'm Selling a Service" _ serial numbers and dutes of purchase. This was a big 
, 1elp to the P. A. and I’m sure it impressed him. Now I get 
ussell Howard J. Ekedah! spends five hours per month on customers’ all the pump business. It proved we had our customers’ inter- 
: records and says it “sure pays dividends." ests at heart and are really conducting a business. Detailed 
chine product information of this kind is also invaluable in han- 
| part “SELLING IS MY BUSINESS and it’s a poor businessman who dling repairs and replacements. 
3 cus- doesn’t keep records,” Howard J. Ekedahl declared. “Sure, I “This may seem like a lot of record keeping but it isn’t 
| by a can remember the plant and most of the men but I can’t just record keeping for the sake of records, I keep them 
rious remember all the other important information it is essential because they mean increased sales for me.” 
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“Don't Rely on Memory" 
Carl Kruger divides his work into three parts, believes 


implicitly in consulting note book before and after each call. 


CALLING ON A CUSTOMER is divided into three phases of 
work for Carl Kruger. In addition to the actual contacting of 
potential buyers, Mr. Kruger performs a “before” and an 
“after” task. Before going into a plant he consults a “little 
black book” and after leaving the customer he jots down 
data which. on the next call to the same plant, will remind 
him of the customer’s interests and of something specific to 
discuss. 

Mr. Kruger has found it is not wise to depend too much 
upon memory. Data on customers, he believes, is a must. 

Mr. Kruger claims no credit for being original in faith- 
fully keeping a customer note book. During service as an 
order boy, counter clerk and inside salesman, Mr. Kruger 
carefully observed the technique of outside salesmen and 
from them learned the value of customer data. 

Planning your efforts so that you waste neither your own 
nor the customer’s time is important, he believes. By know- 
ing what a buyer is interested in, sparring with words is 
eliminated and time is saved. 

Knowing what you're talking about and being equipped 
to make suggestions and anwer questions is, of course, im- 
perative, he pointed out. Manufacturers’ schools and litera- 
ture, he added, are invaluable sources. 

It was after attending a transmission school that Mr. 
Kruger consulted his “little black book” and discovered that 
a certain oil company plant used a great deal of transmission 
equipment and had some problems. He made an early morn- 
ing call, arriving just in time to witness the starting of mixers 
for vats in which an oil product was manufactured. The 
three tanks, each holding five tons of material, all started 
at once and Mr. Kruger promptly advised installing clutches. 

But the matter didn’t end there. The customer, noting Mr. 


2 


Name of Account 


‘Johnson | Mfg. Co. 
Hightower & Cue L 


Kruger’s willingness to tackle problems suggested: “Let’s 
do it right, we'll replace everything.” 

Clutches, bearings, couplings, shafting, sprockets—they 
all were in the order which amounted to $688. And once 


the job was completed, work started on three more vats. 


"Set Up Potentials" 


R. C. Morris believes in developing "dribbles of business", 
works out table showing potential for each customer. 


“I SET UP POTENTIALS for each customer for each of the 
major lines of products we sell,” R. C. Morris said. “This 
helps me to work my customers in terms of their potentials. 
It also shows up the blank spots or the weak spots in my 
selling. 

“T’ve worked out this table (see accompanying form) and 
on it I’ve entered opposite each customer the potential of 
that customer in each line. This information on potential 
comes with experience. I’m a mechanical engineer and 
specialize in pipes, valves, fittings and steam specialties, I’ve 
been in on lots of layout conferences with plant engineers, 
so I get in the plants and know what’s going on. After calling 
on a customer for 6 or 7 years, being in the plant, seeing what 
they are doing, etc., you can estimate whether the customer 
is a large, medium or small user of the product. Or he may 
not use it at all. I enter this information on the sheet—“L” if 
he is a large user, “M” if he is a medium user, etc. 

“Then from my own sales records which the firm keeps 
and which I have access to, I can enter against each customer 
and each line the amount which I sell. If I see a customer 
is a large user of a product and I’m only getting a little 
dribble of this business, I work on the line with the customer 
and see if I can’t do something about it. I’ve also got a 
record here that shows me whether a customer is a user of 
the product or not. That saves a Jot of embarrassment as 
well as waste of time and effort.” 


Abrasive 
Papers 
Abrasive 
Wheels 
Hacksaw Blades 


vlo 
;z;¢ 


Peoples Gask Light © 


Press Novelty | Co. 


New Era a Soap 


‘Makin k Machine Shop 


Size of | Purchaser 
of Products Used Amount Sold 


L— Large 
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S$ — Small 
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"Know Requirements" 


C. F. Prange keeps record sheet, listing grinding wheel re- 
quirements of customers; terms system invaluable. 


“IN ORDER THAT WE can render a better customer service 
based on a full knowledge of customer requirements, we 
have set up our grinding wheel business as a separate 
department. We do all the buying, keep the perpetual inven- 
tory control records, bill the customers and keep customer 
purchase records. We even have our own stockkeeper who 
handles all incoming orders and shipments to customers, 

“I handle regular industry supply accounts; that is, 
customer requirements for regular mill supply items, but I 
also serve as a specialist for grinding wheels should other 
salesmen get stuck on a particular job. 

“We keep a record sheet for each customer on which 
we list the particular specifications of the various purchases 
(see accompanying form). From this sheet we can follow 
the sales of any particular grinding wheel by customers and 
by months over the past two years as well as purchases during 
the current year. We know what they require and how mucli 
they have been buying. If their purchases drop off on any 
particular specification we check into it. 

“The sheets are also very valuable in handling replace- 
ments. We have the exact information on our customers 
requirements. We know also that if the customer is doing 
a certain type of job he will need a certain type of wheel. 

“With a number of accounts we keep stocks to handle 
their special requirements. Each month we notify the cus- 
tomer of the number of items of the various specifications in 
stock, the amount on order and the last sale. This notifica- 
tion goes out on a 4-page sheet which in addition to the 
notification carries advertising for our grinding wheel 
department. Since we are carrying stock for their special 
requirements, we ask our customers to notify us of any 
change in production plans that would affect stock require- 
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ments. This gives us a line on_ future business that is of 
interest to the entire firm. 

“I’ve been specializing in grinding wheels for more than 
20 years. In fact, I started going to the factory in 1921 
and have been back 8 or 10 times since then. I always learn 
something new—some new product or new application, To 
make a go of this business, the salesman should know his 
products, know the requirements of his customers and have 
an understanding of human nature.” 


“Records Show Trends” 


Walter E. Gilham warns sales may slip badly before you 
realize it, unless records that give warning signals are kept. 


“You’vE GOT TO KEEP,A CONSTANT CHECK on sales to your 
various customers or you may wake up and find your total 
sales have slipped. With a lot of customers to serve, sales 
to one or two may slip badly before you realize it. I keep 
records so I can do something about it before it’s too late. 
_ “I keep a sheet in my note book for each customer on 
which I enter his total sales for the month. Our accounting 
department furnishes me with these monthly totals and, of 
course, I get the daily pink invoice slips. 

“Tf I see a customer beginning to slip. I mark that account 
for special study—the warning sign is up. I usually wait a 
few months to see if there is actually a trend or it may be 
explained otherwise. But if it appears something has hap- 
pened, I take the book in, cite the facts and ask what has 
happened. I usually ask if I’m wrong. Have I done something 
you don’t like? Or has the company done something that 
doesn’t meet with your approval. Generally the whole thing 
reacts favorably for me and for the company. The customer 
usually doesn’t know you have the record. But when he 
sees the book he knows you value his account and can appre- 
ciate that you are on your toes. 

“Some months ago, I had an account slip from an average 
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of around $100 per month to $1.29. I scouted around a little 
bit and found that an official of the company has been 
playing a lot of golf with an executive in a competing com- 
pany. I sort of figured he might have spoken to his P. A. 
about giving the other firm some business. There’s not much 
you can do about that. But I had known the man for a long 
time so I went in to see him with the book and asked him 
what had happened. I pointed out that my sales to his com- 
pany had slipped from $100 per month to $1.29. He seemed 
rather surprised at this and told me he would see what could 
be done. Well, I have an idea he straightened out the over 
enthusiastic but well meaning P. A. At any rate, I got back 
a good part of the business I had lost. I’m convinced that 
the records I had proved my point and turned the trick.” 


"Know Yourself, Too" 


Emil E. Kuncel says it's foolish to try to leave facts on cus- 
tomers to memory when you're handling 70 to 100 accounts. 


“KNOWLEDGE OF THE CUSTOMER and what he needs is, of 
course, essential in selling.” Emil E. Kuncel said. “That 
carries with it the necessity of knowledge of yourself as 
regards to how well you are taking care of him. ‘It is foolish 
to try to leave all this to memory, in handling 70 to 100 
accounts. The kind of record, and 
many of them, unless other means are provided, must keep 
some kind of books of their own and at best such independent 
books are not coordinated with the office records. 

“I was fortunate when I came to this company in finding 
here a readymade system, which requires the minimum of 
work on my part to keep up. It is in the binder, one sheet 
to each customer. I carry it with me in the car to refresh 
my mind before I go in to the customer. I don’t have to stop 
and write a lot in it. however. I have a separate little daily 
call sheet which I fill in and turn in to the office each 
night. On Saturday. the office take- binder 


salesman needs some 


my customer 


and from all the call sheets fills in the dates of all my calls. 

“On the customer sheets the general information in regard 
to the account is at the top. 

“The left-hand column on front and reverse side has spaces 
for 58 products, and here are entered the products that the 
company is using that we are in a position to sell him. If I 
am calling on a new customer, I enter here not only the 
product that he has asked about, but as many in addition as 
I can find out about, going into the plant if possible. Thus, 
the left column carries the results of a preliminary survey 
of the plant potential. As time goes on, and other needed 
products are ascertained, they are entered below. 

“If it is an old customer, the sheet shows a very clear pic- 
ture of the status of the account and just how it stands by 
number of purchases last year and dates of purchases made 
this year. The front of the sheet does not show dollar volume 
of purchases, but instead the number and dates of pur- 
chases. A purchase is not counted until the invoice has 
actually been made out, Then. in the columns to the right, 
one to each month. the date when the purchase of any item 
in the left-hand column was made is entered opposite that 
item. The office makes these date entries monthly. 

“Now. I begin to have a picture of me, as well as the 
customer, We'll say that’ hacksaw blades have been moving 
along regularly with a certain customer, a sale every month. 
Then they begin to skip. or stop altogether. If no purchase 
takes place in 60 days. the office kindly makes a red check 
mark there. That spells danger, I get busy. 

“The chief can’t go over these books of all the salesmen 
looking for front-page danger signals. We are supposed to 
exercise our ingenuity and sales ability and work them off 
as soon as possible. But over on the reverse side of the sheet 
you will see the ‘Customer's Summary.” which shows dollar 
volume by month. this year and last. If dollar volume sales 
this year falls below last year’s average in any month, that 
gets a red check also. A red check at that particular point 
calls for a session with the boss at once.” 


“Constant Chech on Sales is Imperative” 
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After two years of high school, Walter 
Gilham entered the supply field 25 years 
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Emil Kuncel entered the selling field 
after finishing one year of college. He 
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ago. He's been selling 16 years. 
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services about 70 customers. 
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ITHOUT A SOUND knowledge of 
his products, the sales repre- 
sentative of an industrial supply 
company is of little or no value to 
his firm, his customers or himself as 
All other attributes of 


successful salesmanship rest squarely 


a salesman. 


upon the product knowledge founda- 
tion each salesman builds for himself. 
Without a wealth of information on 
the items he sells, a salesman may get 
by and even enjoy a fair degree of 
success for a short time. But eventu- 
ally—and in a buyers’ market this is 
particularly true—he will be revealed 
in his true colors, the colors of an 
order taker rather than a salesman. 

There are numerous ways in which 


a salesman can acquire product 
knowledge. All of the important 


methods are detailed on the follow- 
ing pages of this section. The very 
fact that there are numerous sources 
emphasizes the importance of product 
information. However, no one source 
can be counted upon as the lone foun- 
tain from which product knowledge 


flows. It is only by tapping a variety 


r 


of sources and continually utilizing 
that a 
forward, 


these sources salesman can 


constantly move keeping 
in step with the times. 

Today’s times are not normal. With 
the arrival of peace, America’s recon- 
version period was ushered in. These 
times, therefore, can best be likened 
to the immediate pre-war days when 
industry slowed down its peacetime 
operations and stepped up its mili- 
tary output. In those days the sales- 
man who got the orders was the one 
who knew his products, knew what 
they would and would not do, knew 
which items could be substituted for 
others and, in brief, knew the answer 
to questions put to him by buyers. 

The same salesman will get the or- 
ders today and tomorrow. By possess- 
ing product knowledge he insures his 
welcome by buyers. Purchasing 
agents, and production men are more 
than anxious to gain help in recon- 
verting their plants but they will ac- 
cept such assistance only from sales- 
men who are well versed. 

An enterprising and - knowledge- 
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hungry salesman is constantly adding 
While 


one salesman finds one method best 


to his store of information. 


for him, another salesman will rely 
different 


source. Every salesman can reap ben- 


heavily on an_ entirely 


efits from the tried and _ proved 
methods. Among the outstanding 


sources for product information are: 
1. Informative sales meetings. 
2. Manufacturers’ representatives. 
3. Well conducted 
schools. 

4. Manufacturers’ 


; 
manufacturers 


literature and 
catalogs. 

5. Customers and the equipment in 
their plants. 

6. Technical and trade papers. 

How much each man can obtain 
from each source depends completely 
upon himself. Of course there must 
be a teaming of the so-called book 
knowledge and practical knowledge. 

On the following seven pages are 
detailed 
knowledge of a wide group of sales- 


the thoughts on product 


men. Their experiences are typical 


of others in the industry. 


95 











Kunoutedge Of Products Opens Mang A Door; 


“Product Knowledge 
Gels You Inte Plants” 





“KNOWLEDGE OF PRODUCT.” says A. K. 
Pearson, “has given me more opportu- 
nity for increasing sales volume than 
any other one factor in salesmanship. By 
convincing the buyer that you have a 
thorough knowledge of product, and 
that you are capable of making a cor- 
rect recommendation as to the applica- 
tion, thereby increasing the efficiency 
of operation in the plant, you have 
won a major point toward making a 
sale.” 

In a great many cases Mr. Pearson 
has been asked by the buyer to go into 
the plant. He is convinced that had 
he not impressed the buyer with his 
product knowledge. he would never have 
had the opportunity of going into the 
plant where he could meet the pro- 


See A. K. Pearson 
TES e eee ee 31 
DEED sin ciasbcauesas sensi College 
Distributor 

Re ere Five Years 
Previous 

ee Selling piping 
Number of 
Ee, eee ee 75 


which is a definite advantage to every 
supply salesman. In contacting these 
men, he obtained useful information 
about various products, how they ac- 
tually perform and what service they 
give. 

In addition, says Mr. Pearson, these 
men usually tell you of their future 
plans which always has good potential 
sales value for the salesman. Also, by 
getting into the plant you see what is 
being produced and by being a close 
observer you can see what items you 
handle are being used. This gives 
knowledge of customer and _ require- 
ments which always leads to additional 
sales. 

Mr. Pearson finds study of manufac- 
turers’ literature and opinions of users 
of products: good means of obtaining 
product knowledge and advises attend- 
ance at manufacturers’ schools since 
this gives a complete story of the prod- 
uct. Working with manufacturers’ 





representatives on actual jobs and sales 
meetings also help. 

*Manufacturers’ men,” he said, “often 
have motion pictures on their product 
and this is an excellent way to get 
information. After the war, I think 
motion pictures will be a big factor in 
giving distributor’s salesmen the full 
story of the product.” 

Another point stressed by Mr. Pear- 
son was the necessity of being honest 
and sincere in sales efforts, always bear- 
ing in mind “you are performing a 
service that will be mutually profitable 
to both you and your customer.” 





duction and maintenance engineers, 
Pe ee Harold M. DeMott 
RED. ccssanees bin ence ursseuxee 500 43 
Education ...... Two years of college 
Distributor 

eee Eleven Years 
Previous 

Experience ....Inside mill supply house 
Number of 
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“GOING INTO your customer’s shop is one 
of the best ways I know of learning his 
needs, seeing how the product you sell 
him is used and getting new leads for 
more sales not only of what you have 
been selling the particular customer. 
but for additional lines as well. My 
own expérience is that it is best to make 
a plant analysis: make a separate plant 
write-up on each call. This way the 
information is down in black and white 
and subsequent analysis will bring 
many sales possibilities as well as help- 
ful suggestions to mind. On transmis- 
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“Make Careful 











sion, for example, I might ask the pur- 
chasing agent first what kind he is us- 
ing: chain, flat, v-belt. etc. I find out his 
general requirements; then if possible. 
I try to get into the plant and once in 
the plant I try to pick out a certain ap- 
plication where I may make a helpful 
If I am successful I then 
have the ingferest of the plant superin- 


suggestion. 
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lendent and the purchasing agent. It 
is a fact that no matter whose belts are 
used by a given customer there always 
will be at least one application where 
the user is not completely satisfied. This 


may not be the fault of the belt, it mav ° 


very well be the application itself. Usu- 
ally I try to find out what the particular 
gripe is and then make an inspection of 
that particular application. Naturally 
while I am looking at this one particu- 
lar application of a belt drive I keep 
my eyes open. Your eyes are given to 
you to look with. I catalog mentally a 
lot of things. I might see a conveyor 
belt that needs some replacement and 
in another part of the shop I may see 
something else which presents a sales 
opportunity. Naturally I do not bring 
all of these things up at one time. [ 
do not shoot everything at once. It is 
good to keep something back so you 
can get in and see the purchasing agent 
or the plant superintendent again.” 
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Knowing The Answers Closes Many A Deal 





“Ma / nf, ne? 4’ 
Literature 
34 Loaded for Bear” 








“I WAS SOLD on manulacturer’s literature 
and catalogs long before I tried to 
sell anyone else. In my work at the 
power plant, I was required to refer 
to material of this kind in my estimat- 
ing jobs, and I grew so interested in 
pumps, compressors, and kindred ma- 
chinery that I decided to sell the darned 
things. After studying and using the 
literature for a period of time, most 
of the readier figures stick in the mind 





and become a regular part of your 
sales scheme. And it’s a comfort to 
know that the other data, not used 
during the ordinary day, is there if you 
look for it. In the lines [ handle 
(pumps, compressors, liquids and gas 
material handling equipment), I have 
found the manufacturers’ literature 
loaded for bear. These people don’t 
make up catalogs and brochures just 


for pretty pictures and sales stories. 








MY sis-0%0 90'S 9 oda 5 James J. O'Brien 
ME vais seduawevesesvaae College 
Distributor 
ee er 12 years 
Previous 

|) eee Stock clerk 
Number of Accounts.............. 185 


“I’ve Got ALL the problems of a junior 
salesman. I had been an inside sales- 
man for eight years, but about the first 
thing I realized when I became an out- 
side salesman was that I would have to 





eee are Philip C. Kahmer 
0 OE Cee Kibedeweeneeeee 
rer eee High School 
Distributor 
err Pre Six Years 
Previous 

, Experience ......... Power plant office 


Their material is full of data, charts, 
and necessary figures on intake, flow 
speed, volume, etc. 

“I keep a duplicate library of all 
material pertinent to the lines I sell. 
My desk library in the office is arranged 
on two shelves directly in front of me 
so that I can reach any material I want 
without having to get up. My home 


collection is frequently used in the 
evenings. especially when I come 


straight home after visiting a customer 
late in the afternoon. Then, with some 
particular problem on my mind, my 
home library lets me go to sleep with 
the right answer as well as saving ‘a 
considerable amount of time. Everyone 
appreciates such prompt service.” 





“Know Where to 
Get the Answers” 
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get more specific and detailed product 
knowledge. In this respect I must have 
been like a lot of other new men in the 
game. 

“You certainly can’t sell the stuff 
that you don’t know anything about. 
Indeed, you don’t even talk about a 
product if you don’t know it backward 
and forward and have confidence in 
yourself. And what’s more if you don’t 
know a product and can’t feel comfort- 
able discussing it you tend to shy away 
from inquiries. You can’t make a liv- 
ing doing that. So I set about getting 
product knowledge. 

“There was a wealth of manufactur- 
er’s literature in the company library 
and, of course. I had a Jot of my own. 
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So I set up a study schedule for myself 
and have stuck to it. I have the material 
organized so I know where to find the 
answers to queries I can’t answer off 
hand. It’s a big help to know where 
to get an answer quickly. 

“The biggest source of product infor 
mation, however, has been the manu- 
facturers’ schools I have attended. I’ve 
been to three schools and have been 
through the plants of other manufactur 
ers, but the schools have been the big- 
gest help. There you learn not only 
how the product is made but its uses 
and applications as well as its strong 
points as compared with competitiv: 
items. Usually when you go through a 
plant you only learn how the product 
is made. But to sell it you have to 
know its applications. 

“It sure helps you with a custome: 
when you come up with a solution that 
works. I believe they really like to help 
a fellow that’s serious about his work 
and keeps at it. When I go in to see a 
customer I don’t just talk weather o1 
the ball game. I have something definite 
to talk about that I have planned out in 
advance. It may be a new product or a 
new use for an old product. When 1 
leave a new issue of a manufacturer’s 
catalog. I go over the line with them so 
they'll remember I’ve got it.” 
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DEMONSTRATIONS OF two methods of 
selling by two different manufacturer’s 
representatives, both selling the same 
brand of horizontal metal cutting saws, 


Keep Eyes Open Jor New YWs0s Of Products; 


DED: k:46 sane ees William F. Scroggins 
re eer 
Education .......Two years of college 
Distributor 

Salesman ............ coccceta YOurs 
Previous 

ED 5.05 :65'e dans a aeeis ....None 
Number of 

PE? .'s< ce culbanas jane conse ane 


made a definite impression on William 
F. Scroggins. 

The first half of the lesson was pro- 
vided when Mr. Scroggins was asked to 
take a manufacturer’s representative 
around to his prospects. The visitor was 
congenial enough when not selling but, 
upon introduction to a prospect, became 
a hind let loose. Mr. Scroggins’ cus- 
tomers were reserved men accustomed 
to leisurely discussion and strongly ad- 
verse to being hurried into a purchase. 
The representative, selling in the only 
manner he knew, barged into his sales 
talk and, as the prospect grew more re- 
tiring, even grew vehement and vindic- 
tive. Needless to say, no sales were 
made but Mr. Scroggins, on his next 
visit, was advised that he was welcome 
to drop around any time but not with 
any similar character. 

That particular representative was 
taken out of the territory soon after 
and, when the time came for Mr. Scrog- 
gins to take his replacement around, he 
was pretty apprehensive. He was as- 


sured at the first call for the new man 
was affable and discreet and not once 
during the first interview even hinted 
at a sale. However, he did adopt an at- 
titude of wanting to help the customer 
with any problem the latter might have 
and suggested that he might be per. 
mitted to see the saws at work. If the 
saws were being used properly, he sug: 
gested other methods for other jobs or 
for other possible uses. The spirit of 
cooperative friendliness impressed Mr. 
Scroggins and pleased the prospect no 
end, 

Having studied mechanical engineer- 
ing for two years at Speed Scientific 
School in Baltimore, Mr. Scroggins 
leaned toward power transmission and 
it was to improve his knowledge on this 
subject that he attended a manufac- 
turer’s school. 

A chance to use this recently acquired 
knowledge came when a sand and gravel 
firm began experiencing bearing diffi- 
culty. The management was convinced 
that nothing could prevent abrasive dust 
in the plant from scoring the bearings 
on a heavy conveyor and so made no 
complaint. Mr. Scroggins learned of 
the trouble and asked to see the equip- 
ment. He found that the bearing was 
sealed all right but it was not of a 
type for rugged duty. He suggested a 
special duty product as the solution and 
the management agreed to try it. The 
solution was the correct one and Mr. 
Scroggins gained a valuable customer 
for other products. 





“Omen Your Eyes — 
Theres 1,001 things to 
See in a Plant” 








“T pon’t know if this applies to other 
salesmen, but I almost have to get into 
a plant, get the feel of it, see what is 
being done and how it is done, before 
I can do a conscientious job of recom- 
mending,” Earl Johnson said. “There 
are a 1,001 things to see in a plant 
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PEE id cédrcdenssaess Earl W. Johnson 
ABD si sccees bees Seen i aessen eve 
“Education. ... Two years of High School 
Distributor ; 

PEER hse sas anseeees .-One Month 
Previous 

Experience ....Machine shop foreman 
Number of 

PINS 556000049 Approximately 200 


and if a fellow keeps his eyes open he 
can build up a string of openings which 
will get him an audience anytime. Talk- 
ing with the foremen, the engineer and 
the plant superintendent and showing 
them what you have to offer (one thing 
at a time, however) is the surest way | 
know of building up permanent good- 


will and, of course, permanent custo- 


mers. It is especially good if you can 
take your product right into the plant. 
If it is a complicated item, a cutaway 
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model, or at least a good cutaway pic- 
ture, will help immeasurably. The men 
using the product naturally want to 
know just how it works. This kind of 
a presentation is the best.” 
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“Seeing is Believing — 
Demonshate Products” 
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“WITHOUT DETAILED knowledge of just 
what things a prospective customer 
uses, the best approach is to ask” said 
J. L. Davidson. “For instance, a 
man would have a general idea if a 
certain customer used drills. I’d go in 
on that basis and ask the purchasing 
agent what kind of drills he used and 
proceed from that point.. However, it 
is essential if the best selling job is to 
be done that the salesman have at 
least a general idea of the plant lay- 
out, equipment used, etc. 

“It is very helpful sometimes to get 
into the plant to demonstrate an item. 
I have in mind a plastic hammer. I 
went to the purchasing agent with it 


Successfid Demonstration Shrongest Sales Tool 


Name ....... pained J. L. Davidson 

BED cccvecveds reCTe eC 40 

Education ......Technical High School 

Distributor 

TC COT Te Two Years 

Previous 

Experience ...... Plumbing and heating 
salesman 

Number of 

MOGI. 6k ccccees Approximately 200 


(it was a new item) and he told me 
that they had no use for a_ plastic 
hammer. But I persisted and obtained 
permission to show it to the men who 
used hammers in the plant. One of 
the qualities of this particular ham- 
mer was that it would resume its origi- 
nal shape no matter how banged up it 
might get. I put the hammer under 
great pressure and demonstrated to the 
men how it came back to its proper 
form. I walked out with a good order. 

“Manufacturers’ representatives are 
mighty handy sometimes. Most of 
them are helpful at all times, depend- 
ing on how well versed they are in 
their product. I have in mind an occa- 
sion when I heard a customer gripe 
about a certain kind of a drill. I went 





to a manufacturer with the gripe and 
with his agent we went to call on the 
customer. 

“We discussed thoroughly his com- 
plaints, went into the plant to see just 
what the particular application was and 
the manufacturer’s man thought he had 
the solution. He recommended a cer- 
tain kind of a drill, telling the customer 
to try it out at the manufacturer’s risk. 
The manufacturer’s agent made the cor- 
rect recommendation, the drill was sat- 
isfactory and now [| have a fine new 
drill account.” 
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Ae weeeeeee W. A. Newland 

PE eee 

Education .......... ....High School 
Business School 

Distributor 

Salesman ..... pai ....Seven Years 

Previous 

Experience ....... . Inside supply house 

Number of 

Accounts ....... eaeae eT ee 50 


THE PRACTICAL VALUE of learning about 
the attributes and, just as important, 
the limitations of products one is try- 
ing to sell lies not so much in the dol- 
lar volume of the sales derived directly 
from such knowledge as in the increase 
of the number of satisfied customers 
who benefit from sound advice from the 
seller. That in substance is the sales 
philosophy of W. A. Newland. 

Mr. Newland, who has just completed 
his first eight months as an outside 
salesman, cannot afford to specialize 
on any particular line because of the di- 
versified needs of his accounts which 


lie in a more or less rural territory. 
However, his firm decided to take ad- 
vantage of an abrasive manufacturer’s 
offer to have one of its salesmen at- 
tend a week’s course at the factory, 
by sending Mr. Newland. At first Mr. 
Newland was skeptical of the value of 
such a course because his customers 
used abrasives merely as a maintenance 
tool and weren't very particular about 
grinds or finishes. In addition, the 
amounts they used were limited. 

Attending the school, Mr. Newland 
learned the fundamentals of the use of 
abrasives, the components, 
manufacture and general applications. 
He found after finishing the course 
that. although he was no expert, he 
felt better qualified to talk abrasives 
and more confident about giving ad- 
vice. He also found himself suggest- 
ing particular grits when all the cus- 
tomer was interested in was a wheel 
and. although orders didn’t increase 
appreciably, he felt the general satis- 
faction growing among his customers, 
who appreciated his initiative. 

It was only when a manufacturer of 
a war item for which certain finishes 


structure, 


MILL SUPPLIES *¢ 


SEPTEMBER, 1945 


“Rec ‘ Li 7, 4; ; 
of [1 '} 14” 











were specified inquired about abrasives 
that Mr. Newland began to reap the 
reward of knowledge. Although the 
manufacturer was indifferent about the 
abrasives he was ordering, Mr. Newland 
asked to see the specifications from 
which he was able to determine what 
sort of wheels he needed. The manu- 
facturer, noting Mr. Newland’s inter- 
est in supplying the proper product for 
the job, was appreciative and expressed 
this appreciation by placing replacement 
orders regularly with Mr. Newland. 
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Study Aud YWte Catalogs Aud Literature; 
“Merchandise Catalags and Literature” 
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Distributor 
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personally deliver them to my custom- 





ers - 
“ANY DISTRIBUTOR’S salesman who fails “But you can’t stop there and just 
to make full use of the manufacturers’ drop in and throw it on his desk. So Wi 
catalogs and literature and does not I go a step farther and. I prepare my- with 
see that they are properly ‘merchan- self in advance for that step. I first mos 
dised’ to his customers is his own worst — go over the catalog from stem to stern abo’ 
enemy. In the first place, the literature to get a good over-all idea of its con- Sch 
is designed to give the customer com-_ tents. Then I select one or two of the sale then and there. What I do is to } sell. 
plete information on each product or items in it that interest me and appear try and get him to say that it seems § whi 
line, so that the latter will want the to be attractive at the time because of attractive and that he will think it over | tecl 
product and may place an order with their adaptability, and I buck up thor- _ in terms of its adaptability in his plant. N 
you. Are you going to stand for having oughly on those items. Then I say that I will see him in a week — Am 
that literature merely mailed to him, “For example, take a tool catalog in or two regarding it. exc 
so that he can throw it into the waste which a carbide tipped reamer is de- “Finally, on my next call, the reamer } the 
basket or thrust it unread into some scribed. It’s new enough to interest is down for the first item of discus- 
file? many so I study it thoroughly. sion. It is something definite to call an 


“Another thing, the literature is de- 
signed to give you, the distributor’s 
salesman an understanding of the prod- 
uct so that you and the customer can 
discuss it on the basis of mutual under- 
standing. For these reasons, I take 
every catalog and all other literature, 
even down to leaflets (because they gen- 
erally describe something new) and 


-“Thus prepared, I go in to the cus- 
tomer, present the catalog and if pos- 
sible run through it with him and high- 
light it in a general way. Then I 
come to the reamer double page and 
get him to pause and study it with me. 
And I attempt to arouse all the inter- 
est I can. But unless the circumstances 
are exceptional, I don’t try to make a 


about—something on which to get down 
to brass tacks about and go after the 
order. Usually he remembers. Some- 
times he anticipates my query. On 
occasion, he may even have made up his 
mind to order. But at the very least. 
he has had that catalog merchandised 
to him. and in a way that will cause 
him to keep it in mind. So I think.” 





“Seek Product Knowledge Grom Customers” 


Ec dsensneeenden he F. W. Martin 
Distributor 
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THE CUSTOMERS who use industrial sup- 
ply products are excellent sources of 
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etc. In obtaining this data you will 
frequently find other acquaintances can 
help by giving information concerning 
the party you have in mind. This knowl- 
edge frequently will help you to break 
down resistance and increase your 
sale to the customer in question.” 
Mr. Martin advises listing customers 
as to industry and items used and fre- 
quent inspection of customers’ plants. 
Often one can see installations or use 





; : is 
information about these products, says a of products which one may not have cf 
F. W. Martin. Frequently the sales- — known about and which may aid in * 
man who asks questions “will find uses making a sale to another firm. i 
or purposes which will help in selling In addition, he pointed out the normal “When going through a plant,” he “ 
other plants.” channels such as manufacturers’ litera- added, “try to study and make recom- ti 

Factory schools, visits to the plant to ture and representatives, sales meetings mendations which will prove of help to T 
see the products manufactured and dis- and talks with other salesmen on the customers. Where information is re- m 
cussions with trained factory technicians subject. quested or promised, get this to the k 
are more ways of improving this knowl- “A salesman,” said Mr. Martin, customers as soon as possible, and try 


edge which is of such great assistance 
in making sales, added Mr. Martin. 


“should also make a close study of his 
customers, their personalities, habits, 


to be prepared to discuss the items in- 
telligently.” 
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Have Product Information At Fingertips 





Wittiam W. Davison believes that 
with a salesman, the line he knows the 
most about is the line he talks the most 
about, and is the line he sells the best. 
Schools do not teach a man how to 
sell, but give a man practical knowledge 
which can be applied to his own sales 
technique. 

Mr. Davison recently attended the 
American Pulley school and thought it 
excellent. It had practical value, and 
the salesmen who attended were rated 





Previously, Mr. 


on problem cases. 
Davison sold V-belts, sheaves, trans- 
mission parts, but since attending the 
school he makes it a point to try to 
sell the whole drive. Now he stresses 
the fact that he can furnish the com- 
plete drive, and his customers under- 
stand that by simply calling and sup- 
plying specifications he can _ follow 
through and deliver a complete unit. 


sia a ek William W. Davison 
ME 6 ect cct- es cue eoeneteuducnese 
a errr ee re High School 
Distributor 

CN, cc wrete ce teeeuney -26 Years 


Once they get the idea that he is able 
to do this, it is human nature to take 
the easy way and rely on him to com- 
plete the details. Mr. Davison feels that 
this knowledge he has gained will not 
only bring more sales, but tend to shut 
out competition. 

Davison believes that the average mill 
supply salesman is apt to get into a rut 
and follow 2 or 3 lines. This knowledge 
of lines will keep him up-to-date and 
informed on a broader group of prod- 
ucts and increase his service to indus- 
try. According to Mr. Davison, the old 
line, “what can I do for you today” is 
a darn poor question and should be dis- 
carded along with “we have a swell 
line of such and such”. Originality in 
presenting ideas is needed. Go in with 
practical suggestions and practical ap- 
plications on the lines handled. 








“THE INDUSTRIAL SUPPLY salesman who 
is interested in getting and_ retaining 
customers should entertain a healthy 
respect for manufacturers’ literature. [ 
believe this is true to a greater degree 
with salesmen who sell many lines than 
with those who specialize on a few. 
The specialist must know his stuff, of 
course, but the over-all salesman must 
know more about more—or must be 
able to put his hands on a source of 
information on more items. 


“Wing Library Means Leg and Brain Work Joo” 


RS ddr sis o.8 adres eee D. M. Munroe 
SY Ae eee ree eee 52 
Education ....... Two years of college 
Distributor 

Bias -¥ig cs @iandinia pease 30 years 
Previous 

ER Or er eee None 
Number of 

| CO er ee er eee 50 


“[ have always followed what I term 
a ‘coordination’ of product knowledge. 
This is the teaming of book-knowledge 
with the practical knowledge secured in 
the plants of my buyers. Thus, when 
a customer calls for a certain type of 
tool or, let us say, set of screws to be 
used in repairing his facilities, I like to 
be in the position to advise him of 
other choices in fasteners that will fit 
the job he has in mind. If I am able 
to do this it will be because I have stud- 
ied fasteners, and their applications, and 
because I know the buyer’s equipment 
and what it is expected to do. Certainly 
the customer is better off if it is found 
that we are out of stock in one item, 
but are able to deliver another that 
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will fill the bill. The expert use of a 
library of product information, then, 


entails a lot more than keeping it near 
at hand for instant use. It calls for leg 
work and brain work, too. 

“Tf a salesman can suggest another 
way of doing a job, he not only shows 
the buyer that he has extra knowledge 
of the products he sells, but he also gives 
the impression that he is anxious to do 
something for that buyer particularly. 
And every purchaser is the most impor- 
tant buyer, as far as he’s concerned, just 
as I’m the most important individual to 
me. The important thing is to demon- 
strate this capacity to serve in a convine- 
ing manner.” 
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“I usep To do a lot of thinking about 
specialization. [ll never forget orfe ac- 
count I called on. The purchasing agent 
was a gruff elderly man. I went in to 
sell abrasives. Before going in I read up 
on everything I could lay my hands on. 
I could spout technical stuff on abra- 
sives until the cows came home. And 
when I got in with the P. A. that is just 
what I did. And I sold some abrasives, 
The next time I had occasion to 
call on this P. A. he was in the market 
for some paint. Boy, how I crammed 


too. 





Mitt Supp ties 
learned “Five Sales 
which he believes to 
best advice obtainable for in- 


PAGES of 
Grab 


From 
Frank J. 
Commandments” 
be the 
dustrial supply salesmen. Clipped from 


THI 


an issue of several. years ago, the 
“commandments” have been read and 
reread by Mr. Grab until today he can 
rattle them off without reaching into 


his wallet for the well-creased clipping. - 


The commandments are: 
& Know 


the facts before making 
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on detailed technical data on paint. 


When I got in I gave the P. A. the 
works. And [ made a sale. A_ few 


weeks later this same P. A. was in the 
market for some lubricants. I did the 
same thing all over again, but when 
I started my spiel, the old boy leaned 
back and said, ‘Wait a minute!’ Then 
he continued: 

“Say, just who the hell do you think 
you are?) The Great Omnipotent?’ 

“And he added: ‘No man could know 
that much about everything!’ 


PS Sin biewuwuverssand Frank J. Grab 

BD cu neciww eee shee senseces ous 49 

| Pee Teer ree High School 

ee WS Tee 29 years in 
supply business 

Number of 

EE 5s cin sia as elas we eye About 80 


sweeping statements. 
2. Don’t try to cover your catalog in 


one visit. 


3. Be courteous. 

1. Know when to leave. 

5. Accept the results of a trial in a 
sportsmanlike manner. 

“They are just as applicable today as 
they were when they were first printed 
years ago.” Mr. Grab declared. He il- 
lustrated how being aware of the first 
point brought him a steady valve cus- 
with this incident: 

“There was a beverage company that 
needed some check valves. A competitor 
got the order after making ‘sweeping’ 
statements. It was a couple of weeks 
later that I called on the company again 
and the superintendent asked me to 
look at the valves. Things weren’t 
working right because the valves were 
placed wrong. I made my recommenda- 
tions and now I get all of the com- 


tomer 
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“T did not sell him any lubricantsJ 
The old gentleman was teaching me 
lesson. : 

“Often manufacturers’ men will come 
into our shop and make talks before the} 
sales staff. These talks most of the 
time are very informative, helpful and 
worthwhile generally. Now and then 
a factory man will try to cover too much 
ground and when that happens it ig 
just so much waste of time for there i8 
a limit to what a man can absorb in 
one sitting. Visual presentations help, 
In some cases it is of more value to 
spend time on the road with the factory 
man. I spend about five days a month 
in company with manufacturers’ met 
calling’ on my accounts.” 


“Giue Sales 
Commandments” 


pany’s valve business plus a good deal 
of other business.” 
Mr. Grab is a staunch supporter of 


manufacturers’ schools. He has at- 
tended four different schools and_ is 
convinced that when a school is well 
conducted salesmen can learn a great 
deal. 

He pointed out that it is important to 
provide yourself with an opportunity to 
demonstrate product knowledge and to 
do this Mr. Grab plans in advance for 
his calls. On an average day he will 
make two or three calls upon small 
plants before 9 a.m., leaving the formal 
calls where purchasing agents are in- 
volved,-until later. 
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ERVICE to American industry 

is the keystone to the distribu- 
tor’s business and the sales depart- 
ment is the focal ‘spot: it is the place 
where service—or lack of it—directly 
affects volume of sales. Buyers are 
emphatic in their assertions that the 
number and size of orders depend, 
to a great extent, upon the service 
rendered by supply salesmen. 

It is true that in the last few years 
buyers placed many orders with the 
salesmen who could make delivery 
fastest. Even this type of service was 
rendered most effectively, in most 
cases, by the salesmen who habitually 
thought in terms of the interests of 
their customers. Delivery will con- 
tinue to be an important factor—it 
is one of the distributor’s chief assets. 
But individual salesmen no longer 
expect it to be the major determining 
factor. They recognize that the pen- 


dulum may swing deep into the clas- 
sification of buyers’ market and that 
all types of service will be neces- 
sary. 

To prepare for any eventuality, en- 
terprising salesmen are taking stock 
of their ability to render service and 
even super service. They are gear- 
ing themselves to talk in terms of sav- 
ing money for customers, speeding 
up their production and eliminating 
costly shutdowns. 


Aggressiveness Necessary 


Salesmen agree that such an atti- 
tude can best be described as ag- 
gressive. Changes are sometimes dif- 
ficult to sell, especially when a pro- 
posed change involves a buyer’s pet 
equipment. But the aggressive sales- 
men know that even in such cases 
they do not lose friends or customers 
by speaking their mind and making 
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constructive suggestions for changes. 
As one salesman put it: “My sugges- 
tions don’t always take, but I don’t 
lose friends, because of them.” 
Rendering of service branches off 
in many directions but basically it 
means that the desire to obtain or- 
ders must be subservient to helpful- 


ness. While orders are, of course, 


of paramount concern, the wise sales- 


man will recognize the fact that they 
will come along as a matter of course 
once buyers have had demonstrated 
to them and count on the service 
ability of a salesman. 

The suggestions of fifteen salesmen 
on ways to be of help to customers 
are recorded on the following five 
pages. Ways of serving, of course, 
must be personalized but each one 
of the fifteen case histories carries an 


which 


adapted to your particular need. 


important message can be 
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‘Sit Down’ With Customers Key Men 


‘ 
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“I HAVE BEEN ABLE TO SPOT FAULTy or outmoded methods in more than one 


Always Seek Opportunities For Good Suggestions 


“I SELL THE WHOLE LINE of products for our house,” says H. A. Wilson. 
“As every salesman knows, it is necessary to offer suggestions on how 
products can save money, speed up production or do away with costly shut 
downs. 

“While it is possible to do this with all but the most common staple lines, 
I find that it pays to concentrate more or Jess on one or a few specialties, 
in looking for opportunities to make suggestions. In that way, one becomes 
more alive to the opportunities and, as time goes on, it becomes almost second 
nature to spot them as you go through a plant and be able to offer well- 
founded suggestions. This holds not only for existing installations in mak- 
ing renewals and betterments, but with new products too. 

“When I believe one product will do a job better than another, I have 
no hesitancy in telling the customer so.” 


Product's Benefit To Customer Is Strong Appeal 


plant, and have found that there is no better way to remind a customer 
of your interest in his business than to come forward with suggestions on 
how he can cut costs, increase production, or better his business generally,” 
says W. H. Tuppeny. “If I believe it is to a customer’s advantage to make 
a change, I don’t hesitate to say so. The suggestions might not always ‘take’ 
but I don’t lose friends because of them. 

“For example, I know a customer who is having trouble with rawhide 
hammers. I just telephoned him, asking for an appointment to show him 
a new plastic hammer. We just received a sample and I immediately 
thought of this particular customer so I took the hammer down in the base- 
ment for a few personal tests. I beat it over every hard surface I could 
find and I think it'll answer the customer’s needs. If he wants it, we'll put 
it in stock. It'll never make me a millionaire but it'll strengthen my posi- 
tion in that plant.” 


Close Attention To Customer's Problems Important 


THOUGH COMPARATIVELY NEW in the industrial supply field, C, Walter Nelson 
has learned that service is a fundamental principle. There was that time when 
one of his customers needed a 7-in. disc sander for gun mount work, and 
hoped to obtain immediate delivery. After a long and discouraging search, 
Mr. Nelson started home. But the matter was so much on his mind that he 
mentioned it to a gas station attendant. The attendant remembered a nearby 
garage had such a sander. Mr. Nelson hurried to the garage and explained 
his problem. On hearing the story, the owner agreed to lend the sander to 
Nelson, until a replacement could be made. Mr. Nelson delivered the 
borrowed machine to the plant in time for use by the night shift. Within 
a week he secured a new machine. His ingenuity and interest in obtaining 
the original sander has earned the respect and confidence and business of 
this customer. 

Mr. Nelson has even done his share to prove the value of the distributor’s 
service to the doubting direct-buyer. In this case, he had been calling on a 
direct-buying prospect for a long time without any success. However, one 
order that was placed with a manufacturer was not quite clear, and since 
Nelson’s firm handled the line, a request was made to stop in and check 
on the matter, just as a favor and courtesy to the supplier. Mr. Nelson 
visited the prospect, and explained that the manufacturer had called him 
about the case, and said he would be glad to do what he could to straighten 
cut the order. The purchasing agent was impressed with his courtesy and 
cooperative manner, and they went over the order together. He was amazed 
when Mr. Nelson pointed out that a good many of the items listed could be 
obtained right from the distributor’s stock and that he could give imme- 
diate delivery on them. Completely assured of the distributor’s ability and 
willingness to serve, the buyer has given Mr. Nelson a tremendous volume 
of business ever since. 
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Te Work Ou Production, Maintenance Ideas 





ns “Sit Down With Engineers, Plant Men" To Serve 


. Wilson, | INDISPENSABILITY AND SERVICE increase when you are able to sit down with 
engineers and plant men and work out assembly jobs, recommending proper 


; on h 

ostly sha type of equipment, style, speed of operation,” says C. D. Jersey, specialist 
in electric tools. This service doesn’t stop when an order has been received. 

ple lines, | for Mr. Jersey goes all the way, helping with the actual installation, and 

yecialties, | even Offering instructions on efficient operation of the equipment. 

- becomes Citing the case of one customer who was turning out parts for a large 

st second | automotive concern, the plant had 32 people working on an assembly line, 

fler well. | turning out 600 units per day. When they received instructions to step up 

; in mak. | Production to 6,000 parts a day, Mr. Jersey was called in on consultation 
with the plant engineers. Together they worked on the problem, and Jersey 

r, I haye | suggested a special drill drive which proved very satisfactory. When the 


installation was completed and set up in the plant, just 38 people were 
needed to work on two assembly lines of 19 workers each. With just about 
the same amount of help they achieved the goal of 6,000 parts a day. Quite 
naturally, the company involved was more than enthusiastic about results, 
and company officials themselves estimated they saved $90,000 on labor costs 
than one} alone. Needless to say, Mr. Jersey’s prestige and reputation with this firm is 
customer | built on a solid foundation. 

stions on 
nerally,” 
to make 
ys ‘take’ 
Show Purchasing Agents “You Want To Be Of Help 


rawhide 
how him | “SERVICE Is THE MOST IMPORTANT factor in selling industrial supplies,” says 


ediately Thomas W. Kenneally, a salesman who has done an outstanding job of sell- 
he base. | ing the shipyards in his vicinity. “The first step is to make friends with the 
I could | purchasing agent and fellows in the yard, and show them you want to be of 
help.” 

One incident which highlights the resourcefulness and enthusiasm Mr. 
Kenneally puts into his work, had to do with the design and building of 
anew LCI. The designers wanted to put a new type of door on the landing 
craft, a door that would open like a ramp and permit easy beaching. They 
+ ran into difficulty in getting a ratchet turnbuckle which would be strong 
enough to hold the plates secure and keep the ship watertight. Samples 
- Nelson were submitted but they were inferior. Mr. Kenneally volunteered to do 
ne when what he could to solve this problem, and discussed the matter with a black- 
rk, and f smith, who was a friend and also a customer of his. They worked together 
search, and designed a ratchet turnbuckle from regular stock parts carried by 
that he the distributor. The model submitted proved very satisfactory, and the 


ve’ll put 
my posi- 


nearby production job was turned over to a large manufacturing firm with a con- 
plained tract to make 1200 of these turnbuckles. Mr. Kenneally not only sold the 
nder to stock parts to the manufacturing firm, but he distributed the completed 
red the units to the shipyard—proving that service does pay dividends. 

Within 

taining 

ness of 

ibutor’s Timing Calls Right Increases Sales Efficiency 

ail “THROUGH CONTINUED CALLING on customers and asking questions a salesman 
A einel builds up a good knowledge of the types of materials and different things 
| choc an industry buys,” Harold Hildebrandt advises. ‘More time brings a refine- 
Nelson ment of this knowledge; a breakdown for the various components of an 


od Iales industry. I keep a book in which I list all pertinent information. Take 
grinding wheels, for instance. I keep my pink slips on grits and grades 


1ighten : ‘ 
sy and and the date bought. I time my next call so that I arrive on the date when 
wseneil I think they should be considering another purchase. I go in and talk about 


uld be grinding wheels and often this leads to some other business. 
“IT have an indexed list by days. It is set up so that each day includes 





imme- 
ty and not only the proper number, of accounts located within a given area, but 
aBecei also the time element is considered. Frequency of my calls depends upon 


the service various customers require.” 
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Practical Demonstration of Interest Iu 


Demonstrate Concretely Interest In Customer 


By SHOWING IN A CONCRETE WAY that you are interested in seeing that cus- 
tomers get the equipment and supplies they need, when they need them, 
industrial supply salesmen can gain customers’ confidence and thus become 
the one whom buyers thing of when they are in the market for equipment. 

That is the selling philosophy of Daniel W. Rupp who has been an outside 
salesman for only three years and who, up until the first of this year, devoted 
all of his time to a single customer—an aircraft plant. But, even though he 
had only one account, Mr. Rupp actually visited five different buyers. He 
visited each one every day. 

To do a “real job”, Mr. Rupp kept detailed records on the purchases 
made by each buyer, listing the frequency of orders on such items as drills, 
tips, hacksaw blades and bandsaw stock. Daily consultation with his record 
sheets made it possible for Mr. Rupp to be of aid to buyers by reminding 
that the time was getting close when they would need particular items. 
The system worked; the buyers were grateful and Mr. Rupp got the orders. 


Salesman's Time, Effort At Customer's Disposal 


RENDERING OF ADDED SERVICE is all-important in selling, in the opinion of 
W. G. Steinert who, through 30 years of selling experience, has learned that 
sales curves rise in direct proportion to service given. Specializing in rubber 
goods, Mr. Steinert believes that while, of course, obtaining orders is his 
chief aim, they come along as a by-product of performing a service func- 
tion for customers. 

One recent example, which tied in directly with the war effort, involved the 
laying of an oil line in England. The British, at the time, were puzzled 
on how to lay a line which would permit the fueling of tanks in the middle 
of a river. The query for information was forwarded to a large oil com- 
pany in this country and Mr. Steinert was called in by the engineering 
department of that company to lend a hand. The thought of making a sale 
would seem remote but Mr. Steinert did not stint on time or effort. It was 
not long before all necessary data and instructions were cabled to England. 
The line necessitated the use of a large quantity of material which Mr. 
Steinert’s firm sells and Mr. Steinert got the order. 


Cooperation With Purchasing Agents Necessary 


EXPERIENCE HAS TAUGHT Gordon K. Tobey that it pays to work closely with 
the purchasing agent, and his attention to their requirements has paid 
dividends in increased business. As he says, “it makes the purchasing 
agent’s job simpler if he can turn over to you an order for 40 or 50 articles, 
which you will track down and find for him.” 

On more than one occasion, Mr. Tobey has proved his worth to the pur- 
chasing agent by outstanding performance on large, complicated orders. 
When a large shipyard organized a training school consisting of 3,000 to 
5,000 men, it was necessary to supply a complete mechanic’s kit of hammer, 
gage, screwdriver, wrench, etc., and the purchasing agent turned the whole 
order over to Tobey. To complicate matters, there was a time limit of 
three days before the school got under way, and since this was too big a 
job for him to handle alone, Mr. Tobey enlisted the help and cooperation 
of his fellow workers, along with the full support of the management. He 
spent about 18 hours on the phone, checking sources of supply on difficult 
items, but the majority of the order was filled from stock. The training 
school started on time, the members attended with well-equipped tool kits, 
and Mr. Tobey and his firm won the loyal support of the P.A. at that ship- 
yard. 
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Customers Protlemas Points UP Serwice 


Getting Job Done Builds Customer Confidence 


h 5. ‘ 
= a “ABOUT ALL MY TIME for the past few years has been taken up following 

d them, ae . ” * “ * 
ieee through on specialized customer services,” I. R. Dettmer explained. “During 


ipment these times when there are so many things you can’t buy and that are impos- 
outai rv sible to supply, our job is made a lot harder. The machines in our cus- 
bined tomer’s plant can’t be shut down. We get an item for them even if we 
agh he have to make it ourselves or get it made by some one outside. Our cus- 

tomers look to us to know how to get the job done. They know the jobs 


rs. He are custom made and will pay any reasonable price. 

a “More important, however, from the longer range view, we get to know 
drills our customers better and they remember the special jobs we did for them. 

ren d In many cases, these emergency jobs point directly to post war replacement 


eset opportunities when supplies of equipment again become available. It always 

ninding : ; ; eis 

te gives us a lead when we go into the plant again. We can inquire how the 
oe special job has worked out, and the good will developed starts us off favor- 


orders. ably on the way to other sales.” 
y 
No Potential Sales Should Be Left To Chance 
tion of “WHEN A CUSTOMER CALLS ME these days and wants an item we handle,” 


ed that says Al Cooper, “I know he is ready to buy and I can expect the order, what- 
rubber ever the delivery date stipulations may be. But I am selfish. I want more 
is his orders. 











. func- “I ask the customer to give me an order in anticipation of the need of 
some other item or items that I know he is going to need in a few weeks or 
ed the months. He may say that they will not need it for some time and that he 
uzzled can order later. I know such an arrangement will not safeguard me. I 
niddle can’t expect to happen to be there at the exact future time when he makes 
| com- up his mind to buy. Probably someone else will happen along and get the 
eering order. I point out that when he does think of ordering he may be in des- 
a sale perate need and probably will face a 60 to 90-day wait. If successful, I get 
it was the anticipatory order with his priority. 
gland. “To be able to anticipate customer’s requirements so as to ask for orders, 
h Mr. I don’t think there is any way compared to going through the shop or fac- 
tory, studying requirements and making a record of what is going to be 
needed. 

“In general, I would say that the sales sheet figures of almost any indus- 
trial distributor’s salesman will expand almost in direct proportion to how 
well he knows his customers’ plants and their requirements.” 

with 
be Generosity With Time, Service Smooths Way 
icles, SERVICE PLUS, IS JUST PART of routine selling for F. W. Moos, and he has a 
reputation for extending extra attention to his customers’ needs. When one 
pur- plant engineer was in a tight spot, Mr. Moos gave him his own sample set 
‘ders. of grinding wheels and helped see him through a difficult production job. 
90 to This generous gesture built up a feeling of confidence and friendship, and 
umer, since that time Mr. Moos has installed a complete new abrasives line through- 
vhole out the plant. 
it of “While on a visit to another firm, I saw they were using the wrong wheel 
1g a for a special grinding operation, and made the correct recommendation.” 
ation On a following call, Mr. Moos noticed that the grinder was still not per- 
. He forming accurately and suggested that the machine be carefully checked. 
icult This was done, and it was found that the ways were off. After an adjust- 
ning ment was made, the unit operated at peak efficiency, turning out precise 
kits, work. This personal interest in the small problems as well as the big “head- 
ship- aches” has been a factor in gaining the good will and loyal support of his 
customers. 
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“Don't Gorget to Jollow Through" 








on this. 


“Carry Something to Talk About" 


“Carry something new to talk about, if possible, a sample of a new prod- 
uct, and offer suggestions on possible uses in the customer’s plant”, is the 
sales advice of Max F. Kirschner. He makes it a practice to follow through 


Recalling one occasion when the formula proved effective, Mr. Kirschner 
tells of a visit with a purchasing agent and a plant engineer to explain the 
special features of a new lock nut. Because the engineer was especially 
interested, he gave Mr. Kirschner a pass to the company’s design and 
experimental room. Though he had been calling on the firm for a long time, 
this was the first opportunity he had to get in on the manufacturer’s advance 
plans. In this case the new product has brought him in closer contact with 
the engineers and designers, enabling him to get an insight on requirements 
and anticipate that company’s needs. 


"SHOOTING THE BREEZE''—WITH RESULTS 


“BULL SESSIONS” may seem to have 
little to do with effective selling but 
many a point has been brought out at 
such round table discussions. Take, 
for example, the recent gathering (see 
photo below, left to right) of Salesmen 
John Tiedt, Harry Miller and John 
Boutton; Potter Shaw, salesmanager, 
and Howard Williams, vice-president. 

Williams: I heard a talk the other 
day on the importance of salesmen con- 
tacting men who use the products they’re 
selling. 

Tiedt: That’s important. 

Shaw: But don’t p.a.’s resent it if 
you go around them? 

Tiedt: Not good p.a.’s. They wel- 
come it if you have something to offer 
and go about it in the right way. I 
always try to have some literature on 
the product I’m talking about. I show 
the literature to the buyer and suggest 


he address it right then to the fellow 
who'll be most interested—the user. 
Often the p.a. will ask you to talk to 
the superintendent or foremen. 

Boutton: It helps too if you can name 
the person who should get the liter- 
ature. And that means you have to 
know everyone. 

‘Miller: You’ve got to go a step fur- 
ther, too. You've got to treat everyone 
nice. I know. a case where the chief 
buyer was just another clerk a couple 
of years ago. And don’t think he doesn’t 
remember the ‘old days’. 

Boutton: That brings up the question 
of entertaining. You have to be care- 
ful not to wait until there’s a big order 
in sight before you entertain. 

Tiedt: I like entertaining at my home 
—invite the man and his wife. You 
know wives have a lot of influence on 
-their husband’s activities. 





Miller: Getting back to that idea of 
knowing everyone. Sometimes when 
you can’t work through the p.a. you can 
make contacts outside. I know an engi- 
neer I met through a neighbor and he’s 
been responsible for my getting several 
orders even though the p.a. has never 
let me in the shop. 

Tiedt: But, really knowing p.a.’s and 
being helpful to them means a lot. I’ve 
tried to build up a reputation of being 
anxious to take the little ‘headache’ 
stuff off the buyer’s desk. Then when 
the big stuff comes along they’ll remem- 
ber you. 

Miller: They want you to shoot 
straight with them, too. Just the other 
day a customer wanted a special valve. 
A competitor quoted three weeks deliv- 
ery. I wired the supplier for a definite 
date—it was five weeks. I took the wire 
out to the customer and got the order. 
He felt I wasn’t just quoting a date to 
get the order. 

Tiedt: Definite and accurate informa- 
tion is what they want. And, even if 
something goes wrong, if you'll take the 
time to explain, most buyers are reason- 
able and appreciate your efforts.” 

Boutton: That idea of Tiedt’s about 
doing little things for buyers is a good 
one. The other day I was in the waiting 
room of a plant with several other sales- 
men when the buyer came out and said 
he wouldn’t be able to see us. He asked 
one of my competitors if he could ‘bum’ 
a ride but the salesman said he was 
going the other way. He asked me the 
same question and I took him where 
he was going, even though it was ten 
miles out of my way. But I got the 
chance to talk to him and I got an order. 
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PON the shoulders of a sales 

manager rests the responsibility 

for guiding the activities of all mem- 

bers of a sales staff but this guid- 

ance does not eliminate the need for 

each salesman to direct his own ef- 

forts making sure that they are along 
sales-getting channels. 

It has been said that salesmen, as 

a group, object to the unalterable 


fact that there are only twenty-four 


hours in each day. Successful sales- 
men, however, circumvent this difh- 
culty by carefully and systematically 
planning their efforts. 

Well directed efforts embrace two 
types of advance planning. The first 
preparations for 
calls and the second consists of the 


involves making 
pre-selection of ammunition to be 
used while on calls. 

In preparing for calls, a time-con- 
scious salesman eliminates retracing 
his steps over a section by carefully 
scheduling his visits in advance. Stud- 
ies have shown that only a minor part 
of a salesmen’s time is spent in talk- 
ing with potential customers. By 


routing trips, the non-productive time 
used in getting from one plant to an- 
other is reduced, providing more 
time for actual seeing of customers. 

Adhering to a prepared daily, 
weekly or even monthly schedule re- 
sults in another benefit to salesmen 
in that customers grow to expect 
calls at specified times. In many 
cases this cuts down on the “waiting” 
time in outer offices. Salesmen have 
found also that many customers will 


pizeon-hole orders when they know 


a salesman will be making a regular 
call on a specified day. 

Equally important in conserving 
time is the second part of a plan- 
ning program, the gathering and mar- 
shalling of sales ammunition. 

To know in advance what to dis- 
cuss when you get into a buyer’s of- 
fice means that you should analyze 
your own sales by lines and by cus- 
tomers. By comparing the purchases 
of customers in similar types of busi- 
salesmen can often discover 
weak points in their selling programs. 

From a careful study of purchas- 


ness, 
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ing records, salesmen can rate their 
customers and concentrate their ef- 
forts on those plants where the great- 
est results are obtainable. At the 
same time, this practice serves to keep 
tabs on the smaller accounts which 
It puts the 
salesman in the position of being able 


can become big ones. 


to determine when a customer’s status 
as a volume buyer is likely to change 
from minor to major. 

The buying habits of customers 
also serve as the key to expanding 
sales along the “sell ’°em something 
more” idea. By studying the major 
items any customer buys, salesmen 
can list in advance the numerous re- 
lated products which should be men- 
tioned when calling on that customer. 
This advance work may seem to be an 
unnecessary chore but the thorough 
going salesman is aware that without 
it he may slip up on.mentioning some 
products when the occasion arises. 
As one salesman explained, it may 
be top late to mention the forgotten 
item on your next call because a 
competitor might get the order. 
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Ist Week 
Smith Mfg. Co. 
AmericanEx.Co, 
Daly W heel 
Brown & White 1. 
Calvert Milling ¢ 
General Paper 


SCHEDULE OF CALLS 


_2nd Week 3rd Week 
Smith Mfg. Co. Smith Mfg. Co. 
Eldon Food 


4. 

2.2 | American Ex.Co. 
Hill Mach, Shop 2. 

ae 

4. 





4th Week 
Smith Mfg. Co. 
Eldon Food 
Hill Mach. Shop 2 
Civic Gas 1.4 
Calvert Milling 4. 
Peoples Light 24 





Daly W heel 
Texto Mfg. Economy Pack 
Calvert Milling Calvert Milling 
Peoples Light General Paper 


3 
2.3 
2.3 
1.3 
4.3 
25 











Accounts are studied and are distributed on this primary 
work sheet: first by location (so that accounts in the same 
neighborhood can be called upon on the same day) and 
second by the productivity of the account (some require 
one call per week, some are called on every two weeks 
and some only once a month). They are also coded — 1.1 
means one call per month on the first Monday, first Tuesday, 
etc. Those marked 4.1, 4.2, 4.3, 4.4, means the accounts 
will be scheduled for four calls per month—4.1 means the 
account will be called upon four times per month and is 
scheduled for the first Monday or first Tuesday, etc. 

There are five days and four weeks making up the sched- 
ule of calls for a theortical month. The customers are listed 
in each of the 20 squares and then carried to the sheets 
set up in the accompanying form for detailed scheduling. 











CUSTOMER 








Smith Mfg. Co. 
American Ex. Co, 
Daly Wheel 

Brown & White 
Calvert Milling 
General Paper 


*Call back 1/6 AM 





























There are 20 sheets such as this one—one each for the | 
* first Monday; the first Tuesday; the first Wednesday and 
% 80 on through Friday. There is also a sheet for the second 
_ Monday in the month, the second Tuesday and so on. 
Dates are arbitrarily assigned, with the aid of a cal- 
¥ endar, for the whole year when the sheets are set up| 
v Jan. 1. Since each month is arbitrarily considered to be 
made up of 4 weeks, there is an extra week in each 
quarter. This 13th week is set aside as a clean up week 
for calls on issed, new missionary calls, investi- 
gation of non-productive accounts and general surveys of 
new accounts in the territory, etc. (The dates inserted on 
this form are for the year 1945 and may be compared with 
a calendar to see how the scheduling works.) 

A check mark in the square opposite the customer's 
name indicates a completed call with report to the office, 
while an open space indicates no call. Date will be inserted 
in open space when clean-up call is made. 








“SYSTEMATIZE PLANNING" 
“SYSTEMATIC PLANNING in advance 
means increased sales.” Russell M. 
Easton believes. “I have a regular 
territory in this city of 500,000 and I 
have my accounts classified and my 
calls scheduled. (see accompanying 
forms) My customers know when I'll 
call and expect me. Equally important 
this advance planning enables me to ap- 
portion my own time thereby increasing 
productivity. I estimate the potential of 
each customer—this is based on my 
knowledge of the account over the 
years—and their purchase record—and 
can spend my time and efforts where the 
business is. By this method very few 
accounts (especially productive ones) 
are missed. Without planning your ef- 
forts in advance you will likely find 
yourself in the position of grabbing for 
minnows while the big fish get away. 


Record Book Kept 


“In addition to scheduling or routing 
my calls, I keep a record book listing 
basic information on each account—_ 
personnel, addresses, telephone num- 
bers, titles, comments on temperment, 
personal whims and intimate data of 
this nature on my contacts. I also list 
the type of business, types of equip- 
ment used, and estimates of potentials 
for each of our major controlled or 
exclusive lines. The notes on each 
account grow larger with the years. 
There’s hardly a call that doesn’t add 
a little more helpful selling information. 

“Our accounting department also sup- 
plies us with detailed monthly sales 
information for each customer—a pro- 
duct of our punch card system. We have 
separate record cards for each customer 
on which we enter from this listing 
the total dollar volume of sales for each 
of our major product lines. We get 
these listings in two ways, (1) product 
sales in each of the major lines by 
customers and (2) sales to customers 
by major products. Thus we can spot 
product lines we are not selling to 
potential customers. These cross com- 
parisons frequently reveal some rather 
startling unexploited opportunities. 

“Tt is difficult in times like these to 
hold to a schedule or to do the necessary 
sales analysis. But the time invested 
in this advance planning, even under 
present day conditions, is certainly well 
worth while. And to my way of. think- 
ing, it will be imperative in the buy- 
ers’ market which lies ahead.” 
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Mahe Euery Coll of Value ta Customer 





After 20 years experience in the indus- 
trial supply field, Hugh P. Berger is 
now calling on 150 accounts. His edu- 
cation includes two years of mechani- 
cal engineering. 


Leon S. Griswold, 53, has a record of 
27 years sales experience. A _ back- 
ground of college plus his many years 
in the industrial field have equipped 
him to understand selling problems. 


John F. Harvey, 32, has been with his 
company for five years. He's been an 
outside salesman for three years. In- 
side sale work helped him acquire 
knowledge of products. 








“STUDY ACCOUNTS CAREFULLY" 


A LIST OF EVERY ACCOUNT and prospect and all the items 
they use or should use is maintained by Hugh P. Berger. 
He revises the list from time to time to include new products 
as well as other items introduced by expansion or a change 
in production. Much of the information he obtains from 
visits to customers. Keen observation and frequent check- 
ing is essential to keep the lists useful. 

In planing his efforts, Mr. Berger advises routing so as 
to call “efficiently” upon the greatest number of accounts 
without too much backtracking or loss of time. He strives 
constantly to build up those accounts whose volumes are 
unsatisfactory, from the standpoint of either past sales or 
an estimated potential. 

“In other words.” Mr. Berger said, “it should be remem- 
bered that more time should’ be given an account whose 
potential business warrants the spending of extra time and 
effort.” 

Mr. Berger has not the same routine spacing of calls for 
all accounts, as he believes some require daily calls and for 
some monthly visits will suffice. He studies his accounts 
and prospects carefully and, determining how often to call 
on each, adheres strictly to the program. 


“TAKE CONSTRUCTIVE IDEAS ALONG" 


THE COOPERATION of the manufacturers’ salesmen is an 
important factor in the selling activities of Leon S. Griswold, 
and his sales efforts center around their calls. Though he 
has more than 27 years selling experience to his credit, 
he still maintains that, “the right type can do a great deal 
for me.” Mr. Griswold admits he doesn’t like the easy-going 
kind, but wants a manufacturer’s man to ride him, keep 
on his tail, and check him on previous calls. He likes the 
stimulation of such activity and never gets offended when 
the salesman tries to trip him on a point or two. 

Mr. Griswold believes in making every call of value to 
his customer, and he always aims to take along some 
constructive idea, a new product or a new gadget, that may 
be of interest. “Its an opening wedge and shows the pur- 
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chasing agent you are keeping him posted on new develop- 
ments and working in his interest”. Mr. Griswold works 
through the purchasing agent and feels he should know what 
is going on. He believes too that the good will of the P. A. 
is important in securing and closing sales. He often goes 
out in the plant to see the superintendent or engineers, but 
always with the permissidn of the purchasing agent. After 
such a visit, he makes it a rule to report the outcome of 
his visit and thank the purchasing agent for his courtesy. 
This practice, Mr. Griswold says, pays dividends. 


“CHECK YOUR PROGRESS" 


\ FIRM BELIEVER in well-planned sales efforts, John F. 
Harvey makes a periodic analysis of his accounts to check 
his progress in major lines. The sales figures are supplied 
by the accounting department on conveniently laid out cards. 
“The card.” Mr. Harvey reports, “on more than one occasion, 
has called me up short on falling sales. In some cases 
I am aware of the circumstances and I know the reason for 
the slack, but at other times it is a reminder to get on the 
job and find out what is wrong. This simple report keeps 
me informed and enables me to do a better selling job.” 

Another sales tool sponsored by Mr. Harvey is sales 
promotion. He outlined a program for his company whereby 
two major lines were pushed each week through the use of 
sales literature and an intensive selling campaign. The most 
important lines were rotated every five weeks, and secondary 
lines were tied in and promoted along with them. 

Equally proud of his record of sales service, Mr. Harvey 
recounted a typical incident in his day-to-day selling. A cus- 
tomer needed a ratio motor and called his firm and com- 
petitors, specifying the urgent need. The chances of get- 
ting such a unit in a hurry were slim, so the purchasing 
agent stipulated that the first man to get the motor set up 
and working in the plant would receive an order for 51 
additional ratio motors. Mr. Harvey scouted around and 
finally secured a reducer which could be hooked up to serve 
the purpose of the ratio motor. When he arrived with the 
unit next day, and had it set up in the plant, the buyer 
turned over the special order to him. 
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Records Preserve Pattern of Work 





Ray Wolterstorff has been selling 18 of 
his 43 years. His previous experience 
includes being purchasing agent in an 
industrial supply firm. He handles 175 


accounts in his territory. 500 acounts. 


“JOT DOWN PERTINENT DETAILS" 


Ray Wo.terstorrr believes in knowing when to call on 
customers and for this purpose he keeps four cards, marked 
1, 2, 3, and 4, om which he lists all calls. Some customers 
he calls on once a week, others every two, three or four weeks. 

“As I finish each card,” he explained, I make my report to 
my office. On top of each card I put the dates I called. 
[ have all pertinent information on each card: what time the 
train leaves, where and when I catch a bus, ete. In that way 
I do not clutter up my mind with a lot of details. 

“When I sell certain items I always ask exactly what it 
is to be used for. Then I draw on my product knowledge to 
make suggestions which may, and often do, lead to selling 
other things which naturally would be used in that particular 
application.” 


“REGULARITY OF CALLS ESSENTIAL” 


William J. Quinn, who is 47, left supply selling 
after 15 years experience to become a manu- 
facturer's man but after four years he returned 
to the supply field. 


Wittiam J. “Birti” Quinn’s easy cordiality and affability 
is outward proof that 21 years of selling industrial sup- 
plies and maintenance products hasn’t dampened his regard 
for his occupation. These characteristics also might explain 
his ability to make calls on his customers more frequently 
than most supply salesman, and profit by the practice. 

In fact. Mr. Quinn regards regularity of calls absolutely 
necessary for a good salesman. It prevents little orders from 
dribbling into the hands of competitors, it keeps the sales- 
man fully informed as to what is going on at the plants 
in the way of operations, products, personnel, methods and 
construction, and it enables the salesman to study the men 
with whom he is dealing.. Regarding little orders, Mr. Quinn 
remarked their cumulative value at the end a month or a 
year can be very impressive. 

As a mechanical engineer, Mr. Quinn has easier access 
to the inside of plants than most salesman. The wool. 
rayon and cotton mill of a large nation-wide organization 
was restricted territory to mill supply salesmen. Mr. Quinn 
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After being graduated as an engineer, 
A. J. Shimer, 34, entered the selling 


field 11 years ago. 
electrical installations and handles some 


Paul J. Hicks is 35 and has been selling 
industrial supplies since 1938. His pre- 
vious experience includes factory work 
and service with the Marine Corps. He 
handles 125 accounts. 


He specializes in 


tackled the problem of entry to the plant by offering his 
advice on a power transmission difficulty which the plant 
was experiencing. The success of his recommendation gained 
the confidence and respect of plant officials who then per- 
mitted him freedom of the plant. Although this plant is 
not in his territory, he was kept on the account because of 
his experience and technical knowledge. 


“DISCUSS EXPANSION PLANS" 


H. J. Homet has been an industrial supply sales- 
man for three years. He's 47 and completed 
two and a half years in a college engineering 
course. He services 500 accounts. 


CREATE SALES by keeping your eyes and ears open while on 
the customer’s premises, advises H. J. Homet. “Discussions 
of plans for expansions, new products, new departments, etc.. 
offer solid foundations for future sales. Aside from that, 
many plants offer great sales opportunities to the alert sales- 
man just as they stand. 

“Many faulty installations are accepted as usual until some- 
one has the knowledge or nerve to point out what could be 
done to correct them. There are still jobs done by hand that 
might better be mechanized, just as there are jobs being done 
by the wrong machines. 

“I'd suggest that salesmen bear in mind: Be friendly, keep 
your eyes open, and think of every sale as a service to your 
customers.” 


KEEP A “SALES DIARY" 


A. J. Suimer pirects his sales efforts by faithfully keeping 
a “sales diary” in conjunction with a loose-leaf master book 
in which are listed all the buyers and their companies in 
alphabetical order. 

“Having found that my customers got into the habit of 
expecting me on certain days of the week, or during a 
certain part of the month, I started the diary several 
years ago as insurance against disappointing them,” he 
explained. “The book is with me at all times, and everything 
pertaining to business is noted in it during each day. By 
Sunday evening my work for the following week is pretty 
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Sell 'em Mare is Common Seute 


Fred C. Morin has been with his com- 
pany three and a half years. He previ- 
ously sold automobiles and trucks. He 
handles 100 accounts. His formal educa- 


tion ended after grade school. ing for four years. 


well laid out—and its all down in the little black book. 
“As I build up my future calls, the names of the firms |] 
visit habitually are written on the left-hand side of each daily 
sheet. Should a buyer ’phone and ask to see me the next 
time I’m in his district, I refer to my diary of future calls, 
advise him the day I'll be in his territory, and mark my book 
accordingly. If the buyer is one of several I might see in 
that plant, his namé goes after the firm name. If, during 
my work day, a buyer asks me to ’phone on a certain day 
about some future development, his name and number are 
immediately put down on the right-hand side of the page for 
that day. Evening calls, night games or entertainments I 
might be attending with a buyer are listed at the bottom of 
each page. Many notations go on future pages weeks before 
the march of time finally catches up with them. The book 
has been very helpful in preserving the pattern of my work 
month, because customers know that I keep a record of 
future calls, and that I make every effort to follow it through.” 


“CALL WHEN THEY EXPECT YOU" 


THE MORNING HourRS are the ones that are important for Paul 
J. Hicks in calling on his accounts. He schedules all main 
calls for the morning, working on the theory that with 
an early start he can visit four chief customers before lunch. 

However, just as important in Mr. Hicks plans, are the 
visiting of buyers on the same day at about the same time. 
In this way, he explained, buyers get so they expect you and 
will start pigeon-holing queries until you arrive. 

Afternoons Mr. Hicks devotes to calling on smaller ac- 
counts, performing specific services for the larger accounts 
and, in general, catching up on the work that piles up while 
he is out of the office. 


“DO ADVANCE PLANNING" 


“THROUGH ADVANCE PLANNING, I try to have all the informa- 
tion necessary to sell a piece of machinery the first time I 
make a presentation,” Fred C. Morin said. “When asked a 
question, I like to answer the prospect right off. If I don’t 
know, I want to have the manufacturer’s literature right at 
my finger tips. I carry the literature in my car arranged in 
boxes and folders and marked so I can find it. 


Eimer F. Rahe has been selling supplies 
for 28 years, all with the same com- 
pany. He's 54 years old and calls on 
about 75 accounts. He did inside sell- 





Larry A. Sobbe, 30, started in indus- 
trial supplies 10 years ago and has 
been outside salesman for the last 11/2 
years, servicing 200 accounts. He's a 
graduate of a technical high school. 


“Sell ‘em the first time is my slogan. Get the order while 
you are there, otherwise you make the man machine conscious 
and open the door for competition. This means I must know 
about the prospect and his requirements. 
careful planning in advance means sales.” 


In other words, 


“SUGGEST SOMETHING MORE" 


“IT Is ONLY COMMON SENSE,” says Larry A. Sobbe, “to try to 
sell a customer the things that go with the main item he 
orders. If you sell some wire rope, it stands to reason that 
he may need any one or several of a dozen or more different 
Really what 
this ‘sell °em more’ idea boils down to is knowing your prod- 
uct. If you know everything that is used with the item sold 
it is easy to make suggestions which usually lead to addi- 


items: lubricants, clips, brackets, pulleys, ete. 


tional sales.” e 


“KNOW KEY MEN" 


IN PLANNING SALES EFFORTS it is imperative that salesmen 
make it their business to know the key men in all the plants 
they call upon, Elmer F. Rahe believes. During the war years. 
he explained, it was a man-sized job to keep abreast of key 
men because of the frequent changes in personnel. How 
ever, Mr. Rahe is convinced the friends he has made in recent 
years will be of value to him in the coming years. 

One way in which Mr. Rahe makes friends of key men out- 
side of the purchasing agent’s office is to dig up some item 
which will be of interest to the man or men he is seeking to 
cultivate. For example, Mr. Rahe recently came across a 
micrometer equipped with an added gadget. He showed it 
to the buyer in a plant but the buyer was not interested and, 
in fact, told Mr. Rahe that it would be of little value to the 
company. Mr. Rahe pointed out that he was not suggesting 
it as a tool for the company to buy but something which the 
individual men might like to purchase themselves. 

The purchasing agent declared the men in the shop would 
not be interested and suggested Mr. Rahe discover the fact 
by talking to them himself. Mr. Rahe did. The shop men 
did like the gadget and did buy it. Mr. Rahe added several 
names to his list of “key men” and won the respect of the 
buyer at the same time. 
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Are You Prepared Gor Tomorrew's Market 
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“The story of any one man’s real expertence finds its startling 
parallel in that of everyone of us.” —JAMES RUSSELL LOWELL 


F; rom the experiences of the men whose stories have 
been told on the preceding pages, every industrial 
supply salesman, whether new or old in the field, can 
learn a great deal. 

Results are always the things that count. These men 
have obtained results. They are confidently entering to- 


Customer And Market Data 


Do you know the industries in your territory? 

Do you have a system for keeping tab on new plants 
and customers? 

Have you determined potentials by products and by 
groups of customers? 

Do you keep track of the buying trends of customers? 
Do you make note of changes in customers’ products 
or lines? 


Do you have records of customers’ equipment and 
machinery? 


Do you accumulate personal data on buyers and key 
purchasing men? 


Do you make note of customers’ preferences, require- 
ments and dislikes? 


Do you try to get into customers’ shops and thus 
acquire information on customers and their equipment? 


Do you check published data for pertinent information 
on customers? 


Knowledge Of Products 


Do you study manufacturers’ literature and catalogs? 
If there is no company kept library of product informa- 
tion, do you keep one? A home library? 


Do you prepare questions to be asked of manufac- 
turers’ representatives? 


Do you prepare lists of prospects or leads for use 
when the manufacturers’ representatives call? 


Do you profit by the information given customers by 
manufacturers’ men? 


Have you meade plans to attend manufacturers’ schools 
when given the opportunity? 


Are you systematic in collecting information and ideas 
when visiting customers’ plants or shops? 


Do you go into sales meetings prepared to discuss 
products and seek answers to intelligent questions? 


Do you continually seek new and different applications 
for products from your fellow salesmen? 


Do you study product articles in technical and trade 
publications? 
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day's and tomorrow's markets, ready for any challenge. 
Such confidence comes oniy when you operate on a 
solid foundation —a foundation that includes continual 
development in the qualities buyers want in salesmen. 
Check yourself on these necessary attributes for suc- 
cessful salesmanship in today's and tomorrow's market. 


OOOOOUOOOUO OOODOOUOOUOOO 
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Super Service 


Do you keep a listing or record of past services that 
meant sales? 


Are you prepared to offer suggestions on specialized 
products for specialized uses? 


Are you willing to help out a customer even though the 
work involves only a small order (or no order) for you? 


Do you continually seek to anticipate customers’ needs 
and thus demonstrate your interest in their activities? 


Do you keep records of the seasonal requirements of 
your customers? 


Do you offer to sit in on conferences with production 
men on new layouts, new installations, etc.? 


De you keep a record of your promises and then do 
everything within your power to keep those promises? 


Do you keep customers informed on how to reach you 
or your company when in need of emergency service? 


Do you follow up on requests for information, felephone 
calls, etc.? 


Do you have a list of your special "make do" war jobs? 
Are any of these potential replacement customers? 


Well Directed Efforts 


Do you route your calls to eliminate back tracking? 
Bo you make and keep daily, weekly or monthly sched- 
ules for calls? 


Do you make calls at times suited to buyers and there- 
fore the most advantageous times for yourself? 


Do you plan in advance so that you have a new product, 
or piece of literature, etc. to give a customer? 


Do you analyze your own sales by customers and by 
lines? 


Do you compare the purchases of various customers in 
similar lines? 


Do you constantly strive to put into practice the "sell 
‘em more" idea? 


Do you keep a record of technical articles, citing 
related items to suggest when a product is ordered? 


Do you rate your customers and space your calls to 
increase the productivity of your efforts? 


Do you constantly strive to convert minor customers 
into major accounts? 
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On August 6, 1945, an atomic bomb exploded pver 
the Japanese city, Hiroshima. 

Its concussion blasted the city, vaporiz 
fibre of Japan’s will to resist, and flashec 
the world a light of such glaring intensity that 
even blind eyes could glimpse the forked road 
that is presented to humanity’s choice and destiny. 

It has been a scant fifty years since Pierre and 
Marie Curie embarked upon their research with 
the avowed intent of discovering “how the atoms 
of the universe are put together”. Their work con- 
tributed radium to the knowledge and use of man- 
kind, but it marked only a way station upon the 
awesome quest which they announced and which 
thousands of scientists have since pursued. 

Under the compelling stimulus of war, the first 
major application of the release of atomic force 
has been in an instrument that raises by an un- 
imaginable dimension our ability to dole out 
death. We can be devoutly grateful that the sei- 
entific leadership of the Allies, and particularly 
the industrial strength of the United States, 
brought to us, rather than to our enemies, pri- 
ority in the development of this dread weapon. 
But even in its present infant phase, it is clear 
that ownership of the principle of the atomic 
bomb carries a trusteeship of terrifying gravity. 

We hold in trust a power that is capable of 
unraveling the very fabric of our civilization. 
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A Tide An the Affairs of Men 


Equally, it may be susceptible of development as 
a mighty force for human welfare. But we have 
proved the destructive use, while the constructive 
applications are still in the realm of speculation. 

Clearly the trust is of a magnitude that tran- 
scends national jurisdiction. No walls have ever 
been built high enough to fence in the spread of 
scientific knowledge, and even if we were resolved 
to forego the harnessing of atomic power for 
peace, it is hopeless to think that its application 
for war can be held for long as the monopoly of 
one, or a small group of nations. 

At one giant stride our scientific and techno- 
logical development has so far outdistanced our 
social engineering, that we have no choice but to 
turn our full powers of creative imagination to 
control the forces we have unleashed and to bend 
them to man’s use rather than to his destruction. 

Since control is not possible without under- 
standing, I have asked several of my editorial 
colleagues in the McGraw-Hill organization to 
present on the pages which follow a non-technical 
but authoritative account of the known facts and 
implications of atomic power. 
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HOW ATOM SPLITTING 





Five years ago the world learned that the atom of 
Uranium 235 had been split, releasing energy at the 
rate of about 11,400,000 kilowatt-hours per pound. 
The whole amount tested was less than the head of 
a pin, but there was no escaping the possibility that 
heaters, engines, turbines, jets and explosives could 
be powered by atomic energy. Then began the race 


With what help England could give, America 
outran the best atom-splitting team Germany could 
muster. It was all done in silence. From the summer 
of 1940 until the atomic bomb blasted Hiroshima, 
black secrecy blanketed history’s most amazing sci- 
entific and industrial accomplishment. 

Coldly scientific in form, the War Department's 





to win the war with atoms. 





“Smyth Report,” released August 12, 1945, traces 
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E ach of the 92 elements has its own atom, yet me atoms are 
made from the same three pieces. Fig. 1: proton (weight 1, 
electric charge +1), neutron (weight 1, charge 0), electron 
(weight 0, charge —1). 

Every atom is a tiny 
has one 


“solar system.” Its central “sun” 
or more protons, generally neutrons too. The re- 
“planets” are electrons, one for each proton in 
because plus and minus must balance in the atom. 


vols ing 
nucleus. 


HELIUM 


Atom number=! | ___ Atom weight=4 Atom number=2_ | 





‘The: nue eran attract, but high speed keeps the elec 
trons out in their circular orbits, just as the centrifugal 
tendency of the revolving earth defies the sun’s gravita- 
tional pull. All the weight of an atom is in the nucleus, so 
add the number of protons and neutrons to get the atom’s 
weight. The atomic number is equal to the number of 
protons. The elements are known by their atomic numbers. 
Thus uranium (92 protons) is element 92. 
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With only their outermost orbits touching, it would take 
half a million atoms to span the thickness of a human hair. 
Yet if one could expand an atom until its outer orbits en- 
circled 100 acres, the nucleus would be no bigger than a 
baseball. The atom is mostly empty space, Fig.4, and nuclei 
are difficult targets; so much so that a neutron bullet fired 
at a mass of atoms may pass right through without a hit. 


The almost weightless speeding electrons, Fig. 5, supply 
all the energy of chemical reactions (as when coal burns 
or TNT explodes). Evading all ordinary chemical action, 
the immensely greater energy bound up in the nucleus, 
Fig. 6, can be released only by direct hits on the nucleus 
to break the bonds that hold the protons and neutrons in 
a tight bundle. 


UMI 





th 
th 
th 
ni 


st 
tl 





=~ oa me 8 sr 





RELEASES ENERGY 





ee | 

—to give the professional and business readers of 
the McGraw-Hill publications a sound and honest, 
though non-technical, understanding of this atom- 


the fantastic course of atomic engineering through 
the five years of news blackout. It leaves no doubt 
that only a complete mobilization of America’s tech- 


America 
ny could 


summer [| nical resources could have won this victory in time. smashing business, so that they will know better 


roshima, Other writers in other places will unfold the epic what to do about it in their personal and business 


zing sci- [| story. This presentation leaves no space to reflect _ lives. 


the glory of the accomplishment or even to record Now for step one: learning the shape of atoms and 


rtment’s | its history. The aim is more immediately practical how atom splitting releases energy. 
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HOW ATOM SPLITTING 





to win the war with atoms. 





Five years ago the world learned that the atom of 
Uranium 235 had been split, releasing energy at the 
rate of about 11,400,000 kilowatt-hours per pound. 
The whole amount tested was less than the head of 
a pin, but there was no escaping the possibility that 
heaters, engines, turbines, jets and explosives could 
be powered by atomic energy. Then began the race 


With what help England could give, America 
outran the best atom-splitting team Germany could 
muster. It was all done in silence. From the summer 
of 1940 until the atomic bomb blasted Hiroshima, 
black secrecy blanketed history’s most amazing sci- 
entific and industrial accomplishment. 

Coldly scientific in form, the War Department's 
“Smyth Report,” released August 12, 1945, traces 


th 
th 
th 
ni 


























f } 
| | ATOM PARTS 2 SIMPLEST ATOM 3 TYPICAL ATOM 
=_- = -<e ae 
PROTON, Mass=! — * One electron P aig eer 
| In Electrical charge= +1 / \ Mass 0 y, \\oh “0 
| Nucleus / \ Charge -! / \ arge 
| NEUTRON, Mass=! 4 S sae — lf \lwo Protons 
Electrical charge=O | \ +) nee 8 | : va 
el | ' / Charge +1 \ Mattes | 
In Outer e@ ELECTRON,Mass-0”;| | 7 / | \ //Two Neutrons | 
Orbit = Electrical charge= ~| | \ A “HYDROGEN | Me Mass 2 | 
a 9 ee Charge O | 


"Actually ggg of Proton weight | 


e —E | — 





Each of the 92 elements has its own atom, yet all atoms are 
made from the same three pieces, Fig. 1: proton (weight 1, 
electric charge +1), neutron (weight 1, charge 0), electron 
(weight 0, charge —l). 

Every atom is a tiny “solar system.” Its central “sun” 
has one or more protons, generally neutrons too. The re- 
volving “planets” are electrons, one for each proton in 
nucleus. because plus and minus must balance in the atom. 


Atom weight=! Atom number=! 


— HELIUM 


| | Atom weight=4 Atom number=2 | 





The opposite charges attract, but high speed keeps the elec 
trons out in their circular orbits, just as the centrifugal 
tendency of the revolving earth defies the sun’s gravita- 
tional pull. All the weight of an atom is in the nucleus, so 
add the number of protons and neutrons to get the atom’s 
weight. The atomic number is equal to the number of 
protons. The elements are known by their atomic numbers. 
Thus uranium (92 protons) is element 92, 
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With only their outermost orbits touching, it would take 
half a million atoms to span the thickness of a human hair. 
Yet if one could expand an atom until its outer orbits en- 
circled 100 acres, the nucleus would be no bigger than a 
baseball. The atom is mostly empty space, Fig.4, and nuclei 
are difficult targets; so much so that a neutron bullet fired 
at a mass of atoms may pass right through without a hit. 


The almost weightless speeding electrons, Fig. 5, supply 
all the energy of chemical reactions (as when coal burns 
or TNT explodes). Evading all ordinary chemical action, 
the immensely greater energy bound up in the nucleus, 
Fig. 6, can be released only by direct hits on the nucleus 
to break the bonds that hold the protons and neutrons in 
a tight bundle. 
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REATING and ISOLATING 


Man-Made Plutonium —U-235 Substitute 





HOW PLUTONIUM IS MADE FROM URANIUM 
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Rods of natural uranium 
sealed in aluminum cans 
are inserted in piles of 
carbon or other material 
that slows fast neutrons 
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We now have two kinds of atoms suit- 
able for energy supply, Uranium 235 
and the new man-made element No. 94, 
plutonium. Uranium, No, 92, ha» the 
heaviest atom of any natural element. 
The Manhattan Project’s plant, on 
the Columbia River at Hanford, Wash- 
ington, is the world’s greatest atom- 
making factory. Devoted entirely to 
the mass production of plutonium 
atoms, it uses U-238 as the raw mate- 
rial and U-235 as the energy source, 
intimately mixed in the same propor- 
tions as in natural uranium metal. 
The production units at Hanford 
are several huge uranium “piles.” Each 


is a very large block of graphite with — 


holes in which are placed uranium- 
metal cylinders, sealed in aluminum 
cans to protect the uranium from cor- 
rosion by the cooling water constantly 
pumped through the pile. 

Each pile runs itself, so to speak. 
Not even the conventionally pictured 
bits of radium, beryllium and paraffin 
are needed as a “pilot light” to start 
operation. There are always enough 
stray neutrons, or even cosmic rays, to 
start a chain reaction. 

But once started, the design, size 
and control of the unit must be such 
that the chain reaction will continue at 


an even rate — neither die down nor 


overshoot into an explosion, 


‘To see this picture in atomic terms, 
consider the fraction of a second in 
which one million U-235 nuclei are 
split, producing two million lighter 
atoms (say, one million of barium and 
one million of krypton) and between 
one and three million fast-moving 
neutron projectiles. 

Some of these escape in free flight 
right through the relatively vast atom- 
ic “open spaces.” Some are“captured” 
by the many U-238 nuclei, and others 
are captured by the impurities. But, on 
the average, of the one to three mil- 
lion, just one million neutrons must 
succeed in smashing another million 
U-235 atoms in the next fraction of a 
second. Thus, with reproduction rate 
exactly maintained, life goes on in the 
atomic-energy pile. 

The carbon, one of several possible 
“moderators,” serves to slow down the 
neutrons without capturing many. The 
chance of a fast, straight-moving neu- 
tron hitting a tiny nucleus is very 
small, whereas the “slow ball” neutron 
is likely to be sucked in by the nuclear 
attraction if it would otherwise be a 
near miss, 

From the practical angle, maintain- 
ing a chain reaction requires careful 
design and good controls. The pile 
must be slightly larger than actually 
necessary for a chain reaction (that 


means scores of tons of material), 
Controls must be sensitive and depend. 
able. They slow the pile down to the 
balancing point by sliding in retard. 
ers, such as strips of cadmium. 

As already noted elsewhere, the en- 
ergy released is about 11,400,000 kilo- 
watt-hours for each pound of U-235 
split. This energy appears first in the 
high speed of the pieces thrown off by 
the atomic split, then is converted to 
sensible heat as collisions slow down 
these projectiles. The energy is finally 
removed from the pile in the form of 
hot air, steam, hot water or other 
heated fluid in commercial quantity 
and thermal condition. 

Such piles, operated with normal 
uranium, or with uranium enriched in 
U-235, would seem to be the primar) 
means by which atomic energy will 
serve (if ever) as acommercial source 
of heat and power, Plutonium would 
be a byproduct, but might under cer- 
tain conditions add to the energy yield 
of the pile without the need to sepa- 
rate it from the uranium. 

The use of normal uranium in the 
Hanford pile sounds extremely attrac: 
tive as a heat source, but has certain 
economic disabilities. Only a small 
part of the U-235 is used up before 
the pile must be shut down to remove 
the plutonium, 
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THE HIGH-POWER ATOMS 


Isolating U-235 —a Gigantic Task 
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Thermal 
Diffusion Method 
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Fluid uranium circulates, 
tends to concentrate lighter 
U235 at top 





Lighter U235 gas passes 


FOUR WAYS TO SEPARATE U235 FROM U238 


Gaseous Diffusion 
2 Through Barriers 
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When mixture of gasified U235 


more readily through barrier ond U238 is spun rapidly, lighter 
U235 tends toward center 
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In strong field of giant magnet lighter 

U235 particles are deflected more than 
U238. Half way round, splitter separates 
two streams 








Many of the uranium ores, including 
most samples of pitchblende and car- 
notite, will yield from 1 to 15% me- 
tallic uranium. Chemical separation of 
the metallic “natural” uranium is sim- 
ple. Whatever the source, natural ura- 
nium contains the three isotopes in the 
constant proportions of 99.3% U-238 
and 0.7% U-235, with traces of U-234, 


Dollarwise Thoughts 


Costs mean little in war, but peace- 
time uses of U-235 and plutonium 
must pass the dollar test in competi- 
tion with coal, fuel oil, natural gas, 
gasoline and electricity. 

On the basis of energy costs only, 
“all other things being equal,” the 
table on the last page of this section 
shows at what price per pound U-235 
would give the same energy cost as 
conventional energy sources selling at 
the indicated prices. For such com- 
parisons it is convenient to remember 
that one pound of U-235 is equal (en- 
ergy-wise) to about 11,400,000 kilo- 
watt-hours, also to 1500 tons of coal, 
or 200,000 gallons of gasoline. 

Fuel engineers understand the limi- 
tations of such oversimplified compar- 
isons. Others should be warned that 
“all other things” are never equal. 


Separating the U-235 from U-238, 
an operation essential for explosive 
uses of U-235, and probably important 
for future commercial controlled-chain 
piles, has been most difficult. Chem- 
ical separation was impossible because 
U-235 and U-238 are chemically the 
same, 

The only possibility was a separa- 


on Atomic Energy 


With this thought in mind, reconsider 
the uranium piles operated at Han- 
ford to produce plutonium. These use 
U-235 in the cheapest form, say about 
$1400 per Ib., assuming purified nor- 
mal uranium at $10 per Ib. (140 Ib. 
of uranium contains one pound of 
W-235;) 

If this were the whole story, coal 
would have to sell for a dollar a ton 
to break even with U-235 as a water 
heater. However, the pile using nor- 
mal uranium must be immense to hold 
its own in a chain reaction. More im- 
portant, the accumulating fission prod- 
ucts “poison” the reaction after only a 
small part of the U-235 has been used 
up. Then the uranium cylinders must 
be removed for plutonium recovery. 
Finally, it has not yet been found pos- 
sible to operate the normal-uranium 


tion by physical differences, primarily 
a one percent difference in weight. The 
porous barrier and centrifugal meth- 
ods pictured above required Vaporiz- 
ing a salt of uranium. All the methods 
shown have been used or tried on the 
Manhattan Project. All require many 
stages to achieve a substantial concen- 
tration of Uranium 235, 


piles at high enough temperatures for 
practical power production. 

If we go to the other extreme and 
build a small pile, using concentrated 
U-235, we shall run into excessive ma- 
terial costs, perhaps several times the 
$52,000 per Ib. set down in the table 
as the equivalent of 20-cent gasoline. 

Something between the two extremes 
is likely to prove the most economical 
- perhaps a pile operating on a U-235 
concentration between 1 and 10%. 

The engineer of the “atomic-power 
age” must know the price of Uranium 
235 in various concentrations and the 
characteristics of piles suited to them. 
No such information is yet available. 
He must also watch the danger from 
radio-activity: the requirements for 
radiation shields; explosion hazards. 


ele, CONTINUED ON NEXT PAGE 











WHAT TO EXPECT 


Before discussion of possible and 
probable future applications of atomic 
energy to the arts of peace, the atomic 
bombs should have consideration. We 
may assume that these bombs con- 
tained from two to 200 lb. of either 
U-235 or plutonium, or both. No more 
precise information is available. 
Details of the bomb design have 
been completely suppressed, but the 
following basic considerations are 
stated or implied in the Smyth Report: 
The explosive in a bomb must be 
highly concentrated U-235 or pluto- 
nium, Since slow neutrons could not 
produce a satisfactory explosion, the 
neutron retarder or moderator, is min- 
imized, This, in turn, requires a U-235 
mass so large that the escape of neu- 
trons without hitting nuclei will not be 
excessive. For every 1000 atoms hit, 
the neutrons produced must split more 
than 1000 new atoms, so that the re- 
action will proceed rapidly in an ex- 
panding chain, as sketched below. 
There can be little leeway in the 
size of the explosive charge. For a 
given shape there is a certain “criti- 
cal” weight of material. If this is ex- 
ceeded the bomb explodes instantly. If 
the weight of charge is less than the 
critical, it cannot be made to explode. 
Therefore, the critical mass must be 
created at the moment of explosion. 
The Smyth Report suggests that this 
can be accomplished by breaking down 
the charge into two or more well-sep- 
arated parts, each having less than the 





bigger than your fist. 


atomic power. 


4. Cheap atomic energy 
price of power. 





CLAIMS LIKE THESE ARE NOT JUSTIFIED 


1. Pretty soon no more coal will be mined except as a 
raw material for chemical manufacture. 


2. In a few years a tiny bit of uranium, built in at the 
factory, will drive your car for life through an engine no 


3. All the big central stations will soon be running on 


will enormously reduce the 








critical mass. At the appointed mo- 
ment these could be brought together 
within the bomb to create a super- 
critical mass, which would then ex- 
plode automatically. 


Peacetime Applications 


Except possibly for superblasting 
operations, uncontrolled explosive re- 
actions cannot be permitted in the 
peacetime use of atomic energy. This 
means that the quantity of U-235 as- 
sembled in any one spot must always 
be kept well below the critical weight 
to avoid spontaneous explosion. 

Depending on the particular appli- 
cation, the most desirable concentra- 
tion of U-235 may range anywhere 
from the 0.7% in normal uranium up 
to 100%, with the probability that 


many industrial applications will find 
the greatest year in concentrations 
between 1% and 15%. 

This matter of the degree of con- 
centration of U-235 has received little 
public attention, yet nothing could be 
of greater practical importance. To 
make this point clear, consider the two 
extremes, 0.7% of U-235 and 100% of 
U-235, respectively. 

The Hanford pile, using normal ura- 
nium (0.7% U-235) with carbon mod- 
erator, must be very large to work at 
all. It is inefficient in the sense that it 
must be shut down after a small part 
of the U-235 has been consumed. It 
cannot operate at high temperatures. 

Its great advantage as a heat pro- 
ducer is the fact that its U-235 is 
bought at the lowest possible price. If 





PRINCIPLE OF ATOMIC EXPLOSION . 
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FROM ATOMIC ENERGY 





..- BUT REMEMBER THESE FACTS 


1. The large-scale, controlled release of heat energy 
from U-235 has been fully demonstrated. 

2. Beyond question, this energy could be applied di- 
rectly for heating water and air, and making steam. 

3. Such heat, in turn, could be applied directly, or con- 
verted into mechanical power or electricity by conven- 
tional steam turbines and gas turbines. 

4, If and when U-235 in concentrations up to 10% costs 
less than $25,000 per Ib., it may find applications, but will 
compete, at first, with premium fuels rather than coal. 











shown for the gas turbine would, of 
course, have to operate at tempera- 
tures up to 1200 F. There seems to be 
no basic reason why the pile itself 
could not be built inside the com- 
pressed-air receiver, discharging its 
heat directly to the compressed air. 

With rather high concentration of 
U-235, this arrangement might be suit- 
able for large airplane drive if exces- 
sive weight of radiation shields could 
be avoided. 

Also, presumably, rockets and planes 
of the “buzzbomb” type could be pow- 
ered by atomic heat delivered to the 
air of the jet steadily, not in puffs. 

The sketches stress direct applica- 





purified normal uranium sells for, say, 
$10.00 per Ib., the price of 140 lb. (con- 
taining one lb. of U-235) will be only 
$1400. This would be a very favorable 
price if the pile could operate efficient- 
ly with the 0.7¢¢ U-235. 
Concentrating the U-235 to 100% 
would permit a much more compact 
and convenient pile — perhaps little 
more than small pieces of U-235, en- 
cased in aluminum to ward off corro- 
sion, and immersed in a tank of water ; 


1 HEATING WATER 
COLD WATER — 


this should convert the water into |2 MAKING STEAM =H stea — 
steam at a regulated rate. WATER — = —> Me AUT ea 
In large part, the control would be pj ——————> {HHH} HEATING 
inherent. The water as a moderator 7 STEAM FOR 
would keep the chain going, but if the ELECTRICAL 
reaction got too violent, the result- AND 
ing higher superheating of the steam GENERATOR MECHANICAL 
would decrease the moderator effect POWER 
and thereby hold the reaction in check. ns 7 iz ~ PROCES! 
Yet even if all this comes true the cost a le (Drying,e tc) 
of concentrated U-235 in the near fu- 3 HEATING AIR = _ pu. 
ture will be many times $10,000 per lb. COLD AR== == om — 
Running up the concentration only a Scene HEATING 
few percent above that in normal ura- 
nium may prove to be the way to get 
reasonable pile size and good efh- 
ciency without incurring exorbitant 4arcac P oes wenn — 
concentration costs. OMIC POWERED GAS TURBINE O 
When atomic energy is applied, the 7 
- . . . e ) 
starting point is heat, picked up by = 
water, air or a special heat-transfer — 
fluid. Intermediate heat transfer fluids ELECTRIC 
GENERATOR 


may be essential in certain applica- anal 
tions (space heating and service water, 
for example) where people must be 


protected from injury by radioactivity. 





HOW ATOMIC ENERGY COULD BE APPLIED 





Direct or indirect (as here) delivery of ato 
temperature above IOOOF could operate 





HEAT FOR PROCESS 
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air heater oat 








The intermediate heat-transfer fluid 








THESE THINGS 
MIGHT RESTRICT USE 
OF ATOMIC ENERGY 


1. Ineffectiveness of large 
piles using normal U-235 con- 
centration 


2. High cost of concentrated 
U-235 for smaller, more effec- 
tive piles 

3. Danger from radioactivity 


4. Weight and cost of shield- 
ing against radiation 


5. Explosion hazard 


6. Possible short supply of 
uranium 


7. Governmental restrictions 
on atomic-energy materials 











tions of hot air, steam and hot water 
to process and space heating. This em- 
phasis is justified by the often over- 


Important non-power applications of 
atomic energy may well include the 
ultra-high-temperature processing and 
fabricating of materials— also, modern 
“alchemy”: building and rebuilding 
atoms to create new elements and to 
produce old elements at lower costs. 

Radioactivity obtained directly or 
indirectly from artificial atom-splitting 
should find many important medical 
and industrial applications. 

Turning back to ordinary power ap- 
plications, we must avoid the tempta- 
tion to overstress the economic impor- 
tance of lower-cost power fuel. Fuel 
cost is only about 17% of the gross 
receipts of the electric utilities. Here’s 
another way to put it: If, after allow- 
ing for transmission losses, one kilo- 
watt-hour delivered to the consumer 
from modern plants represents a coal 
consumption of 1.5 lb., and if the coal 
costs $5.00 per ton cancellation of the 
coal bill could not save more than ¥s 
of a cent per killowatt-hour. And 


atomic fuel will certainly not be free, 

Performance of the atomic bomb is 
a monument to the scientists who un- 
locked the secrets of the atom and sug- 
gested the basic technique of making 
plutonium and concentrating U-235. 

From there on, the job was at least 
50% engineering. The various big 
plants of the Manhattan Project are 
vast assemblages of pipes, tanks, boil- 
ers, valves, instruments and controls, 
installed and operated by engineers, 
largely designed by engineers, From 
now on, the speed with which atomic 
power becomes practical will depend 
on the effectiveness of the engineer- 
scientist team. 

It is possible, of course, that na- 
tional controls may completely upset 
the entire technical and economic pat- 
tern of this discussion. For reasons of 
national security the government may 
decide to control or restrict atomic- 
power materials, plants and opera- 
tions in ways not yet determined. 























looked fact that such applications of 
heat have many times the total energy P 
value of all the electricity generated in U-235 COULD COMPETE AT THESE PRICES 
the United States for all purposes. other things being equal 

There has been much popular spec- Comparable prices for 
ulation regarding the type of engines Uranium 235, dollars per 
required for atomic-power generation. Common fuel Assumed prices pound (nearest thousand) 
The answer is simple. Present engines, 
steam turbines and gas turbines can COAL $6 per ton $9,000 
be used with little or no change. This, (13,000 B.t.u.) $12 per ton $18,000 
of course, does not rule out the pos- $15 aval $23,000 
sible discovery of specialized engines a : 
for atomic power, or even direct pro- FUEL OIL 2¢ per gal. $5,000 
duction of electricity from atomic (150,000 B.t.u. gal.) equred, $10,000 
energy. 

In the long run the implications of 8¢ per gal. $20,000 
atomic power are staggering for both CITY GAS 50¢ per 1000 cu. ft. $39,000 
war and peace. However, popular writ- (500 B.t.u,) $1 per 1000 cu. ft. $78,000 | 
ers on the subject have undoubtedly 
created unreasonable hopes in the NATURAL GAS 25¢ per 1000 cu. ft. $10,000 b 
minds of readers — for example, the (1000 B.t.u.) 50¢ per 1000 cu. ft. $20,000 b 
expectation that in two or three years $1 per 1000 cu. ft. $40,000 
the Detroit builders will market cars dl 
with built-in “lifetime” slugs of U-235 GASOLINE 10¢ per gal. $26,000 . 
and “fist-sized” engines. (150,000 B.t.u. gal.) —-20¢ per gal. $52,000 

Yet it seems fairly safe to predict 30¢ per gal. $78,000 
that atomic energy will find some com- \ 
mercial applications within the next mh u 
five or ten years, first, probably, as a B U I 
premium fuel like aviation gasoline, Note that “other things” are never equal. U-235 in normal uranium 
worth a fancy price for specialized ap- form is by far the cheapest, but involves use of excessively large and 
plications where low weight or some inefficient “piles.” The unit cost of the U-235 in enriched mixtures 
other characteristic is important. increases with the degree of enrichment. Over-all cost comparisons / 

As the cost of concentrating U-235 can be made only for a specified concentration of U-235 and for ap- p 
is reduced and application efficiencies paratus suitable for that particular concentration, Possible explosion 
improved, atomic energy may compete danger and need to protect personnel against radiation are other 
with cheaper fuels, perhaps ultimately important considerations, 
with coal. 

V 
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The Brush that does the 
‘MPOSSIEBLE " JOBS... 





ESPITE the great advances in brushing tech- 

niques—many of them war-born—there have 
been surfaces which, in the immediate past, had to 
be hand-burred. 

Now—for the first time—here’s the power brush 
that can do the job. It’s Osborn’s new Master Wheel 
with .005 wire. 

Aluminum, brass or steel—it makes no difference 
to this versatile brushing tool. It does the work 
uniformly, perfectly, at @ fraction of the cost! 


5401 Hamilton Avenue 


\ 


WORLD’S LARGEST 


MILL SUPPLIES 


Cleveland, Ohio 


MANUFACTURER 


Regardless of what you make or plan to make— 
no matter what the material—there are almost sure 
to be many parts that can be finished best by power 
brushing. And when they are, you'll have a better- 
performing, better-looking, more saleable product 


—produced at a lower unit cost. 


It will pay you to have an Osborn technician visit 
your plant to study your operation. No obligation, 


Just write, wire or phone us. 











INDUSTRY 


FOR 


OF BRUSHES 
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NEW PRODUCTS 


with Sales Possibilities 








Bender Units 
Improved Model 





Three “Di-Acro” bender models have 
been thoroughly redesigned and re- 
engineered and incorporate several 
major changes and improvements over 
the original models. Operating friction 
has been reduced by the installation of 
roller bearings which increases the ease 


of operation and adds considerable form- 


ing capacity to these precision units. 
Another feature of the No. 2 and No. 3 
size benders is the instantly reversible 
lever control cam, which allows the 
operator a choice of either right or left 
hand forming direction. Interference, 
which may develop when forming sev- 
eral intricate shapes successively in a 
single piece, can be eliminated through 
this two-way operating feature. These 
“Di-Acro” benders are highly versatile 
and universal machines that can be 


arranged right on the job for all types” 


of forming in all ductile materials in- 
cluding round, half round, square and 
hexagon rod, tubing, angle, channel, 
moulding strip stock and bus bar.— 
O’Neil-Irwin Mfg. Co., Minneapolis 15, 


Minn—Mu Suppwies, September 
1945. 

Sheave 

Easy Mounting 


The “Taperlock” V-belt sheave repre- 
sents a new and effective means of 
quickly mounting and demounting V- 


belt sheaves. To install the sheave, it is_ 


only necessary to slip the sheave and 
bushing assembly onto the shaft and 
tighten two or three locking screws de- 


124 





pending upon the size of the sheave. To 
remove the sheave from the shaft, the 
locking screws are removed and one or 
two of them are inserted in jack screw 
holes, which are partially in the bushing 
and partially in the hub. The portion of 
the jack screw hole in the bushing is 
threaded and that in the hub portion is 
unthreaded. As the screws are tight- 
ened, the bushing is dewedged and the 
sheave is free for removal. This con- 
struction permits the use of a flangeless 
bushing and eliminates any extension of 
either hub or bushing or any collars or 
protruding parts. The wedging action 
provided gives the equivalent of a 
shrunk-on fit on the shaft whether it is 
standard or normally undersize. The 
bushing extends the entire length of the 
hub providing a full bearing surface.— 
Dodge Manufacturing Corp., Ind.— 
Mitt Supprres, September 1945. 


Impact Wrench 
Stall-Proof Operation 


A ¥Y-in. capacity pneumatic impact 


wrench with straight-type grip and lever 
control has been announced. This tool, 
which delivers ample power for depend- 
able, stall-proof operation, is particu- 
larly suited to assembly-line jobs of nut- 
setting and screw-driving. Through its 











torque control mechanism, stretching or 
burning of threads is eliminated. It has 
a calibrated adjusting screw on the side 
of the motor that enables the operator 
to set any bolt or nut to any desired 
tension. The control is obtained pri- 
marily through the construction of the 
roller clutch impacting mechanism. The 
roller clutch impacting mechanism con- 
sists of only four major parts—anvil, 
hammer, and two cylindrical steel roll- 
ers. The model 3012 has a 3-in. square 
drive with capacity for 14-in. bolts and 
nuts, weighs 1-34-lbs., and is 6-34-in. 
overall in length. This same tool is 
available with button control or in pistol 
grip type—Aro Equipment Corp, 
Bryan, Ohio.— Mux. Supputes, Septem- 
ber 1945. 


Strainer 
For Cutting Oils 
















| TER 
| eainee 
reel al 


ee WETEY WOLEL G COOLANT ABT CUTTING O71 
STRAINER POR MACHINE TOOL APFLICATIONS 


A non-clogging coolant and cutting oil 
strainer for easy installation on grind- 
ers, lathes and other machine tools, 
known as “Metex Model G”, provides 
cleaner fluids and longer periods of 
uninterrupted strainer service. Con- 
structed of knitted fabric and wire, 
made into strong non-collapsible rec- 
tangular units with unusually high 
strainage area, the composite honey- 
comb mesh is fine enough to catch dirt, 
grit and chips, yet provides ample free 
area for the passage of cleaned fluids. 
Designed for installation submerged in 
the machine tool sump tank or in a 
separate tank on the pump intake, 
Model G is available in six sizes, sur- 
face straining areas and capacities. 
Clean strainer refills can be installed in 







UMI 


— 35 &£ fF 














1es 


- 





etching or 
ted. It has 
on the side 
e operator 
ny desired 
ained pri- 
ion of the 
nism. The 
anism con- 
rts—anvil, 
steel roll- 
-in. square 
bolts and 
is 6-34-in, 
ne tool is 
r in pistol 
it Corp. 
s, Septem- 








yP ast CUTTING OFT 
PUOL APFLUCATIONS 





utting oil 
on grind- 
ine tools, 
, provides 
eriods of 
ce. Con- 
ind _ wire, 
sible rec- 
lly high 
te honey: 
atch dirt, 
mple free 
ed fluids. 
nerged in 
or in a 
» intake, 
izes, sur- 
apacities. 
stalled in 




























UMI 


PRODUCT 


Bender Units 124 
Sheave 124 
Impact Wrench 124 
Strainer 124 
_ Wrench 125 
Electric Marker 125 
Lathe Attachment 314 
Electrode 318 
Check Valve 318 
Lifting Clamp 320 
Dressing Tool 321 
Water Trap 321 
Brake Block 322 
Tool Driver 322 
Work Light 326 
Small Capacitors 326 
Spray Booths 328 
Pipe Seals 330 
Plastic Loupe 330 
Tool Bits 332 
Time Switch 332 
Washing Unit 334 
Saw Guide 334 
Gages 336 
Abrasive Wheels 336 
Oil Concentrate 339 








PAGE NO. 





MAIN FEATURE 


Several major changes and improvements 


Effective means of mounting V-belt sheaves 


Ample power for dependable operation 
Non-clogging coolant, cutting oil strainer 
Ton of gripping power in its steel jaws 
Used on the toughest of marking jobs 


Converts lathe into a combination machine 


For welding and repairing cast iron 
Has no poppets, disc or metal parts 

Picks up and securely holds material 
Sturdy, efficient abrasive wheel dresser 
Removes condensate from compressed air 
Possesses quick replacement features 


Correct size screwdriver always available 


Cable and leads for direct attachment 
New removable mounting brackets 
Many innovations featured in the line 
Strength and lightness and toughness 


Useful in occupations requiring close work 


Precision-ground to fit most holders 
Self-starting synchronous motor 
Portable unit, consisting of tank, housing 


Adapted to metal, plastics and wood 


Chromium plated thread plug and ring gages 


Compact packages of 12 and 20 pieces 
Prepared as an additive to diesel fuel 








MANUFACTURER 


O'Neil-Irwin Mfg. Co. 
Dodge Manufacturing Corp. 
Aro Equipment Corp. 
Strainer Products Corp. 
Botnik Motor Corp. 

Ideal Commutator Dresser 
Globe Products Mfg. Co. 
Harnischfeger Corp. 
Harman Equipment Co. 
Merrill Brothers 

Industrial Abrasives, Inc. 
American Injector Co, 
Manhattan Rubber Mfg. Div. 
Speedway Engineering Co. 
Swivelier Co. 

General Electric Co. 
Metallizing Engineering Co. 
American Molded Products 
American Optical Co. 
Tru-Cut Tool Co. 

Paragon Electric Co. 
Industrial Washing Machine 
Boyer-Campbell Co. 

Metro Tool & Gage Co. 
Bay State Abrasive Products 
Hood Refining Co. 











the secure slots in a matter of minutes, 
and the old ones washed out for another 
long period of service.—Strainer Pro- 
ducts Corp., Montclair, N. J. Mitt Sup- 
PLIES, September 1945. 


Wrench 


Powerful Grip 


A wrench which has more than a ton of 
gripping power in its steel jaws, is pro- 
vided with a molded section of red 
Tenite plastic in its handle. The tool 
has the portability of a pair of ordinary 
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pliers, combined with the powerful lock- 
ing grip of a vise and is useful as a 
clamp or wrench for the handling of 
awkard materials. Designed for one- 
hand operation, the wrench is provided 
with a nut which may be adjusted by 
thumb and finger to regulate the jaws. 
A calibrator scale and indicator show 
the width of the jaw opening. The steel 
jaws are parallel at any opening to pro- 
vide maximum gripping surface. To 
grip, the jaws are placed over the work, 
and the rounded lever snapped shut. 
The jaws remain locked until the lever 
is released. A hard drawn steel wire 
spring controls the locking device. The 
handle insert of tough Tenite is fastened 
to the tool by rivets—Botnik Motor 
Corp., Binghamton, N. Y.—Mux Sur- 
PLiEs, September 1945. 


Electric Marker 
Small in Size 
Although small in size, only 6-in. long 


and 10-ounces in weight, tests prove that 
this new marker can be used continu- 
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ously on the toughest of marking jobs. 
Using a new principle in design, the 
power of the cutting stroke has been 
increased 30% over previous models. 
An adjusting nut makes it possible to 
vary the impact so that it can even be 
used to mark on glass. Shaped to fit 
the hand, it can be held and used to 
write almost as easily as a pencil. The 
marker operates from any “AC” elec- 
trical outlet. Operating like a small 
electric hammer, it makes 7,200 cutting 
strokes per minute, cutting right into 
the surface leaving the lines that can- 


(Continued on page 314) 
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Orders Orders 













BALE S7AKRGA @Y- STATES 


per per 
Sales Sales- Volume Size of Work- 
Indi- man per Average ing 
Area cator perDay Salesman Order Day 





North June 322.0 16 $15,300 $31.60 87 
Atlantic July 292.0 17 14,850 36.50 95 


South. June 275.0 17 $16,800 $37.00 101 
em July 253.0 17 16,000 38.20 98 


North June 274.0 20 $14,900 $29.00 107 
Central July 239.0 30 13,400 20.10 116 


Western June 401.0 * $11,100 a + 
July 320.0 14 10,700 $36.20 96 





THE SALES INDICATOR moved up to 291 for the 


Pacific June 290.0 11 $9,890 $29.50 62 month of July, but the gain was brought about prin- 

July 450.0 16 14,800 32.00 63 cipally by increased activity in the Pacific area. The 
average order amounted to $30.60, with about 109 

ee, a Ta ne oy orders received per working day. The salesman aver- 


aged 19 orders a day and his volume for the month 
was $14,650. 
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Production speeds and optional die-heads 
(illustrated below) make this machine well 
suited for either shop or job use or indus 
plant uses. 








No. 562C Oth Ge -Change Die-Head 
arriage 








Powerful, extended jaws of FRONT 
CHUCK make it easy to hold stock 
as short as 2!” for-threading. Both 
ends of nipples as short as 312” in 
the 2” size can be threaded without 
using a special nipple chuck. (Other 
sizes in proportion.) 


Regular equipment includes the 
complete machine for bench use. 
Where frequent portability is nec- 
essary, the machine can be mounted 
on the all steel wheel stand at 
extra cost. 


al 


NOTE THESE SPEEDS 


Following speeds show total floor to 
floor time which includes all opera- 
tions of chucking, threading, reaming, 
chamfering, and cutting-off. These 
speeds are conservative and can be 
duplicated by an inexperienced oper- 
ator. Production time studies made 
with the machine equipped with 
quick-opening die-head. Drive shaft 
and geared die-stocks were used on 
sizes 214” to 8”. 


TIME IN MINUTES AND SECONDS 


PIPE TOTAL PIPE TOTAL 

SIZE TIME SIZE TIME 
Wy” 32sec. 114” min. 1 sec. 
1 ”" 33 sec. ri 1 min. 11 sec. 
y" 40 sec. 21” 22min. 5 sec. 
34” 42sec. 4” 3 min. 5 sec. 
1” 46 sec. 6” 5 min. 0 sec. 
114” = 52 sec. 8” 7 min. 0 sec. 


Complete data on the Oster No. 
562 “TOM THUMB” will be sent 
promptly upon request. Write: 


THE OSTER MANUFACTURING CO. 
2041 EAST 61ST STREET 
CLEVELAND 3, OHIO, U.S.A. 





| The Oster No. 562 "TOM 


"| die-stocks from 21/2" 
| capacity. 









THUMB” equipped with spe- * 
cial, universal drive shaft has 
ample power to drive geared : 
to 
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Procedure Outlined 
For Increased Prices 


Warehouse and jobber sellers of iron 
and steel products were given a pro- 
cedure by the OPA for applying for 
permission to pass on to their customers 
a number of mill ceiling price increases 
that until now they have been required 
to absorb. 

Effective August 1, sellers who are ex- 
periencing financial hardship because of 
the absorption of the mill price in- 
creases are authorized to apply to OPA 
for permission to make increases. If the 
price agency does not either approve 
or disapprove the application with 20 
days after it has given written acknow- 
ledgment of receipt of the petition or of 
additional information requested, the 
applicant may use the requested price 
until further notice. 

Items for which petition for per- 
mission to increase warehouse selling 
prices may be made include the follow- 
ing: carbon steel, blooms, billets, slabs, 
sheet bars, plates, rails, tie plates, track 
spikes, hot rolled bars and bar shapes, 
hot rolled wire rods, hot rolled sheets 
and galvanized sheets; porcelain en- 
ameling sheets, electrical sheets, and hot 
rolled or galvanized iron sheets. 


Heavy Industry Ready 
For Fast Reconversion 


Heavy industry is ready and will 
swing from war to peace production 
faster than has been expected, Business 
Week says. Demand for capital goods 
is large, and industry has accumulated 


the money to fill its needs. Government 
expenditures will drop but will neverthe- 
less continue high. And while national 
income may decline as much as 20% 
by the year end, consumers still have 
high wages and savings to help maintain 
their rate of spending. 

It adds up to the prospect that busi- 
ness, by the year end, will hit approx- 
imately the rate of 1941, that is 160 or 
better in the Business Week Index, 
46,000,000 jobs, and not over 6,000,000 
unemployed. 


Speedy Cancellation 
Of Contracts Urged 
To speed the flow of scarce materials 


into expanding civilian production, J. A. 
Krug, Chairman of the War Production 
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Board, urged manufacturers whose mili- 
tary contracts were abrogated to cancel 
promptly their own orders for bottle- 
neck items. 

In a letter addressed to major war 
contractors and _ subcontractors, the 
WPB Chairman said that “to reduce to 
an absolute minimum the time required 
to achieve full civilian production, it is 
vital that orders for these materials 
which were placed to fill military con- 
tracts and which are no longer needed 
be canceled with the utmost speed.” 

Mr. Krug stressed the importance of 
diverting promptly to civilian industry 
the following items: steel sheet and 
strip, structural steel, grey and malle- 
able iron castings, lumber, shipping con- 
tainers, electric motors, cotton broad 
woven goods. 


World Bank Bonds 
Expected Soon 


About 18 months from now, Business 
Week says that investors will see the 
first issues of the World Bank, accord- 
ing to officials who steered the Bretton 
Woods agreement through Congress. 

“A typical issue, they think will yield 
something less than 3%,” the article 
states. “It won’t be a U. S. government 
bond in the sense of being exempt from 
state taxes or from Securities & Ex- 
change Commission registration. On the 
contrary, it will be sold, like any foreign 
issue, by prospectus only. 

Before any bonds are sold, the cur- 
rencies of potential borrowers will have 
to be revalued, but officials think that 
this can be done quickly. 
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Yale Spur-Geared Hoists 
play a major role in many 
plants during assembly and 
disassembly of large me- 
hani units—speeding 
hard-to-handle sections to 
the job, and lifting them so 
that they can be readily po- 
sitioned and secured. 
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Efficiency means a large amount of work done at low cost compared 
with effort expended; time saved; energy conserved. Efficiency, as a 
selling argument, wins the consideration of every customer or prospect 
on your list—for it means SAVINGS— greater margin of profits. it has 
a selling punch that is unsurpassed! 

High-efficiency is the guiding principle in the design of all Yale 
hoists. Engineered and built to strictest specifications, Yale hoists 
speed handling, save energy, give the worker more opportunity to 
produce—contribute substantial production savings by eliminating 
hidden costs which multiply wherever unnecessary time and effort are 
consumed in the lifting and shifting of materials. Yale Hand and 
Electric Hoists are tops in strength, performance, and economy— 
tops in efficiency! 

Show your customers and prospects how Yale efficiency can cut 
their production costs— Yale performance will prove the truth of your 
every claim—and Yale Hand and Electric Hoists will prove money- 
makers for you. The Yale & Towne Manufacturing Company, 4530 
Tacony Street, Philadelphia 24, Pa. 





HOISTS — HAND AND ELECTRIC e 
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TRUCKS — HAND LIFT AND ELECTRIC eo 


Yale Midget King Electric 
Hoist is the ideal, economi- 


cal, light-duty power hoist 
for speedy handling of many 
production and mainte- 


nance tasks in large and 
small plants. Hook and 
trolley types. 













MATERIALS HANDLING MACHINERY 


CUTS PRODUCTION COSTS... SAVES TIME... SAVES EFFORT... PROMOTES SAFETY 
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There’s money for 
you in high-efficiency 
YALE Hoists 





Yale Cable King Electric 
Wire Rope Hoists, avail- 
able in types to meet all 
needs, are sturdily-built, 
power-operated produc- 
tion lifting machines. Air- 
cooling assures perfect 
operation on a beavier 
duty cycle. 








Yale Hand Lift Trucks are 
ruggedly built for long life 
—provide easy lift, easy 
roll, easy steer—take the 
shorter hauls at a fast 
clip. Wide range of models 
and capacities for efficient 
handling of skids, skid 
hins, and pallets. 
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IN THE BEGINNING... 
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AS EARIN AS THE 47H CENTURY, 
GREEK. ARTISANS MADE &REWS 
BY WINDING AROUND CYLINDERS 
THIN BRASS TEMPLATES IN THE 
SHAPE OF RIGHT ANGLE TRIANGLES) 
TRAUNG THE SPIRAL LINE OF 
THREAD ALONG THE TEMPLATES 
EDGE } THEN REMOVING THE 


METAL BETWEEN THE THREADS [J —l aw wh | ae 
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LIHOUGH 
MANN SHOPS OF THE 
Is50S WERE EQUIPPED WITH 
SCREW-CUTTING LATHES, MANY 
MACHINIS® PREFERRED To CHASE 
SCREW THREADS BY HAND. . o 
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wey 
FRENCH LATHE, patinc eack © Dav iN AND DAY OUT, HAND- 
FO 1569, AGTUALIN CUT SCREWS OF ANY PITCH. TOOL MEN CHASED 6-PITCH THREADS 
PULLENS OF DIFFERENT ON IO-NCH STEEL SHAFTS WITH- 

C Ihe, 








DIAMETERS WERE USED. OUT SPOILING A SINGLE PIECE 


DOUBLE-ACTING <cew { BY simpty ceos- \\\aae (29 Mg AP it ns 
MACHINE SPENCER DENISE } ZING OR UN-CKOSSING  \\UE ' a Vly | 

| Mist 

INTHE 16705 was so. | THECORDs, THE LATHE \\Nata, || AUP Se | 
*SAF-ACTNG' THAT Sten. § COULD BE MADE TO CUT In = wands y~ “4 
CER WAS ACCUSTOMED | RIGHT OR LEFT-HAND scREWS. \ Ci ' 
TO FEED LARGE COILS 
OF WIRE TO A BATIERY 
OF MACHINES, LOCK THE 
DOOR , LEAVE THE FACTORY 
—THEN RETURN WHEN 
THE JOB WAS FINISHED | 
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Bie THE GIMLEF 
POINTED SCREW WAS SUPPOSED TO 


DATE ONLY FROMTHE 18505, SCREWS 
OF THIS TYPE WERE FOUND HOLDING 

TOGETHER. THE CABINET OF A PIANO 
BUILT 1OO YEARS EARLIER IN LONDON. 
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aWORKAEN= 
IN THE EARLY IOTM CENTURY LONDON SHOP OF 
HENRN MAUDSLAY, BRILLIANT MACHINE TOOL 
DESIGNER , RIDICULED AND OPPOSED THE LATHE 
SLIDE REST MAUDSLAY DEVISED FOR MAKING 

SCREWS, NICK-NAMING IT “MAUDSLAYS GO-CART” Hon 
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SEAMLESS | 
WELDING FITTINGS 
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L  Daair ea you’re selling welding fittings for 
a refinery or power plant, for shipbuilding, 
processing, heating or for use on a manufactured 
product, you'll find industry knows Tube-Turn weld- 
ing fittings. These fittings were first to be intro- 
duced, are first in strength, safety, economy and 
efficiency today. However large the job, Tube 
Turns’ complete line of over 4,000 items can meet 
every need. 

Distributors will readily agree, too, that Tube 
Turns is first in the field of dealer co-operation. 
Engineering service from branch offices and home 
office is immediately available for solving unusual 
problems. Continuous advertising in leading busi- 


TUBE-TURN 


TRACE MARK 


MILL SUPPLIES 


ness papers blankets all markets. And the monthly 


\ “Fitting Comments” bulletin carries to every dis- 


tributor salesman news of recent installations and 
suggestions for building sales. 

How many plants in your territory are urgently 
in need of piping system replacements? How 
many will be installing new systems for reconver- 
sion or expansion? Let Tube-Turn welding fittings 
help make you first in fittings sales! 


TUBE TURNS (iInc.), Louisville 1, Kentucky 
Branch Offices: New York, Chicago, Philadelphia, Pitts- 
burgh, Cleveland, Dayton, Washington, D. C., Houston, 

San Francisco, Seattle, Los Angeles. 


Welding Fittings 7 : 
and Flanges 
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Sales Force Punch 

Sought By Clark 


Three and a half years service in the 
Coast Guard have not dulled the sales 
perspicacity of Samuel H. Clark, only 
recently returned to his old job in his 
second floor office at Samuel Harris & 
Co., Chicago, where he takes care of 
taxes, office and sales. His brother, 
Wendell H. Clark, is president of the 
Chicago industrial supply firm. 

“Tt’s the same old mill supply busi- 
ness,” Mr. Clark said. “Most of the old 
timers are still on the job. Prices are 
pretty much the same; there are some 
differences in shelf stocks.” 

One of Sam Clark’s immediate ob- 
jectives is a revitalized, hard-hitting 
sales force. “During the war,” he ex- 
plained, “it was only natural that the 
sales force should spend proportionately 
more time on inside work, on service 
and engineering problems. Now we’ve 
got to spend more time outside getting 
around. There is evidence that the rip- 
snorting sellers’ market is on the wane 
and in the coming period of competition 
it will be the alert, saleswise houses that 
stay in business.” 

To achieve a fresh start, Mr. Clark 
proposes later this fall to have the 14 
Harris salesmen away for a couple of 
days in some place where it will be 
free from interruptions. He plans to 
sit down with his staff to decide where 
the firm intends to go and how to get 
there. “We'll review every account and 
we will go over every line we handle; 
we will analyze each territory. New 





accounts will be given a careful scruti- 
nizing. Naturally in any such tumultu- 
ous period as we are going through 
there is bound to be some change in 
customer line-up. Some will go back 
to old sources when the supply situa- 
tion eases, but some of the new busi- 
ness will stick and we intend to go after 
our share.” 

“In the forthcoming sales planning” 
added Mr. Clark,” we will give a lot 
of consideration to sales promotion. We 
will make up a program of planned 
sales effort designed to lend itself to 
integration with an aggressive advertis- 
ing program. Right now I am getting 
in touch with manufacturers to find out 
their plans and to determine how we 
can best cooperate. The way things look 
now, we will select certain lines for in- 
tensive sales effort: a week on this line, 
a week on that one and so on. In select- 
ing what lines to push, due weight will 
be given to the cooperativeness of the 
manufacturer and, of course, the mar- 
gin of profit will be given considera- 
tion,” he said. 

Both Sam Clark and his brother are 
firm believers in specializing in addi- 
tion to handling a full line of industrial 
supply items. They feel they can com- 
bine the advantages of handling a broad 
line with the sales argument of the 
specialist. For some time Harris has 
had two men specializing in power 
transmission and two men on a line of 
air valves, cylinders, etc. 

‘Shortly after Pearl Harbor, Feb. 11, 
1942, Sam Clark was commissioned a 
lieutenant (j.g.) in the USCG Reserve. 
He did sea duty on the Cutter Camp- 
bell and in the fall of 1942 was pro- 
moted to lieutenant (s.g.) and was 
assigned to Chicago as personnel offi- 
cer. With the consolidation of Chicago 
and Cleveland offices, he was made 
lieutenant commander. He was placed 
on the inactive list in August. Mr. Clark 
served a short hitch in the Navy in the 
first world war. 
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Hunter & Havens Man 
Returns to Sales Job 





Richard G. Jacobson, a returned veteran, 
checks on recent developments in the in- 
dustrial supply field by reading a copy of 
MILL SUPPLIES. 


Recently released from the Army, 
Richard G. Jacobson has returned to 
his position as outside salesman for 
Hunter & Havens, Inc., Bridgeport, 
Conn. He served as flight sergeant 
with the Hell’s Angels group of the 
8th Air Force, and saw action over 
England and France. While convales- 
cing in this country, at Fort Thomas, 
Kentucky, Jacobson organized a model 
class for other patients. It was known 
as the Open Forum Discussion Group, 
and received so much favorable atten- 
tion that the idea has been accepted 
as a regular part of the Army’s re- 
habilitation program. 

At the present time, Mr. Jacobson is 
busy renewing old acquaintances and 
making friends with new customers in 
his territory. While he was away, 
Richard Woodward handled his ac- 
counts. Mr. Woodward will continue 
as a member of the sales force, because 
the firm’s outside territory has been re- 
assigned and there will be four sales- 
men in the field, instead of three. 


Stow Co. Opens 
Chicago Branch 


Stow Manufacturing Co., Bingham- 
ton, N. Y., opened a new branch office in 
Chicago at 308 West Washington Ave. 
Ralph E. Wimmer, who represented the 
firm in the mid-west for a number of 
years, has been placed in charge, under 
the supervision of J. P. Dickinson, vice 
president in charge of sales. In addi- 
tion to providing engineering service for 
machinery designers on flexible shaft 
application, the branch will also serve 
as sales service headquarters for mid- 





ae a 


Samuel Harris & Co. staff will hold a fall sales meeting and planning the agenda are 
(left to right): Sam H. Clark, E. A. Grell, C. E. Hall, M. A. Victor, A. A. Fowler, R. H. 
Hendricksen, H. M. Glessner, R. F. Shutz and R. J. Oecetjeh. 


west construction equipment dealers 
handling Baily Concrete Vibrators, a 
newly acquired Stow division. 
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JOB-ENGINEERED INDUSTRIAL 
HOSE-BELTS -MOLDED GOODS 


Specify “Hewitt” for quality industrial 
rubber products. Phone the Hewitt dis- 
tributor listed. in the Classified: Section 
of your telephone directory . . ..or write 
Hewitt Rubber Corporation, 240 Kens- 
ington Avenue, Buffalo 5, New York. 


QUALITY RUBBER PRODUCTS FOR INDUSTRY FOR 85 YEARS | 
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PROPER heat treating is the secret of long life and 
efficient operation in grinding wheel dresser cutters. 
Vincent cutters are made of a special analysis steel and 
heat treated in one of the country’s largest and most 
tomplete heat treating plants by the exclusive Vincent 
Process. This process was especially developed by Vincent 
heat treating experts to provide the exact degree of hard- 
ness and toughness required for this use. The result is a 
clean dressing cutter that will not break or mush over 
under the toughest operating conditions. 


Your customers depend on you to recommend and sell 
to them the best equipment for their needs. Tell them 
about Vincent-Huntington New 
Improved Dressers and Cutters. 
Remind them to dress their grind- 
ing wheels regularly. Longer 
grinding wheel life and better 
grinding wheel performance as 
well as lower dressing wheel 
costs will bring them back to you 
again and again. 











a. Ss 
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Republic Steel Names 
Two Vice Presidents 





N. J. CLARKE J. M. SCHLENDORF 


N. J. Clarke was elected senior vice 
president and J. M.. Schlendorf, vice 
president in charge of sales, by the 
board of directors of Republic Steel 
Corporation. Mr. Clarke has been vice 
president in charge of sales since 
September, 1930, shortly after the cor. 
poration was formed and will be suc- 
ceeded in that position by Mr. Schlen- 
dorf who has been assistant vice presi- 
dent in charge of sales. 

Mr. Clarke began his business career 
as office boy with Bourne-Fuller Co., 
in 1897. He was salesman and man- 
ager in the Pittsburgh office and re- 
turned to Cleveland in 1912 as sec: 
retary and sales manager of the Upson 
Nut Co., which was acquired by Bourne- 
Fuller. During World War I, he was a 
major in the ordnance department. 
After the Armistice, he returned to 
Bourne-Fuller as vice president and 
general manager. In 1919, he organized 
and became president of the Lake Erie 
Bolt & Nut Co. 

Mr. Schlendorf was with American 

Sheet & Tin Plate Co., from 1905 to 
1915. After serving two years as assist- 
ant purchasing agent for Willys-Over- 
land Co., he was named vice president 
in charge Prales of the Central Steel 
Co., Massillon, Ohio. Central Steel and 
United Alloy Steel Corp., merged in 
1926 to form Central Alloy Steel Corp., 
and Mr. Schlendorf remained. When 
that firm became a part of Republic 
Steel in 1930, he was appointed man- 
ager of sales of the alloy steel division 
and in 1936 was named assistant vice 
president in charge of sales. 
‘Mr. Schlendorf announced the ap- 
pointment of Forrest H. Ramage as 
assistant manager of sales of the Pipe 
Division. Joining Republic in 1926 as 
metallurgist, Mr. Ramage served in 
various administrative capacities. 


Alverson Joins Hajoca 
In Tennessee Area 

Ben H. Alverson has joined the in- 
dustrial sales force of the Hajoca 


Corp., Philadelphia, in the Chat- 
tanooga territory. 


UMI 
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Fig. 732 
Pat'd. & Pats. Pend. 
Drawer Extra 





Reg. U. S. Pat, Off. Pat’d. & Pats. Pend. 










BECAUSE THEY SERM 2. ae... 







Repeat orders are definite proof of the popularity of the many 
items made by us. Our versatile lines to serve every need of 
industry are assets to dealefs. There is still some territory 
open ... why not write to us for our attractive dealers’ 
proposition? 


The Knurled heads of “Unbrako” Socket Cap Screws afford a firm, slip-proof grip 
even for oily fingers, enabling the “Unbrako” to be screwed-in farther and faster 
before a wrench is needed, thereby saving effort and time. 


In addition to work-benches of steel (one of which is shown), the “Hallowell” line 
includes also tool stands, foreman’s desks, stools, chairs and other items. The benches 
are available in over 1300 ready-made, interchangeable styles. 


The “Unbrako” Socket Set Screw with the Knurled Point digs in and holds tight 
against all vibration—and that is what makes it a Self-locker. It can be used 
over and over again. 

































For further information, write for the Cata- : 
[og of “Unbrake” Socket Serew Products, ond Kowng tS 
the Catalog of "Hallowell" Shop Equipment. Miedo” etame oth, 
















STANDARD PRESSED STEEL CO. 


JENKINTOWN, PA., BOX. 519 
BOSTON * CHICAGO. DETROIT « INDIANAPOLIS ¢ SAN FRANCISCO * ST LOUIS 


OVER. 40 YEARS IN BUSINESS 








through correct design, careful finish and exclusive features 
incorporated in stems, shanks and clamps. Among the latter 


Drie MEANS LONGER SERVICE FROM RUBBER HOSE .. 


are the “Boss’’ Interlocking Offset Clamp, described below, and 
patented ‘‘Cor-O-Zig"’ corrugations on stems of ““G J-Boss’’ and 
Boss’’ Couplings, and shanks of “King’’ Combination Nipples. 





"GJ-BOSS” GROUND JOINT 
FEMALE COUPLING, Style X-34 


Assures maximum efficiency and convenience 
on high and low pressure steam, air and liquid 
hose. Washerless, leakproof, safe. Extensively 
used in pile-driving, grouting, hydraulics, steel 
plant applications, etc. Sizes: ¥%4” to 4”, inclu- 
sive, with ‘‘Boss”’ Interlocking Offset Clamp on 
1” and larger. Note: For washer type couplings, 


These are designed to prevent damage to the hose 
while being attached and to protect it while in serv- 
ice. Stems or shanks of all) DIXON couplings and 
nipples are made extra long, to provide ample sup- 
port under clamps. 


“BOSS” INTERLOCKING OFFSET CLAMP 


This exclusive Dixon product is typical of the way correct 
design is applied to every item in the line. Bolt lugs and 
dovetailing fingers, instead of being in alignment, are set in 
staggered or offset relation to each other, causing the clamp 
to grip evenly and securely over the entire circumference of 
the hose. The possibility of straight-line leaks and ‘‘pinching”’ 
is eliminated. 





“G J-BOSS” 
GROUND JOINT FEMALE COUPLING 
Style X-34 


specify ‘Boss’’ Female Couplings, Style W-16. 


“KING” COMBINATION NIPPLE 


D. K. Towner, general manager, Towner 
Hardware Co., Muskegon, Mich., is en- 
thused over plans for the expansion of 
his company’s quarters. 





Paper Machinery 
Committee Named 


A 10-man industry advisory commit- 
tee representing an industry of more 
than 90 producers of pulp, paper and 
paper products machinery situated prin- 
cipally in the East and Midwest is in 
consultations on pricing matters with 
the Office of Price Administration. 

Members of the committee are: H. C. 
Moore, Beloit Iron Works, Beloit, Wisc.; 
J. E. Waterhouse, Montague Machine 
Co., Turner Falls, Mass.; L. J. List, Sam- 
uel M. Langston Co., Camden, N. J.; 
H. D. Wells, American Paper Mach. 
& Eng. Works, Inc., Glens Falls, N. Y.; 
Walter Abbe, Jr., Smith & Winchester 
Mig. Co., South Windham, Conn.; 
Homer D. Martindale, Shartle Bros. 
Machine Co., Middletown, Ohio; Edgar 
A. Smithe, F. L. Smithe Machine Co., 
Inc., New York City; Samuel J. Camp- 
bell, Hudson Sharpe Machinery Co., 
Green Bay, Wisc.; J. Henry Richmond, 


The two-way pattern of the patented ‘‘Cor-O- 
Zig'’ corrugations permits easier insertion in 
the hose and provides greater holding power 
under clamp pressure. Designed for straight 
end hose, and can be readily reset when nec- 
essary. Made in malleable iron or brass, in 
sizes ¥” to 8”, inclusive. 


Sold in Accordance With Our Established Distributor Policy. 


| Bil 


cont) Pn 


Potdevin Machine Co., Brooklyn, N. Y.; 
Lester M. Start, Rice Barton Corp., Wor- 
cester, Mass. 

The combined sales of this industry 
during normal production amounts to 
about $30,000,000 yearly. 





“KING” 
COMBINATION NIPPLE 
With “Cor-O-Zig"” Corrugations 


Bendix Establishes 
International Unit 


The formation of a new division, Ben- 
dix International, to handle the foreign 
trade program of Bendix Aviation Corp., 
was announced by Ernest R. Breech, 
president. The new unit will be under 
the direction of Charles T. Zaoral, 
general manager, who joined the firm in 
January as coordinator of foreign affairs 
after many years of experience in the 
foreign field for General Motors Corp., 
and Dodge Brothers, Inc. 
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woo SHOVEL AND TOOL CO. 3:22 


A NATIONAL ORGANIZATION SPECIALIZING EXCLUSIVELY 
IN SHOVELS, SPADES AND SCOOPS 
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HERES AN EXTINGUISHER 






Safety engineers and purchasing agents don’t use 
extinguishers. Actually, it’s the employees who 
are the real industrial fire-fighters! 
- Randolph ‘4°’, lightweight and simplified, is 
ideal for the amateur . . . and it’s packed with a 
cold wallop of CO, gas that kills gasoline, oil, 
paint and electric fires in split-seconds! 
Randolph distributor salesmen lead into their 
customers with this major fire-fighting claim . . . 


Sardeing 


eet at 


AIMING 
AT FLAMES 
AND 
PROFITS 
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THATS REALLY FANIC-PROGE! " 


“‘Here’s one of the easiest-to-operate fire extin- 
guishers on the market!”’ 

Equally important to buyers are sales-protection 
facts that carbon dioxide, a dry, odorless gas, can- 
not damage material or conduct electricity, leaves 
no stain or liquid, doesn’t freeze in extreme tem- 
peratures. 

Provided with a genuine sales message, Ran- 
dolph selective distributors are building sales with 
a ¢omplete line of fire-fighting equipment. 


SIMPLIFIES 
FIRE-FIGHTING 


Randolph advertising reaches over 2,000,000 buyers 
in 18 leading business and trade papers. A firm 
distributor policy protects your territory. 


8 EAST KINZIE STREET 
CHICAGO 11, ILL., U.S. A. 
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wAPER // precision machine 


for precision work... 


Phenomenal performance of this 
precision shaper in war produc- 
tion work is an indication of its 
great value in the postwar period 
when factories are confronted with 
competitive conditions putting 
added importance on accuracy and 
low-cost production ...The precise 
accuracy of work turned out on an 
Ammco 7” Shaper assures preci- 
sion production unsurpassed by 





larger machines selling for hun- 
dreds of dollars. more than the 
Ammco...In addition to low initial 
cost; an Ammco Shaper also effects 
big savings in time and expense on 
set-up operations in shop or factory 
...It saves on electrical power con- 
sumption, and saves on floor space 
—all without sacrificing quality or 
accuracy... Available for bench 
installation, or as a portable unit. 


Write today for specifications and prices 


2100 COMMONWEALTH AVENUE 
NORTH CHICAGO, ILLINOIS 
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..«.« When Full Stocks Return 


While manufacturers were given every aid in all-out production for 
war, the plight of the distributor grew steadily worse as output for 
the civilian market was cut to the vanishing point. In fact, only the 
combined efforts of distributor organizations and distributor-minded 
members of various official boards — plus the co-operation of manu- 
facturers alert to the danger -— preserved the distributor's rightful 
place in the wartime picture. 


Laughlin is proud of its activities in this worthy cause. Wherever 
possible, our wartime business has been directed through the regular 
distribution channels — we were successful in so channeling a large 
majority of our business, and will continue to do so in every possible 
instance, with every order handled impartially according to date and 
rating. 

Also, the extensive advertising in many buying fields that keeps 
your customers informed about Laughlin developments invariably 
tells them where to buy — meaning you. Your postwar volume sales 
will show the results of this forward-looking campaign. 


Keep these factors in mind when full stocks return. Remember, 
too, that the Laughlin reputation for Quality, Service and Goodwill 
is based not only on outstanding product-excellence but on seventy- 
nine years of sound business practice. The Thomas Laughlin Com- 
pany, Portland 6, Maine. 


LAUGHLIN PROTECTS THE DISTRIBUTOR 


AUGHLIN = 


LA MOST COMPLETE LINE OF DROP-FORGED WIRE ROPE AND CHAIN FITTINGS 

















| Proud of his long record of efficient serv- 
ice, William Ogren can boast of fifty years 
with the Hawley Hardware Co., Bridge- 
port, Conn. He is a favored and im- 
portant member of this distributor's office 
force. 





Fellinger And Weber 
Upped By Link-Belt 


A. C. Fellinger, formerly manager of 
distributor sales, Link-Belt Co., Chicago, 
has been advanced to sales manager, 
power transmission machinery, with 
headquarters at the company’s Ewart 
plant in Indianapolis. Mr. Fellinger, 
with almost 30 years experience in the 
field of power transmission, will fill 
the vacancy caused by the recent death 
of C. Walter Spalding. 

H. F. R. Weber has also moved to 
the Ewart plant as head of the silent 
chain drive sales and application de- 
partment. With the company since 1915, 
his last position was that of central 
division manager for power transmis- 
sion machinery in Chicago. 

Sales through distributors are now 
supervised by F. A. Hurd in Chicago, 
and G. H. Unrush in Philadelphia. 


Silastic Joins 
Synthetic Rubbers 


Silastic, a family of elastic silicone 
products, is the latest group of highly 
polymeric organo-silicon oxide polymers 
to develop from laboratory research into 
commercial production by Down Corn- 
ing Corp., Midland, Mich. 

Built upon a tough, heat stable skele- 
ton of silicon and oxygen atoms, these 
new rubbery silicones provide another 
class of silicone products which fill the 
need for rubbery materials combining 
heat resistance with elasticity or com- 
pressibility. The temperature limitations 
of natural rubber have long been real- 
ized and many attempts have been made 
to impart to the newer organic synthetic 
vubbers the qualities of increased ther- 
mal resistance. In many instances, these 
efforts have been successful in raising 
the safe operating limits of rubber or 
synthetic rubber insulations. 
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THE NEW BLACK ARROW LINE 


of gas cutting and welding apparatus. If you’re an established 


distributor who may be seeking a new source of supply, now or i 


the future, please write. One of our Field Engineers 


will describe our proposition to you in detail. 


The BLACK MANUFACTURING CO. 


1416-1428 W. BALTIMORE ST., BALTIMORE 23, MD 


FORMERLY THE ALEXANDER MILBURN CO. 


PIONEERS IN GAS CUTTING AND WELDING APPARATUS SINCE 1907 
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ru. STAR BLADES 


AND MAKE Wii S 


s1GGER PR OF TF | 


oN 





These two popular fast-cutting STAR Hack Saw 
Blades are establishing outstanding performance 
records. 


STAR HIGH SPEED STEEL “MOLY” TYPE BLADES for 
fast accurate cutting of extra hard materials. 


STAR UNBREAKABLE SPECIAL FLEXIBLE BLADES for 
tough sawing jobs, especially in awkward cutting 
positions. 


Stock the complete line of STAR Hand and Power 
Hack Saw Blades, Frames, and metal-cutting Band 


Saw Blades — you’|l find it pays . . . big. 





CLEMSON 


CLEMSON BROS., Inc., Middletown, WN. Y. 


Makers of hand and power hock saw b/ades 





frames, metal cutting bond sow blades and 


the Clemson 0-17 lown mochine 
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Don Poor, previously associated with Lyon 
Metal Products, Inc., Aurora, Ill., has been 
made advertising manager of the Ceco 
Steel Products Corp., Chicago. 


Engineers Foresee 
Mobile Substations 


Improved electric service for homes 
and factories was predicted by central 
station engineers of General Electric as 
the result of highly successful applica- 
tions made during the war of mobile 
unit) substations, those modern, auxil- 


“iafy electric substations on wheels 


Witch are ready at a moment’s notice 
to be moved to any part of the electric 
system where emergency power is re- 
quired. 

Uninterrupted and efficient electric 
service is made possible by these mobile 
units, which are designed for emergency 
use when permanent equipment is dam- 
aged by such things as fire, flood or hur- 
ricane. The substations can also be 
used advantageously during overhaul 
of regular substations, in system change- 
overs, to relieve seasonal overloads or 
supply power for large temporary re- 
quirements. 

Mobile substations speed to the point 
of installation at 40 mph. and restore 
service almost immediately. One of the 
largest of the units is capable of sup- 
plying power for 37,500 100-watt lamps, 
equivalent to a fair-sized town. 


Buskie Appointed 
RFC Surplus Chief 


George F. Buskie was appointed act- 
ing executive director of the Office of 
Surplus Property, RFC, and Francis 
J. O'Hara was named executive director 
of the Office of Defense Plants, RFC. 
These posts were vacated by Hans A. 
Klagsbrunn, who resigned to become 
deputy director, Office of War Mobiliza- 
tion and Reconversion. 
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the easiest part 
of reconversion 


Reconversion and peace mean that you'll 
soon have merchandise to sell again 


a Right now, your most important job is to tell your custo- 
mers about it as quickly as possible. Our most important 
job is to help you do it. That’s why we've reconverted too... 
stepped up our catalog producing facilities to give you fast 
efficient service. 


We are prepared to give immediate service to you in the 

preparation of catalogs that sell. Our experience... both 
as printing craftsmen and catalog experts...is your assurance of 
helpful, low-cost catalog production. 


F) Hundreds of companies have solved their selling problems ~ 
by using Cuneologs. Now is the time to learn how Cuneologs 
can be the easiest part of your reconversion problem...can help 
you tell your selling story profitably. 


sthed for thé face... 





© A Cuneolog is a catalog that SELLS. It is clear, concisely 

written, effective, and accurately prepared by specialists. 

Our new streamlined organization assures better, faster 
delivery and lower cost. Write for details, 








Cermak Road at Canal « Chicago 16, Illinois 
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| DELTA | 


) MILWAUKEE 


Trade Mark Reg 


1 Machine Tools / 





Nalta _ Milwank ago < 


You're “talking turkey” to your customer, when 
you show him how Delta-Milwaukee Machine 
Tools can help him cut his investment risk in re- 
tooling. And your sales arguments are convincing, 
when you back them up with typical examples in 
your Delta Blue Book from the experiences of 
hundreds of plants which have employed Delta’s 
modern, flexible approach to tooling. 


To your customer, the versatility of standard, 
stock-model Delta-Milwaukee Machine Tools — 
_ used individually or adapted for special set-ups 
| — means lower retooling investment, faster re- 
conversion, and quick shifts to meet changes in 
specifications or routing. These are factors he 
considers seriously today, as he faces the uncer- 
tainties that lie ahead. 


As a Delta-Milwaukee distributor, you can fill 





these requirements — with a diversified line that 
covers a variety of operations in a variety of in- 
dustries. In almost every department of large 
plants, there are uses for Delta-Milwaukee Ma- 
chine Tools. And, frequently you can sell all the 
main or supplementary equipment of smaller 
establishments — sign shops, pattern shops, repair 
shops, cabinet makers, carpenters, contractors, up- 
holsterers, and other service shop prospects for 
famous Delta-Milwaukee tools. 


The 76-page Delta Blue Book provides you with 


. example after example of war-production expe- 


rience — suggesting many peacetime applications 
that may help your customer and get you a sub- 
stantial order. Study it carefully — use it to get 
extra business. 


THE DELTA MANUFACTURING COMPANY 


638K E. VIENNA AVENUE MILWAUKEE 1, WISCONSIN 





on serves the Distributor who serves America 




















AMERICAN SAW & MFG. CO. 


Metal Cutting Band Saw Blades 
Samples of “Lenox” DIEMASTER Precision Edge Sawing 























They are particularly designed for fast precision work 
on all contour sawing, die-cutting and similar operations 
and are adaptable for Do-All and all other die and band 
saw machines. 


They leave a smooth edge to the work, are set so accu- 
rate that definite allowance can be made for the material 
which will be removed by the path of the saw. This saves 
the user expense in machining and smoothing out rougher 
cuts. 


They follow a pattern on a die block with ease and do 
both straight cutting and saw around curves with accuracy. 


Perfection in Hardness Depth— 





Maintained with absolute uniformity, just to base of 
teeth, by “Lenox” Diemaster method of temper control 


PACKAGED IN THE LENOX SAFE-T-BOX 


Packaged in 100 foot coils in safety box—any length 
material can be drawn out, cut off and unused portion 
rolled back, no end left hanging out or no metal corners to 
be scratched or cut on. This safety feature is important. 
Window shows unused portion of coil. 


No Metal to Cut the Hand 





Roll out length desired Roll back unused portion 


“THE BLADE IN THE PLAID BOX” 


SPRINGFIELD 1, MASS. 
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| Selling War Plants 


Peicemeal Proposed 


Business leaders in Los Angeles are 
urging sub-division of large war plants 
as though they were real estate tracts, 
Industrialists have told Parley P. Eccles, 
representative of the Senate Surplus 
Property sub-committee, that some gov- 
ernment financed plants in the Los 
Angeles area were so large that it 
would tax individual firms or operators 
to take them over. 

James F. Bone, manager of the in- 
dustrial department of the Los Angeles 
Chamber of Commerce urged Mr. Eccles 
to carry back to Washington an appeal 
that disposition of the plants to pri- 
vate ownership be accomplished as soon 
as possible. This would aid consider- 
ably in speeding up the reconversion 
process, he added, and would provide 
employment for dismissed war workers 
at an earlier date than otherwise. 


Female Woodchopper, 
Distributor’s Customer 


Women workers are common in most 
industries these days, but Mrs. Lucille 
Sexton has the unique position of op- 
erating a contracting and trucking busi- 
ness in Collierville, Tenn. Many of her 
woodcutting tools are supplied by the 
Riechman-Crosby Co., Memphis dis- 
tributor, and only recently she _pur- 
chased two Disston chain saws to speed 
up cutting operations. 

Each morning at 8 o’clock, Mrs. Sex- 
ton goes into the bottom lands and 
cuts down trees that average 3-ft. or 
less in diameter. Cutting 15 cords of 
timber is just an average day’s work 
for her. She owns two trucks and has 
drivers who haul during the day, but 
there is always a load left at the end 


| of the day. and she hauls this to the 





| 


saw mill in Memphis each evening. 
Mrs. Sexton explains that, “when you 
operate your own business, you can’t 
have special hours.” 





Mrs. Lucille Sexton, a timber cutter of Col- 
| lierville, Tenn., operates a portable power 
chain saw to cut down a cypress tree. 
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Relaxing between innings of a softball 
game at the annual sales outing of the 
Masback Hardware Co., Inc., New York 
City, held at Indian Point, N. Y., are (left 
to right) M. Rogers, R. Reeg and Al Lange. 
Swimming and track contests were staged 
also and awards were presented to win- 
ners at a dinner on the Hudson River Day 
Line steamer en route to New York. About 
75 members of the organization attended. 


Shrink Fitting 
By Freezing 


Among the uses of freezing units in 
the production line, says the Refrigera- 
tion Equipment Manufacturers Associ- 
ation, is the shrink fitting of metal parts. 
One group of mechanical cold cabinets 
with automatic feeding systems helped 
mass production of gasoline engines by 
chilling valve inserts in cylinder blocks 
and writs pin bushings for pistons be- 
fore they were fitted. Resulting in 
added production, this idea is expected 
to be widely used when the automotive 
industry swings into mass production, 
the REMA feels. 

In the aircraft industry, output in one 
department of a leading manufacturer 
was boosted 100 percent with a sim- 
ple mechanically refrigerated unit 
which freezes one part of a landing strut 
at 70 degrees below for shrinking pur- 
poses, the association points out. 








The office staff of the N. T. Bushnell Co., 
New Haven, boasts quite an array of 
feminine beauty, as evidenced here by 
the presence of Doris Pohlman, Marian 
Patchulis, Tillie Gontarek, Caroline Fenn 
and Betty Schmittgall. 











TRADE MARK 





BAND SAW BLADES 





This type of saw has course teeth . . . 2, 3, 4 and 6 per inch 


Especially adapted for soft metals that have a tend- 
ency to stick or clog in the Gullets of the saw tooth. 


Advantageously used on many operations in sawing. 


Non-Ferrous Metals Hard Woods 
Aluminum Carbon Fibre 
Magnesium Brake Lining Asbestos 
Plastics Hard Rubber Plywood 

Soft Brass Sponge Rubber Builder’s Board 


THE MARKET AWAITS YOUR ACTION 


FOR SAFETY SELL 


, "LENOY VE 


Made of 
Molybdenum 
High Speed 
Steel 





AN UNBREAKABLE HANDBLADE 

THE SAFETY HACK SAW SENSATION 
The back of the hand Blade is annealed so as to make it un- 
breakable, and the tooth edge is hardened for durability. May 
be used under all awkward sawing conditions, or by inexperi- 
enced men, with complete satisfaction and fast cutting speed. 
Sharp twists and kinks, which are the main reason for saw 
breakage, are absorbed without damaging this HACKMASTER 
Blade. 


FOR SAFETY, SERVICE and SATISFACTION SELL LENOX 
"The Blades in the Plaid Box'' 


AMERICAN SAW & MFG. CO. SPRINGFIELD 1, MASS. 
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ADVANTAGE TO GET TOGETHER 


%* The New MERCURY Twist Drill shown answers industry's 
demand for a small diameter twist drill with heavier cross 
sections. The MERCURY lends itself readily to fast cutting 
under heavy feeds—flutes are of a faster spiral, well rounded, 
highly finished chip chutes, extra heavy webs, and margins 
of extreme hardness and smoothness. Special heat treatment 
produces a black-all-over, extremely dense surface hardness. 
We want to contact Distributors who are looking far enough 
ahead to sense the importance of handling COGSDILL 
Products—Twist Drills, Center Drills, Reamers—they hold first 
place with some of the country’s largest industries—Automo- 
tive—Metal Working—Aviation—etc. These distributorships 
might interest you. 


POP BOPP LIL LP 


PLA 


COGSDILL TWIST DRILL COMPANY 
BOX 97—COLLEGE PARK STATION—DETROIT, MICH. 


SPB BPP we" 


IT'S TO OUR MUTUAL 
} 
} 
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Handling all Government department ac- 


counts such as Army, Navy, Coast Guard, 
keeps F. B. Tarrant coming and going from 
his desk at Taylor-Parker Company, Nor- 
folk, Va., which is the reason why Mr. 
Tarrant keeps his straw hat handy. 





Chart Eliminates 
Inventory Calculations 


A basically new development inven- 
tory record control which utilizes a 
revolutionary computing chart was an- 
nounced by the Systems Division of 
Remington Rand Inc. Termed by pio- 
neer users as “the chart that thinks”, 
the device directly converts actual and 
available inventory quantities into the 
time it will take to consume them. It 
is applied to the control of inventories, 
of raw material, finished parts. pur- 
chased parts, perishable tools and sup- 
plies, and other inventory items. It sig- 
nals order point, expediting point, nor- 
mal, under-stock, out-of-stock, and 
excess stock positions. It makes manage- 
ment-by-exception automatic in inven- 
tory control. 

The chart has been thoroughly field 
tested by a group of manufacturers, 
wholesalers and retailers by whom its 
practicability has been proved. Besides 
enforcing management - by - exception 
through concentration of attention on 
action points (order, expediting, over- 
stock and out-of-stock), the chart is 
supposed to promote accuracy and re- 
duce clerical costs and time because 
neither clerks nor supervisors make any 
calculations to convert quantities on 
hand into terms of time. 


| Allison Appointed 


To WPB Rubber Unit 


George L. Allison of the B. F. Good- 
rich Co., Akron, Ohio, is now assistant 
director of technical operations in the 
Rubber Bureau of the WPB, replacing 
Thomas J. Newton who returned to the 
United States Rubber Co., Detroit. Mr. 
Allison became full-time consultant in 
the office of rubber director in August 
1943 and worked on conversions to syn- 
thetic rubber in tires and tubes. Since 
October 1944, he had been a part-time 
rubber bureau consultant. He joined the 
Goodrich firm in 1917. 
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Buy another 


War Bond Today 


COLUMBIAN 
VISE & MFG. CO. 


9025 BESSEMER AVE. 
CLEVELAND 4, OHIO 


ERS OF VISES 












CUT-OFF 


CHICAG WHEELS 


MADE WITH RT THE NEW BOND THAT HOLDS 
ITS OWN GIVES ONLY WHEN IT MUST! 


From the swift era of war production comes 
another modern miracle, the cut-off wheel— 
man power and man hour saver—fcr the fastest, 
smoothest method of cutting tubing, wire, steel and 
brass sheets, glass, porcelain, Stellite, tungsten, plas- 
tics, laminates and other hard-to-slice materials. 





When RT, the special formula bond wuts developed, 
it put the cool-running CHICAGOS ‘way out in front 
in real performance records. 


Available in rubber or resinoid—a full range of styles 
and sizes. 3 bond types—for every operation. 


Write for illustrated circular 


DISTRIBUTORS —tThis Advertisement is appearing i1 leading industrial 
publications, Write for Catalog and Engineering Survey Forms helpful in 
getting the right solution to your customers’ grinding problems. 


CHICAGO WHEEL & MFG. CO. 


Originators of the famous Chicago Soft Rubber Polishiny Wheels 
1101 W. Monroe St., Dept. MB Chicago 7, Ill. 











C Send Cireuler : MB 
C0 Send Test Wheel EE. 64 sup <xww oplomk oie bs tweet iad one ale ex eke 
Stee 2. esses seers INS x... capeeelneineseds cs .tedeabboreas \ sca 
Te Me esensencus 
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Lackner Promoted 
By Allis-Chalmers 


ROBERT V. LACKNER 


Allis-Chalmers Manufacturing Com 
pany has announced two promotions, 
Robert V. Lackner has been made field 
engineer for the Pittsburgh district 
office. J. Warren Roberts was made 
branch manager of the Chattanooga 
office. Mr. Lackner is a native of Pitts- 
burgh. For the past nine years he has 
been with Carnegie-Illinois Steel Cor- 
poration at its Dusquesne Works. He 
will render service to the steel and alloy 
industries in the Pittsburgh area Mr. 
Roberts was employed by firms in the 
electric and power business prior to 


| joining the Allis-Chalmers office in 1941. 


_ Jensen Is Sterling 


Export Manager 


John C. Jensen was appointed ex 
port manager for Sterling Tool Products 
Co., Chicago, and will leave this month 
for a six-to-eight month trip to 10 Latin 
American countries to establ'sh distrib- 
utor outlets and make complete arrange- 
ments for advertising and sales promo- 
tion. 

Mr. Jensen has studied markets for 


| the International Edition of Readers 
| Digest. was manager of radio propa 
| ganda distribution for the Coordinator 


of Latin American Affairs and was vice 
president in charge of Latin American 
operations for H. N. Elterich, Inc.. New 
York City export agency. 


Lynn Associated 
With Federtl Tool 


William T. Lynn, until recently 4 
salesman for the Keystone Tool & Sup 
ply Co., Los Angeles, has joined the 
sales organization of the Federal Tool 
& Supply Co., Los Angeles. 
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e It takes more engineering than you might think 
to make really good shackles. We know, because 
we’ve been making good shackles for years. And, 


every once in a while, we find a way to make them 
even better. 


ACCO SHACKLES are forged from fine grain steel 
which has superior forging qualities—a steel which 
can be depended upon for uniform product with 
uniform tensile strength. 

All ACCO SHACKLES are forged in solid dies. Most 
sizes are drop-forged already bent. This also in- 
sures greater uniformity. 


n 1941. 


Every shackle is rigidly inspected. Special lights 
) Latin ACCO SHACKLES are made in enable inspectors to see even the smallest defect. 
li : i both chain and anchor type— It is al ti ible f fault hackle t 
istrib- of material from 1 inch to 2 18 aimos impossible for a faulty shackle to get 
range inches—with round pin or by ACCO inspectors. 


promo- screw pin—finished self-col- : : : 
sel; Sietiadceteind In the case of shackles with a screw pin, the pin 


ts for shipped in kegs or barrels, is drop-forged and accurately threaded for con- 
saders depending on quantity. , i 

: tinued easy operation. 
propa: . ; 
linator ACCO SHACKLES, in short, are made to do their 
as vice job—better. 
erican —aoasuapee 


.. New * 


month 


York, Pa., Boston, Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, San Francisco, Portland 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE « srivcerort 
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ASK YOUR DISTRIBUTOR ABOUT THE 


FORD LINE 


TRIBLOC Quality spur-gear, ball-bearing hoist. 
Made throughout of high-grade drop-forgings 
and malleable castings of certified grade. Low 
in both first-cost and maintenance expense. 


IMPROVED SCREW/ HOIST This sturdy, 
dependable hoist was designed primar- 
ily for use where it is necessary to have 
a portable hoist. It‘is especially useful 
for riggers, general repair men, or in 
foundries where exceptionally smooth 
operation is required. 

\ 


PORT-O-BLOC This roro 
hoist is patterned after the 
differential type but is made 
much more efficient through 
the introduction of ball bear- 
ings at axial points. 


DIFFERENTIAL 


Here is the simplest 
construction of all 
hand hoists. It has 
the advantages of 
light weight, port- 
ability, and low 
price. 
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ARMY TYPE PLAIN OR GEARED 


PLAIN OR GEARED 


@ For extended hand wheel hoists, chain winches, jib cranes, or 
complete hoist units, your distributor is the man to see. Send 
today for specification bulletin on FORD HOISTING EQUIPMENT. 


Order from Your Distributor 
; co Philadelphia, Chicago, San Francisco, Denver, 
a Les Angeles, Portland, Bridgeport, Conn. 


“feb FORD CHAIN BLOCK DIVISION 
= AMERICAN CHAIN & CABLE 


“mW YD In Business for Your Safety 
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Ward Dougherty has been appointed man., 
ager of the newly established export de 
partment of the Osborn Mfg. Co., Cleve 
land. With the company for 25 years, he 
was formerly manager of the machine 
division contract department. 





C. S. Headley Dies, 
Miami Distributor 

Charles S. Headley, retired vice-pres- 
ident and manager of the Beach Mill 
& Supply Co., Miami Beach, died sud: 
denly on August 1 at his home in Surt- 
side, Fla. He was 70 years old. 

On his company’s retired list for only 
a year, Mr. Headley was originally a 
native of Ocean City, N. J., but meni 
to Florida 24 years ago. He helped or- 
ganize the Beach Mill & Supply Co. 
in 1927, and was always active in com- 
munity affairs. 

Surviving are his wife, Mrs. Leila B. 
Headley; a brother, Harry Headley, 
former mayor of Ocean City, and three 
half-brothers and a half-sister. 


Machine Tool 
Cutbacks Small 


Authorities in the machine tool in 
dustry reported that comparatively fe 
equipment orders have been terminated 
in the first two weeks after the news 0 
the Japanese capitulation although @ 
flood of war contract cancellations hit 
the nation’s industries. “Cancellations 
have been light to date,” one spokes 
man declared. He added that some 0 
the large companies in the industn 
have placed more new orders on thei 
books than the total of cancelled cot- 
tracts. 

The machine tool industry had ! 
backlog of unfilled orders amounting 
an estimated $256,000,000 just prio 
to V-J Day and shipments in recet! 
months have been placed at the monthh 
rate of about $40,000,000. 

The future of the industry depend 
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SPEED is 


ESSENTIAL TODAY 


---AND TOMORROW 
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ited man-, 


S| | ne SAAOWAY 
| ae: is WRIGHT 


ice-pres x 8 : es Get an IMPROVED WRIGHT SPEEDWAY ELECTRIC HOIST as soon as 
ve a : ale possible—not only for the help it will be in the hurry-up 
in Surf. Laan job of today, but for the necessary speed and lowered 





production costs it will afford both now and tomorrow. 

















for only 
nally The WRIGHT SPEEDWAY ELECTRIC speeds up work, makes jobs 
Peer ‘a at . easier. It saves labor time, cuts handling costs. _ 
ply Co, ne The speepway ELEcTRIC is a sturdy, lightweight, wire 
In com: 
rope hoist, designed for fast lifting on assembly floors 
a at and for general use. Designed with spur gear con- 
nd three ane struction, magnetic control and mechanical features 
found only in the more expensive production-type 
: hoists. Yet it is priced economically low. 
af eek : #4 Talk to your wriGut distributor about sPeeDway's advan- 
- a } 7 tages. He is listed in your classified telephone directory. 
yely few : 4 5 
minated y 
=] oe WRIGHT gop sf HA! HOISTS 
ions hit ex Fy « 
=]lations 3 
spokes- at 
some 0 
industry 
on. thei 
ed cot- N ¢¢co 
had 
— >. WRIGHT MANUFACTURING DIVISION 
vl AMERICAN CHAIN & CABLE 
Jepends reaoe He In Business for Your Safety 
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in a large measure, it was indicated, on 

what happens to the $2,500,000,000 in | / 
Government-owned machines. Some 
| authorities in the trade advocate a 

| policy of holding part of the equipment 
under United States control to provide t 













the ‘tools of manufacture in the event 


ail thas will bring of future emergencies. Although cancel- 


lations may still hit the industry, its 
i » rs R E A Ss E EB immediate future is considered satisfac- 
| tory in view of the backlog of orders. 

In an analysis of the backlog, a 

& RO is ! TS | spokesman said: “About $140,000,000 

is made up of rated orders, those held 

| under priorities. An additional $40,- 

000,000 in machine tool orders are for 

the automotive industry. The balance, 

or $76,000,000, are non-rated orders, ex- 
clusive of the auto industry.” 


Combat Vehicle 
| Parts In Surplus 





A substaiitial supply of parts for com- « 
bat vehicles will be available from fu- 4 
ture surplus declarations, the Surplus 
Property Board informed members of 
the motor truck manufacturers advisory 
committee. Several million dollars 
worth of parts have already been de- 
clared surplus and have been offered 
on a “spot sale” basis to qualified serv- 
ice garage dealers, distributors, job- 
bers and manufacturers in a series of 
| sales which began Aug. 6. 

The committee recommended that 
prices be established as close as possi- 
ble to the normal trade practice, and 


f 
offered the experience of the industry ' 





in the establishment of standards to de- 
termine obsolescence. 
The committee was consolidated with 


ee hOw Being the automobile manufacturers group 


and henceforth will be known as the 


* automobile and truck advisory commit- 
Distributed to °: 
THOUSANDS OF METAL | 











CUTTING SAW BUYERS | e7 
Hunoreps of metal cutting saw buyers and users ae 
in your territory have already received this valuable handbook. abl. 
Packed with up-to-the-minute data on metal sawing, and com- the 
pip 
»  Plete information and description of the Barnes hack saw blade | ing 
and band saw line, this book will be kept for constant reference | mo: 
and will prove a valuable selling piece for aggressive distributors ne 
who wish to increase their saw “dollar volume.” Write us for the you 
quantity of these handbooks you need to serve your customers. | a 
| 





Hyman Goldberg, left, of Parker-Kalon 
Corp., New York, and J. Bryce Weaver, 
W. T. Weaver & Sons, Washington, D. C., 

| look as though they were about to give 
old man par a good thumping. 
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‘Something NEW in 
Better Pipe Cutting / 







with fast-action, 
thin-blade 
cutter wheel 














® The instant your customers pick 
up this new RItaiD pipe cutter, 
with its rugged new style malle- 
able frame, they like the feel of it, 
the efficient balance—and it cuts 
pipe with the easy speed that feel- 
ing suggests. True clean cuts, al- 
most without burr, the thin tool- 
steel blade wheel rolling right 
through with least effort. It pays 
you to introduce them to this new 
Rigai> We do our best to keep 
you supplied. 


i 
~~. 


J 
ions) 
5 


They like this No. 

4,2 4-wheel cutter, 

too—fast quartey 
turn cutting. 





Millions of RIFAID 


Tools in use 





¥ 
Bettie THREADING 


WITH Lda. WORK 


with this direct- 
action, non-wobbling 


RikkiIb 


No.1R POSTER 










WORK-SAVER PIPE TOOLS 





@® Buyers see its advantages the 
minute they compare this No. 1R 
with any other poster threader. 
The quick-set fool-proof work- 
holder saves time—and no bush- 
ings to bother with. Handle pulls 
head and dies directly—no indirect 
action over workholder — posts 
merely taper thread—no cockwob- 
ble, threading is faster with less 
effort, better threads. Alloy or high-speed steel 
chaser dies for 1” to 2” pipe. A rugged steel-and- 
malleable tool—easy sales at a popular price! 





The Ridge Tool Company 
Elyria, Ohio, U.S. A. 
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THE HEART OF A DART 





is the True Ball Joint 
of its Two Bronze Seats 


Bronze-to-bronze seats, ground to form a true ball joint, 
distinguish the Dart Union from all others. Tight 
coupling is attained without a jam-joint; thus Darts may 
be taken down readily, and used over and over again. 
Pipe ends and nut are made from high-test, air-refined 
malleable castings; have high tensile strength and yield 
point; are practically indestructible. In length of trouble- 
free service, Darts are easily the most economical unions. 
That is why it will pay you to dem- 


av" 


“nll 


onstrate Darts to all of your cus- 





tomers—they’ll stay sold. 


DART 


vn t@ és DART UNIONS LIVE LONGER 
E. M. DART MFG. CO. Providence, Rhode Island 
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C. B. Lyon, vice president of C. S. Mersick 
& Co., New Haven distributor, listens to a 
customer’s plea for special service and 
promises to come through with the goods. 





William Costello Dies, 
New Britain Executive 


William F. Costello, vice-presidenf 
and a director of the New Britain Ma- 
chine Co., New Britain, Conn., died on 
July 25 after suffering a heart attack, 
He was 56 years old. 

A veteran of two World Wars, Mr, 
Costello was formerly a_ lieutenant 
colonel attached to the Springfield, 
Mass., ordnance district, but left the 
Army a year ago to resume his posi 
tion with the machine company. He was 
a well known figure in eastern machine 
tool industry circles. 

Born in St. John’s, N. F., he arrived 
in Bristol, Conn., as a boy and was 
employed by the New Departure Co, 

He leaves a widow, two brothers and 
a sister. 


Salvage Program 
Should Continue 


Declaring there was immediate dan- 
ger of the collapse of the nationwide 
salvage program before its job was fully 
completed, J. A. Krug, Chairman of the 
War Production Board emphasized that 
the salvage committees throughout the 
country should stay on the job lest the 
reconversion program be impaired. 

Paper salvage must continue, Mr. 
Krug said. Fats and oils likewise must 
be conserved as much as before. The 
same applies to tin cans. All of these 
materials are short and will continue to 
be short for some time. The salvaging 
of all of them is of importance to 
orderly reconversion. 


MacLeod In Charge 
Of Hubbard Company 


C. B. MacLeod has taken over the 
presidency and management of the Hub- 
bard Milling Co., Mankato, Minn., as 
of July 2, the firm announced recently. 
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Vis, correct for cleaning up both bottom and sides of beveled grooves 


is this “wheel” type Nicholson Cylindrical Shape Double Taper. 


Rotary File. Though the action above shows the Hand Cut type, this 
shape is also made in the Ground type (see comparative cuts in the 
typical Nicholson Rotary Files illustrated at the right). 


The Cylindrical Shape Double Taper is also used to clean out 
large gears; and in the aircraft industry where, in the Ground type, 
it is widely used for work on cylinder head fins which may have been 
damaged in the casting process, or to smooth down and blend out fins 
which may have broken out. 

The uses of Nicholson Rotary Files, in their various shapes, 
diameters and degrees of coarseness, are almost legion. They’re fast- 
working, time-saving, problem-solving. . . . And bearing the Nicholson 
trade-mark of quality, they assure everything to be desired in the way 
of trueness, proper cut, expert hardening—and fine high-speed steel. 
WRITE FOR CATALOG AND PRICE LIST—and for any special information you desire. 


NICHOLSON FILE CO. ¢ 91 ACORN STREET, PROVIDENCE 1, RHODE ISLAND 


(In Canada, Port Hope, Ont.) 
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16 SWares 


(in either Hand Cut or 
Ground ). 3 cuts—Coarse, 
Medium, Fine. Stock 
diameters— V/s" to 1s". 


HAND CUT GROUND 





ae 
a 
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Popular Gasket Beats Sheet 
Packing for Many Uses 


Good news for the thousands of users who have 
always preferred this type of gasket. 

The Metallized Goetze No. 2 Corrugated Metal- 
Asbestos Gasket is NOW AVAILABLE AGAIN. 
This Gasket has a bright metallic coating which 
increases resistance to heat, pressure, moisture and 
corrosion — providing much longer life. The me- 
tallic coating also prevents the gasket from stick- 
ing to flanges. Because it may be reused, this gasket 
actually costs no more than sheet packing in the 
long run, and saves many headaches in handling. 


a 


“Americas Oldest 
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Made of deeply corrugated metal with twisted and 
treated asbestos cord cemented into the corruga- 
tions on both faces, this gasket offers extreme 
resilience to compensate for uneven alignment or 
rough flange surfaces. 

Ask to have your name added to the list of engi- 
neers receiving “The Gasket” —a series of tech- 
nical bulletins containing original gasket data 
emanating from the Goetze Research Laboratory. 
Write on your company letterhead giving your 
position. 


GOETZE GASKET & PACKING CO., INC. 
26 ALLEN AVENUE, NEW BRUNSWICK, NEW JERSEY 
New York Philadelphia Pittsburgh 


Cleveland Detroit Chicago 
San Francisco Los Angeles Montreal 


Boston 
Cincinnati 
Houston 


GASKETS «& 


and Largest Industrial Gasket Manufacturer 
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VY Sell machined bar stock instead of rough bars. 
Your customers will save money, time and tools. 
Rough bars require more machining, weigh more 
and often wreck tools. 

Sell bronze bars that are machined on all sur- 
aces ... inside, outside and on the ends. Then, a 
quick finish cut is all that’s needed. 
¥ Sell precision machined stock that is absolutely 

oncentric ... ready to slip into a chuck. 
y Sell bronze bars that are made of long lived 
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HECK LIST 


FOR SELLING BRONZE BAR STOCK 


phosphor bronze such as Shook 664. This improved 
bearing alloy has greater load carrying capacity 
and is free from blow holes, cracks and spongy 
material because it is produced by Shook’s exclusive 
die casting process which eliminates the possibility 
of shaft-wearing sand particles being present. 

e/ Sell the size your customers need. Over 400 
stock sizes of bored bronze bars and over 50 sizes 
of solid bars ... all 13” long... are available for 
your stock. 


A. Ll the facts on Shook products are shown in Catalog 45. Write for it todayl 
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“y MAY be a funny-looking guy but I’m proud 

of my physique .. . my head is SPURRED 
for efficiency ... my body is ELECTRIFIED with 
strength and energy . . . my arms and legs are 
POWERFUL and UNTIRING and I can do all 
your LIFTING and PULLING jobs with an ease 
that is astounding . . . right now I’m working for 
Uncle Sam but Fil soon be free to work for you 
... Ask my boss about the thousand and one jobs 
ba I can do for you and what a help I'll be in the 
i post-war period.” 





ay 





Pex. 











you'd like our 
latest bulletins 
we'd be glad 
to send them 
to you. 









COFFING HOIST COMPANY 


RATCHET LEVER HOISTS - SPUR GEAR HOISTS - ELECTRIC HOISTS 
LOAD BINDERS - DIFFERENTIAL HOISTS - TROLLEYS 


DANVILLE, ILLINOIS 
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Worthington Executive 


| Gets Additional Post 


HOBART C. RAMSEY 


Hobart C. Ramsey, executive vice 
president of Worthington Pump and 
Machinery Corp., has also been named 
president of the Ransome Machinery 
Co., Worthington subsidiary in Dun. 
ellen, N. J., where concrete mixers and 
road pavers are made. 

J. G. Ten Eyck, who has just com- 
pleted five years active ,service with 
the U. S. Navy and who was formerly 
president of the industrial engineering 
firm of Ten Eyck, Inc., was named vice 
president and general manager of the 
Dunellen plant. Kenneth W. Horsman, 
former superintendent of welding and 
steel fabrication at the Harrison, N. 
J., plant, was transferred to Ransome as 
works manager. 

Mr. Ten Eyck and Carl F. Oexchsle, 
vice president in charge of sales, were 
made directors of the Ransome Co. 


Head Of Lewis Supply 
Starts Diesel Firm 


T. W. Lewis, president of the Lewis 
Supply €o., Memphis, has divorced the 
diesel engine department from his sup- 
ply firm, and has announced the in- 
corporation of the Lewis-Diesel Engine 
Co., Memphis. Officers of the new con- 
cern are: T. W. Lewis, president, and 
E. Womble, vice-president and general 
manager. 


Star Joins 
Lowry Sales Force 


Andrew A. Star, formerly connected 
with Engineering Service, Inc., Detroit, 
has joined the Lowry Electric Co., Inc., 
Williamsport, Pa., as sales engineer for 
the products of the Carboloy Co. 
Niagara Falls. 
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F.L.A.T, are the initials of a type of power transmission that 
has been in existence for several years . . . but has only re- 
cently begun to reach popularity. Up till now, you have 
known it as the “pivoted base” or “Automatic Tension” drive. 

Today, there is real promotion behind Flat Leather Auto- 
matic Tension drive ...and there is a wealth of evidence that, 
in almost every case, F.L.A.T. drive is the most efficient, 
most economical short-center drive. 

More and more, your customers will be asking you about it 
... because the A.L.B.A. advertising campaign and Graton 
& Knight’s own advertising are featuring it. So make sure 
tat. 


1. you know all the sales points on F.L.A.T. drive: automatic 
regulation of tension . . . high efficiency above or below 
rated capacity ... less maintenance . . . longer belt life. 

. you provide your customer with Graton & Knight’s Belt- 
ing Manual which contains all the facts on F.L.A.T. drive. 


\eS@2 


The qualities that Graton & Knight Company builds into 
its ‘““Research’”’ belting are exactly the qualities that are re- 
quired for conditions presented by a F.L.A.T. drive — short 
center distance, one small pulley. 
® Its greater pliability means it can withstand the constant 
flexing. 
® Its “Built-in” pulley grip means less tension required to 
deliver full power without slip. 
® No idlers are necessary. 
® Minimum stretch means longest, uninterrupted service. 
A “Research” Leather Belt on a F.L.A.T. drive will outlive 
a rubber V-belt on a corresponding drive by a wide margin. 
Graton & Knight Co., 339 Franklin St., Worcester 4, Mass. 


ia, 


from Graton & Knight's line of leather belting — the most complete for all applications. Graton & Knight | 
distributors are listed under ‘Graton & Knight’ in ‘Belting ’’ section of Classified Telephone Directory 
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_ There’s NO LIMIT to Your Prospects 
for this versatile Black & Decker Tool 


Yes, every plant or shop has many uses for a 
Black & Decker 7'' Heavy Duty Sander. For 
example, it drives wire cup brushes for such 
jobs as remcving old paint, rust and scale; 
cleaning castings, structural metal, tanks and 
boat hulls. (And don’t forget that Black & 
Decker Wire Cup Brushes—engineered and 
made in our own plant for high speed work— 
are definitely better, tougher, stand up longer 
on cleaning jobs of every kind.) 


Getting back to the Sander, the same tool 
drives two types-of grinding wheels, for 
everything from grinding welds and casting 


| 
a> 
oS 





PORTABLE 


MILL SUPPLIES * 


ridges to surfacing concrete, stone or tile. It 
drives rotary gouging and planing heads for 
shaping and semi-finishing lumber. It drives 
19 different kinds of abrasive discs for sand- 
ing and smoothing any surface. 


Black & Decker Sanders, Wire Cup Brushes 
and other attachments are being advertised 
to your trade in many publications this month. 
And every Sander sale means continuing sales 
of attachments. Talk Sanders and their wide 
variety of applications on every call. The 
Black & Decker Mfg. Co., 617 Pennsylvania 
Ave., Towson 4, Maryland. 


LEADING DISTRIBUTORS EVERYWHERE SELL 


Yc & 


Gan 


TOOLS 
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ELECTRIC 
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| Plans for expanding and streamlining the 
business are the main topic of discussion 
between A. George Lindquist and his 
uncle, C. G. Lindquist, vice-president and 
president respectively, of the Lindquist 
Hardware Co., Bridgeport, Conn. 








Sales Executives 
Define Salesman 


The Chicago Sales Executives Club 
has 273 members who employ and 
| direct more than 50,000 salesmen. Re- 
| cently, to further its studies in “what 

makes a salesman”, the club prepared a 
| list of 65 traits and submitted it to the 
members. They were asked to check 
those traits which they felt were the 
most important in a salesman. On the 
survey blanks, the traits were weighted 
and scored. (Ten points if rated first, ( 
nine if second, etc.) The score for the ‘ 
first ten: 1 

Dependability, 171; Self-manage- 
ment, 156; Integrity, 145; Knowledge 
of Product, 106; Industriousness, 103; 
Sincerity, 98; Work Organization, 97; 1 

{ 





1 
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Judgment, 97; Sales Ethics, 91; Ac- 
ceptance of Responsibility, 89. 

Other traits, in the order of their 
rating, were as follows: Understanding | 
of Buying Motives, Initiative, Courtesy, 
Determination, Care of Health, Follow- 
ing Instructions, Friendliness, Aggres- 
siveness, Resourcefulness, Appreciation 


CROSBY CLIPS are a profitable stock item—and distributors | of Selling as a Road to Success, Di- 









do a consistently good business on them. plomacy, Mental Organization, Per- 
. suasiveness, Consideration of Others and 
Strong brand preference exists . . . quality is never questioned | Persistence. . 


. .. demand is steady . . . turnover is rapid. 


Seaboard Metals 
Just enough distributors to serve each market are used and those Merge d With Alvo 


selected are fully protected. 

The Seaboard Metals & Supply Co.. 
Los Angeles, has been merged with the 
Manufactured by AMERICAN HOIST & DERRICK CO., St. Paul 1, Minnesota Alvo Nut & Bolt Co., Log Angeles man- 
ufacturer and distributor of threaded 
products. The company, under the Alvo 


name, is being operated under the man- 
agership of George A. Wutt, former head 
of Seaboard. 

J. Norman Acoff, owner of the com- 


bine, plans to discontinue manufactur- 
ing activities and concentrate on dis- 
tribution. The Seaboard firm name will 
be used in the future for a new supply 
firm dealing in stainless steel and non- 
| ferrous items. HEN 
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Fiw industries have faced a 
manpower shortage greater 
than that of the timberman. Yet 
despite this handicap, greatly 
increased production was demanded. The application of new 
methods or the use of new equipment seemed the only answer. 


A Disstoneer had been called in by Army engineers and given the 
problem of developing a mechanical saw for military use. The solu- 
tion was found in the Disston Chain Saw, with Mercury Gasoline 
Engine. Today, thousands of the same time and cost saving saws 
are used in our forests, in our mines and in many industries. 


Operations have been carefully watched and studied. During the 
same time, additional research was carried on in the Disston labora- 
tories. And now Disston is ready to announce— 


The New “G-AY” Model Disston Chain Saw, one of the finest cut- 
ting tools Disston ever made. Though unchanged in principle, 
this new saw has many improvements: added power and important 
new features... faster, steadier running... increased ease and 
economy of operation... greater sturdiness...easy to operate...etc. 


Another clear-cud case 
of Dissdon leadership 


* DISSTONEER — a man who com- 
bines the experience of Disston 
—— and sound engineer- 
ing knowledge to find the right 
tool for you—to cut wood, to 
cut metal and other materials— 
and TO CUT YOUR COST 
OF PRODUCTION—xot only 
on special work, but on ordinary 
“obs as well. 


OUTSTANDING FEATURES OF NEW “G-AY” MODEL 






OF THE 


DISSTON 
CHAIN SAW 


This advertisement announces a 
new and improved Disston Chain 
Saw, one of the finest cutting 
tools ever to bear the Disston 
name. 


Air Cleaner to keep sawdust 
and dirt from engine 
carburetor. 


Fuel Filter (built in gasoline 
tank). 
Die cast cooling fan. 


Die cast cylinder, with in- 
creased number of fins, pro- 


viding greater cooling area. 


Reduction gear ratio of 3:1 
—Provides more efficient 
chain operating s 


Positive multiple disc clutch, 
13 plates. 


Conveniently located throttle 
may be setin “open” position. 


Muffler prevents exhaust 
from annoying operator. 


Equipped with “L” pattern 
chains. 


Equipped with 3-rib protec- 
tion cradle underneath engine. 


And others. 


The advertisement, with adap- 
tations, appears in the following 
publications read by your cus- 
tomers: the October 1st and 29th 
issues of Newsweek, the Sep- 
tember 29th and October 27th 
issues of Business Week, the 
September 15th issue of Modern 
Industry, the September 27th 
issue of American Machinist, 
and the October issue of Mill 
and Factory. 








HENRY DISSTON & SONS, INC, 923 Tacony, Philadelphia 35, Pa, U.S. A. 
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HENRY DISSTON & SONS, INC. 
923 Tacony, Philadelphia 35, Pa, U.S.A. 


Branches: Boston, Chicago, Detroit, Memphis, New 
Orleans, Seattle, Portland, Ore., San Francisco, 
Vancouver, B. C. jan Factory: Toronto. 
Australian Factory: Sydney, N.S. W. 





Norton Has a Complete Line 
of Segments 


In Sizes and Shapes 
for all Popular 
Chucks 


i Norton Segments are available in 
Worcester stock for nearly every surfac- 
ing job—in sizes and shapes for all kinds 
of chucks and in a wide variety of speci- 
fications: Alundum, 19 Alundum, 38 Alun- 
dum, 57 Alundum and Crystolon abrasives; 
Vitrified, BE Vitrified, Resinoid and Silicate 
bonds. 


OPEN STRUCTURE — Popular now for 
many surfacing jobs are Norton Open 
Structure Segments. Their large pore space 
means bigger chip chambers and more room 
for coolant—gives a faster, cooler cutting 
action. 


And Norton abrasive engineers are ready to 
help survey customer’s surfacing jobs and 
specify just the right segments. 


NORTON COMPANY, Worcester 6, Mass. 


SABE See, 


MILL SUPPLIES © SEPTEMBER, 1945 

















UMI 


EASIER TO SELL 


Because... 





Easy to get on... Easy to get off 
Yet always tight on the shaft 


A 60-second demonstration will tell practically 
all a prospect needs to know about WORTH- 
INGTON QD SHEAVES. Their simple 2-piece 
construction makes handling so effortless that 
your customer will readily understand why they 
have become the standard of the industry. 


EASIER TO SELL 


Because... 





this manual makes 
V-drive selection easy 


THE WORTHINGTON MULTI-V-DRIVE MASTER 
MANUAL Offers you V-drive information logically 
and conveniently organized. Its simple, accurate 
data will make it easy for your prospects to select 
the right drive in 3 minutes by the watch. 








EASIER TO SELL 


Because... 





your efforts are supported by 


THE WORTHINGTON MARKET PENETRA- 
TION PROGRAM which includes: 


1, convincing advertisements. in leading trade 
papers; 

2. blanket distribution of Manual and follow- 
up mailings; 4 

3. broadsides, folders, blotters Chia your 
imprint and a ll: plan that simplifies 
their use; 

4. personal support of Worthingtadl salesmen 
and engineers. 
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A WORTHINGTON 
MULTI-V-DRIVE FRANCHISE 
IS AN EASY SOURCE 
OF PROFIT 


With a product that sells itself, a manual that 
makes drive selection easy and a program that 
supports your selling efforts, you'll gather a 
profitable harvest from your protected territory 
when you have a Worthington Multi-V-Drive 
Franchise. Write for more reasons why there's 
more worth in Worthington. Worthington Pump and 
Machinery Corporation, Standard Products Division, 
Harrison, N. J. 


WORTHINGTON 
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rishtboy® 


Gives Your Customers A Revelation In 
RUBBER-CUSHIONED 


BURRING - FINISHING - POLISHING 





TAKE ADVANTAGE NOW of the transition period in production 
change-over. Tell your customers about the wide, work-saving, 
product-improving opportunities offered by Brightboy. 


SALESMEN find Brightboy the ideal “door opener” for customer- 
discussion of ways and means of doing metal finishing jobs faster 
and better. The proved, war-product applications of Brightboy, recog- 
nized pioneer in metal finishing, open up new opportunities for cus- 
tomers in the competitive manufacture of consumer products 


EXPLAIN how Brightboy’s resilient, all-through rubber binder rubs 
and cleans; how, at the same time, it also joins with and cushions the 
abrasive in a close-tolerance, burring and finishing action. The re- 
sultant finish frequently constitutes the final polish. 


“ With these NEW PRODUCTION METHODS available for con- 
sumer-product manufacture, you can’t afford to overlook what 
Brightboy offers! 


A COMPLETE LINE IN THREE TEXTURES FOR MANUAL AND MACHINE OPERATIONS 


Brightboy STANDARD 


A favorite for burring, finishing and polishing on the widest variety of . 
metals and metal parts. 


BRIGHTBOY INDUSTRIAL DIVISION 
WELDON ROBERTS RUBBER CO., Newark 7, N. J. 
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WIDE SALES OPPORTUNITIES 


Distributors throughout the country are enjoying the wide, popular 
demand created and pioneered by Brightboy—the recognized and out- 
standing line of rubber-bonded abrasives, complete, in 3 textures, for 
manual and machine operations. 


Distributors are enjoying the benefits of Brightboy’s established, se- 
lected-distributor franchise plan—COMPLETE, with: 


* Liberal profit margin; 

Sales-promotion aids geographically "geared" to the territory, 
Personal sales cooperation by Brightboy field representatives, 
* Extensive advertising in outstanding industrial publications, 


* WIDESPREAD RECOGNITION AND ACCEPTANCE 
Ask us now about distributor-franchise opportunities in YOUR TERRITORY 


ody 
a 


Brightboy FINE-TEX 


Smoother, finer texture for work on Tougher texture, for finishing hard 
softer metals, producing special finishes metals. The tougher binder accents the 
and for applications where the coarser abrasive action yet retains the soft rub- 
wheel might not be suitable. ber cushion, finishing and pre-polishing 


Gives YOU 


Brightboy TUFF-TEX 


in one operation. 


BAND SAWS 


Many years of saw making ex- 
perience are built into "Ster- 
ling" metal-cutting band saws. 


These tough, free-cutting saws give greater 
efficiency and increased life, reducing operat- 
ing cost. Here is a band saw your customers 
will like and ask for—assuring you repeat 
orders. 


Sterling band saws is one item of the com- 
plete line of ‘Sterling’ and “Super-Sterling” 
metal cutting saws, a profitable line for progres- 
sive Mill Supply Distributors. 


We invite you to inquire 
about our distributor plan. 


The Complete Line.....PLUS 
Supe: 
Steri:ng 


BUFFAL NEM v.04 





DIAMOND SAW WORKS, inc 





Steve D. Adams, formerly an industrial 


| supply buyer for the Bethlehem Steel Co., 


Bethlehem, Pa., has joined the sales staff 


| of the Billings & Spencer Co., Hartford, 


Conn. He will represent the company in 


| Pennsylvania, Delaware, and part of New 
| Jersey and Maryland. 





| Transportation Laws 


Held Inconsistent 


Congress must devise some formula 


| for equalizing or spreading over all 
| forms of carriers the benefits of gov- 


ernment expenditures, said Donald D. 


| Conn, executive vice-president of the 
| Transportation Association of America — 


at a recently held forum of the New 


| York Board of Trade. He explained the 


association’s plan for permitting com- 
mon ownership’ of transportation facili- 


| ties so that there would eventually be 
| “transportation companies” instead of 


railroad companies, air transport com- 


| panies, motor transport companies and 
; SO ON. 


Present laws dealing with transporta- 


| tion regulation, he said, were largely 


inept and inconsistent. There should be 
a complete overhauling of structure and 
methods, he added. One of the specific 
things he suggested was that there 
should be one regulatory body dealing 


| with all kinds of domestic common 


carriers. 


Dr. Moss Honored 
By Engineers’ Group 


Dr. Sanford A. Moss, consulting engi- 
neer with General Electric’s Lynn, 
Mass., River Works, and pioneer in air- 
craft superchargers and the famous tur- 
bosuperchargers largely responsible for 
the increased range, speed and altitude 
of modern aircraft, was awatded the 
Holley Medal for 1945 by the American 


| Society of Mechanical Engineer® 





MILL SUPPLIES * SEPTEMBER, 1945 r 
UM 





JOBBERS: 


Your territory 
may still be 
open. Write or 
wire for our 
proposition. 


PNEUMATIC TOOLS 


Now—the growing line of ARO Pneumatic Tools 
overs practically every assembly job! 

This brings ARO-Engineered accuracy, speed and 
dependability to the whole wide, range of assembly 
Dperations such as nut-setting, screw-driving, burring, 
iling, grinding, polishing and countless other small 
ool jobs, Combining stall-proof power with light- 


MILL SUPPLIES 


weight construction—these tools mean less fatigue 
.-+.more production! In war production, ARO Tools 
have been used for many special jobs. They can be 
easily adapted to unusual requirements in your plant. 
Talk to your nearest ARO Field Engineer for help with 
your special tool problems. Write for catalog. The 
Aro Equipment Corporation, Bryan, Ohio. 
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SHORT DISTANCE 






eeeeeeeeeeeeeeeeeeeeeeee 


e Shaft Hangers 

« Bicycle Type Sheaves 
« V-Belt Drives 

« Cast Iron Pulleys 

e Steel Rim Pulleys 

« Ring Oiling Bearings 

e Wick Oiling Bearings 
« Belt Tighteners 





TO THE ANSWER ON POWER 


TRANSMISSION PROBLEMS 


SOCSCSSCSSSESSCSCSSESSCSSSSSESSESESSSESSSESESESEESEESEESEEE 


. 

“Patents make Jobs" 

e Chain Drives 

« Set Collars 

e Hercules Pulleys 

e Wood Pulleys 

e Shafting 

e Friction Clutches 

e Sprockets 

« Pattern Work 


eeeeeeeeeeeoeeeseeeeeeees 


e Rigid Shaft Couplings ° 

e Flexible Shaft Couplings 
e Universal Shaft Couplings 
e Medart-Timken-Bearings 
elron & Semi-Steel Castings 
e Wire Rope Sheaves 

e Cut Tooth Gearing 

e Molded Tooth Gearing 


Nits 
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dard speed along the paper work in the 
industrial supply department of Barker, 
Rose & Kimball, Inc., Elmira, N. Y. 


Goodrich Shifts 
Sales Personnel 


Several changes in the organization 
of the industrial products sales division 
of The B. F. Goodrich Company were 
announced by E. F. Tomlinson, division 
general manager. J. M. “Jack” Failey 
was named New York assistant district 
manager; R. G. Cox was made manager 
of lathe cut, molded and extruded goods 
sales; George J. Fischer manager of 
the hose department, and Edgar T. 
Gregory operating manager. 

Mr. Failey has been with the Good- 
rich firm since 1916, all of the time in 
industrial products sales. He was prod- 
uct manager in the division since 1934, 
handling rubber printing plate mate- 
rials, packing and other products. 

Mr. Cox, a graduate of Akron Uni- 
versity in engineering, joined the firm 
in 1925 and has been in industrial prod- 
ucts sales since 193]. Mr. Fischer, a 
graduate of Heidelberg University, 
joined in 1934 and has been in the di- 
vision six years, the last two as operat- 
ing manager. Mr. Gregory was with the 
company one year. 


Young Huge 
Received Citation 


Corp. August F. Huge. Jr., received 
a Meritorious Citation for bravery un 
der fire beyond the call of duty while 
in the European theater. Young Mr. 
Huge may be pleased enough with the 
award, but August Huge, Sr.. president 
of the Huge-Fayle Supply Co., Houston. 
is pleased as punch, according to the 
Texas Road Runner. 


me. 


Hajoca Corporation 
Adds To Sales Force 


H. A. Gutfleisch was appointed to the 
industrial sales force of Hajoca Cor 
ppration to serve industries in the Lew- 
istown, Pa., area. William L. Nighan 
also was appointed to serve accounts in 
the Bethlehem, Pa., area. 











— 
p! 
Durin; 
ness oO 
the wz 
vital it 

A | 
enemy 
Fire I 








Stod. 


in the 
arker, 


ration 
vision 
were 
vision 
‘ailey 
strict 
nager 
zoos 
pr of 


re 
700d- 


ne in 
prod- 
1934, 
mate- 


Uni- 
firm 
prod. 
er, a 
rsity. 
e di- 
eral: 
h the 


rived 
Ul 
vhile 

Mr. 
1 the 
dent 
ston, 

the 


» the 
Cor- 
Lew 
shan 
is in 








UMI 


HOW R-W 


tee we 


eee 
wong oon 


Se RS iB ty oto 
a 


j 


ae 
he, 3 moot 
aera 
in wo tnsnne 
ee eee ee 


2p eee 





\ 





AUTOMATIC FIRE DOOR EQUIPMENT 


Wig Hnetican laduRy2s/ 


MERICA suffers a fire loss of ap- 
proximately $1,000,000 a day! 
During wartime, the extreme serious- 
ness of this situation is intensified by 
the way this grasping hand destroys 
vital industrial production! 
A potent weapon against this 
enemy is Richards- Wilcox Automatic 
Fire Door Equipment because it is 


ich 


4 


New 
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@ Failure-proof! e Lowers insurance rates! 
e Requires no maintenance costs! 
We have available many stories, au- 
thenticated by unretouched pictorial 
records, wherein a small, timely in- 
vestment in R-W Equipment saved 
many millions and stopped delays in 
production. 

R-W Fire Doors made of heavy gauge 


ards-Wilcox 


AVURQGRA, I LLIN OFS, U.S 
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corrugated steel sheets, plus the extra 
protection of sheet asbestos cores 
stops the spread of fires. Automatic 
closing of R-W Fire Doors, at any set 
temperature, is made positive by a 
fusible link. R-W Fire Doors carry 
the Underwriters Laboratories seal 
of approval. 

Now, learn more about R-W Fire 
Doors, the dependable “watchmen” 
who work 24 hours a day, day after 
day. Send for FREE catalog describ- 
ing in detail our Fire Door equip- 
ment for all sizes and types of door- 
ways. Write today! 


INTERNATIONAL 
FIRE PREVENTION 
WEEK OCT. 7-13 


173 





Ko(-ymroyselejeco) ml HhOM 1@ G10.) 








ES WAY TO FIND OUT what tomorrow has in store is to wait and see. 


There's a better way—Look NOW! 


Industry is examining its plant equipment—discovering crisis 


spots that need first attention, determined ready to compete 
in fast-stepping postwar competition. It’s a ‘“‘must.”’ 


That's your opportunity—and ours. An opportunity 


to be useful—and to profit by it. An opportunity to 


provide practical, proved ideas that your customers 


can use to their advantage—and yours. 

Now's the time—not tomorrow: NOW! 
You'll find “FACTS about Anti-Friction 
Bearings’’ exceedingly helpful in talking to 
customers. Be sure that your men always carry 
a copy. And also—how are your bearing stocks? 


Better check now. 


If you need engineering assistance, it’s available 





from 20 Ahlberg branches, write for nearest location. 








3026 WEST 47TH STREET 


CHICAGO 32, 





ILLINOIS 





174 


MILL SUPPLIES °¢ 


SEPTEMBER, 1945 

















Dr. Nelson W. Taylor is now techni 
assistant to the director of research, Min 
nesota Mining & Mfg. Co., St. Paul. He 
will continue as head of the firm's ceramic 
section. 





Overseas Surplus 
Price Policy Set 


A broad formula for determining a 
“fair value” selling price on war sur: 


plus and residue to be disposed of over- ff 


seas was announced by Maj. Gen. Don- 
ald H. Connolly, Army-Navy Liquida- 
tion deputy commissioner. The ele: 
ments in the pricing formula are: (1) 
current procurement cost of an item; 
(2) plus 25 percent mark-up for trans- 
portation, handling and insurance; (3) 
less depreciation for physical condition; 
and (4) less depreciation, if any for 
military utility as compared to civilian 
utility. 

“This formula will be used as a 
guide by ANLC field commissioners 
who do the actual selling overseas,” 
Gen. Connolly said. “It is recognized, 
however, that conditions abroad vary 
greatly and, in some cases, prices may 
have to be determined by other meth- 


ods.” 


Musson Praised 
By Buyers Magazine 


Shelly L. Musson, purchasing agent 
for the M. F. Murdock Co., Akron, re- 
ceived a write-up in the recent issue of 
the Midwest Purchasing Agent. The 
article pointed out that Mr. Musson had 
been the secretary-treasurer of the 
Purchasing Agents Association of 
Akron for eleven terms, having been 
just reelected to that post by the mem- 
bers. He has missed only one meeting 
since joining the organization in 1934, 
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TEM-CROSS Steel 


for SHOVELS 


—the keen-cutting, clean-scouring steel that makes 
Blade Edges SPLIT-PROOF and CURL-PROOF! 

To get TEM-CROSS Steel in Shovel Blades, re- 
member ... ONLY Ingersoll Shovels are made of this 
special Tillage Steel! Cross-rolled to produce an in- 
terlocking, mesh-grain SPLIT-PROOF structure, and 
heat-treated under exacting control. To give these 





Extra Values in Shovels, Spades and Scoops you sell, 
remember to specify INGERSOLL on all your orders! 


All Blade Finishes now Black except Molders’ Shovels 
H itd G E 34 * ts LL and Grain Scoops which may be furnished with 


SHOVELS - SPADES - SCOOPS Polished Face and Brushed Back. 


INGERSOLL D-B-L for wack SAW BLADES 


e , , 
—the time-tested D-B-L Steel so widely used dur- eae sae 


ing the past five years by leading Hack Saw and D-B-L 2, -"6-5"" 
Blade Makers. Ingersoll D-B-L guarantees tough 

cutting edges, high impact resistance, relative free- 

dom from decarburization, and lower cost. 

. 

To get Ingersoll D-B-L Steel in all your Hack 

Saw Blades . . . remember to specify on your 

order that you want your favorite make of Hack 

Saw Blades produced from INGERSOLL D-B-L. 


nS om ae oa . ZB 
INGERSOLL STEEL & DISC DIVISION 


Borg-Warner Corporation 
NEW CASTLE, INDIANA 
Plants: New Castle, Ind.; Chicago, Ill.; Kalamazoo, Mich. 
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The uame to remember th ~ 


R O U N D for substantial 


growth in the sale of 
HOISTING EQUIPMENT 


Sound business dealings and manufacturing meth- This record of stability is an important asset to 
ods have characterized David Round operations for keep in mind when planning your Hoisting Equip- 
more than three-quarters of a century. ment business for the future. 














CHAIN HOISTS TROLLEYS CRANES 





SELF-ALIGNING TROLLEY 


Capacity 14 to 40 tons. 
Ball bearing or Timken roller bearing 
equipped. 


Plain and geared types. 


WINCHES 


No. 99 










SIMPLEX PORTABLE 
CRANE & HOIST 
Capacity 11 to 21% tons. 


SAFETY TYPE 


SUPERIOR SPUR-GEARED With friction load brake 


C a teed 5-Ton Capacity All-Steel Winch poeta 
1 t je ry -Jtee nc 
Bll ¥ % to 40 tons. Two Speeds. Wot. 135 Ibs. STANDARD TYPE 
bearing equipped. No. 99 Jr With ratchet and pawl. 


2-Ton Capacity All-Steel Winch 
Two Speeds. Wot. 61 Ibs. 
(Identical in design to Ne. 99 but of 


ASSOCIATES Dd. A vl ( \ 
yaa Seattle Chain & Mfg. Co. 
Seime, ROUND Ss eee 


Los Angeles 54, Cal. 
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HOME RUBBER 


PRIORITIES, materials shortages, de- 
pleted man-power in both manufacturing 
and distribution have harassed Home Rub- 
ber as well as all producers of products used 
by industry. Yet, in spite of all these ob- 
stacles, Home Rubber has been successful 
in maintaining good will for the services it 
has been able to render under the most 
difficult circumstances. 





























However, all this good will building would 
not have been possible without the loyal, 
untiring, patient efforts of Home Rubber 
Distributors who have shared the problems 
and difficulties that have existed in a great 
emergency. In spite of curtailments in pro- 
duction for peace-time use, and in spite of 
distribution handicaps, Home Rubber 
through its Distributors has laid a founda- 
tion for future and ever-widening accept- 
ance of its line of mechanical rubber 
goods. Never once during the trials we 
have all been through has quality been 
sacrificed. The Home Rubber line is in a 
stronger position than ever to command 
recognition. 


Chas. E. Stokes, Pres. 





HOME RUBBER 
PRODUCTS 








BELTING 





HOSE PACKING 


Transmission Steam Spray Brewers Water Sheet and Rod Hot and Cold Water 
Conveyor Suction Air Sand Blast Gasoline Steam Air and Acids - 
Elevator Garden Chemical Fire Hose 





HOME RUBBER COMPANY 
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SELL DIXON... 
THE COMPLETE 
GRAPHITE LINE 


Cup & Pressure ag 
Gun Grapbited Grease | Sos25 





SOR | up cranes 0 


ou 

















geuts © 


A Two oR THREE-MAN CREW 
wouldn’t get very far in a race, 
would they? By the same token, a 
Mill Supply Man who carries only 
a few Dixon Products just whittles 
down his own chances. Sell the com- 
plete Dixon Line and you open up 
many opportunities to knock off an 
extra sale on every call. You see, 
there’s not a plant in your area that 
does not have a crying need for 
several Dixon Graphite products. 
With the complete line you don’t 
have to try and out-guess the buyer. 


THAT'S AN IDEA! Why not let me drop in on your sales 
meetings. I'm ready to pass along a lot of valuable dope on the 
wheres and whys of the whole Dixon Line—plus some valuable 
selling tips every salesman on your staff can profit by. Do each 
of your salesmen have a complete set of 15 Dixon product Data 


Sheets? If not write today to Graphite Gus. 


xO producr 
one OF ANOTHER 
/ 


Vg 2 










You've got just what he needs. And, 
the beauty of it is, that one Dixon 
Product sells another. More than 
ever before, plant men today need 
the extra production that only 
Dixon’s Graphites and Graphited 
lubricants can give. They know it, 
too, what with machines still being 
over-worked and a few new ones in 
sight. The complete Dixon Line of- 
fers Mill Supply Men a most unique 
and timely opportunity to be of real 
help to their customers and make 
real money doing so. 








sosepn DEX OW crucisie company 


JERSEY CITY 3, NEW JERSEY 























DIV. 71C9 
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Sell them for all types of service . . . the Griffin line is complete, 
meeting all competition. 





Sell them for precision quality . . . maintained and progressively 
improved through 65 years, by one of America’s oldest special- 
ists in the manufacture of hack saw blades. 





Sell them for ‘complete satisfaction to yourself . . . complete 
factory cooperation and equitable profit. 


A GRIFFIN BLADE FOR EVERY METAL-CUTTING SERVICE 


GRIFFIN HIGH SPEED STEEL . . . For cutting toughest alloys—stainless, chrome, 
nickel, etc. Power and hand sizes. 


GRIFFIN MOLYBDENUM HIGH SPEED STEEL . . . For economical cutting of all 
but a very few hardest alloys. Power and hand sizes. 


GRIFFIN SOFT CENTER . . . Most economical general purpose hand saw blade: 
Exclusive with Griffin. Hardest teeth, hard back, soft but TOUGH center. 


GRIFFIN NON-STRIP. . . A specially tempered hand blade for cutting thinnest 
sheet and tubing without tooth breakage. 


Sold by distributors. Backed by sound sales policy and advertising. 
Profitable territory still available. Write for the Griffin proposition. 











< 


i 
+, 
& is 
. 


‘GRIFFIN: 


ae: 






General Sales Agent 


JOHN H. G co. 





“a 
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J. Warren Roberts has been made branch 
manager of the Allis-Chalmers office in 
Chattanooga. With the company since 
1941, Mr. Roberts had previous experience 
with electrical power in various organiza- 
tions in the south. 





Knox Doesn't Know 
Smoot’s War 


When Cpl. Bernard Knox, a former 
salesman for the Superior-Sterling Co., 
Bluefield, W. Va., received news from 
his old company last month, he found 
enclosed a brochure describing Lt. Col. 
George Smoot’s journey through Ger- 
many shortly after the close of the Euro- 
pean war. The booklet, reviewed in this 
magazine’s news columns last month, 
pictured the beauties of the scenery and 
the good food eaten during Col. Smoot’s 
trip. 

Cpl. Knox, stationed in the barren, 
unfriendly Aleutian Islands, did not 
entirely appreciate the colonel’s tale, 
oddly enough. So he sat down and wrote 
a saga of his own travels during the 
past few years, and sent the letter off 
to Bluefield. 

One doesn’t travel in the Aleutians, 
he advised. Men who go out alone can 
become lost very easily because of the 
quick-falling fog that comes up out of 
nowhere and blots out the countryside. 
Then there are the willawas, fall and 
winter winds from northern Siberia, 
that sweep in over the islands at better 
than 100 miles an hour, piling snow in 
25 foot drifts. And the waters sur- 
rounding the islands are so bracing 
that a man can live all of 20 minutes 
should he be unlucky enough to fall 
overboard or be shipwrecked. 

Of Alaska, the corporal has kinder 
words, but at no time does he approach 
enthusiasm. 

However, he is happy about the edu- 
cation he is receiving, the hard way, on 
the care and repairing of motors and 
truck bodies. Calls himself a mechanic- 
truck doctor. And he has learned weld- 
ing. All of this, he figures, will be use- 
ful knowledge when he returns to his 
sales job in the supply company. 
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PALMETTO pacuincs 
10 Food Planta. 


Food plants handle steam .. . water . . . liquid food 
Write for copies of our stuffs ...in large quantities. And their pumps... 
ABC Packing Selection engines ... valves ... and many types of food pro- 
Chart . . . Shows the cessing apparatus .. . have stuffing boxes that re- 
correct packing for quire packing. 
every service. Show a food plant engineer a line of packings that 


is complete, yet simple ... with each grade ideally 
suited for its specific beryice . . . and with a proven 
record of lasting safisfacti6n .. . and you have a 
repeat customer. 

PALMETTO offers you this opportunity . . . for food 
plants and for every type of plant in your territory. 
And the PALMETTO line further offers two im- 
portant selling helps . . . ease of selection for each 
service, and convenient large unit-sales packages. 


GREENE, TWEED & CO. 


Bronx Bivd. at 238th St., New York 66, N. Y. 
Plants at New York City and North Wales, Pa. 


PALMETTO backinc? 









Some PALMETTO Packings 
for FOOD PLANTS. ‘ 
KLERO .. . with colorless, odorless, non- ~ 
contaminating lubricant for food-stuffs 

PALMETTO Braided . . . for steam, water, 
air, and general utility service , 
PALMETTO Plaited .. . for hot and cold water 
PELRO .. . for alcohol, oils and solvents 
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The Sales and Service Organization of Whitman & Barnes division of United Drill and 
Tool Corp., gathered for the annual sales conference held recently in Detroit. Plans for 


Simplex Screw Jack. 
19 sizes with 4-wa 
head, 9 sizes wit 
ratchet head. 8% to 
23"" high; 4 to 14," 
lift; 5 to 24 tons ca- 
pacity. 


You can meet competition 
with these screw jacks, which 
give Simplex quality and ex- 
clusive features at practically 
mail order house prices. In- 
dustry prefers Simplex Screw 
Jacks because— 
© The single chrome-molyb- 
denum steel pivotal ball 
centers the load and re- 
duces friction 88%. 
They lift easier, faster and 
safer. 
Positively will not twist out 
under loads, thanks to non- 
slip corrugated drop forged 
steel cap with self-leveling 
9° float. 


Tough, malleable iron hous- 
ing defies abuse and re- 
duces weight. 

Handle is cast integral to 
add strength. 

Safety peephole in base 
prevents over-extension of 
screw. 

Low price, made possible 
by volume sales, makes it 
worth while for plants to 
have plenty of Simplex 
Screw Jacks on hand. 


the company’s selling and servicing during the reconversion period were discussed. 


Whitman & Barnes 
Holds Sales Meeting 


Whitman & Barnes, division of United 
Drill and Tool Corp.. held its annual 
sales conference in Detroit, with rep- 
resentatives from all over the country 
attending. Among those present were: 
Earl H. Hoffman, New York District: 
Daniel H. Nolan, New England; Lee 
W. Shetler. Los Angeles: John K. 
Smith. Philadelphia; Hubert S. Logan, 
Southwestern States; Harvey D. Strel- 
luf, Southwestern States; Donald E. 
Mock, Northern Ohio; Earl W. Daugh- 
erty. Chicago; Albert E. Goldthwaite. 
vice-president. Chicago; Lamar Cobb, 
Southeastern States; Ernie L. Foreman. 
Los Angeles; Tancred W. Quin. De- 
troit; George W. Clarkson. New York; 
Homer E. Richmond. Michigan, Toledo, 
Ohio; Harry E. Martin, Detroit: Clar- 
ence W. Krueger. vice-president and 
sales manager: Harold J. Lincoln. De- 
troit; Homer L. Lacock. Western New 
York and Pennsylvania; Ernest R. 
Smith. Indiana and Southern Ohio; 








Elmer S. Anderson, assistant to the 
president; Fred W. Hertrich, service 
manager; Fred M..Mylchreest, New 
England: Bruno J. Rohde, San Fran- 
cisco and Northern California; Chester 
R. Smith. Northern Wisconsin and Min- 
nesota; George H. Malony, office man- 
ager; William Tilder, supervisor quota- 
tions and estimates; Richard K. Hun- 
gerford. New York; William H. Dick, 
Northwestern States; George Ringstad, 
advertising manager; Richard J. Con- 
roy. Chicago; Peyton C. Beals, Chicago. 


Contracting Department 
For San Diego Firm 


The Industries Supply Co., San Diego, 
has taken over the contracting depart- 
ment of the Plant Rubber & Asbestos 
Co., and is now installing insulating ma- 
terials on a large scale. The supply 
firm also acts as distributor for Plant 
materials in San Diego and Imperial 
Counties. The new department is man- 
aged by Hollis Joy and employs about 
30 men. 








Attending a ‘shirtsleeve’ sales conference, the men of the Parker-Kalon Corp., New York, 
discussed future problems. From left to right, back row, J. E. Borchard, John Harper. 
Jack Mathe, H. Penman, Fred Schell, Gordon Mitchell, A. W. Meader, Milton Rones and 
A. Dickson. Front Row, Charles Geis, sales promotion manager; S. S. Kahn, advertising 
and sales director; Walter Toepel, Harold Elfenbein, George Schwartz and Roland Roe. 
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"THE OLD RELIABLE" 


| The Wrenches That Stay Sold 
and Bring You Profits 


“RED FACE" 


REVERSIBLE RATCHET 
WRENCHES 


A heavier gear type of wrench — 
strong beyond comparison — used. 
in place of a crank handle for op- 
erating heavy shanks, valve stems, 
and jacks, also bridge, railroad 
and construction work. 


“RED SOCKET" and 
_ "RED SOCKET" STEEL SOCKET 
BRIDGE WRENCHES 


Incomparable when a rugged socket 
wrench is required, especially in 
tight places or long runs and where 
heavy leverage is needed. Used on 
pipe coupling, steel construction, 
timber bolting, culvert connecting, 
staybolt caps, cable clamps, grease 
plugs, countersunk plugs, tunnel 
liner plates, wood tank and silo 
bands, railroad track bolting, water 
gates, etc. A time saving tool in 
refineries and on construction jobs. 


LOWELL 
REVERSIBLE RATCHET 


The reversing ratchet feature at 
the end of the handle means quick 
action in either direction with 
safety — once on, always ready for 
instant use. Used for operating 
hand taps, tube expanders, vise 
shanks, valve stems, etc. 
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WACO 


DIVISION OF THE 
LOWELL WRENCH CO. 


OFFER YOU TO SELL ACCEPTED 
SAFETY PRODUCTS THAT BRING 
PROFITS. 


SAFETY CAR MOVERS 


Handle—Selected white 
hickory, 53!/," long, 
waxed finish. 







Easy to 
Use. Safe, 
Sturdy and 
Slip Proof 
Weight 16 lbs. 


The heads of the Car Movers 
are short, compact, and 
powerful. The weight is so 
distributed that the balance 
is perfect... always right- 
side up without effort on the 
operator's part. 


SAFETY HOPPER 
CAR WRENCHES 


HANDLE 1S 
3 FEET LONG 








WEIGHT 
26 LBS. 


Positively safe, doubly. efficient — 
its automatic safety feature, the 
ball-bearing ratchet head revolves 
with the car spindle, leaving the 
handle stationary in the hands of 
the operator. 


SATISFIED CUSTOMERS 
AND GOOD PROFITS 
WHEN YOU SELL 


MACY 


Smart Distributors are planning for Tomorrow, NOW. Are You? 
Better Start. 


1869 LOWELL WRENCH CO., Worcester, Mass. 1945 
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sore You one of the 


Distributors who will benefit by 


this Capewell Advertisement 


during September? 


























CAPEWELL ADVERTISERS 
IN: 

American Machinist 

Industrial Maintenance 

Mill & Factory 

La Maquina 

Machine Production 


Modern Machine Shop 
Mill Supplies 


es 
Thomas Register peddress AGULUES fo. 


The trend is to TECHNITE, 


The Capewell Mfg. Co 
the molybdenum high 


Hartford, 2, Conn speed hack sow blade 
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Among the members of the Club Terrace 
Boys are (left to right): Ed Steckler, Fulton, 
Mehring & Hauser Co., Inc., York, Pa.; 
D. L. Wright, P. A. & S. Small Co., York; 
E. G. Glatfelter, Fulton, Mehring & Hauser; 
Harry Muschenheim and J. Kaufman, 
Henry Disston & Sons, Inc., Philadelphia. 





Southern Equipment 
Building Warehouse 


The first building of a project to in- 
clude several in the future is now un- 
der way on land owned by the South- 
ern Equipment Co., San Diego. The 
first unit is scheduled for completion in 
November and will be used as a steel 
warehouse. Future plans call for the 
eventual moving of all company offices 
and stocks to other new buildings on 
the same propery. : 

P. H. Davenport, Hugh McArthur 
and Clifton Coates, partners in the 
business, started the supply firm in 
1940 as a steel outlet, but have since 
added other industrial items. 


Philip Gale Dies, 
Standard Screw Leader 


Philip B. Gale, one of the leading 
figures in the machine screw industry, 
died on July 25 at his home at Brae- 
burnie, Conn., at the ageyof 71. 

Mr. Gale was chairman ‘of the board 
of directors of the Standard Screw 
Co., New York, and its subsidiaries, 
including the Hartford Machine Screw 
Co., Hartford. Born in Peoria, he 
entered the employ of Standard Screw 
in 1891, became president in 1920 and 
chairman of the board in 1930. 

He leaves a widow, the former 
Bernardine Dodd of Chicago. 


Thoms Made Officer 
Of Peerless Machine 


James E. Thoms, who previously 
served as sales manager of the Peerless 
Machine Co., Racine, has been made 
vice-president in charge of sales and 
general administration for the metal 
cutting power saw concern. 
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ANIIAUU LL Problem 


WITH 


A V-BELT that requires constant, time- 

wasting maintenance is a production 
handicap. Your customers need Nor put 
up with it... when they can replace with 
Veelos—the adjustable V-belt . . . and forget 
these power transmission worries: 


1. Lengthy Machine Shutdowns to Permit Belt 
Replacement: With Veelos in rolls, V-belts 
can be replaced in a few minutes. . . main- 
taining machine production... reducing 
machine downtime. 


2. Belt Slippage: Veelos link construction 
provides quick, easy tension adjustment to 
end slippage... keeps machinery running 


at full speed and productivity. 


3. Uneven Delivery of Power on Multiple 
Drives: Easy adjustment of Veelos assures 
that each strand of a multiple belt will carry 
its exact share of the load. All strands con- 
stantly work together, delivering full power. 


4. Bulky, Expensive Belt Inventories: \eclos 
lowers investment in V-belt stock and space 
... rolls of common sizes provide belis of 
any desired length . . . simplify stock records. 

There’s a book waiting for you that’s a 
guide to easier belt maintenance and instal- 
lation. It’s the free 8-page illustrated manual 
giving Veelos applications, construction 
detail, installation directions and _ engi- 
neering data. Write for your copy today. 


Simple as Buttoning a Shirt 


Get the “hang” of it, and 
you'll couple and uncouple 
Veelos as easily as you but- 
ton your shirt. This unique, 
link construction is the big 
reason why production goes 
up when Veelos goes on. 


Link Construction 


VEELOS ‘eam 


THE LINK 


V-BELT 


Adjustable 


MANHEIM MANUFACTURING & BELTING CO, 
to any Length MANHEIM, PA. 
to any Drive 





Adaptable 
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| Check These Exclusive 


KWIKHEAT 
- SOLDERING 
IRON aie . 


NEW and DEPENDABLE 
BI-METAL 
THERMOMETERS 





* SAVES TIME 
* SAVES EFFORT 
* SAVES WEIGHT 
* SAVES CURRENT 
* SAVES THE IRON 










Marshalltown Bi-Metal Dial Thermometers | 
offer you an accurate, compact, durable in- | 
strument for the indication of liquid or gas 
temperatures. They are available in a variety 





HOT IN 90 SECONDS 
READY FOR USE..! 


Its many exclusive features put the 


of temperature ranges—from 40° F. to 500° sitihiet Sitdidins ben tnd tickle 
F. Actuation is positive, direct with full free- itself. tie owed it 49 oer t 

Roe re . praise from those who use it—why 
dom—no gears or pinions. Available in sizes Kwikheat is fast becoming America's 
" \/.'" 1/."" \/'"" most talked-about iron—why you cer- 
2 ’ 2/2 . 3/2 and 4/2 tainly want to stock it... lists at $11. 
Write today for complete information. 

. ° 6 TIP STYLES 

Write today for full details th testa 





and prices. 








r MARSHALLTOWN MEG. CO. 


MARSHALLTOWN, IOWA 





. » » WRITE FOR DETAILS 
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H..-°. the answer to bearing trouble that develops 
on the outboard locations of hammer mills. It’s the 
sturdy, compact :SSES{F Pillow Block that keeps 
dust and liquids away from the bearing . . . that 
retains lubricant for long periods. Made in two 
T = t A N SW t a T Oo rugged pieces, it is easy to assemble and disassemble 
for bearing inspection. Dowel-pinned to base 
brackets, it doesn’t shift. Its lubrication and main- 


B EA ie i N G . RO B L EMS tenance economies pay its way within a short time. 


Near you is an SUG Distributor who will be glad 


to assist you in the selection of the right pillow 





block for your particular requirements. 5859 


cof INDUSTRIES, INC., PHILA. 34, PA. 


SPECIFY 


BEARINGS 
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CAR MOVERS 


Important 
Transportation 


TOOLS 


BADGER Car Movers have an 
important part in helping to 
keep all kinds of essentia! 
material and war freight on 
the move. They do this job 
quickly because they are 
easy and safe to handle and 
have plenty of strength and 
power. They are daily prov- 
ing their adaptability and 
capability for this important 
work which has been dele- 
gated to them. 









The railroads have a full 
time job in keeping freight 
cars traveling with their loads 
of men, equipment, supplies. 
etc. and need all the help 
they can get. BADGER is giv- 
ing this help in eliminating 
time loss at loading and un- 
loading platforms by spotting 
and shifting freight. cars in- 
stantly so that they can be 
maintained on constant main 
line service, Each BADGER 
Car Mover has a specific job 
that it does best—the POWER 
KING—the NEVER-SLIP—the 
SLIP-PROOF. See that your 
stocks are adequate to meet 
the demand. Stock the AD- 
VANCE Safety Car Wrench 
too and ADVANCE Safety 
Slip-proof Spurs—the latter is 
the life of the Car Mover. We 
will give all possible cooper- 
ation on deliveries. 


ADVANCE CAR MCVER COMPANY 
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| finished steel products. In latter years, 








~ 


The Towner Hardware Co. Annex will 
be incorporated with buildings on its 
right, giving the Muskegon, Mich., sup- 
ply company a 60 foot frontage on Clay 
Avenue. 





Towner Hardware 
Plans Improvements 


Having just concluded a long-term 
lease covering future occupancy of its 
main building, the Towner Hardware 
Co., Muskegon, Mich., is planning ex- 
pansion into adjoining buildings that 
were recently purchased. These con- 
sist of an annex and two brick build- 
ings along side of it. A new front will 
be built to unify the buildings and an 
escalator installed from the basement. 


Portland Manufacturer 
Also Distributes 


The Electric Steel Foundry, Portland, 
Ore., has for many years produced 
high-quality steels and castings and 


however, C. F. Swigert, president of 
the concern, has instituted a supply 
department for various types of indus- 
trial and contractors supplies. The 
department stocks steels, wire rope, 
chain and hoists, and is under the di- 
rection of R. A. Macdonald. Officials 
feel that the combination of manufac- 
turer-distributor permits the company 





| to fill out its own lines with those of 


other suppliers, thus making for com- 
plete coverage of customer needs. 


| Trucks Allocated 


To Farming Areas 


.,,1n an effort to offset threatened im- 
pairment of farm production due to 


| shortages of rail transportation and 
| automotive facilities, the Surplus Prop- 


erty Board allocated 1,486 additional 
trucks to farm areas in 15 states. Nearly 
10,000 trucks were made available. 

The states benefitting by the special 
orders are Colorado, Georgia, Idaho, 
Indiana, Iowa, Massachusetts, Missouri, 
Nebraska, New York, North Carolina, 
Oregon, Rhode Island, South Dakota, 
Vermont and Washington. 


UMI 
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@ SAFE and SURE control of vapors and 
liquids in steam generating plants serving our 
War Industries is dependent on piping mate- 
rials having an inherent “plus” of strength 
and toughness. Drop Forged Steel Valves, 
Fittings, and Flanges made by Vogt continue 
to play a vital part in the smooth, efficient 
operations of America’s leading power plants, 


Catalog F-8 is the drop forged 
steel Valve and Fittings Blue Book. 


HENRY VOGT MACHINE CO., Louisville 10, Kentucky 


Branch offices: New York, Philadelphia, Cleveland, Chicago, Dallas. 
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Now Available... 





De-Sta-Co Shum STOCK 


STEEL OR BRASS ... 12 STANDARD THICKNESSES 
from .001 to .015 


(A) Sheets 6” by 12” 
Rolls 6” by 120” (B) > 





Made from selected materials, rolled to precision limits . . . carefully oiled 
to resist rust and stains... all stock is clean and free from burrs or ragged 
edges . ... DESTA-CO is the finest shim stock available. 


Two convenient styled packages .. . (A) contains twelve sheets of assorted 
thicknesses, .001 to .015, each sheet measuring 6” by 12” and each iden- 
‘tified to indicate thickness . . . (B) contains a roll measuring 6" by 120’, 
identified every six inches of its entire length to indicate thickness. These 
packages allow ease in storage and prevent waste and damage to stock. 








& PRECISION saatarcaulll 







Essential for close tolerance work. 
Used for fitting eee valve tap- 









pet Canam s a lug gaps, for 
inspection and uction work | 
where accuracy "oane be main- 
tained. 


12” lengths . . . Ya" wide 
Rounded on Both Ends 


14 standard thicknesses from .0015 
thru .015. Every piece identified 
to indicate thickness. Each piece 
is packed in a moisture-proof, 
cellophane envelope. 12 pieces of | 
a thickness to a box. ndard | 
display carton, packed with ten ~ 
boxes of most popular thicknesses, 
is available. 





2 ,; is -— > r ‘ > : s 
Papa tner wats? ns Aik ea Larios os dts AS ik) 0 tt Ree Oe eee 


‘De-Sta-Co ARBOR SPACERS 
and SHIMS 


xSPACER ene cane spacing of Milling Cutters, Gang 
KSHIMS for cears, Bearings, ec. 


THICKNESSES .001 to 3” 
20 STANDARD SIZES from 3/8” to 4” 
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A. E. C. Carpenter is senior salesman at 
Chase Parker & Co., Boston, with more 
than 20 years of service with the company. 
His advice to new salesman entering the 
industrial supply field is to analyze the 
customer’s needs and have something 
specific to talk about on each call. 


Star Machinery 
Really Follows Up 


Star Machinery Co., Seattle, offers 
unique service in the Pacific Northwest 
where almost every conceivable type of 
industrial machinery is used. Its policy 
is intelligent and conservative recom- 
mendation but with a follow up of a 
complete service and adequate parts 
stock on all lines it distributes. The 
firm’s operations are departmentalized 
into five regular divisions: mill and 
woodworking machinery under Harry J. 
Dean, machine tools under Gordon W. 
Stutz, construction equipment under 
Jack T. Hatton. Electrical machinery 
under Robert C. Heston and industrial 
equipment under Stewart A. Webster. 

There is a sixth division at the pres- 
ent, known as the navy construction 
division, dealing with war work. Lt. 
Comm. Reuel E. Smith, USNR, is ‘in 
charge of contracts: Irvine B. Rabel, 
superintendent of Navy contract divi- 
sion and Stanley G. Smith, assistant 
superintendent and manager. 

Lloyd Y. Evans. secretary of the firm, 
said it was necessary to enlarge and 
remodel facilities at 1741 First Avenue 
South in Seattle. including offices, stock 
rooms, service departments, etc. A new 
catalog of 1200 pages was published 
and as of Jan. 1, the company took over 
the Simonds Saw Seattle factory branch. 
Lloyd E. Wray remained as manager. 
In addition, a half dozen other new lines 
were absorbed. 

A new branch was opened in Port- 
land, Ore., under G. W. Hauck. The 
branch is at 801 S. W. Front Avenue. 


Sommers On Coast 
For Sylvania 


George R. Sommers, connected with 
Sylvania Electric Products, Inc., New 
York. since 1940, has been made Pacific 
coast sales manager with headquarters 
in San Francisco. 
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HACKSAWS 





BAND SAWS 








A GOOD OLD 


SPARTAN CUSTOM” 


If you didn’t know, making the boys tough was a good old 
Spartan custom. From the age of seven and from then on, they 
shot the works. If you think they didn’t, read your history. 


Why not, said we to ourselves, take a page from the Spartan 
book? We did. 


For years Spartans have licked competition that was supposed 
to be tough—and still do. Because of their reputation Spartans 
are in demand on metal cutting jobs throughout the country and 
this will continue. 


Like the olden day Spartans, our Kutall Molybdenum and High 
Speed Hacksaws and Spartan Band Saws have hung up a lot of 
records for the boys to shoot at. 


Remember after Victory which we are all fighting for, these 
records will still stand and Spartans will be in demand as al- 
ways. They will be too tough to beat and will satisfy the users, 
who are your customers and prospects. THAT’S ALL YOU NEED. 


“Spartans Cut Cutting Costs” 


SPARTAN 


SPARTAN SAW WORKS, INC. 
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NEW UNIVERSAL MODEL WRENCH, 
, 0-150 foot pounds. 


APCO TORQUE TOOLS USE 
THE SIMPLEST PRINCIPLE 
—torque is measured by the de- 
flection of two parallel steel bars 
when a load is applied to oner 


NEW APCO TORQUE SCREW 


DRIVER ... uses same sure tension prin- 
ciples as in Apco Torque Wrenches to 
give new precision tightening of screws 
(including Phillips) and small nuts, studs 
and socket screws. Two screw bits and 
adapter for 4” square socket. Range, 0-25 
inch pounds. Patent Pending 


CARRY ONE AND SELL HUNDREDS 


Take an Apco Torque Tool and a price list with you on the next 
call. Let ’em try it out. It'll be news... good news...to your 
customers and easy, extra money for you. 


WRITE for comprehensive folder to... 
APCO MOSSBERG, 183 Lamb St., Attleboro, Mass. 








ee 
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| ciates handle the V-belt trade. 





From this building the sales engineers of 
the Capen Belting & Rubber Co., St. Louis, 
go out into the surrounding industrial 
territories to sell flat transmission belts, 
V-belts, and conveyor and elevator belts. 
J. W. Moyle does the enginering on flat 
belts, while J. P. Tierney and three asso- 


Meritorious Service 
Awards Presented 


OPA’s drop forgings industry advis- 
ory committee members were presented 
with certificates of award for meritori- 
ous service at a dinner meeting of the 
Drop Forging Association held in Wash- 
ington, D. C., Aug. 13. The committee 
is one of the oldest industry advisory 
groups working on pricing. 

Members who received awards were 
A. C. Nuth, J. H. Williams & Co., Buf- 
falo, N. Y.; V. F. Braun, Ladish Drop 
Forge Co., Cudahy, Wis.; E. Hodge, Jr., 
Pittsburgh Forgings Co., Pittsburgh; 
R. A. Kropp, Kropp Forge Co., Chi- 
cago; J. M. Collins, Moore Drop Forg- 
ing Co., Springfield, Mass.; J. F. Con- 
nelly, The Champion Machine & Forg- 
ing Co., Cleveland; W. E. Crocombe, 
American Forge Div., American Brake 
Shoe & Foundry Co., Chicago; W. J. 
Dean, Cape Ann Tool Co., Pigeon Cove, 
Mass.; J. F. Rice, Drop Dies & Forgings 
Co., Cleveland; A. J. Sanford, Cleve- 
land Hardware & Forging Co., *Cleve- 
land; C. H. Smith, Steel Improvement 
& Forge Co., Cleveland; R. W. Stod- 
dard, Wyman-Gordon Co., Worcester, 
Mass.; W. A. DeRidder, General Metals 
Corp., Los Angeles, Cal. 


Gypsum Lath Prices 
In East Raised 


An increase of $4.25 per 1,000 square 
feet in manufacturers’ ceiling prices for 
gypsum lath and gypsum liner board in 
the Eastern seaboard marketing area 
was announced by OPA effective Aug. 
21. It is expected that the increase will 
permit the production of lower-priced 
materials than are now on the market 
and will therefore not increase the cost 
of construction. It raises the ceiling price 
for lath to $17.25 per 1,000 square feet, 
f.o.b. factory, from $13 previously. The 
increase may be passed on by resellers. 





UMI 
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USEFUL inrormarion 


ON STANDARD CENTRIFUGAL PUMPS 


This graphically illustrated, 20-page article contains basic and 
unbiased information about the various types of general purpose 
Centrifugal Pumps including a clear description of the different 
types of Impellers. The information will be of valuable assis- 
tance to Salesmen of Industrial Distributors when recommending 
the most suitable Centrifugal Pumps for specific application. 


—_——— oe 


——_— 
——<_<— 
——— 


a eel 

a HI0 

THE DEMING COMPANY - SALEM, _ 
lease send us a free COPY of the article “Facts YO 

ae ApouT CENTRIFUGAL Pumps AN 





D IMPELLERS.” 






THE DEMING COMPANY - SALEM, OHIO 
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SKILLED MANPOWER 
Is Behind Chicago Screw Products 


Trained men and women with intense pride in their skill 
and in the perfection of the products they make, account 
in a substantial sense for the dependable quality of all 
Chicago Standard Screw Products. 


Chicago “SAFETY PLUS” Line includes: 


Socket Head Cap Screws * Socket Set Screws ¢ Stripper Bolts « Square Head 
Dog Point Set Screws * Socket Pipe Plugs * Keys for Socket Screw Products. 


Complete Line includes: 
Hexagon Head Cap Screws * Square Head Cup Point Set Screws * Headless 
Set Screws * Fillister Head Cap Screws ¢ Flat Head Cap Screws © Taper Pins 
Milled Steel Studs ¢ Semi-Finished Hexagon Nuts. 


Where increased strength, greater accuracy, a higher de- 
gree of uniformity and improved appearance are impor- 
tant, Chicago Standard Screw Products are the first choice 
of discriminating American industry. 


These Gine Products are sold 
only thru Authorized Distributors 





= 









THE GHicAGo Screw Co. 


ESTABLISHED 187 


ILL. 


CHICAGO 24, 





1026 SO. HOMAN AVENUE 
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To hold cartons to pallets for ship- 
ment, glue is now replacing steel strap- 
ping. Wood cases are held down by 
stacking on adhesive treated chipboard 
strips. Saving is $23 per freight car, 
cartons undergo less damage, and they 
can be loosened for removal by a 


| snappy blow with the hand. 


Oxyacetylene flame-cutting is now down 
under photo-electric control at four 
times usual rates. Four black Bake- 
lite drums, a reversing and distance 
pair for each direction, carry white out- 
lines. These are scanned by photo- 
cells to control the torch, so cost of 


| the conventional template is eliminated. 





To speed loading and unloading of big 
cargo planes, they will be equipped 
with overhead monorails from the door 
to remote fuselage points. Eight spe- 
cial curved-bottom aluminum baskets 
34 x 65 in. will remove 4,500 1b. of 
cargo in less than 5 min. 


Tension wrenches are doing another 
job-checking aircraft-engine valve oper- 





| So tiny it must be controlled under a 


microscope, this machine is used to wind 


“aes coils ¥2 in, in dia. for airplane 


remote-indicating compasses. 


UMI 








@ It’s an old story in shops where Atkins “Silver Steel” Blades 
are on the cutting end of power hacksaw machines: more material 
cut in less time, with longer cutting life per blade. Such per- 

t| formance brings about a combination of wanted results: increased | 

| production per machine per hour, less time lost in down-time 
for blade change-overs and lower tool costs ... AND MORE 

8 SALES FOR THE DISTRIBUTOR OF “SILVER STEEL” BLADES. 

Tell your prospects that Atkins will be glad to arrange an 
on-the-job demonstration for them, on work of their choosing. 
Write us for full information. 


—E. €C. ATKINS AND COMPANY 


420 S. Illinois Street, indianapolis 9, indiana 
Agents or Dealers in All Principal Cities the World Over 


ATKINS\ -...< 


jilarr Stal ® 
SAW S =: 
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4nd Blade . Milling Saws 
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Air Express gets 
New Truck in Production] 


When the Army orders new equipment — 
a truck, for instance — things move at break- 
neck speed. Blueprints, specifications and 
material specimens shuttle back and forth. 
Then come tools, jigs, dies. And it’s mostly 
done at 3-mile-a-minute speed via Air Express. 
Getting peacetime civilian products to 
market will also have the same kind of 
urgency. There’s not only competition to meet 
but payrolls and overhead, too. Air Express 
is a money-saver because it’s a time-saver. 
It is one of the most versatile of all industrial 
tools. It will pay you to investigate its use 
and economy in your business — whatever 
usiness you're in. 


Specify Air Express-a Good Business Buy 


Shipments travel at a speed of three miles a minute | AIR, |2 tus. | 5 ths.|10 ths.| 25 the] 








between principal U. S. towns and cities, with cost [so/s10s|$1as| $37 $2.63 
including special pick-up and delivery. Same-day deliv- 
ery between many airport towns and cities. Rapid air- 
rail service to 23;000 off-airline points in the United 
States. Direct service to scores of foreign countries. 





500 | $1.11 | $1.52 | $2.19) $4.38 





1000 | $1.26 | $2.19 | $3.74] $8.75 





2500 | $1.68 | $4.20/ $8.40/$21 

































Write Today for interesting “Map of Post- 
war Town” picturing advantages of Air 
Express to community, business and in- 
dustry. Air Express Division, Railway 
Express Agency, 230 Park Avenue, New 
York 17. ask for it at any Airline or 
Expiess office. 


Phone AIR EXPRESS DIVISION, RAILWAY EXPRESS AGENCY 
Representing the AIRLINES of the United States 
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ation. When the wrench shows over 
50 in.-lb., the valve guide is reamed, 
for rough operation is just ahead. 
Valves on only the top five cylinders 
need be checked—they’re the one’s 
which stick. 


To test sextants and octants quickly, 
one of the airlines has rigged a col- 
limator (source of parallel light rays) 
made from a transit telescope on a lathe 
bed. The instrument is set up on the 
toolholder to sight on the collimator. 


Studies indicate that about 35% of air- 
line traffic postwar will be vacationers 
rushing to make their time away from 
home as long as possible. 


Homing pigeons can now carry an hour 
of speech, reproduced on a 3%x12-in. 
film of ethyl cellulose in a capsule on 
their backs. Such a film will carry 
about 20 times the wordage which can 
be typed on paper of the same area. 


Developed to indicate gasoline level 
in a bomber’s tanks, an electronic gage 
can be applied to any tank or vat— 
will even, in fact, measure moisture con- 
tent of such binned materials as wheat. 


Gaskets in pipelines can be tested in 
advance to see if they leak by inserting 
special pressure pines in reamed holes 
in the flange. When a Sealometer gage 
is applied o each pin in turn, it reads 
pressure directly. 


National Life Insurance Co. has evolved 
a packaged mortgage which finances 
not only house and lot but such equip- 





















































To support tubing, wire bundles, etc., 
Glenn L. Martin has developed this simple 
quick-acting clamp. The S-bracket is fas- 
tened to the wall at its head. Tubing is 
laid in the upper loop of the clamp and 
held in place by an elastic ring which 
hooks under the head of the S, comes over 
the top of the tubing and hooks into the 
lower loop of the S. 
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@ There’s a mighty job to be done on 
the power and communication lines 
in America—improving present facili- 
ties—extending new lines to bring 
service to new users—both domestic 
and industrial. 


Utility companies are laying plans 
now to start this program as soon as 
conditions permit. And included in 
their plans are new tools and equip- 
ment for the thousands of linemen 
and electricians required by this de- 
velopment. Klein pliers and Klein 
equipment will be on the job serving 
these men in the electrical industry 
as they have “Since 1857.” 


This book on the care 
will be sent on request. 





1857 
MELEE mo KLE INS & Sons 
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ment as‘ refrigerator, ranges home. laun. 
dry and dishwasher. 


Tests of 1,000 TVA electric-heated 
homes indicates use of 1.35 kwhr. per 
Cur ft.qat,.a cost of 7 mills. A 4-rm, 
house costs $48.50 a year to heat, a 
9-rm. costs $105 at the rates down there, 
using 9,314 and 17,763 kwhr. respec- 
tively. 


To get temperature in the new NACA 
wind tunnel in Cleveland down to —48 
deg. F. encountered at 50,000 ft. alti- 
tude, a refrigerating plant with capacity 
of 20,000,000 Ib. of ice per day is re- 
quired. 


When the Army got to designing a big. 
ger and better glider, the designs looked 
like the Douglas C-47. So our newest 
glider type is the XCG-17—a C-47 with- 
out engines and with forward compart- 
ments changed to handle balancing 
load up there. Stalling speed is 35 
mph., glide ratio 14-1, top towing speed 
290 mph., payload 7 tons—better than 
anything else we’ve got. 


A modification of the V-1 jet engine 
can be built for about $10, although it 
has too much noise, vibration and fuel 
consumption to be a practical prime 
mover. 


Predictions are that electronics, televi- 
sion and radio will employ 450,000 peo- 
ple postwar, compared with 100,000 
prewar. Will probably have 3,000 new 
FM stations and 1,000 television sta- 
tions. With dealers, service stations and 
what-not, total employment in this in- 
dustry looks like 4,500,000, compared 
with 5,800,000 in all phases of the au- 
tomotive industry prewar. 


Flymobile, a helicopter just produced 
in Los Angeles, is roadable. It has a 
90-hp. Franklin engine, 3 wheels, will 
handle 2 pass. at 56 mph. on the high- 
way—and fly out of road jams. 


To cut cost of aisle hangars, one 
company suggests smaller doors—re- 
ducing girder span. The plane must be 
pivoted into such a hangar, but cost is 
only $1000. 


Replacing kapok, imports of which 
were stymied by the war, superfine 
glass fibers (0.00008-in. dia.) , weighing 
less than 1 Ib. per cu. ft., will be used 
in Navy life jackets. Countless inter- 
stitial air spaces between the fibers and 
a special treatment provide buoyancy. 
Glass resists fungus growth, fire and 
extended immersion. 


Addressograph has a calculating ma- 
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SEMI-STEEL 




















* The next job for manufacturers to 
tackle is the big job of supplying peace- 
time goods again. It behooves distribu- 
tors to get lined up with items that have 
a good sales future. MORGAN VISES 
need no recommendation so far as Amer- 
ican industry is concerned—they get 
wholehearted approval because of out- 
standing records on war production, This 


* Machinists Bench 

* Combination Pipe 

> Coachmakers 
Woodworking 


* Solid Nut 
Continuous Screw 


* Quick Action 
* Lightning Grip 


outstanding performance was to be ex- 
pected from MORGAN VISES — they 
have always given a plus in perform- 
ance—they are made right . . . accurate 
—strong—rigid—they embody all the im- 
portant features that make a good vise. 
They mean steady, profitable business— 


ANYTIME! 


MORGAN VISE CO. 12 "08s. CHICAGO 6, U.S.A. 
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chine that whips even the Income Tax 
Bureau. From punched Addressograph 
plates showing number of stock shares, 
hourly pay rates, or whatever, it will 
figure dividends, payrolls, write checks, 
keep a record of transactions, pay tax 
bills, electricity and gas bills, etc. It 


rae — aail 2 reo manhours of work in 10 or 
\ id al Cid ‘ ~~: 


To get-a test slug of molten metal, U. S. 
Steel sucks up a sample in a heat-re- 


sisting glass tube, quenches it in water, 
then breaks off the glass. Time to 
NE | make such a test has been cut to 12 

| min, 
@ A magnetic straightedge—a heat-treated 
is aie sure way aluminum alloy bar with end magnets 
of Alnico—can be set where desired on 


a ship’s plates regardless of rust, oil, 
or paint. The magnets hold with a 


combined pull of 18 lb., so the bar 
acts as a guide for flame-cutting in any 
T 0 direction. To cut bevels, the bar is 


twisted in the magnets to the desired 
angle. 


Water from dam spillways often causes 
trouble by eroding the river bed and 
even the dam structure. At Fontana 
Dam, TVA engineers have developed a 
deflector system to prevent this. Each 
spillway empties into a shallow bucket 
above the river and is deflected into 
the air as a fanlike spray 100 ft. high 
and 400 ft. downriver. 





American Can has an automatically 
filled and sealed frozen-food package. 
Walls are paraffin-impregnated fiber- 
board; ends are tinplate. Closing speed 
is 200 a min., as compared with 30 to 80 
for present folding boxes. 








To sterilize glass ampules to be filled 
with drugs, they are placed upside 
down on hollow needles on a conveyor. 


Satisfied users order again and again. This is the kind of business 
that means faster sales— greater PROFITS. Satisfied customers — 


convinced of the high quality, fast-cutting and time-saving Water sprays through the needles to 
service of STAR blades—can double, yes triple, your blade sales | do the sterilizing, followed by air for 
and profits. | partial drying. Final drying is by 


dielectric heat as the ampules pass be- 
tween electrodes at 60 per min. 














THIS BOOK WILL HELP YOU SELL 


The VICTOR No. 43-V Catalog and Sales Manual gives 
you many practical suggestions on how to increase sales. 
“Metal Cutting’’—the abbreviated textbook on metal cut- 
ting problems—will aid you in building good will among 
customers. Both these VICTOR SALES BOOSTERS are 
free for the asking. 


Miss. Power & Light lost more poles 
from woodpecker holing than from any 
other cause. To stop it, a holed section 
of old pole is bolted to the top of the 
new one. Woodpeckers confine their 
activities to the old, damaged timber— 
the dopes. 





Usual ball bearings wore out too fast 


. : on a tool post grinder driving a dia- 
Vi + F 0 im SAW WORKS, mond-impregnated wheel under heavy 
DLETOWN, N pressure. So Carboloy engineers re- 


placed them with sleeve bearings of 
carbide. Each is two parts, an oil- 
grooved inner sleeve keyed to the spin- 


— 
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Every engineer, designer, service-man and in- 
dustrial purchasing agent should have a copy of 
our newest Ermeto Fittings catalog, available for 
ready reference. This newest edition is the most 


complete to date and is yours for the asking. 


Write today or phone one of our branch offices. 


Check these ERMETO features: 


1 Fasy and low cost installation. No flaring. welding, 


threading or soldering required! 


2? Adaptable to all types of tubing connections- 


ydraulic, oil, water, gas and fuel lines! 


a Frmeto connections hold beyond the burst strength 





of the tube itself! 


4 Ermeto joints withstand excessive vibration for an 


indefinite period! 
5 Long lite —proved in thousands of installations! 


G U nattected by extreme degrees of heat or cold! 


f 


fhead with CIF) 


Weatherhead 


rity LIE AT OMPAN [FVELAND 8&8. OHIO 


Off New York, Philadelphia, De 
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HERE’S A MONEY-MAKE 
h unlike any other — it's 2 ac 
ane blows witho' 


Hits hard effective eed 
sag. Useful to at © 

marring, cutting ~4 oe _ gwotine, Wil 20 

roomy ‘lode Wil! not crack, chip oe oa = 

ase yt craftsman wants; it’s a _— . 

— “handsome profit. 3 sizes, 7 weights. 


OPU ) 
Sere ean, Z 






DVERTISED in leading 
A national magazines. Demon 


stra’ i 
ror counter-card ready me 
for you. Write or wire today: 


NEW PLASTIC CORPORATION 
1017 N. Sycamore Los Angeles 38, Calif. 


MIGHTY 


i Ae / 
Udi YOC*tte 


PLASTIC 
HAMMERS 
















dle and with a collar lapped to 70 
deg., the outer member with a 70-deg. 
chamfer to fit. The angle sections are 
forced together by a spring and collar 
to give a bearing that stays tight and 
accurate for about 50 times as long as 
the former bearing. 


Laminated-plastic thermoelastic sheet, 
preheated to 350-500 deg. F., can be 
formed or drawn like sheet steel. It 
resists abrasion and impact better than 
steel, is less sensitive to vibration, re- 
quires no finish and takes less tooling. 
Dies can be wood or Masonite, and 
many operations can be done by hand. 


Recent Seabee stunts include a wooden 
sliding-gate bucket for pouring con- 
crete and drain pipes made by welding 
headless oil drums together end to end 
and perforating them with pickaxes. 


Office of War Utilities has approved 
430,000 kw. of steam turbine-generators 
for utility plants during 1946-48. About 
250,000 kw. are expected to be ap- 
proved in addition. 


To replace 14 steel riveted stacks, 6 ft. 
8 in. dia. x 155 ft. tall, without inter- 
rupting service at Republic Steel, 
Cleveland, the contractor welded up 7 
ft. 4-in. dia. stacks outside then dropped 
the old stack in parts to the clean-out 
opening at the base. 


To support the big planes expected, 
Moffett Field, Calif., has aprons and 
hangar floors of 18-in. concrete over 
24 in. of well-compacted base of im- 
ported fill. Research showed the pave- 
ment that takes real pounding is that 








7° REAMING EDGE 


2° REAMING EDGE 
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20° TAPER 


OLD STYLE BIT NEW STYLE BIT 











By dulling and other changes, Britannia 
Mining gets 10 to 15% high rock-drilling 
speeds from this new design of detach- 
able bit. 
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Fitting tool-steel female punch die with a 10-inch Nicholson Round Smooth Cut File (illustrated) 


Reconverston means busy days for the die- 
makers. And precision is one of the first rules 
in their highly specialized work. 


Nicholson’s study and manufacture of files 
for diemaking covers many years. We know 
the accuracy demanded — the cuts, shapes and 
uniformity required. Our service engineers are 
well qualified to recommend the right files for 
die jobs involving special problems. Nicholson 
co-operation is a helping hand that is always 
cordially extended to mill-supply houses, die- 
making concerns and industrial managements, 


A wide range of diemakers’ files 


Many Nicholson regular purpose files in the 
American pattern are suitable for finishing dies 


NICHOLSON FILE CO. « 


with liberal tolerances. Smooth and Second 
are the more commonly used cuts. For closer 
tolerances and intricate shapes, the slenderer, 
more pointed and finer cut regular types of 
Nicholson X.F. Swiss Pattern Files are avail- 
able; and for small dies or extra-fine detail, Die 
Sinkers Files, Die Sinkers Rifflers and Round 
Handle Needle Files comprise a wide assort- 
ment of special shapes and sizes in the famous 
Nicholson X.F. Swiss Pattern line. 


We are always glad to answer inquiries on 
currently or presently available types, shapes, 
sizes or sets, 


FREE BOOK, '‘'FILE FILOSOPHY''—48 illustrated pages on 
kinds, use and care of files. 


42 ACORN STREET, PROVIDENCE 1, RHODE ISLAND 


(In Canada, Port Hope, Ont.) 
















In war production plants, 
records tne that Clark 
Drills have performed as well 
as ahy ... and better than many. We 
are planning to exceed even that 
record . . . based on the belief that, 
the finer the drill, the more it profits 


FF = all who handle it. 
FNS 






ELECTRIC TOOLS 
drills © grinders * sanders 


* 


JAMES CLARK, JR. ELECTRIC COMPANY 


618 BERGMAN ST., LOUISVILLE 3, KENTUCKY 
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where planes warm up, not that where 
they take off and land. 


Pilots in pusher planes don’t have to 
worry about getting in or out in emer. 
gency anymore. Convair has developed 
a seat which can be lowered to act as 


' an elevator for the pilot. If trouble 


develops during flight, the pilot touches 
a lever and the seat throws him out— 
and clear of the prop. 


Army Ordnance has a wind tunnel at 


Aberdeen that permits speeds 1.7 times 
that of sound. It has already repaid its 
$2 million cost by discovering a defect 


_ in a bomb scheduled for production. 


| Mountain leather, a variant of asbestos 
| with the fancy name of “paligorskite”, 


has been discoyered in commercial 


| quantities in Alaska. It can be proc- 


essed like paper pulp to make light- 


| weight, acid-resistant and fireproof 


products. 


To test fighter engines without taking 
them off the ground, NACA has a 
mammoth portable blower which will 
blow a stream of 250-mph. air at the 
revolving power plant of a chocked- 
down plane. 


Electrical disintegration of drills 
broken in holes, developed during the 
war, is also being applied to drilling 
and cutting shaped holes in dies or 
other ultra-hard materials. 


Lockheed predicts transport planes 
traveling 1,500 mph. at 100-mi. alkti- 
tudes by 1955. .. They expect all trans- 
ports to be jet-propelled within 5 yr. 
after the war. 


Ceramic bathtubs are dried much faster 
with infrared. The old way took 12 to 
14 hr. for curing, 3 weeks for drying, 
and resulted in handling breakage. Cur- 


| ing now takes an hour, drying 16 hr. 





We’ve just started, in East Texas, our 
first synthetic-gasoline plant. It will 
produce 7,000 bbl. a day of petroleum 
products (80-85% high-octane gaso- 
line), at the rate of 1 bbl. of oil for 
each 10,000 cu. ft. of gas. If successful, 
it increases our oil reserves from 20 


| million bbl. to 34 million. 


Flour will be transferred from mill to 
bakery in 70-ton tanks on flat cars, in- 
stead of in 100-lb. bags. Loading and 
unloading are done with pipes. To 
serve bakeries off the railroad, each car 
will carry three smaller tanks (124 to 
15 tons) which will be shifted from car 


to trailer. 
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Whenever your customers call for help—with short-center drive 
headaches that need a sure cure—recommend American 


Econ-o-matic Drives. Automatic belt tension control, provided 
by these unique drives, will step up production and reduce 
maintenance—and the resulting customer goodwill will pay 
off heavily in repeat sales and profits. 


How One Manufacturer Solved His Problems 

In a tire and rubber plant, a vacuum pump operated by a 
flat-belt drive with idler was a real “problem child.’’ Excessive 
belt slippage made weekly belt take-ups necessary; belts wore 
out quickly; and the idler’s ‘“flopping’’ proved very noisy. Instal- 
lation of the Econ-o-matic Drive shown in the photograph immedi- 
ately put an end to this trouble by automatically controlling 
belt tension. As a result, belt slip is eliminated; frequent belt 
take-ups are unnecessary; operation is quiet and efficient. 


Fine Performance Builds Repeat Sales 
The success of this drive has resulted in the sale of eight more 
Econ-o-matic Drives to the same company—a perfect example 
of how you can boost sales by prescribing Econ-o-matic Drives 
for your customers’ drive headaches. 


WEDGBELT SHEAVES 


American Wedgbelt Sheaves are 
made to highest precision stand- 
ards, of sound, strong materials. 
Accurately machined, carefully 
balanced, they assure true-run- 
ning performance. 
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NOTE AUTOMATIC CONTROL 
OF BELT TENSION 


AMERICAN 


Econ-o-matic Drives 


Made for jobs up to 250 hp.... Auto- 
matically tighten belts on heavy loads and 
loosen belts on light loads... Increase 
machine output... Save power... Reduce 
maintenance... Cushion shock and start- 
ing loads. 

Write for the Econ-o-matic Drives hand- 
book to get full drive selection tables and 
installation data. Your copy will be 
mailed promptly. 


4216 WISSAHICKON AVE., PHILADELPHIA 29, PA. 











ALOYCO Stainless Steel GATE VALVES 
Lock Hot Corrosive Volatiles Under Vacuum 


IN HERCULES RESIN PLANTS 


: globe valves with fibre discs are 


specified for handling volatiles like corrosive maleic 
anhydride and other modifiers for rosin esters used in 
paint'and plastic ingredients. Hercules Powder Com- 
pany’s Synthetics Department gained the desired tight 
closure plus lots longer wear by using No. 111 Aloyco 
Gate Valves. Operated at least once every eight hours 
and at two hour intervals during unloading and samp- 
ling, they are still droptight after three years. If you 
handle corrosive fluids or vapors under pressure or 
vacuum, investigate these valves. 


A couD 
FROM A 
“CRACK 


NOT 
A SIGN 
OF 
SEEPAGE 





: ALLOY STEEL PRODUCTS COMPANY, INC., 1306 West Glisubeth Avenue, Linden, N. J. 
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> Pentalyn* and 


used in the manu- 


Flexalyn® Resins. 
*T.M. Reg. U. S. 
Pat. Off. by Her- 
cules Powder Co. 
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which spreads wear | 
evenly, and are none — 
fouling in any position. — 

xibility of this de- 
sighymssures pressure 
tightness on both seats 
despite any possible mis- 
alignment caused by 
thermal shock or piping 
strains: and affords easy 
repairs in user's own 
shop without necessity 
of complicated seating . 
fixtures, 
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Ogan & NAME TO REMEMBER WHEN YOU THINK OF BETTER LATHES 


To help you sell 
Logan Lathes, this 
message appears 
27 leading in 
trial journals. 





Screw Cutting 
Lathe 


No. 825 Cabinet Model 
Quick Change Gear Lathe 


SPECIFICATIONS common to all Logan 
Lathes: Swing over bed, 10'/2”, Bed width 
ocross ways, 6-15/16”, Bed length, 43%”, 
Size of hole through spindle, 25/32”, Spin- 
die nose diameter and threads per inch, 
14,”%—8, 12 Spindie speeds, 30 to 1450 
r.p.m., size of motor, 3 or 2 h.p., 1750 
r.p.m.; Preloaded precision ball bearing 
spindle mounting; Drum type reversing mo- 
tor switch and cord; Precision ground ways, 
2 prismatic ‘'V'' ways, and 2 flat ways. 


Higher Cutting Speeds Without 
Bearing Adjustment on 


HE pre-loaded ball bearing spindlé mounting is one of the advanced 

design features which make Logan Lathes specially adapted to the 
needs of modern shops. With the resulting increased spindle speeds, 
full advantage can be taken of the high cutting speeds used with 
carbide cutting tools. No bearing adjustment is required within the full 
range of Logan spindle speeds, from 30 f.p.m. to 1450 r.p.m., regard- 
less of the cut being taken. With Logan Lathes, consequently, the 
precise factory alignment of the spindle is not disturbed by periodic 
bearing adjustments, and original spindle accuracy is sustained. 
Grease-sealed, the ball bearings require no further lubrication or 
attention throughout their long service life. Maintenance costs and 
down time are kept at a minimum. The ball bearing spindle mounting 
is another reason why Logan Lathes increase output and decrease unit 
costs on production lines, and reduce the man-hours per cutting job 
in tool rooms. For full information on all models of Logan Lathes, see 
your nearest Logan dealer, or write direct for descriptive catalog. 


F-1 
LOGAN ENGINEERING CO. 
CHICAGO 30, ILLINOIS 
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PER S AND 
STAINLESS FASTENINGS 


Rust is the Great Destroyer. Every year it causes dam- 
age of ‘war debt” proportions. 

Fortunately, the cost of preventing rust and corrosion 
through the use of Harper Everlasting Fastenings is low. 
Of course, the first cost of a bronze bolt or a stainless 
screw is more than a comparable fastening made of com- 
mon steel. Yet the difference in price is small, particu- 
larly when considered in relation to the total cost of a 
machine, instrument or other fastened assembly. Everlast- 
ing fastenings add longer service life to your product... 
and the ability to perform under tough conditions. Such 
qualities provide a big advantage over competition. 


4360 ITEMS IN STOCK 
Harper is known as ‘‘Headquarters for Non-Ferrous and Stainless 
Fastenings”’ . . . carries large and complete stocks of 4360 different 
items and is continually adding others . . . maintains large stocks of 
metals in bars, rods, wire, sheet and other basic forms from which 
special fastenings can be quickly made. Write for 1945 Catalog. 


THE H. M. HARPER COMPANY 
2622 Fletcher Street ¢ Chicago 18, Illinois 


BRANCH OFFICES: 
New York City - Philadelphic - Les Angeles - Milwaukee - Cincinnati - Heuston. 
Representatives in Principal Cities : 
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Howard Supply Co., Los Angeles, is 
handling the float equipment and tub- 
ing heads of the Larkin Packer Co. 


C. D. Belt & Co., Denver, is distributing 
the motor controls of the Allen-Brad- 
ley Co. 


Hudson-Tucker €0., San Diego, has 
taken on the freezing cabinets of the 
Winpower Mfg. Co. 


Chase Steel & Supply Co., Los Angeles, 
is stocking the screw products of the 
Allen Mfg. Co., the special nails of 
the Western Wire Products Co., and 
the products of the Dutton-Lainson 
Co. 


Federal Tool & Supply Co., Los An- 
geles, is handling the drills of the 
Clark Equipment Co., and the gaging 
system of the Federal Products Corp. 


Covington’s Machine Shop, Redlands, 
Calif.; The Independent Pipe & Ma- 
chinery Co., Phoenix, Ariz.; General 
Electric Equipment Co., Newark, N. 
J.; Hajoca Corp. Chattanooga, Tenn., 
have become authorized Worthington 
Pump and Machinery Corp., dealers 
of industrial machinery equipment. 


Western Industrial Supply, Sacramento, 
Calif., is now selling transmission 
equipment (MVD and All speed 
Drive) of Worthington Pump and Ma- 
chinery Corp. 

D. P. Brown & Co., Philadephia; The 
Independent Pipe & Machinery Co., 
Phoenix, Ariz., have become author- 
ized distributors of Worthington 
Multi-V Drive power transmission 
equipment. 


Atlantic Gear Works, New York City, 
is now selling Worthington All Speed 
Drives. 


Brady Advanced 
By Westinghouse 


Ralph R. Brady, for the past three 
years manager of commercial engineer- 
ing for the Westinghouse Lamp Di- 
vision, Bloomfield, N. J., has been ap- 
pointed to the newly established post of 
manager of electric discharge lamp 
sales. He will have charge of the sale 
and promotion of all fluorescent, sun 
and mercury vapor lamps, except the 
ultraviolet tubes. 
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a Good Line 








You cannot offer your customers anything 
short of the best lines you can find for them. 
That is one of the ways you maintain goodwill. 
It will pay you, therefore, to stock and sell 
Metro Tools and Gages . . . a top-quality line 
both by experience and by reputation. Metro 
has been tried and tested in war production — 
is a nationally advertised line and carries 
ample margins of profit for you—plus com- 
plete customer satisfaction. 

Metro engineers will advise on or design 
special tools and gages for your customers or 
make them up to specifications. 

Territories now open in important manufac- 
turing centers. Ask for further details. 





‘+ TOOL AND GAGE CO. 


4240 Peterson Avenue 


Chicago 30, Illinois 
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For better 


FINISHES 


Pi miliulilech a 


new products ES Let Armour help with 
your abrasive problems! 





In the days ahead, competition will be keen. 
Improved abrasives and improved techniques 
will be needed to give added appeal, added 

value to tomorrow's new products. 

When abrasive problems come up, many 
of your customers call on Armour. Experienced 
technicians help them improve quality and 
reduce costs by demonstrating the products and 
the methods which do their jobs best. 

As for the coated abrasives they'll need, special- 
ized Armour products will do the work more 
efficiently, more economically. The faster, sharper, 
cooler-cutting Armourclad Fibre Combination Sand- 
ing Disc is only one of Armour's complete line of 
better metal-working abrasives. 

Victory is ours, and great things are in the 
making for tomorrow! You can count on Armour 
abrasives to help you make your new products 
better than ever. 


For practical abrasive advice, write or call 


Armour Sandpaper ARRO EXPANSION BOLT COMPANY 


DIVISION OF ARMOUR AND COMPANY «+ 1355 WEST 31ST STREET, CHICAGO 9, ILLINOIS 
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. Automatic Belt 
Tension. 
- Boost Overload 
Capacity of Drives. 
- Eliminate any pos- 
sibility of slip. 
. Increase machine 
output. 
We are national dis- 
tributors of Rockwood 
Bases. 





THUMBS DOWN 
ON DOWN TIME 


The way to put thumbs down on those stoppages for belt repairs and 
replacements is ... Put a few extra pennies down per foot of belt 


when you buy ... And buy the best there is—a SCHIEREN 
LEATHER BELT! 


SCHIEREN LEATHER BELTING has proved itself the world over 
—under all conditions of use—for nearly a century—to be unsurpassed 
for fullest power delivery over the longest life of hard use. It stands 
up day after day and year after year against exposure to oil, water 
and other hazards. And it keeps right on delivering EXTRA RPM’s 
EVERY MINUTE. 


SCHIEREN LEATHER BELTS are made by pioneers in the 
leather belting industry. Choice of leather, tanning, every stage of 
production, is handled and supervised by experts, all under one man- 
agement and ownership. That's your assurance of the best belt- 

ing when you say Schieren Belting. We welcome your inquiries 
on belting problems—and the opportunity to meet your 
requirements. 


SCHIEREN ADVERTISING, SUCH AS THIS, 
APPEARS REGULARLY IN LEADING PUBLI- 
CATIONS, TO BACK UP YOUR SELLING OF 
SCHIEREN BELTING 


CHAS. A. SCHIEREN COMPANY 


LEATHER BELTINGS sd SPECIALTIES 
AND HYDRAULIC PACKINGS 


33 FERRY ST., NEW YORK 7, N. Y. 
60 Front St., W., Toronto, Ont. 
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Many 


NEW USES 


found for 


H-W JACKS 





| 
| 





for example-- 


HYDRAULIC JACK 


enables one man to close 
36” filter press in 30 seconds 


















If you have not been using hydraulic 
jacks, you'll find that applications 
are almost unlimited. 


For example, note the use illus- 
trated above. Here a H-W Model 
30.11A has been attached to a 36” 
filter press. Now, the job of closing 
the press can be done in less than 
30 seconds by one man, whereas two 
men required 3 to 5 minutes with 
the old method of gear and pinion. 

The complete line of H-W Jacks 
includes models of 3, 5, 8, 12, 20, 
30 and 50 tons capacity ... Great 
for lifting heavy loads, moving 
machinery or materials, press- 
ing bushings, gears, pinions, etc. 

. Write us for details. 


HEIN-WERNER MOTOR PARTS CORP. 


WAUKESHA, WISCONSIN 
1 eI RE RR 


SEPTEMBER, 1945 





212 MILL SUPPLIES « 


| was a nationally known inventor and 


| firms; M. F. Sasgen, vice-president and 
| general manager of Sasgen Derrick*Co.; 


“Sligo Iron Store 2 
| Marks 110th Year 


M. J. Sasgen Dies, Bn 
Chicago Manutdi a 





MICHAEL J. SASGEN 


Michael J. Sasgen, founder ‘and presi- 
| dent of both the Sasgen Derriek’Co. and 
Grand Specialties Co., died on July 27, 
following a stroke suffered a month 


before. He»was 72 years old. Born in 
Germany, Mr. Sasgen came to this coun- 
try as a young man and established his 
own business soon after his arrival. He 


engineer, and developed many -of the 
machines and tools now manufagtured 
| by 2 his companies. ao 

He leaves a widow, and twoSsons 


active in the conduct of their father’s 


and A. M. Sasgen, vice-president and 
general manager of Grand Spegialties 
Co. ie 


ay 
lee 
. ee 


ee 


Store of. St. Louis, Mo., is celebrating 
its\]10th consecutive year of Whsiness. 
According to Samuel D. Conant, vice 
president who holds the rank of lieu- 
tenant colonel in the Army Air Forces 
but who is now on inactive duty, “This 
business no longer is the same kind 
that it was. We sell steel now princi- 
pally for industrial uses. Also we 
supply machinery parts. The country 
trade, however, still is a part of the 
business, and we handle farm machin- 
ery and other implements used in the 
farms and towns.” 

Two Irishmen, Mr. Lyon and Mr. 
Shorb, of County Sligo and County 
Tyrone in Ireland, opened Lyon Shorb 
& Co., Sligo and Tyrone Iron Store at 
the corner of Collins and Wash Streets 
in 1835, dealing in iron bars, iron slabs, 


Established in 1835, the oH Iron 
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teres a fast-selling 


with wlemy of Sa 


The Cherry Blind Rivet is a new, fast-selling, well-proven 
‘fastener that is rapidly supplanting ordinary fastening 
methods in a wide variety of industries. It eliminates many 
of the disadvantages of ordinary fasteners, does many 
jobs that other fasteners cannot do, allows greater flexi- 
bility in design, simplifies fabrication and repair, improves 
the finished product, reduces time and costs. 

Millions of Cherry Rivets are now being used in such 
widely varying fields as aircraft, radio, automotive, elec- 
trical, heating and ventilating, shipbuilding, railroad, gen- 
eral sheet metal, furniture. 

This new fastener is not a fad or a gadget. Its efficiency 
: presi- has been unquestionably substantiated by its extensive use 
ge in the toughest of all fastening jobs—military aircraft. 
de® The volume of war business has now grown to the extent 
orn in} that Cherry Rivet Company representatives are not able to 
- coun: handle all of it. To properly ac- 
ed his} commodate this increasing volume 
il. He} of business a program of jobber 
it ms distribution is now being set up. 
sure d The Cherry Rivet is a mechan- 
" ical blind fastener that upsets with 
“sons § @ pull rather than a pound. It can 











ring double surface exterior FF 
bi = of motor coachfrom oytside, 6 





Sp eet costo 





’ ° i Cross section of Cherry Rivet gun 
ither’s § be installed by one man from one i head engaging rivet inserted 











ek oe 


at and side of any application, blind or in double surface a spot, 









pt ns te 
Rieke a 













pe not. No bucking is required. The a 
iglties upsetting action is a smooth, easy pull that allows Cherry 4 
® Riveting in soft or brittle materials, as well as all sheet 
"| metals. Tubes, bends, ducts, stringers, double surface struc- “ae Venseatel aan 
¢ tures, cramped corners; crowded aréas, all can be Cherry angles offer no problem to Cherry Riveting. © 


Riveted easily and quickly. 

There are two types of Cherry Rivets, self-plugging and 
:— hollow, made in several head styles, diameters, grip lengths 
rating and alloys. The application tools are either pneumatic or 
iness. hand-powered Cherry Rivet guns. All are small, easy-to- 
Dats handle, designed to facilitate difficult rivet installations and 
ald to speed up the riveting process. 

“This Cherry Rivet Company representatives are now inter- 
kind | Viewing interested jobbers. To contact the representative 
dinci- in your area, write now to the Cherry Rivet Company, Dept. 
Do we A-322, 231 Winston Street, Los Angeles 13, California. 


untry 
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wheels, horseshoes, nails and _ plow- 
| shares. A dispute between the partners 
arose and the County Tyrone member 
léft the company whose name was 
changed to the Sligo Tron & Nail Store. 
About 1853, George D. Hall of Lew- 
istown, Pa., became manager of the 
store and, during the six years he served 
in that capacity, the store’s name 
changed to the Sligo Iron Store. Mr. 
Hall became part owner and later on 
sole owner. In 1876, Mr. Hall formed 
a stock company which included the 
members of Wise. Blake and Johnson 
| of Quincy and Alton. Of these, only 
Charles D. Blake, father of one of the 

| firm’s present directors, remained. 
It is interesting to point out that Mr. 
C a A a T A a a WwW Hall’s daughter, Mabel, became the 
wife of Winston Churchill, the novelist 
who wrote “Inside of the Cup” and 


, “The Crisis”. 
Secretary-treasurer of the firm since 


the reorganization in 1876, Theodore P. 
Conant, father of the present president 
and vice president, came to St. Louis 
from Vermont by way of Wisconsin 
soon after the Civil War. He succeeded 
Mr. Blake as president and handed the 
business down to his sons. 











The production of vital goods lessens—the pro- 
duction of civilian goods grows—all of which 
points to a change in the selling approach. It 


is time to chart your new selling course—time to 
check over your sources of supply to see whether | . 

- ; he ite some Carroll With 
you are ready to give assistance to industry in its 
next big job. BLUE DEVIL Products are just as 
necessary to civilian production as they have 


Briggs-Weaver 


Jim M. Carroll has joined the pump 
and motor department of the Briggs- 


been to war production—théir place in present | Weaver Machinery Co., Dallas. A for- 
day manufacturing is definite and important and | mer employee of the Dallas Power & 


| Light Co., Mr. Carroll more recently 
acted as an instructor in radar and 
mechanical engineering at North Texas 
Agricultural College. 


we want you to be fully versed on their uses and 
applications. We suggest that you get complete 
facts on them now. 








@ Socket Set Screws 
@ Socket Head Cap 


Screws 


@ Socket Head Stripper 
Bolts 


@ Socket Screws— 
Dardelet Thread 


@ Socket Screw Keys 


@ Socket Pipe Plugs - 





® Square Head Set 
Screws—Alloy Steel 


@ Tool Post Screws — 
Alloy Steel 














* 











| v, '/ b at ) | al’, Although he is truck driver at Darrow & 
} | Comstock Co., New London, Conn., Ben : 
] ® | Artino can pinch hit at the pipe threading . 


4445 KNOX AVE. CHICAGO 30, ILL. —_— machine when this distributor's pipe de- 


| partment is rushed with orders. 
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“Our installation work fot.only keeps 
our benders in constant, heavy use, 
but they must be able to make a, wide 
variety of bends on a good spread of 
pipe sizes,” says Mr. A. E. Curran of 
Edward J. White Company, Newark, 
N. J. “That's why we chose GREEN- 
LEE Hydraulic Benders . . . for stamina 
and versatility!” 


| Tell your industrial customers about 
the wide work range of the GREENLEE 
Bender. For, whatever the bending 
job, there’s a GREENLEE to do it! One- 
man operated for fast, smooth bends 





in pipe up.to 4%", rigid and thin-wall 
conduit, tubing, bus-bars. 


And, tod, the GREENLEE Hydraulic 


Bender can—ig time and material sav- 


ings—easily pay for itself the first few 
jobs used. 


Get all the sales facts on the nation- 
ally-advertised GREENLEE line of work- 
saving tools for industry: 

Write for your free copy of Eons op 
Catalog 33. Greenlee Tool ; 
Co., Division of Greenlee 
Bros. & Co., 1929 Herbert 
Avenue, Rockford, Illinois. 






Gxt Rotaaly with Gyrcerelee/ 


_— 


GREENLEE 
== 


YOUR SALES OPPORTUNITIES WITH THE GREENLEE LINE 


Hydraulic Conduit, Pipe and Bus Bar Benders 
Pipe Pushers *« 
Cable Pullers «* Spiral Screw Drivers «+ 


Bits « Bit Extensions * Draw Knives 


Steel and Copper Tube Benders + 
Knockout Punches and Cutters 
Automatic Push Drills « 


Chisels and Gouges « 


Hydraulic 
* Radio Chassis Punches ¢ Joist Borers 
Auger Bits « Expansive 


And Many More. 
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An enviable record has been established 
by these two members of the mill supply 
department of Hunter & Havens, Inc., 


| Bridgeport, for they have served the com- 


pany for more than .25 years. R. E. Erd- 
man utilizes his wide experience and 


| knowledge of the business in the purchas- 


r 





ing department; and Miss Esther G. Munro 
very capably assists the manager, Howard 
J. Behn. 





Lutz Advocates 
Budgetary Balance 


Regarding budget policy as the num- 
ber one post war fiscal problem, Harley 
L. Lutz, professor of public finance, 
Princeton University, writes in the July 
issue of The Tax Review that “the cor- 
rect decision on these matters is a plain 
direct declaration that an annually bal- 
anced budget is to be the goal under any 
and all conditions likely to be encoun- 
tered in the post war period.” 

Professor Lutz adds that as long as 
the objective of fiscal policy is a bal- 
anced condition, slight variations on 
either the surplus or deficit side would 
be no cause for concern nor would they 
be a repudiation of the principle. He 
points out that when government bor- 
rows to pay a part of its current oper- 
ating costs, there is a distortion of the 
fundamental relationship between bene- 
fits and burdens, making it impossible 
for people to judge the real merit of 
spending proposals since they appear 
to provide benefits which are costless. 
As citizens become more thoroughly im- 
bued with a belief in the government’s 
ability to provide large benefits with- 
out cost, they grow more and more re- 
luctant to revert to the hard way of sup- 
porting the public services—taxes. 

It is now 15 years since federal reve- 
nues equalled federal spending, Profes- 
sor Lutz pointed out, and a large part of 
the population now living in the nation 


| has no conception of experience under 
| any other fiscal policy than that of a defi- 


cit, believing it to be normal method of 
operation. Expert opinion would be in 
favor of a balanced budget and Profes- 


| sor Lutz brands opponents as deriving 


from proponents of land bank notes. 
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SON-WALTON newly designed hoist hooks, un- 





like the old blacksmith-type round hooks, are en- 


gineered to give better service longer and sustain a much 


heavier safe working load. Check these specifications. 


irley 

ince, 

July 

cor- J 

~~ FINE GRAMM. JNGHER TENSILE STEELS 

, or are used exclusively in Upson- 

oun- Walton hoist hooks which are 

all Drop Forged. 

nt ALL U-W HOIST HOOKS ARE HEAT 

; on TREATED at closely controlled 

ould temperatures to achieve great- 

~ er strength, toughness and uni- 
e P 

ee formity. . 

aa AS WE GO TO PRESS, DELIVERIES U-W HOOKS ARE UNIFORMLY DESIGNED 

as ON MOST SIZES OF UPSON-WALTON “sa en — 

ible HOIST HOOKS ARE GOOD. eature w hic permits greater 

t of safe working loads. 

pear ; 

less. LARGER EYE OPENINGS give more 

, im- 

ont’s 

wes Copyright 1945— 

bend Established 1871 The Ubson-Walton Company 

sup- 

eve- 

»fes- 

tof THE UPSON-WALTON COMPANY 

ion 

ider Manufacturers of Wire Rote, Wine Rope Fittings, Tackle Glocke 

defi- MAIN OFFICES AND FACTORY: CLEVELAND 13, OHIO 

d of 114 Broad Street 737 W. Van Buren Street 241 Oliver Building 

r New York 4 Chicago 7 Pittsburgh 22 

»fes- 

ying 
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room for connections; because 
of this and the extra strength 
of U-W hooks, it is often pos- 
sible to use a smaller hook, 
thereby lowering cost. 


REINFORCED SECTION AT EYE CROWN 
helps prevent collapse, gives 
longer wear at point of con- 
tact with the connection. 


BIGGER THROAT OPENINGS ... EASY 
ENGAGEMENT— U-W hooks are 
designed with increased throat 
openings; tip contour also 
makes it easy to hook them on. 










Recommend to Your Customers 


THE “BELMONT CURE” 





FIRST STEP 
is to have them check — regu- 
larly — their pumps and engines 
for signs of leaking valves, 


pistons, rods and plungers. 





SECOND STEP 
is to get them to use Belmont’s 
handy PACKING RECOM- 
MENDATION CHARTS which 
quickly identify the right pack- 
ing type for each set of operating 


conditions. 





THIRD STEP IS TO SUPPLY THEM WITH 


BELMONT PACKINGS 


Current advertising on this method of 
curing stuffing box troubles appears in 
POWER, POWER PLANT ENGI- 
NEERING, SOUTHERN POWER & 
INDUSTRY,INDUSTRY & POWER, 
MILL & FACTORY and NATIONAL 
ENGINEER. Also THOMAS’ REG- 
ISTER and REFINERY CATALOG. 


All Belmont advertising reminds the 

readers that there is a Belmont dis- 
tributor nearby, ready to serve them 
promptly from local stocks. 
This is one side of the two-color insert 
we have prepared for our distributo:s 
associated with MILL & FACTORY. 
Have you scheduled this yet? 


Inquiries from this advertising will be 
turned over to you. The Belmont Pack- 
ing & Rubber Company, Butler and 
Sepviva Streets, Philadelphia 37, Pa. 





THERE’S A BELMONT PACKING 
FOR EVERY SERVICE 


STEAM, WATER, OIL, GAS, AIR, ACIDS, ALKALIES, AMMONIA 






SMCSLILON 
(-BELMONT-)© 





RINGS, SPIRALS, COILS, REELS, SPOOLS, SHEETS, GASKETS 
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free silver, greenbacks, bimetallism and 
pump priming. He also points out that 
among the backers of balanced budgets 
are those who-do not believe it should 
be effected every fiscal year, claiming 
that a period of 12 months is too short 
and that all requirements of good fiscal 
policy are met if the aggregate of out- 
gos and of receipts balance over some 
longer period than a year. They be- 
lieve deficits in some years can be offset 
by surpluses in other years, with no per- 
manent increase of the public debt. 
Professor Lutz attacks the doctrine 
of cyclical budget balancing on the 
grounds that it requires the same care- 
ful planning as under the annual budget 
and, because of the longer period and 


| the greater uncertainties, difficulties are 


increased. The device, he claims, might 
work under a completely disciplined 
economy but, for an unregimented econ- 
omy such as we hope the United States 
is to be now, the only practical answer 
is a balanced budget in every fiscal 
year. The principal reason why cyclical 
budget balancing developed, according 
to Professor Lutz, is. that its proponents 
believe that enough revenue cannot be 
collected in depression years or that, 
taxation has grave deflationary effects 
under depression conditions, and he be- 
lieves that these views are based partly 
on misconception of the effects of taxa- 
tion and partly prejudice to the meth- 
ods of taxation. 

Taxation is so largely a transfer proc- 
ess between the citizens and the govern- 
ment, Professor Lutz points out, as to 
be essentially neutral in its effects on 


| prices as long as the budget is balanced 





and there is no resort to credit inflation 
to defray public expenses. He adds that 
over-all purchasing power is not re- 
duced because government spending 
equals the curtailed spending of tax- 
payers; hence total community con- 
sumption is not necessarily reduced and 
prices should not be depressed by this 
factor. When relief and welfare costs 
rise during a depression, other expendi- 
tures should be reduced. 

Restriction of the revenue system in 
scope and methods leads to the infer- 


| ence that all capacity to support gov- 


ernment disappears in a depression, but 


| Professor Lutz points out that merely 





because one tax fails is no indication 
that all taxes would be similarly inef- 
fective. He gives two principles to be 
observed in striving for annual budget 
balance (1) that aggregate expendi- 
tures should be reduced in depression 
years and (2) that the revenue system 
should be sufficiently diversified to as- 
sure reasonable stability of the receipts 
regardless of economic conditions. The 
latter means a readiness to shift the 
emphasis of the tax system from net in- 
come taxes to excise and sales taxes, 
and, in order that such a policy may be 
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ey HI-CAP* Valve and Seat Assembly 


nced 


ation ... the heart of the improved STRONG 


bs Trap. New, scientifically designed 
re- 
ding orifice throat gives up to 25% greater 





tax- capacity, avoids turbulence and mini- 
con- 


and mizes choking caused by flash steam. OTHER FEATURES OF THE NEW HI-CAP TRAP 


this *HI-CAP—Registered trade mark 
costs NEW lever design gives quick, full opening without 


endi- dribbling. 

An important part of STRONG NEW renewable seat permits easy servicing. 

service is continued attention to NEW inlet-outlet location places trap below level of inlet 
pipe at all times. 


m in 
nfer- 
gov- parts for traps in service. HI-CAP 


— parts are available for your present Write for New Bulletin on HI-CAP Traps 
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inef- Over 40 Years of Steam Specialties 
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AGAIN AVAILABLE 








Whittaker Metal-Workeis’ 


RAYONS ics ton 


The heavy demand for metal-working crayons can now be met 
with WHITTAKER STEELRITE and CLOVER crayons. New and 
increased production of both natural and composition crayons 
account for large stocks on hand which are available without 
priority for distribution. 

STEELRITE ctayons are made of powdered soapstone, contain- 
img no wax binder and are free of grit. They are uniform in 
strength, will not flake and actually wear-twenty percent longer 
than natural crayons. STEELRITE can be used on dry, grimy, hot 
or cold metals producing a clear, sharp, easily discernible mark. 

CLOVER, a clear white talc crayon is cut with the grain from 
selected soapstone. It is free from hard spots, or other impurities, 
and takes a fine, long-wearing edge that 
will not feather or flake in use. 

Both grades are made in standard five 
inch lengths in square, wide flat, thin flat 
and round shapes. 

Write today-for additional information 
on this urgently needed product. Samples 
of STEELRITE and CLOVER crayons are 
available upon request. 












W. ittaker, 
Clarks 


TAKS 260 West Broadwoy, New York 13,N.Y 
Devi. S, INC. Piant: South Kearney, New Jersey 
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effective, it is necessary that the diver- 
sification of revenue sources be planned 
in advance. He cites the high variability 
and uncertainty of the yield of the in- 
come.tax as an indication of the im- 
portance of diversity of revenue sources, 
In the four-year period from 1930 to 
1933 corporation taxes dropped from 
$1,263,000,000 to $394,000,000, individ: 
ual income taxes} frém__$1,147,000,000 
to $353,000,000, while the tobacco tax 
dropped from $450.000,000 only to 
$403,000,000. The comparative stability 
of the tobacco tax suggests to Professor 
Lutz, that other excises, or evena gen- 
eral excise or sales tax, would have off- 
set the defection of the income tax to a 
degree which would have greatly re- 
duced or even prevented the deficits of 
that period. 

Concluding. Professor Lutz states, 
“Fiscal preparedness. indicated by a 
broadly diversified revenue system that 
will support the government’s needs un- 
der any and all conditions, is as essen- 
tial as any other form of defense, and 
it is essential also to every other form 
of preparedness.” 


rd 
* 


Cooper Organizes 
Alloy Valve Group 


Certified Alloy Valve Co., has been 
formed as a new division of The Cooper 
Alloy Foundry Co., Hillside, N. J. The 
new firm will specialize in the manufac- 
ture of stainless steel valves for which 
it will furnish a certified analysis of 
every part which comes in contact with 
liquid. P. C. Shaffer has been named 
chief engineer. Products will be sold 
through Cooper. 

This arrangement brings the entire 
metallurgical, engineering and manu- 
facturing process under one roof, in- 
cluding castings, heat-treating, machin- 
ing and testing. The new division will 
have all the advantages of Cooper’s 
more than 15 years’ experience in the 
design and engineering application of 
many types of stainless steel valves and 
fittings. 








C. Reid Hudgins, president of the G. M. 
Williams Co., New London, Conn., talks 
over the current stock situation with 
Joseph McDonald, manager of the mill 
supply department. 
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No ‘Pre-War™ Belts 
EVER Gave the Service 
that is . 


NOW Being Delivered by Your 
Standard GATES VULCO ROPES! 
v 


Here is the Reason:— Good belts were built before the war but none of them had 
the strength and durability found necessary on army tanks, tractors and 

‘self-propelled big guns. Gates developed these greatly superior V-belts 

vy for combat service—and here is why this fact is important to you NOW :— 


Every improvement developed by Gates for U. S. combat units has 
been added, day by day, to the quality of the standard Gates Vulco 
Bopes which have been delivered to you. 
Here is one rare instance in which improvements developed primarily for army 
combat use can be passed on to you immediately—and there are, of course, 
reasons why Gates has not been called upon to withhold these important im- 
provements from industrial V-belt users. 


Efficient production in our nation’s industrial plants is a prime essential to our 
winning of the war—and better V-belts than ever before have been urgently 
needed to keep machines going on the forced-draft, war production schedules 
that have had to be maintained 24 hours a day! 

That is why Gates has been able to embody in the standard Gates Vulco R 

All Gates V-Belts every V-belt improvement which Gates specialized research has developed fe 
use on the Army's motorized equipment—and that is why you are finding that 
your standard Gates Vulco Ropes are today giving you better service than any 
V-belts that were built before the war. 















THE MARK OF 
SPECIALIZED RESEARCH 
ase 


THE GATES RUBBER COMPANY 


Engineering Offices and Jobber Stocks in All Large Industrial Centers 


GATES IVE 


CHICAGO 6, ILL., 549 West Washington. NEW YORK CITY 3, 215-219 Fourth Avenue. ATLANTA 3, GA., 521 C. & S. Nat'l Bank Bldg. 


LOS ANGELES 21, CAL., 2240 E. Washington Bivd. DENVER 17, COLO., 999 S. Broadway. DETROIT 2, MICH. 223 Boulevard Bldg. 
SAN FRANCISCO 3, CAL., 170 Ninth St. 





PORTLAND 9, ORE., 333 N.W. Sth Ave. DALLAS 2, TEXAS, 1710 N. Market St. 
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... about 


SOLDER 



























... and why it's profitable to sell 


KESTER CORED SOLDERS 


Kester Cored Solders are made in the precise formula for 
\ every type of soldering operation. They protect the prod- 
uct—insure against service difficulties. 


When you sell Kester Cored Solders you sell a product 
| that is (1.) backed by 46 years of practical experience 

and laboratory research; (2.) recognized for top quality 
and unvarying uniformity; (3.) a product that is standard 
throughout industry. 


Kester Cored Solders are nationally advertised—every 

\ month more than 40 leading publications tell your cus- 
tomers and prospects the benefits of standardizing on 
Kester Cored Solders. The line is pre-sold for you! 


Designed to meet every requirement, Kester Cored 
Solders are available in a wide range of strand and core 
sizes, flux and alloy combinations. For electrical con- 
nections, recommend Kester Rosin-Core Solder; for gen- 
eral work, Kester Acid-Core Solder. 


oe 


BUY WAR BONDS 


KESTER SOLDER COMPANY 


4214 Wrightwood Ave., Chicago 39, fil. 


Eastern Plant: Newark, N. J. 
Canadian Plant: Brantford, Ont. 


KESTER 
— A/a 





ee i eee ee 
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A. J. Comerford, left, and D. W. Shaw 
have completed their training and are now 
in the field for the Blackhawk Mfg. Co., 
Milwaukee. Mr. Comerford will represent 
his firm in Oregon and Washington, and 
Mr. Shaw is on the sales staff covering 
sections of Illinois, Indiana, Missouri and 
Kentucky. 





Japan's Industrial 
Capacities Revealed 


Two large-scale maps of Japan 
proper, showing the location of the 
important mines and_ metallurgical 
plants, oil refineries, synthetic oil plants 
and chemical works that fall to the 
control of the United Nations, have re- 
cently been published by the Bureau of 
Mines of the Department of Interior. 
Despite Japan’s secretiveness for many 
years, the Bureau of Mines was able to 
collect voluminous information about 
its mines and mineral resources. 

The information reveals that Japan 
proper contains a great variety of min- 
erals, but the country is not adequately 
self-sufficient in any class to support the 
vast industrial state that had been es- 
tablished before and during the war. 
according to Dr. R. R. Sayers, director 
of the Bureau of Mines, Even with the 
addition of minerals from Korea, Man- 
churia, Formosa and the mandated 
islands. Japan was dependent upon 
other countries to keep its industrial 
machine working, Dr. Sayers added. 

In sulfur and pyrites, the home 
islands were self-sufficient;.and else- 
where the Empire produced such things 
as arsenic. bismuth, coal, flourspar, gra- 
phite. magnesium and tungsten. But 
of the vital metals and minerals that 
make a modern industrial state, Japan 
did not have enough. These included 
the ferrous metals, copper, zinc, lead, 
bauxite. petroleum, mica, mercury, tin 
and many others. Her chief strength 
was in a huge reservoir of docile labor. 
technical skill and in ordinate*ambition. 
coupled with the fact that they had 
built a network of modern iron, steel. 
aluminum, magnesium, copper, lead and 
zinc chemical works. in addition to 
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Sign of @ QUALITY LINE 























»ee that draws quality customers, too! 





FINE HAND TOOLS 
FOR YOUR NEEDS- 


The Plomb Line surpasses all others in 
completeness of assortments—of all 
tool types for all types of users. 


SCREW DRIVERS 
PULLERS 
PLUMBING TOOLS 
WRENCHES 
TOOL SETS 
SOCKETS ano ATTACHMENTS 
PUNCHES ano CHISELS 
BODY ano FENDER TOOLS 
PLIERS 


--.and many other tools 

















MILL SUPPLIES 


The Plomb sign does three important things for the distributor 
who displays it. 
First, it tells customers and prospects this leading line of fine 


hand tools is in stock. 


Second, it ties in with Plomb advertising and popularity to 


bring more desirable tool volume. 


Third, it emphasizes the fact that the distributor is featuring 
quality merchandise in his store — is building business on 


customer satisfaction and goodwill. 


Thus, you'll find the Plomb Line. not only attracts those who 
are interested in quality hand tools but will contribute in a sub- 
stantial way to improving the reputation you already enjoy 


for quality and service. 


Write for catalog and complete details today.—Plomb Tool 


Company, 2215 Santa Fe Avenue, Los Angeles 54, California. 
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LAMINATED SHIM COMPANY 





MILL SUPPLIES ¢ SEPTEMBER, 1945 





fabricating plants, electrical, cement and 
other manufacturing plants. 

Altheugh the charge has often been 
made that the Japanese are imitators 
and not originators, this is not borne out 
by the facts, the bureau said. In the 
first adoption of Western civilization, 
they naturally would use all of the 
machinery and methods found suc: 
cessful, but they have their fair share 
of scientists and inventors. These in- 
clude Dr. T. Tanabe, who developed 
stainless silver; Dr. T. Mishima, special 
magnetic alloy made of nickel and alum- 
inum; Hironaka, super heat heavy oil 
diesel engine for small vessels, auto- 
mobiles and aircraft; Dr. Jokichi Taka- 
mine, the discoverer of adrenaline; Dr. 
Nishina, physicist who discovered that 
the strength of cosmic rays changes ac- 
cording to temperature variations and 
longitude; and Masaru Mihara, who in- 
vented a radio. beacon that registers 
visually on a radio compass in planes. 


Work Glove Program 
To Be Continued 


Continuation until the first of the 
| year of the special program to stimu- 
| late production.of work gloves was an- 
nounced by WPB, which means Sched- 
ule F to M-328-B will be in™ effect 
through the fourth quarter. No changes 
are made in the program and applica- 
tions for the fourth quarter must be 
filed on WPB Form 3732 and _post- 
marked by Sept. 5. 

The gloves include canton flannel 
gloves and mittens; canton flannel hot 
mill gloves; canton flannel two-thumb 
‘husking gloves and mittens; leather 
combination gloves and mittens: and 
| jersey gloves and mittens. 








| George L. Smutny has joined the Aillis- 
| Chalmers Mfg. Co., Milwaukee, as an 
industrial engineering specialist. He will 
act as assistant to A. M. Marsh in food 
industries activities. 
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WE DON'T CLAIM TO BE MAGICIANS, BUT... 


SpeEEpI-Dri is pulling-in new profits, new customers, 
increasing and repeating sales for hundreds of job- 
bers all over the nation. And not from a hat, either, 
but from the countless manufacturing plants that 


make up, America’s industrial might. 


Right now, re-conversion is the theme, And 
SpeEp1-Dri, the white, granular material that 
soaks-up grease and oil like a blotter absorbs ink, 
is playing an important part in that production 
by eliminating industrial accidents caused by 
oily, greasy floors; by removing fire-hazards; and 


by cutting-down wasteful housekeeping man- 


hours. No, we are not magicians, but we do offer you 
a sales-item with almost magical qualities—a prod- 
uct in unlimited quantities that sells on its merits, a 
product that is packaged right and priced right, a 
product that has back of it a consistent advertising 
and merchandising campaign, a product that is a 


natural, repeat-order item. 


Get in touch with us today. We will be glad to 
send you the full story of Sprepi-Dri. You will be 
able to see for yourself how SpeEpI-DRri can become 

the foundation for greater business for you now 


and in the years to come. 


SUPPLIERS 


East 
SAFETY & MAINTENANCE CO., INC. 
New York 1, N. Y. 


MILL SUPPLIES 


South, Midwest & West Coast 
WAVERLY PETROLEUM PRODUCTS CO. 


Philadelphia 6, Pa. 
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Which Distributors’ Salesmen 


WILL BE ASKED TO DO THE IMPOSSIBLE 


AGAINST POST-WAR COMPETITION? 


The Men 


350 EAST TWENTY-SECOND STREET, 


226 


. who must rely upon memory and what 
they can dig out of printed matter from hun- 
dreds of sources . . . who are handicapped 
by the lack of one comprehensive source of 


factual product information. 


A Donnelley-compiled catalog is a basic re- 
quirement in any post-war sales planning. 

R. R. DONNELLEY & SONS COMPANY 
CHICAGO 16, ILLINOIS 


MILL SUPPLIES ¢ . SEPTEMBER, 1945 











Nelson W. Flagg of the Page, Steel & 
Flagg Co., New Haven, makes some head- 
way on a stack of mail, with the efficient 
help of his attractive secretary, Miss 
Vivian Strom. 





Masback Vice-President 
60 Years In Business 


August Pahl, vice president of the 
Masback Hardware Co., Inc., New York 
City, celebrated his 60th year in the 
hardware business on Aug. 25. Mr. 
Pahl started in the business as office 
boy with Hammacher, Schlemmer & 
Co., New York City, in 1885 and liter- 


| ally “grew up” with that organization. 


| In 1917 he was elected vice-president in 


charge of purchasing. 
When Hammacher, Schlemmer & Co., 


discontinued its wholesale division in 


| February, 1939, Mr. Pahl became asso- 
' ciated with’ Masback Hardware Co., 
| where he organized the industrial divi- 
| sion. In 1942, he was appointed vice 


president. He was a member of the 
board of governors of the New York 
Hardware Club for many years and is a 
charter member of the Purchasing 
Agents Association. 


| Trio Purchase 





Scranton Firm 


The Scranton Supply & Machinery 
Co., Inc., has been purchased by Gerald 
F. Langan, P. A. Calvey, and William 
Lovering. Mr. Lovering, formerly a 
salesman with the concern and now 
general manager, advises that the sup- 
ply company plans the addition of new 
lines, and that departments will be set 
up for air conditioning equipment and 
agricultural machinery. 


Russell & Erwin 
Shifts Salesmen 


The Russell & Erwin Mfg. Co., New 
Britain, has recalled T. H. Palmer, 
formerly manager of the’ firm’s Sgn 
Francisco office, to take charge of con- 
tract salés in the home plant. J. A. 
Russell, with the company for 20 years, 
will have charge of all territory and 
sales west of the Rockies,. and will be 
assisted by. V. H. Verby. 
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TO STOCK 


DESMOND 





DESMOND DIAMOND HAND TOOLS AND NIBS 
° 










#, 
DESMOND DIAMO-CARBO DRESSER 
BEST ALL-AROUND T ROOM DRESSER 






DESMOND SHERMAN DRESSER 


DESMOND BALL 


DESMOND HUNTINGTON DRESSERS BEARING DRESSER 


oRe 


DESMOND HEAVY DUTY DRESSER 
7 PSURABLE MADEY FOR LARGE AND COARSE Waites 


UE DESMOND i 3 
HUNTINGTO 
Made in All 


















MN CUTTERS = DESMOND CRACKERJACK DRESSER 


Swivel Base Type 









Drill Press and 
Milling Machine Vise 


ee — — ew 


Fourth Star received May 5, 1945, for 
outstanding service in production of war 
materials. 
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IT PAYS 


DRESSERS 
AND 
CUTTERS » 


Yes, it’s logical and it pays to stock the 
DESMOND line. With this complete 
line of grinding wheel Dressers and Cut- 


not only of your ability to supply im- 
mediately the needs of your customers, 
but you have, as well, our assurance 
of complete cooperation and technical 
advice on any special dressing or truing 
problems. Investigate the sales possi- 
bilities and advantages of the DES- 
MOND line now. We'll forward com- 
plete catalog information and details 


on our distributor plan on request. 


SIMPLEX 


STEEL-SLIDE 
VISES 


Another logical choice—from a standpoint of 
sales and variety of types offered. SIMPLEX 
Vises, featuring the exclusive Steel-Slide, are 
available in a sufficient variety to meet most 
every need. Catalogs and distributor informa- 


tion are available on request. Write for yours! 








The Desmond-Stephan Manufacturing Co. 


URBANA 


OHIO 
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REPRESENTATIVES = | | Manufacturing & Supply 


IN | . 
PRINCIPAL CITIES Co., Columbus, Ohio 
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OU SHOULD KNOW ABOUT AND SELL. . 


"THIS IS A _ as 
TOUGH JOB yO 
FOR A CHAIN" .. YOU CAN SAY, 


When you are face to face with a severe service condition 
for chains in conveying or power transmission, you can have 
a ready answer for the customer. When you recommend 
LINK-BELT PROMAL Chains you can be sure the jobs 
are well provided for over long service periods. You know 
that the customers will reduce breakdowns — be delayed less 
for replacements — save time and expense of frequent instal- 
lations of new chains or new links. 

Sell LINK-BELT PROMAL CHAINS where greater resist- 
ance to wear is desired — for: longer life in abrasive service 
—for the hard jobs where operating conditions are severe 
—and where the strength and toughness of PROMAL will 
insure dependable service at lowest cost. 

You can meet the widest range of service conditions with 


PROMAL CHAINS for they can be furnished in all standard 
sizes of cast chains, with all standard attachments. 


PROMAL CHAINS will operate on the same wheels as 
malleable chains of corresponding number and dimensions. 
Send for Catalog No. 850. 


LINK-BELT COMPANY 


Chicago 9, Indianapolis 6, Philadelphia 40, Atlanta, Dallas 1, Minneapolis 5, 
PROMAL ; San Francisco 24, Los Angeles 33, Seattle 4, Toronto 8, 
— Offices and Distributors in Principal Cities. 
UINK.BELT 
> FLINT-RIM « 
SPROCKET 
LINK-BELT 


PROMAL 
BUCKETS 
. 


For smooth operation, endurance 


and maintained efficiency, rec- 
ommend this combination for 
bucket elevators, 
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NEW 
DEVELOPMENTS 


Most of the important new 
developments im caster de- 
sign and construction have 
originated in Bassick's en- 
gineering department. 


2 


COMPLETENESS 
OF LINE 


Bassick’s complete line gives 
a single source of supply — 
a wide selection of sizes and 
types in a broad price range 
... from office chair casters 
up to the highest-quality, 
precision, super-heavy-duty 
casters carrying as much as 
10,000 Ibs. each. 


a 


ADVERTISING 


The sale of Bassick Casters 
is consistently promoted 
through the most aggressive 
caster advertising program 
in Trade and National Pub- 
lications. 








































THE BASSICK COMPANY 


BRIDGEPORT 2, CONNECTICUT 


Division of Stewart-Warner Corporation 
In Ganada: Stewart-Warner-Alemite Corporation of 
Canada, Ltd., Belleville, Ont. 
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Allen B. Stiles has joined the Wm. Powell 
Co., Cincinnati, as manager of the firm's 
Philadelphia office. He was formerly as- 
sociated with the Crane Co., Chicago. 





Progressive Sells 
Augur Bit Rights 


The Progressive Manufacturing Co., 
Torrington, Conn., announced the sale 
of the Forstner Augur Bit to The Con- 
necticut Valley Manufacturing Co., 
Centerbrook, Conn. Progressive, whose 
principal product has always been 
metal fastenings, will now concentrate 
on machine screws, bolts and similar 
specialties while The Connecticut Val- 
ley firm rounds out its line of specialty 
augur bits. 


Dr. Garvey Named 
Service Manager 


Dr, Benjamin S. Garvey, Jr., was ap- 
pointed technical service manager on 
rubber chemicals of the B. F. Good- 
rich Chemical Co., Cleveland. Dr. Gar- 
vey, who received his bachelor and 
master’s degrees in chemistry from the 
University of Illinois, and his doctor’s 
degree from Harvard University, has 
been prominent in the synthetic rubber 
field, having made many contributions 
to the science. He has held many posts 
in the firm’s research division and re- 
cently was on the mission surveying 
German synthetic rubber plants. 


E. C. Poehler Dies, 
Chicago Supply Man 


Edward C. Poehler, former president 
of Crerar, Adams & Co., Chicago, and 
lately head of the E. C. Poehler Co., 
Chicago, died recently at his home in 
that city. 

He is survived by his widow, a son 
and a daughter. 
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Designed for greater efficiency, lighter weight, 
increased power, and improved handling. 
A Size for Every Need 


Heavy Duty 1”—34"—5¢"—%" (2)—%8" (2)— 


aroiapee ee ge ELECTRIC 
Write for Complete Details and Discounts D Rg } L L 5 


STANDARD THE {at WORLD OVER 
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The principal factor in ““Greenfield’s” ability to SHOW HOW to solve thread 
cutting problems is “The Greenfield Man”. 


Greenfield Tap and Die Corporation maintains the largest field staff of skilled 
specialists in the industry. Their jobs—to put “Greenfield” “KNOW HOW" 
in threading to work for you and your customer. 


Known wherever threads are cut, “The Greenfield Man” is located in every 
industrial area in the United States and is available to distributors and dis- 
tributors’ customers at any time to bring expert, on-the-spot advice. 






“Greenfield” distributors 
the “Greenfield” line. D 


ound him to be one of the greatest assets of 





’ GREENFIELD TAP and od en 


Greenfield, Ma 
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SOLID FORGED WING NUTS 


by “National” Offer Every Advantage... 


STRENGTH + ACCURACY OF THREAD 
SMOOTH FINISH + GOOD APPEARANCE 


Solid forged for Smooth wings, free 
strength and fine from sharp edges 
finish or pits in metal 


Accurate, strong 
ond ample thread 


Properly dimen- No unsightly 
sioned for service depressions from 
and appearance forming operations 


There’s a big difference in Wing Nuts. Ours are forged from solid 
steel or brass. They are smooth and free from sharp edges, recesses 
or unsightly depressicus from forming operations. 

Threads are accurate and strong. The design is thoroughly engi- 
neered so that the nuts are properly dimensioned for easy turning 
and ample “torquing”, yet spacesaving. 

Stocked in standard sizes from No. 6 to 44” tapping, fine and 
coarse thread series. 

The extra quality found in “National” Wing Nuts is typical of our 
complete line of headed and threaded products. 


THE NATIONAL SCREW & MFG. CO., CLEVELAND 4, 0. 
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Moves Material quicker . . . 


The reason for the success of 
BUDA Chore Boys is an simple as 
their design. The friction drive 
transmission provides trouble-free 
service . . . no batteries to charge 





Chore Bey with 


**Dump Hopper" 
. . . runs eight hours for a few pen- 
nies. Investigate this popular money- 
maker. Send today for illustrated 
bulletins. 
” Lowest "First Cost... 
Lowest WMatntenance Cost { = 


Model 2210 
Automatic 
Lowering Hydraulic 
Jock Jack 


‘\ 


BUDA 
Model 25-8-10 
**Two-Speed'* 












BUDA Universal 
Diese! Nozzle 


15413 Commercial Avenue Tester 
HARVEY (Chicago Suburb) ILLINOIS 
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Turnbull Appointed 
By Kennametal, Inc. 


, = 





‘W. D. TURNBULL 


Kennametal Inc., of Latrobe, Pa., 
named W. D. Turnbull as general sales 
manager. Mr. Turnbull, a graduate 
electrical engineer from Penn State Col- 
lege, has had more than 25 years of 
broad experience in engineering and 
sales and is holder of the Westinghouse 
Electric Corp. Award of Merit for out- 
standing work in these fields. 

With Westingheuse, Mr. Turnbull 
successively filled such positions as 
manager of mining and petroleum sales 
and engineering; manager of agencies 
and specialties department, and man- 
ager of the machinery electrification 
department. For four years he was vice 
president in eharge of sales for Pomona 
Pump Co., Pomona, Calif. 

While with Westinghouse, Mr. Turn- 
bull started the machine tool forum. 


Aro Pneumatic 
Holds Sales Meeting 


With the unveiling of new models and 
explanations of their uses, the Aro 
Pneumatic Tool sales division recently 
held a sales conference under the direc- 


| tion of R. W. Morrison, sales manager. 


| 





During the three-day meeting, Aro sales- 
men discussed, among other things, 
plans for closer cooperation with Aro 
distributors. 


Syme Advanced 
By Johns-Manville 


John P. Syme, associated with the 
Johns-Manville Corp., New York, for 
the past 19 years, has been made an 
officer of the firm and will act as 
assistant to the president, Lewis H. 
Brown. Mr. Syme’s new position was 
created because of the extensive post 
war activities planned by the company. 
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~ATOOL KIT IN 


One Oink Adjustable Hole Cutter Replaces 
a Whole Tool Kit of Fixed Radius Cutters 


You have a tool crib at your elbow when you’re using Clark 
Cutters. They give a smooth finish the first time without filing 
or deburring in steel, hard fibre, plastics, wood and other 
materials. Models cover variable expansions from %” to 5” 
holes and have thickness capacities from thin sheets to 1”. 


Clark Hole Cutter In portable electric 

is simple to adjust, drill, Clark Hole 
yet performs more Cutter easily cuts 

oy efficiently than steel plateas well as 
| fixed radius cutter pipe plastics, hard 
fibre, Transite, etc. 


CLARK (@) comin 
P4 A , 2, yg rend 


A BOLLEVARD «+ BEVERLY HILLS, CALI 
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Size No. B214 for B Belts 


Here is a new fastener, the Flex V, for the smaller sizes of V-belts that 
is going to establish the same outstanding performance record as the Alli- 
gator V-belt fastener has already established for the larger sizes of V-belts. 


This new Flex V fastener is made in two sizes for A and B section 
V-belts. It is simple in design, easy to apply and the separable hinge joint 
makes for quick replacement of V-belts without dismantling shafting or 
machinery. No metal touches the pulley so Flex V fastened belts can be 
run on a V-Flat drive. 


Folder No. V-12 gives complete details on this new Flex V fastener 
with list prices, special tools and application information. Your request 
will bring a copy. 


Distributed through Supply Houses 









Steel Belt Lacing 







turers of Alligetor 


le manufac 
rare transmission belts. Alligator 


for. V-Belts and 
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These illustrations 
show how easy 
it is to apply 
Flex V-Fasteners 


First a slit isscut in the 
of the belt with the 


blade in the applicator 











QUALITY 


SPANG CHALFANT Division of The National Supply Co. 
io EXECUTIVE OFFICES: PITTSBURGH, PA. 
District Sales Offices: Atlanta; Boston; Chicdgo; Denver; Detroit; Houston; Los Angeles; New York; Philadelphia; 
Pittsburgh; St. Lovis; San Francisco; Tulsa; Washington. 
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SKINNER 


fer FAST CHUCKING 


Modern production calls for fast accurate machining, plus the elimina- 
tion of as much idle time as possible. That’s where Skinner Power Chucks 
can help you. 

On turret and engine lathes and automatic machines where long 
runs and repetitive operations are performed, the chucking time may 
be an appreciable part of the total operation time. Skinner Power 
Chucks are designed to grip fast, hold tight, and release fast — all by 
means of a single operating lever. This means a minimum of chucking 
time and a minimum of operator fatigue. 

Skinner power chucking equipment includes a complete line of self- 
centering, non-adjustable and combination adjustable chucks, air 
cylinders, operating valves, gauges, filters, etc.—all are designed 
for long life and trouble-free service. Write for Catalog No. 57 which 
gives complete details and specifications on all Skinner products. 
SERIES 1300 Ww 


WwW SERIES 2100 
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THE SKINNER CHUCK COMPANY 
346 Church Street, New Britain, Connecticut 
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| W. E. Mammalieu, general manager of 
| the National Board of Underwriters, 





A candid shot of Leonard L. Cooper, office 
manager, Muskegon Hardware & Supply 
Co., Muskegon, Mich., reveals him in the 
best of humor in his new office. Mr. Cooper 
rounded out 20 years with the supply firm 
on Aug. 6. 








Fixtures Aid 
Instrument Use | 


With a view to increased user con- 
venience through improved portability 
of industrial instruments, the Brown In- | 
strument Co., Philadelphia division of 
the Minneapolis-Honeywell Regulator 
Co., is now furnishing unmounted as- 
semblies, comprising handles and parts 
that can be attached to meters and 
gages according to individual require- 
ments. One such assembly consists of 
a cast carrying handle, and parts, for 
smaller instruments, another is made 
up of locker type carrying handles, 
with feet and necessary assembly parts 
for heavier potentiometer types, includ- 
ing electronic. 


Brady Consultant 
For Surplus Board 


Hobart Brady of Wichita, Kans., was 
named consultant on broad policy mat- 
ters for the real estate division of the 
Surplus Property Board. Active in the 
National Association of Real Estate 
Boards and in the building and real 
estate busines in Wichita since 1936, 
Mr. Brady also served as publicity di- 
rector for the Orient and Santa Fe 
Railroad. His office will be in Wash- 
ington, D. C. 


U. S. Fire Losses 
Show Increase 


Fire losses during July in the United 
States were estimated at $34,054,000 
or 4 percent more than in July, 1944. 
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customers and prospects, this and 
similar advertisements are bring- 
ing the story of Republic Upson 
Bolts and Nuts to readers of Iron Age, 
Southern Hardware, Steel, Hardware 
Age and Railway Purchases and Stores. 


ba your own calls on 


Other Republic Products include Pipe, Sheets, 
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Take those long odds and you'll 
save time and paper work in order- 
ing headed and threaded products. 
The Republic Upson line of 20,000 
different types and sizes will pay 
off by giving you one source for 
all your requirements. 


The chances are you'll get a better 
brand of bolt and nut performance, 
too. Republic Upson Quality has 
been famous for 90 years. Heads 
and nuts are accurate, full formed, 
sharp-cornered. Shanks are tough 
and true to size. Threads are accu- 


REPUBLIC 








rate, clean cut and strong. That 


means quick assembly, withou: 
skinned knuckles, or stripped 
threads. 


The Republic Upson Line fits into 
your plans for postwar improve- 
ments, too—by simplifying buying 
procedures and improving bolt and 
nut performance. Check into it now. 


REPUBLIC STEEL CORPORATION 
BOLT AND NUT DIVISION ¢ CLEVELAND 13, OHIO 
Export Department: Chrysler Bldg., New York 17, N. Y. 


us s) 





BOLTS AND NUTS 
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customers longer 
ELL them 


IVE 
spECIALTY ITEMS 


@ When you sell a customer 3-M Abrasive 
Specialty Items, you can bet the results they 
give will keep him buying for a long, long 
time. The ability of these abrasives to re- 
place slow, costly hand finishing with fast 
production line methods, and to produce bet- 
ter finishes at lower cost makes them equally 
popular with production department and pur- 
chasing department. Scientifically designed 
to finish with ease the hard-to-get-at areas, 
3-M Abrasive Specialty Items are tough, long 
wearing, fast cutting finishing “tools”. You 
can recommend them with full confidence in 
their ability to back your recommendation 
with actual performance. Hundreds of indus- 
trial concerns in your territory have been 
given the facts about 3-M Abrasive Specialty 
Items by our advertising. To profit from this 
pre-selling, see that every salesman is armed 
with samples, literature and full information 
on these time saving, cost cutting abrasives. 


Minnesota 
Mininc ANP 


7 4:) 
ManuractuRine 















Elek-tro-cut 
Three-M-ite 
Cloth 


Cartridge 
Rolls 


Three-M-ite 
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Elek-tro-cut 
Three-M-ite 
Cloth Overlap 
Slotted Discs 


Three-M-ite 
Cloth Evenrun 
Bands 
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Getting out the monthly mailing at the 
Harris Pump & Supply Co., Pittsburgh, Pa., 
are Mrs. Mary Walter, operating the ad- 
dressograph, and Mrs. Cornelia Amend, 
both of the advertising department staff. 





File Manufacturer 
Succumbs at 72 


E. Harry Lewis, vice president of Car- 
son Newton Co., Belleville, N. J., file 
manufacturers, died in his East Orange, 
N. J., home on Aug 22 at the age of 
72. Mr. Lewis was a 32nd degree 
Mason, a member of Kane Lodge of 
Newark. He was a descendant of Presi- 
dents William Henry Harrison and Ben- 
jamin Harrison as well as of the family 
of Commodore Oliver Perry of the War 
of 1812. 

Surviving are a son, H. Rollins Lewis, 
and two sisters, Miss Martha D. Lewis 
of East Orange, and Mrs. George E. 
Stokes of New York. 


Oil Shipment 
Restrictions Off 


Wartime restrictions on the shipment 
of petroleum and its products on the 
nation’s inland waterways system, in- 
cluding the Great Lakes, were lifted 
through the revocation of General Or- 
der ODT 19 which regulated the move- 
ments of inland vessels and specified 
various loading and unloading require- 
ments under a permit system. Permits 
were required for moving petroleum in 
the opposite direction of the desired 
flow, such as westward on the New York 
State Barge Canal, or southward or 
westward on the Mississippi system from 
easterly points. 


Booklet Aids 
Surplus Buyer 


Approximately 3,000 items of govern- 
ment-owned surplus property handled 
by the Reconstruction Finance Corp. 
are listed in a booklet, ‘How To Do 
Business With RFC’, now available to 
surplus buyers. Persons interested in 
securing copies are advised to contact 
the local RFC Agency. 

















Sty, “ough 


WILLIAMS “SUPERECTOR”’ 


@ This rugged, reversible ratchet wrench is de- 
signed for speed and power. Quadruple pawls, 
rather than a single pawl, combine with a drop- 
forged handle to give it unbelievable strength. 
Twenty teeth on all sockets—both hex and square 
—permit complete rotation of nuts with only 18° 
handle swing. Made in five brawny sizes up to 
53” long, accommodating sockets with openings 
from 1” to 4-5/3”. Sold by Industrial Distributors 
everywhere. J. H. Williams & Co., Buffalo 7, N. Y. 
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Type “T” 
Compressed 
Air Purifier 





SPECIALTIES 


You can always meet your customers’ needs regardless 
of type or size wanted if you are a Distributor for the 
big Wright-Austin line ... and at a price that allows 
you a good margin of profit. 





Steam Traps, Steam or Oil Separators, Air Purifiers, 
Exhaust Heads, Strainers, Air Relief Traps, Boiler Trim- 
mings and other Steam Power Specialties .. . the line 
that enables you to build up a steady growing sales 
volume. We invite your inquiry. 







No. 10N Vertical 
Steel Receiver 
Steam Separator 





Established Over 50 Years 


WRIGHT © AUSTIN 


316 W. Weodbridge St., Detroit 26, Mich. 
Distributors and Agents in all Principal Centers 


“ Inlet 
: Electric Alarm 
For signal light or 
bell or horn, placed 
at any location, gives 
alarm for high or low 
water. Very simple and 
dependable. Suitable 
for all pressures. 
“Tuway” Strainer 
Water Gauge —straightway or 
Vertical or inclined angie 


type for all makes of 





No. 12N Live 
Steam Horizontal 
Steel Receiver 
Separator 


Outlet 
yorUy 








Type “B” 
Horizontal Steam 
Separator 





T “A” ater Columns. When 
Vertical Steam Alarm a glass breaks one pull 
Separator Water Columns on the chain from the 


floor instantly shuts off 
Blow shrill whistle both steam and water. 
when water reaches 
low or high danger 
level if boiler. Made 
for all sizes of boilers 
and all pressures. 


"Crescent" 
Weighted Trycock 


Absolutely non-leaking. 
Double life due to re- 
versible valve and seat 
of special metal and 
Makes water level in easily accessible. Suit- 
gauge glass visible at able for any water 
a distance of 100 ft. column. 





Neon Illuminator 





Air Relief Trap 
Removes air 
from liquids 
under pressure 


Type “s” 
Oil Separator 
Self Cleaning 


“Cyclone” 
Galvanized 
Exhaust head 





Type “E” Horizontal 
Steam and Air 
Separator 








Type “FF” 
Cast Iron 
Exhaust head 


Nean Gauge Light 
makes water level 
visible at 100 feet 


Electric Boiler Feeder automatically. 
maintains normal water level in boilers 





“Cub” Airxpel 
Bucket Steam Trap 


“Master” Airxpel 
Bucket Steam Trap 


“Cub” Airxpel 
* Bucket Steam Trap 





“Combination” Float 
and Thermostatic 
Steam Trap 





“Victor” heavy 


uty 
Also Oil and Grease 
Trap 





“Emergency 
Float type for 
varying pressure 
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DOOR-OPENERS and VOLUME-BUILDERS 


When you handle Bristol’s ‘“B-LINE”’ of socket 
screws, you can offer the user the right type for his 
fastening requirements — the BRISTO “Multiple- 
Spline’’ for such special requirements as small size, 
vibration conditions, frequent disassembly . . . or 
BRISTOL’S ‘Hex’’, a superior, precision-made, 
“geld-upset-and-extruded hex screw for ordinary 


purposes. 


And when you handle Bristol’s “B-LINE” of 
belt fasteners, you have a new attention-getting 
item for transmission belts — Bristol’s ‘“B-LINE”’ 
hinge-type Belt Hooks... and a proven repeater 
for conveyor belts — Bristol’s Belt Lacing. 


Push “Multiple-Spline” — the only screw of its 
type on the market — and keep reminding your 
customers that BRISTOL’S ‘‘Hex” has greater 
strength, gives tighter fit, mates more accurately 
with the wrench. Meanwhile, offer the right 
fastener for transmission belts, the 

right fastener for conveyor belts. ez 


RISTOL'S “B-LINE’ 





¢ 3 


NEW. 
Tee 
er DISTRIBUTORS! 
Le This presenta- 
ai, biteer tion describes 
wtributer profi, 


Se Bristol’s “B- 
te aan LINE” Plan for 
"ASTENERS P ‘ 

Distributors... 

100% distributor 
policy, profit structure, promotion plans, etc. Write 
to us to have a Bristol Mill Supply representative 
show you the opportunities the “B-LINE” Plan 
presents. 





r SE TERS SITET SP 8 } 





PRESENT 
DISTRIBUTORS! 
i Follow Bristol’s 
 4R-LINE” ad- 
i ‘wertising in 
Vefetn se PURCHASING, 
v9" fe U\ gos MILL 

& FACTORY, 
MACHINERY, COTTON, IEN, MACHINE DESIGN, 
PRODUCT ENGINEERING, ELECTRICAL MANU- 
FACTURING, PIT & QUARRY, COAL AGE, ENGI- 
NEERING & MINING JOURNAL. The Bristol Co., 
Mill Supply Division, 126 Bristol Rd., Waterbury 
91, Connecticut. 


i 
i 
j 
/ 
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THE BRISTOL “B-LINE” 
The Bee-Line to More Sales and Protits 
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YEARS OF CONTROL PROGRESS 





In pumps, valves, traps, meters, burners, 
cookers, lubricators, etc. —a little foreign 
matter can cause serious damage. It is wise 
economy and sound practice to install strain- 
ers ahead of them to protect the equipment, 
to save maintenance costs, to eliminate shut- 
downs. Kieley & Mueller makes all types and 
all sizes of strainers for you to sell for every 
Steam, gas, water, oil or chemical applica- 
tion. They are correctly engineered to assure 
maximum flow with minimum pressure drop, 
and are designed for easier cleaning. And 
they are correctly priced to give you a worth- 
while margin. 


Type 330, at top, is made in 1/," to 18" sizes, 
with strainers of bronze, monel metal or 
18-8 stainless steel. Below are Y” strainers, 
type 330, available in 1/,” to 6” sizes. 


We can fulfill your strainer requirements 
with immediate shipments from stock. Write 
for catalog 66-C which covers “Y,” basket, 
straight flow, and offset strainers. 


HIELEY & MUELLER, rc. 
MANUFACTURERS OF PRESSURE AND LEVEL CONTROLS SINCE 1879 
2003 - 43rd STREET ¢ NORTH BERGEN, N. J. 
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THE TAPERED 
SEAT ASSURES | 
ACCURACY OF 
+ .0001 


Empire Toolmaker’s 
Set available in 
wooden case— 
each tool in 
its own re- 
cess. 


Points fer 


- Various Operations 


A. Very large, for pipe or 
tubing work 

B. Extra long point used in 
facing operations 

Cc. Extra wide point for 
large diameter work 

D. Standard point 

&. Blank made of soft tool 
steel for nests 

F. Female for work not hav- 
ing centers ‘ 


Send for Literature 


$I IS 


Manufactured in all tapers, straight shanks, 
and specials, 
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74 SPRING STREET «© NEW YORK 12, WN. Y. 





UMI 








anks, 


x 








JMI 


() “s Service Of | 
LUNKENHEIMER / = 
DISTRIBUTORS 


Is Emphasized 





The better valve service rendered by Lunkenheimer Distributors is fea- 
tured in the above advertisement—as in other Lunkenheimer ads which 
have appeared month after month, year after year. ... Lunkenheimer has 
always emphasized the essential function of the distributor in the main- 
tenance of America’s high industrial efficiency. . . . The Lunkenheimer 
Co., Cincinnati 14, Ohio, U.S.A. (Offices: New York 13, Chicago 6, Boston 
10, Philadelphia 7. Export Department: 318-322 Hudson St., New York 13, 
N. Y.) 





THIS ADVERTISEMENT IS NOW APPEARING IN:— 


POWER PLANT ENGINEERING .. . TEXTILE WORLD ... POWER .. . SOUTHERN POWER & INDUSTRY 
. . . INDUSTRY & POWER ... MECHANICAL ENGINEERING .. . PETROLEUM REFINER .. . CHEMICAL & 
METALLURGICAL ENGINEERING ... SUGAR... PAPER INDUSTRY & PAPER WORLD . . . PETROLEUM WORLD 


... OIL & GAS JOURNAL ... CALIFORNIA OIL WORLD .. . PETROLEUM ENGINEER ... MILL & FACTORY... 
PURCHASING .. . FACTORY MANAGEMENT & MAINTENANCE .. . 
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Tuere are three reasons why 
MAGNOLIA ANTI-FRICTION METAL leads 
the field: 


NORMA Maen Liaee This is one “pre- 


war” metal that can still be carried in 
stock, and sold to your customers without 


priority restrictions. 


MANY APPLICATIONS Having the lowest 


coefficient of friction of any known bear-- 


ing alloy, MAGNOLIA ANTI-FRICTION 
METAL is your customer's “best bet” for 
nine out of ten applications. 


JotaMeeeeaae The best known, most 


widely used of all maintenance bearing 
metals, it requires no “introduction”—no 
high pressure selling. 


Are you carrying MAGNOLIA ANTI-FRIC- 
TION METAL in stock? If not, order a sup- 
ply today. Packed in convenient 28-lb., 
56-lb. and 112-Ib. boxes. ‘ 


MAGNOLIA METAL COMPANY 
18 West Jersey Street 
Elizabeth 4, N. J. 


i 


GQ@eeneeeee sees eee 


MAGNOLIA BEARING METALS 
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Frank H. Gaylord has returned to the Hoff- 
man Specialty Co., Indianapolis, as vice 
president in charge of market development 
after a year with Economy Pumps, Ine., 
Hamilton, O. 





Order Difficulties 
Harrass Distributor 


“Distributors and industry,” remarks 
R. R. Rossman, president and general 
manager of the Rossman Industrial Sup- 
ply Co., Seattle, Wash., “are not alone 
in having to contend with inexperienced 
help. In the maritime field the same 
condition prevails as materials and 
supplies are ordered by people who 
have little conception of how or where 
they will be used.” 

Much of Rossman’s trade is with the 
War Shipping Administration. Many of 
the orders received contain one or more 
items that often do not seem to make 
sense as for instance, an order calling 
for a quantity of blue, boot-topping 
paint. “Now that would mean,” ex- 
plained Mr. Rossman, “that the hull of 
the ship would be painted blue from the 
waterline up to a certain point. No 
matter what someone’s artistic concep- 
tion might be, the WSA has very rigid 
color specifications and. blue-hulled 
ships are not on the list.” 

A check revealed that, instead of boot- 
topping paint, what was really wanted 
was blue enamel for engine bases. 

Rossman’s firm could just as well 
send along the items specified but the 
policy of the firm calls for intelligent 
service instead of blind order filling. 
It was pointed out that WSA ships will 
be back in private operation and the 
same officers and mates will be operat- 
ing them and will remember the distrib- 
utor, who in the press of wartime. tried 
to serve intelligently. 

Scarcity of materials, Rossnran’s has 
found to be_no excuse for not filling an 
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NEW 
FASTENING BUSINESS 
YOUR WAY... 


When P-K Assembly Engineers help manu- 
facturers to better fastening methods, it 
pays off to P-K Distributors in extra sales. 


When a sweet new piece of fastening business 
comes rolling in to a P-K Distributor, he can 
often trace it to the able spade work of a P-K 
Assembly Engineer. 


FASTENING EXPERTS, every one, these P-K men sit 
in with designers and assembly supervisors and 


PARKER-KALON 2%, 
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point out new ways to simplify assemblies - 
lower costs — speed work — avoid spoilage — im- 
prove design — with P-K Serews. And, backing 
them up is P-K’s half-million dollar laboratory 
for unusually involved experiments and tests. 


THEY TAKE NO ORDERS... they simply steer the 
business they create to the local P-K Distributor 
of the customer’s choice. 

EVERY P-K ADVERTISEMENT plugs Assembly Engi- 
neering Service. And, it’s available direct to the 
P-K Distributor, whenever he needs it to clinch 
a sale. 

P-K ASSEMBLY ENGINEERING SERVICE is only one 
phase of the steady support every P-K Distrib- 
utor can count on. Add Advertising to every 
fastening market in 25 publications — the finest 
Catalog in the field — the Users’ Guide — and a 
long list of other solid-sending sales helps. You'll 
see why smart distributors pick the P-K line to 
pay-off consistently — now, and postwar! Parker- 


Kalon Corp., 208 Varick St., New York 14, N. Y. 


“FASTENING DEVICES 














TAYLOR 

















AND DURABILITY 


Where the work is heavy, and the de- 





> 


q) 


an 


—=S=>@ mands of service require chain that is 


safe and durable, there you find Taylor Made 
Alloy Steel Chain used extensively. For years of 
experience in meeting the problems of chain buy- 
ers in many fields have enabled Taylor to develop 
a superior chain for every industrial use. You 
can cut chain costs by specifying ‘Taylor Made”. 
Write for prices and information. 


5.C. TAYLOR CHAIN CO. 





- INDUSTRIAL CHAIN 
OF GREAT STRENGTH 
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order completely and, although the in- 
voice may not be recognizable when 
compared to the original order, on ac- 
count of substitutions, a tool to do the 
work intended’is supplied. There was 
the case where one engineer needed a 
single-end box wrench of a certain size 
to remove the nuts from a compressor 
head at sea. There was not one in the 
whole Seattle area but Rossman’s had 
a double-ended wrench, one end of 
which would fit the nuts. The engineer 
was happy, although Rossman explained 
that in normal times on land this would 
have resulted in a complaint and an 
adjustment. 


Standards Association 
Completes Color Code 


The American Standards Association, 
New York, has published a Safety Color 
Code for Marking Physical Hazards. 
The setting-up of a national code was 
undertaken at the specific request of 
the War Department, and its purpose 
is to unify the colored markings used to 
warn employees of certain physical dan- 
gers to be avoided, and to identify pro- 
tective equipment. 

Copies of the Safety Color Code may 
be procured from the ASA, 70 East 45 
Street, New York 17, N. Y. at 25 cents 
a copy, and the association will welcome 
comments on: (1) difficulties that arise 
in using the standard, (2) exceptionally 
good results. 


Foster Heads Sales 
For Plomb In Southwest 


W. W. Foster, a member of the sales 
staff of the Plomb Tool Co., Los 
Angeles, for 20 years, has been ap- 
pointed manager of the firm’s southwest 
region. He will be responsible for sales 
in California, western Nevada, Arizonia 
and New Mexico. 


New Rust Proofing 
Used By Wendt-Sonis 





aS ih i ia oh 


To overcome the gummy residue re- 
sulting from ordinary rust proofing 
processes, the Wendt-Sonis Co., Hanni- 
bal, Md., now applies a thin film of 
special preventive compound on each 
tool before it Jeaves the factory. 
Through the use of this new process, 
the tools require no de-waxing or de- 
greasing before being used. 
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Made from J&L Controlled 
Quality Steel for forging, ma- 
chining, stamping, and many 
other uses. Available in round, 
hexagon, square, and flat sections, 
also special shapes and die-rolled 
sections. All J&L Hot Rolled 
Bars conform to exacting stand- 
ards for accuracy and finish. 


JONES & LAUGHLIN STEEL CORPORATION 


PITTSBURGH 30, PENNSYLVANIA 
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‘THIS MAN 


brings you a 


VALUABLE 
SERVICE! 


IS really a tool 
engineer. He 
knows the OTC PULL- 
ING SYSTEM from A 
to Z. He is an expert on 
the adaptation and ap- 
plication of OTC 
TOOLS to solve many 
parts-pulling problems 
that bother machine 
maintenance men. 


He also understands the 
selling of this type of equip- 
ment. Prior to the war, be- 
fore we adopted the Jobber 
system of distribution, he 
sold OTC TOOLS direct to 
the trade. He can instruct 
your salesmen on OTC 
profitable selling. His 
knowledge and experience 


is proving to be a real asset 
to OTC Jobbers. 

Plan to give the OTC 
Factory Representative time 
to tell his story when he 
comes. In the meantime, 
write for booklet “OTC 
Merchandising Plan.” 


OWATONNA BS 


TOOL CO. 


312 CEDAR ST., OWATONNA, MINN. 
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Pays ts Way 


in Every 




































Plant Department 


SELL IT 


Stow Flexible Mobile Power 
Units save time and costs by 
eliminating heavy handling .. . 
this unit is brought to heavy 
jobs for grinding, buffing, drill- 
ing, etc.:. . . it can be trans- 
ported any where in the plant 
for maintenance and repair 
work. Furthermore, the effici- 
ency of this unit has proved in- 
dispensable to numerous bench 
and production line operations. 


Rotary files, grinding wheels 
and cones, drills and other 
chuck-adapted tools are quickly 
interchangeable. Works opera- 
tions are always visible, and the 
universal range of the Stow 
Flexible Shaft, with various 
heads, enables the user to reach 
places inaccessible to machine 
tools and power-driven hand- 
tools. 


Increase your profits through 
the growing use of Stow Ma- 
chines, attachments, and repeat 
sales of the many adaptable 
tools. Write today for proposi- 
tion. 


MANUFACTURING CO 
TO 5 Shear St 
BINGHAMTON, N. Y, 

















A LONG-TIME CURE FOR PACKING AILS 


SE ORO AMS Foe, 


Ever figure what a small leak costs? With leaks 
it isn’t the initial cost, it’s the up-keep that really 
mounts into money. Leaks keep up the up-keep 
twenty-four hours a day, seven days a week. They 
never loaf on the job, or take the afternoon off. 
They waste valuable materials. Often, they cause 
serious plant hazards. 


When you sell your customers R/M packings, 
you provide a long-term cure for leaks of steam, 
air, gas, water, or any other fluid. There are more 
than 73 different kinds of R/M packing for 
pumps, pistons, valves, flanges, and other types 
of service. 


Each different R/M packing comes in a wide 
range of sizes, and is backed by more than forty 
years of packing experience. Stock up with R/M, 
the packing prescription that cures leaking lines. 
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CALDER 


DRESSERS AND CUTTERS 1945 





SOLD ONLY THRU DISTRIBUTORS 
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A steady source of 
profitable, repeat business 


6 sizes of Calder Dressers provide complete dressing service. Fewer 
replace Dresser parts simplify stock requirements and help you provide 
complete service to users. Leading industrial distributors are building 
profitable repeat business on the Calder line because its special advan- 
tages are gaining wide recognition by Grinding Wheel users. 





Gocd dressing means more 
grinding at less cost 


Cutters are made of high carbon tool-steel, heat 
treated in modern electric furnaces to the proper 
toughness and hardness to assure clean, fast dressing 
action with maximum Cutter life. 48 years specializing in making fine 
Cutters means a clean, sharp dressing action with minimum time and 


effort by operators using Calder Cutters. 





Quickly replaced 
bushings 


Bushings threaded left and right for 
automatic tightening with Cutter rota- 


— 


tion and made of hardened steel to reduce wear. Quickly and easil 
replaced when worn and easy to change Cutters. Oil holes in va | 
bushing for easy oiling. 


Smooth, fast 
dressing 
action 


The extra weight of 
each Calder Dresser 
; reduces vibration, help- 
ing to produce a smooth, accurate wheel face quickly: Cutaway shows 
how pin is locked securely in place with minimum number of parts. 


Calder makes diamond hand tools in six sizes: +1, 2, 3, 4, 5, 6, as well 
as "Ga" diamonds in any size diamond or nib. Calder's unconditional 


guarantee of satisfactory service assures full protection to jobber and 
user. 





Diamond dressing 
tools 


CALDER MANUFACTURING CO 
PRINCE ST., LANCASTER, PA 
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25 Years Ago: 


Alvin Smith, Smith-Courtney Co., 
Richmond, and secretary and treasurer 
of the Southern Supply & Machinery 
Dealers Association, has been named 
national councillor of that organization 


| to represent it in the Chamber of Com- 


merce of the United States. 
B. H. Ackles, manager of the T. B. 
Ray] Co., Detroit, tells how his firm de- 


| velops the personalities of employees 


so that they can handle customers with- 


out nervousness. 


W. Woodward Williams has become 


| assistant to the president of the Pitts- 


burgh Gage & Supply Co., Pittsburgh. 
He was formerly vice-president and gen- 
eral manager of the Reading Iron Co., 


| Reading, Pa. 


Ed Morton, E. D. Morton & Co., Louis- 


| ville. ascribes the success of his supply 
| company to the fact that the two chairs 


in the firm’s first office were always va- 
cant because Mr. Morton was on his 
feet finding customers. 

An article entitled ‘Exports Should 
Aid Machine Tool Industry’ points out 
that the United States and England 
must supply the world with tools, now 


| that the influence of Germany upon the 





machine tool business is practically 
gone. : 

C. N. Leo and C. R. Syme have sev- 
ered their connections with the W. M. 
Patterson Supply Co., Cleveland, and 
have entered the sales force of the Hess- 
Schenck Co., Cleveland. 

The Lufkin Foundry & Machine Co., 
Lufkin, Tex., has prepared plans for 
the erection of a one-story addition to 
the present building. 

The fall meeting of the machine tool 
section of the National Supply & Ma- 
chinery Dealers Association will be 
held in the Hotel Astor, New York, on 
Dec. 2 and 3, instead of in October as 
usual. Members felt it wise to wait 
until after the presidential election and 
until the national business situation has 
become more clarified. 


Ten Years Ago: 


Just in case people on the street want 
to know how hot or cold they are, the 
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Fig. 1708—Bronze Globe Valve for 
200 pounds W. S. P. Screwed ends, 
union bonnet, renewable seat and 
regrindable, renewable, wear re- 
sisting ‘‘Powellium” nickel bronze 
semi-cone, plug type disc. 


Fig. 241—I!ron Body Bronze Mounted 
Globe Valve for 125 pounds W. S. P. 
Flanged ends, outside screw rising 
stem, bolted flanged yoke and regrind- 
able, renewable bronze seat and disc. 


a Consult 
! te POWELL ENGINEERING 
tivst 


f/ Shooting quail with a bazooka would be nonsensical. 
—=~ But trying to make a valve do a job for which it is 
not suited doesn’t make much sense, either. 









by 









ay ; 


\v Neri For assured performance in flow control the valve 
lets be SURE the must fit the job. 


Sy Equipment fits - job | That's why Powell maintains a staff of valve engi- 


neers who are always at your service for consultation 
and advice. And if you have any individual flow con- 
trol problems, Powell Engineering is ready to design 
the correct valves to meet them. 





Fig. 190—iron Body Bronze 
Mounted Giobe Valve for 150 
pounds W. S. P. Screwed ends, 
union bonnet and regrindable, re- 
newable, wear resisting ‘‘Powell- 
ium” nickel bronze seat and disc. 


The Wm. Powell Co. 





Dependable Valves Since 1846 Fig. 3031—Class 300-pound Cast Stee! 

Globe Valve. Flanged ends, outside 

Cincinnati 22, Ohio screw rising stem and bolted flanged 
DISTRIBUTORS IN PRINCIPAL CITIES yoke. 
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Peerless Power Saws are impor- 
tant to include in your line — 
from the standpoint of both 
market and profit. Peerless 
saws have a// the features which 
will give the buyer the greatest 
dollar-value, and Peerless is a 
machine which helps to open 
the sales-door for you. Every 
shop, large or small, is a pros- 


pect for a Peerless. Don’t fail 








to investigate the valuable Peer- 


less franchise! The coupon 
below brings you more details 
of the postwar market that’s 
waiting for you, and complete 
facts about the Peerless line. If 
you want to go after this busi- 
ness with a line ‘that’s really 
tops, take this moment, right 
now, to fill in, clip and mail 


the coupon. 


PEERLESS 


MACHINE COMPANY 





PMAAAAARFAAFHAAEAAAAG! FZ 


Send this Money-Making Coupon Today! 
PEERLESS MACHINE CO., DEPT. MS-9-45, RACINE, 


Gentlemen: Please send us all the facts, and show us why we should feature the 


Peerless line. We're interested. 


Neme_ 


WISCONSIN 








City and State 














Direct reply to 


PAHAAAAAFAFAFAAAAA AEH AIZ 


PAAAAAAAAEFAAAAAAEAAAAAAKHAAAAAAGARHHAHAHAHARHAAHAHARAG 
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Rossman Industrial. Supply Co., Seattle, 
has erected a large electrically lighted 
thermometer outside its establishment, 

The Midland Pipe & Supply’ Co., 
Chicago, has an award of five box seats 
for either the Cubs or White Sox base- 
ball games to be given to the salesman 
who takes the greatest number of cus- 
tomers through the company’s place 
of business in a month. It was found 
that customers who looked over the 
stock bought more readily. 

Getting out of cramped quarters, the 
White Supply Co., Waterbury, Conn) 
has moved to 477 West Main Street. 

J. W. Minder, head of the J. W. 
Minder Chain & Gear Co., Los Angeles, 
recently traveled in the east, visiting 
the Machine Tool Show in Cleveland, 


| and calling on various manufacture"s 


of his company’s lines along.the east- 
ern seaboard. 

John R. Tallman, who represented 
the H. Channon Co., Chicago, in west- 
ern Michigan for 12 years, has joined 
another Chicago distributing firm, the 
Charles Products Co. 

The membership committee of the 
National Supply & Machinery Distribu- 
tors Association announces that the fol- 
lowing firms have joined the organiza- 
tion: Detroit Ball Bearing Co., Detroit; 
the Supply & Engineering Co., Scran- 
ton; and the Abrasive Machine & Sup- 
Newark. 

Mill Supplies. on its Silver Anniver- 


| sary, devotes a 32-page special section 


to scientifically planned selling, using 
tables to furnish distributors with basic 
information necessary to efficient sales 


direction, sales promotion and selection 


of profitable lines. 





Charles A. Butcher has been appointed 
assistant general manager of the Crocker- 
Wheeler division, Joshua Hendy Iron 
Works, Ampere, N. J. A member of the 
American Institute of Electrical Engineers, 
he was formerly with the Westinghouse 
Electric Co. in a managerial capacity. 
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WINTER TAPS are BUSY TAPS 


Production Jobs—one after another have moved steadily 
thru all kinds of metal-working plants using Winter Taps, making 
possible that vast sufficiency of uniformly tapped parts that 
supply the sinews of war. 


When PEACE comes, improved processes, aided by sturdy, 
precision tools, will make the abundance of necessities and luxu- 
ries that are the heritage of a free people with a will to work 
and produce. 


A DIVISION OF THE NATIONAL TWIST DRILL & TOOL CO., ROCHESTER, MICH, 


inter Srothers 


COM PAN Y ry’ Wrentham, Massachusetts. U.S.A. 


A IRNIA-CHI INOIS DETROIT. MICHIGAN 
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Rugged, heavy-duty work re- 
quires a soldering iron with tem- 
perature and heat reserve, suffi- 
cient for continuous use. The 
ability of HEXACON irons to cope 
with these essentials is attested 
to in their adoption by Consoli- 
dated-Vultee in vital plane pro- 
duction. ” 


Design and construction is an 
important factor in HEXACON 
performance. Exclusive hexagon- 
shaped barrels provide the 
“Balanced Heat’ which so aptly 
qualifies these irons as an inte- 
gral part of essential production 
everywhere. 


WRITE FOR LITERATURE TODAY 
Literature describing the “Balanced Heat” 
principle—which means longer service-life 
for soldering irons, and the complete, all 
inclusive HEXACON line—40 to 700 watts, 
ond ¥,” to 13%,” tip diameters, is available 
on request. 


HEXACON ELECTRIC CO. 


138 WEST CLAY AVE., ROSELLE PARK, N. J. 
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Chappel Appointed 
To Greenlee Post 





PHILIP E. CHAPPEL 


Philip E. “Jack” Chappel was named 
factory representative by the Greenlee 
Tool Co., Rockford, Ill., for the territory 
previously covered by Charles L. Clark 
who will assume duties at the home 
office. Mr. Chappel will work out of the 
Rockford office and cover from Lake 
Superior to the Gulf of Mexico and from 
Rockford to Denver. He has been with 
Greenlee Tool for nearly two years. Pre- 
vious to this, he spent 20 years with 
Chappel Bros., Inc., Rockford, in manu- 
facturing and sales work. 

In returning to the home office, Mr. 
Clark closes 51 years of active field 
work in marketing hardware and tools 
for electrical construction. Twenty- 
eight of these years were with Greenlee. 
He entered the hardware business 58 
years ago by way of the retail trade. 


Steel Warehouse 
For LeValley, McLeod 


The LeValley, McLeod, Kinkaid Co., 
Inc., Elmira, N. Y., has purchased a 
warehouse containing 30,000 sq. ft. of 
floor space to be used for the firm’s 
new line of steel forms and plates. This 
is a further expansion for the supply 
company which, earlier in the year, 
installed an electrical supply depart 
ment under the direction of Henry Brill. 


Wilson In New Post 
For Watson-Stillman 


James S. Wilson, associated with the 
Watson-Stillman Co., Roselle, N. J., for 
several years, has been made manager 
of plastics equipment sales for the firm. 
Before joining Watson-Stillman, Mr. 
Wilson was with the plastics division 
of the General Electric Co. 











CLOTHING 


..and there's good 
reason! It’s ideal for workers 
who require light-weight garments 
with freedom of movement. This ex- 
clusive plastic-coated miracle fabric prevents 
cracking or peeling. Economical to use, easy to launder. 
PLY-GARB meets every need in industrial protective clothing 


PLY-GARB 


APRONS and SLEEVES 


for 


PROVED PROTECTION 


AGAINST OILS, ACIDS, WATER 
CAUSTICS, DUST and FUMES 


Flameproof, too! 


Write for 
PLY-GARB 
CATALOG 


“6 Overalls” © Coveralls 
e Slacks and Jackets 
* Bolero Jackets ond Bibs | 


Custom designed clothing" ” 
tomeet your specialneeds. “3a Write for details of how 
Costs quoted on request. 


you can easily get into 
4 2 The PLY - GARB Profit 
Fh ee: Parade! 


THE MILBURN COMPANY 
3246 E. WOODBRIDGE DETROIT 7, MICHIGAN 


JEER F SKIN PROTECTION IN INDUSTRY 
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thea: BLACKMER 
ROTARY PUMPS 
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4 7 Plant men like this feature. 


it makes pump sales easier for 
distributors. 





SUSTAINED PUMPING CAPACITY 


is vital to your customér's 
production efficiency. It's 
also of-importance to 
distributors because a 
SATISFIED cust6mer is a 
REPEAT customer. 





A cost-cutting feature that 
appeals to pump customers. 
When the “buckets” are 
finally worn out, a 20-. 
minute replacement job re- 
stores the pump to normal 


capacity. 





A DISTRIBUTOR’S LINE OF ROTARY PUMPS 


Capacities to 750 GPM . . . Pressures to 500 PSI. 
Ask us to send Catalog No. 106 


BLACKMER PUMP COMPANY 


1810 CENTURY AVENUE GRAND RAPIDS 9, MICHIGAN 


POWER DUMPS - HAND PUMDS 
- EZY-KLEEN STRAINERS - 
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John C. Sykora has been elected vice- 
president and director of sales for all di- 
visions of the Portable Products Corp., 


Pittsburgh. The firm's products include 
precision instruments, mental stampings 
and safety equipment. 





Square D To Open 


| Toronto Factory 


Square D Co., Canada, Ltd., affiliate 
of Square D Co., Detroit and Milwaukee, 
shortly will begin operations in_ its 
newly constructed plant in Toronto, ac- 
cording to Henry Morgan, president of 
the Canadian firm. Mr. Morgan said 
that the moving of manufacturing and 
assembling equipment from the old to 
the new plant ‘will be spread over 10 
days so that production may continue 
with a minimum of interryption. 

The new plant and office buildings 
are located on a traces and which 


provides still more‘ for expansion. 
Total floor space ii oe facilities 
is approximately "60 reent greater 
than that ne plant and office being 
vacated, ori ly tht Ford Motor Co. 
of Canada, Ltd: Thénew plant is one- 
story, saw tooth design with steel col- 
umns and trusses and buff brick inside 
and out. The néw office building has 
been built to permit installation of air 


conditioning when such equipment is 
available. 


Two New Officials 
For Wickwire Spencer 


A. G. Bussmann and L. D. Granger 
have been elected vice presidents of the 
Wickwire Spencer Metallurgical Corp., 
Newark. Mr. Bussmann is also vice- 
president in charge of sales, Wickwire 
Spencer Steel Co., New York, while 
Mr. Granger is vice-president and has 
long been associated with the American 
Wire Fabrics Corp., another Wickwire 
Spencer subsidiary. 

















prop FORGED \WRENCHES 


r For over 76 years accept- 
ed by critical mechaniés! 
gs Distributors ap- 
reciate this fact! They 


10W it builds n new busi- 









TOOL CRAFTSMEN 
SINCE 1869 






ps "wa 


tt eae Ss eS 





ng € om 5: Yes, Billings 
ge es . sell! ge 


FORGED TOOLS 


THE BILLINGS & SPENCER CO. 
HARTFORD 6, CONN., U.S.A. 
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- Maximum Floor 
Protection 


Increased Employee 
Efficiency 


Longer Service 
for Equipment 


DARNELL CORP. LTD. 
LONG BEACH 4, CALIFORNIA 
60 WALKER ST., NEW YORK 13, NY 
36 N. CLINTON CHICAGO 6. ILL 


H. J. von Plonski, until recently engaged 
in aircraft and ordnance work for the 
government and aircraft plants, has been 
made general manager of the Wm. Scholl- | 
horn Co., New Haven. Mr. von Plonski is 
one of the youngest men to have had a 
managerial position with the 75-year old 
Schollhorn organization. 


Rail Rate Lawyer 
Succumbs at 77 


Edgar Watkins, lawyer who was a 
leader in the South’s successful fight 
against discriminatory freight rates, 
died in Atlanta, Ga., on Aug. 22 at the 
age of 77. Mr. Watkins began the 
freight rates fight in 1907, when he was 
retained by the Atlanta Freight Bureau 
to argue its case. Since 1910 he was 
engaged in every big freight rate liti- 
gation in the South and often appeared 
before the United States Supreme 
Court. 

In 1914 Mr. Watkins was called to 
Washington as examiner for the Inter- 
state Commerce Commission and re- 
mained until 1917. He made a special 
study of railroad law and played a 
part in many legal cases involving 
freight rates and discriminations. He 
wrote “Shippers and Carriers of Inter- 
state Freight” and “Procedures and 
Practice of the Common Court”. 


Virden In Egypt 
For Army and Navy 


John C. Virden, chairman of the 
board, J. C. Virden Co., Cleveland, has 
been appointed Central Fiéld Commis- 
sioner for the Army-Navy Liquidation 
Commission with headquarters in Cairo, 
Egypt. He will have general super- 
vision over both the African theater and 
the Persian Gulf Command in the 
speeding of surplus disposal. 



















——— 
PICK THE 
RIGHT ROD 


... to do the job RIGHT 


‘STEREO US PAT OFFICE 


WELD-ALL 
ELECTRODE KIT 


lf your customer has a Broken Cast 
lron Gear . . . show him how easy it is 
to check the handy chart on the cover 
flap. The Marquette Nicol-Rod No. 44 
is the right rod for this job. The arrow 
points to a generous supply of Nicol- 
Rod No. 44. It saves time and trouble 
by doing the job right the first time. 
No matter what the job, it's as simple 
as A.B.C. when there's a Marquette 
Weld-All Kit in the shop. I+ actually 
puts at his fingertips the experience and 
research of Marquette's outstanding 
staff of metallurgists who designed this 
-kit to take every type of welding job 
in stride. 12 types of rod in various 
sizes, each one a leader in its field. 
The Marquette Weld-All Kit will help 
him made Extra Profits. 





"The Key ta Better Welding" 


PROFITABLE REPEAT ORDERS 


Here's. your conetveatie to introduce the whole illustrious family of 
Marquette Electrodes. This inexpensive kit is just what millwrights, shop 
foremen and maintenance men have been looking for. Once they start 
using these superior. Marquette Rods, they'll be coming back.for more 

- and more .. . and more—that's where. the nice big commissions 
come from! ~ t 


Show this kit to the production line men. Ask them to try these rods 
in regular high speed production welding. You'll be selling Marquette 
y- the TON. Don't forget to call on the plants reconverting ... 

get them started on Marquette Rods. 


MARQUETTE MFG. CO., INC. 
Minneapolis 14, Minnesota 






REGISTERED U.S. PAT OFFICE 


EQUIPMENT 
ELECTRODES And SUPPLIES 
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|-joined WPB in -Fanuary, 1942. 





Feldbush Advanced 
By Worthington 





HARRY A. FELDBUSH 


Harry A. Feldbush, formerly works 
manager of the Holyoke, Mass., plant 
of Worthington Pump and Machinery 
Corp., has been named vice-president 
in charge of engineering for the entire 
corporation. His duties cover engineer- 
ing activities of all works and domestic 
subsidiary companies. He will have 
offices at the general offices in Harrison, 
N. J. 

Ralph M. Watson, formerly chief 
engineer of the Centrifugal Engineering 
Division has been appointed assistant 


to Mr. Feldbush. 


Orme Is Director 
Of Safety Division 


Albert M. Orme was named director 
of the Safety and Technical Equipment 
Division of the WPB, succeeding How- 
ard H. Frank, who returned to private 
business. Mr. Orme was deputy di- 
rector _sinee December, 1944, having 
Pre- 
viously he had. hisAown business in 
Springfield, Mass‘, advising manufactur- 
ers regarding research on new lines, 
market information and promotion. Be- 
fore that he was for 10 years an account 
executive in New York and New Eng- 
land with Batten, Barton, Durstine and 
Osborn, Inc. 


Miller With Masback 
In Philadelphia 


Phillip R. Miller, who was connected 
with C. E. Suplee & Co., Paoli, Pa., be- 
fore joining the Marines at the begin- 
ning of the war, has joined the Masback 
Hardware Co., New York, in the firm’s 
Philadelphia territory. Mr. Miller served 
as a lieutenant at Pearl Harbor, Saipan 
and Tinian. 








a7 











OTHER SELLING HELPS 
Thousands of Direct Mak Preces 


—— 
PLAN TODAY FOR TOMORROW’S PROFITS 


Practically all potential buyers of pumps in your territory are reached 
by Roper advertising. They are told about Roper design and its ad- 
vantages ... and about special features (some exclusive with Roper) 
that.increase efficiency, assure dependability, and prolong life. Typical 
installations are illustrated and described ... Roper engineering service 
is offered when needed for jobs that are not of a standard nature. Help- 
ful literature is offered free and mailed to thousands. 


Roper advertisements break the ground and prepare the way for plant- 
ing the idea that Roper is the pump to buy. Make these printed salesmen 
pay you $ pees by selling Ropers, the pumps with an 88 year record 
for dependability. 


GEO. D. ROPER CORP., ROCKFORD, ILLINOIS 


If you haven't a copy of the 
booklet, “How To Solve 
Pumping Problems” No. 9-42, 
send for one today .. . it is 
worth reading. 


PUMPS ESPECIALLY ENGINEERED TO FIT YOUR REQUIREMENTS 


———~_ 


BUILDERS OF PUMPS FOR MANUFACTURING, MARINE, PETROLEUM, AND PROCESS INDUSTRIES 
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WOODWORKING PLANTS 


Get Better Production and More Production-Hours 


... With SIMONDS Narrow Band Saws 


Cutting is cleaner and smoother because of the light yet 
ample set on the points of the extra-sharp teeth. And these 
teeth have larger, more rounded gullets which distribute all 
strains and minimize cracks. Blades are tougher, made from 
a special Simonds steel... and their backs are rounded to 
prevent cracking from case-hardening. That’s why Simonds 
Narrow Bands give a longer first run .. . why they are easier 
to file... why they outlast all other saws of this type. Order 
from your dealer. 


... with SEMONDS Machine Knives 


For any woodworking machine, you can get the right “Red 
Back” Knife of Simonds electric steel, uniformly hardened, 
tempered, balanced and finished. Simonds Machine Knives 
“have the edge” over ordinary knives, and they hold that 
edge longer under the toughest cutting conditions. So specify 
“Red Back” to your dealer when you order Planer Knives, 
Veneer and Plywood Knives, Shaper Knives and Shaper 
Steel, Chipper Knives, Cooperage Knives, Barker Knives, 
and Knives for cutting excelsior and hog fuel. 
BRANCH OFFICES: 1350 Columbia Road, Boston 27, Mass.; 127 
S. Green St., Chicago 7, Ill. ; 228 First St., San Francisco 5, 

Calif. ; 311° S. W. First Ave., Portland 4, Oregon; 

31 W. Trent Ave., Spokane 8, Washington; 


416 West 8th St., Los Angeles 14, 
California. 


PRODUCTION TOOLS FOR CUTTING METAL, WOOD, PAPER, PLASTICS 


MILL SUPPLIES .© SEPTEMBER, 1945 





Ramroaps own 
of pieces of heavy- 
Preformed Wire r, 
Thus, Preformed j 
cranes, derricks, 

Pullers, car ret 
unloaders, Sling 
Railroads — 


Ss. 


like Other industrie 
‘reformed bec 


ause 
Saves wear on equip 


dutye 


S found on 
hoists, Wir 
arders, dumper. 


it is economical, 
Ment. 


and operate thousands 


for which 

e€ muscle, 
Power shovels, 
Iches—on car 
S—on loaders, 


N CURRENT 


TIME ; 

NEWSWEE : 
UNITED STATES NEWS 
BUSINESS WEEK 

COAL AGE , 
CONSTRUCTION toga 
ENGINEERING NEWS- 


ENGINEERING & MINING 
JOURNAL 

EXCAVATING ENGINEER 

IRON AGE 

MILL & FACTORY 


Its economy comes from longer life, due 
chiefly to lack of intern; 
or workmen h i 
cut or broken, 
laxes wire rope 
Saves wear on ex 
it reduces rotation on s 
evenly on drums, 
Executives in all indy 


Stries recognize the 
etter service Offered by Preforme 


and because Prefo 
and makes it flexi 
Pensive e 


rming re- 
ble... It 
quipment because 
heaves and spools 


JOURNAL 

DIL & GAS a 

PACIFIC BUILDER & _ 

PACIFIC ROAD eonisen 
ENGINEERING R 

PURCHASING \ 


ROADS & STREETS 
pba CONTRACTOR 
LDER & 
THWEST BUI “ee 
hit ane CONSTRUCTION N 











oe ee 
~ id te > 
ln Suwa aioe Sk a 


— 
“am 








A. J. Zaber, formerly associated with the 
Modine Mig. Co., Racine, has been made 
works manager in charge of all manufac- 
turing and engineering operations of the 
Gray-Mills Co., Evanston, III. 





Norwegians Ask 
American Machinery 


“Our machinery is worn out and we 
haven’t any replacements. America is 
the only place we can get them,” says 
Ulf Styren, general manager of Gummi- 
varefabrik, Askim, Norway. Mr. Styren 
and Sverre Hassel, his chief chemist, 
are in America visiting the offices of 
the Dayton Rubber Co., Dayton, for con- 
ferences with the firm’s officials and 
technicians. The American company 
served as technical advisor to the Scan- 
dinavian firm before the war. 

Mr. Styren points out that his com- 
pany has been producing for the past 
five years without needed replacements, 
and though the invading Germans per- 
mitted continuation of manufacturing, 
new machines for Norwegian industry 
were not allocated. 


Remington Rand 
Departments Moved 


The executive, sales, merchandise and 
pricing departments of the Systems Di- 
vision of Remington Rand, Inc., have 
moved from Buffalo to the Remington 
Rand Building, 315 Fourth Avenue, 
New York City. 


Williams Purchasing 
For Woodward-Wight 


L. B. Williams, who formerly repre- 
sented Woodward-Wight & Co., Ltd., 
New Orleans, on the road, has taken 
over the buying job formerly handled 
by Walter Ladieu, who now covers part 
of New Orleans for the supply firm. 
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Complete 


349 


wer 119” 
A MASTER PLUG GAGE SET 
T0 MEET Yow SPECIFIC NEEDS! 


For plants which require a complete range of plug gages, position to furnish your customers with highest 
this Sav-way Master Set is the perfect answer. It includes quality plug gage sets which will meet their needs 
147 plugs ranging from 4” to 1” in increments of sths. exactly, and still involve a small investment. 

There are three plugs of each nominal size—standard, 

.0005 over, and .0005 under. All plugs are held to gage NOTE: Readers of leading industrial trade journals are 
makers (X) tolerance lap finish, and are deep frozen being advised fo contact their mill supply houses for 
before finish grind. information concerning this Sav- Way Plug Gage Set. May 
This complete set of 147 plugs and 4 handles is housed in we suggest that you order a set for immediate delivery 
three separate beautifully finished, solid walnut cases so that you will be in a position to show it to your customers. 
which fit together to form a single compact unit. This 

permits the size range contained in any one tray to be 

used without removing the entire set from the tool crib. 


BUT—not all shops require this full range of plug gage 
sizes; therefore, we have made it possible for the pur- 
chaser to buy any one or any two sections of this com- 
plete set, depending upon his specific requirements. Or, 
the purchaser can buy one unit and add other units later | Ey D i F Ss 
as they are required. Thus, for the first time, you are in a 


DISTRIBUTOR TERRITORIES OPEN—Write for Details 


at 117, HARPER STATION, DETROIT 13, MICHIGAN 
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YOU CAN STOCK 
STANDARD REAMERS 


Carbide Tipped tapered (il- 
lustrated) or straight shank 
Rea mers are standard with 
Spe-D-Cut and in stock 
most of the time, in all 
sizes from % to 1. In- 
crease sales and save deliv- 
ery time by ordering Spe- 
D-Cut Standard Reamers. 


































BETTER TOOLS—BIGGER SALES 


Spe-D-Cut Carbide tipped cutting tools are precision 
made by specialists. Fittéd with just the correct grade 
of cemented carbide for each metal cutting requirement. 
Spe-D-Cut cutting tools will give more uniform top 
quality results with longer life between sharpenings. 
Spe-D-Cut manufactures a complete line of standard cut- 
ting tools. This makes possible the consolidation of tool 
orders which results in /arger orders . . . greater profits. 
Keep ahead of competition by offering your custom- 
ers the finest finish, greater precision, and longer tool 
life of Spe-D-Cut Carbide tipped cutting tools. 


SPE-D-CUT TOOL COMPANY, HANNIBAL, MISSOURI 












| 
\New cufting tool catalog FREE 
q Send for new Spe-D-Cut catalog for specifications : 

and latest prices on these carbide tipped tools: 
TOOL BITS « REAMERS e END MILLS « MILLING CUTTERS | | 
} DRILLS « COUNTERBORES + LATHE CENTERS « BORING TOOLS 
’ PLY CUTTERS + ROLLER TURNING TOOLS + SPECIAL TOOLS ‘ 
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A lighter moment in the life of an Atlanta, 
Ga., industrial distributor was portrayed 
by B. H. Haley (left), of the Haley-Stewart 
Electric Co., Atlanta, and E. C. Boykin, 
owner of the Boykin Tool and Supply Co. 





Karns Designated 
As Radio Director 


Melvin FE. Karns of Collingswood, 
N. J., succeeded Louis J. Chatten of 
Trenton, N. J., as director of the WPB 
radio and radar division. Mr. Karns 
went to WPB on Nov. 28, 1944, from 
RCA Victor Division, Camden, N. J. 
He holds degrees of bachelor of sci- 
ence in electrical engineering from 
Kansas State College and doctor of laws 
from South Jersey Law School. .He was 
formerly with the Westinghouse Elec- 
trical and Mfg. Co. 

Mr. Chatten returned to the elec- 
tronic industry with which he has been 
associated for more than 20 years, 
most of the time as vice president and 
general manager of Fada Radio and 
Electric Co., Long Island City, N. Y. 


Sturtevant Bought 
By Westinghouse 


The B. F. Sturtevant Co., Boston 
manufacturer of air handling and pro- 
cessing equipment, has been purchased 
by the Westinghouse Electric Co., Pitts- 
burgh. Pointing out that the Sturtevant 
company is one of the largest and best 
known in the air handling business, 
Westinghouse officials say that the 
uniting of the new division’s mechanical 
and air handling experience with the 
Westinghouse developments in air con- 
ditioning will result in the most com- 
plete organization in the air condition- 
ing and handling industry. 


Vincent Steel 
Adds To Facilities 


Vincent Steel Proeess Co., Detroit, 
has purchased for expansion purposes, 
another plant of 20,000 square feet 
capacity, located at the corner of Ver- 
nor Highway and Bellevue Avenue in 
Detroit. This addition is being equipped 
with the latest production heat treating 
equipment to further augment the ca- 
pacity of the Vincent plants. 
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Ever guessed how many pressure and vacuum gauges are in use 
in your territory? Every plant literally bulges with them—from 
boiler room to roof. Look around on your regular calls. Notice 
that on original equipment they're U. $. Gauges over 6 out of 10 
times! See, too, how the prestige and promotion behind this 
world’s largest, most modern gauge line add up to a ready-made 
preference that means more new customers, more replacement 


business for you. 


HERE’S A LIVE WIRE DIRECT TO YOU! 


Be sure you’re on the other end of the ‘phone when customers 
call for U. S. Gauges. Aggressive national industrial advertising, 
literature and sales helps are all designed to make this gauge 
leader of 40 years’ standing a leader on your books in the years 
ahead—volume-wise and profit-wise. Write or wire today for full 
details of the U. S. G. Distributors Plan. Some valuable territories 





are still open. 
UNITED STATES GAUGE COMPANY, SELLERSVILLE, PA. 
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WESTON ae-anezee THERMOMETERS 


are stable and rugged over wide temperature ranges 


Here are advantages of Weston All-Metal Industrial Ther- 
mometers that provide long-term dependability for Diesel 
engine applications and for industrial heat control. 


e WESTON all-metal temperature element has proved 
its stability throughout the years. 


e Rugged all-metal construction resists vibration, shock 
and other mechanical abuse. 


e Large gauge-type scales permit accurate readings 
even from a distance. 


Weston All-Metal Industrial 
Thermometers are available in 
types and sizes for most applica- 
tions, with stem lengths from 
2%" to 48". Ranges + 1000° F 
to — 100° F. Literature sent on 
request ... Weston Electrical In- 
stgzument Corporation, 617 Fre- 
linghuysen Avenue, Newark 5, 
New Jersey. 


Cl Ublal 
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Byers Co. Names 
Sales Executives 





ROBERT H. GARDNER’ H. R. ROWLAND 


Robert H. Gardner was appointed 
general manager of sales of A. M. Byers 
Co., Pittsburgh. Mr. Gardner was man- 
ager of Byers’ Washington office since 
1933, except for a four-year period end- 
ing in 1940 during which he was man- 
ager of the firm’s steel pipe sales, with 
headquarters in Pittsburgh. He takes 
over the duties of the late Myron J. 
Czarniecki, who died June 18. Prior to 
coming with Byers, Mr. Gardner was 
assistant sales manager of Caterpillar 
Tractor Co. 

At the same time, H. R. Rowland was 
appointed assistant general manager of 
sales, having joined the company’s sales 
department in 1915. In 1925 he became 
manager of the Pittsburgh division and 
in 1944 was named manager of hot 
rolled sales. 


Bell To Produce 
Special Machinery 


The Bell Aircraft Corp., Buffalo, an- 
nounced that its Burlington, Vt., plant 
will produce special machinery and al- 
ready has some orders. The new plant 
expects to develop such products as 
textile, tobacco picking and packaging 
machinery as well as hydraulic mer- 
chandise, gears and parts. 

An offer has been made to the Recon- 
struction Finance Corp., for purchase 
of the plant and arrangements for an 
interim lease are being concluded. The 
plant employed more than 2,000 at the 
wartime peak but the force has been re- 
duced to about 500. 


Kofmehl Is Appointed 
Mechanical Engineer 


Paul Kofmehl was appointed me- 
chanical engineer of Salkover Metal 
Processing, with commercial electric 
furnace brazing and bright annealing 
plants in Chicago and Long Island City. 
Mr. Kofmehl] has had extensive mechan- 
ical experience with such firms as Rem- 
ington-Rand, The Crosley Corp., The 
Firestone Tire and Rubber Co., and The 
Steel Materials Corp. 
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This handy ket slide Tap Selector is but one 
of the many selling helps available to distributors of 
Threadwell Taps. (For the complete line-up see booklet 
“To Help You Sell Threadwell.’ Extra copies available 
on request.) ~~ aaa 

The most potent selling help of all is the product 
itself. Threadwell Taps meet the highest standards of 
quality and accuracy and at the same time give you all 
of these extra features of real significance and advantage 
to your customers: 





COLD-TEMPER, a feature of every Threadwell 
high speed tap. 120° below zero treatment that means 
greater strength with less brittlenesss— more and better 
threads per tap, not only on steels, cast iron and alloys 
but on plastics and other abrasive materials. 


Color “i-dot-ification’’—a sure, quick way 
to identify the right tap for the job — red dot for cut 
thread, white for commercial ground, b/we for precision 
ground. 


Tap-Capsule—a transparent plastic, metal- 
capped tube for individual protection of every ground 
thread tap and ready selection without unwrapping. 


Greaseless rust-proofing — taps that are al- 
ways clean, dry, ready to use. 


“Personal attention’”’ service — your orders 
are given personal attention at the factory so that you may 
render superior service to your customers at all times. 





TApSeeE DiStINc TIES 





THREADWELL TAP AND DIE COMPANY - GREENFIELD, MASSACHUSETTS, U.S.A 


CALIFORNIA OFFICE, THREADWELL TAP & DIE CO. OF CALIF., 1322 SANTA FE AVE. LOS ANGELES 21 








JMI 
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Overall size 
19%2"" wide, 


* 842" 
a 


Morethana Dynamic Display 








—A COMPLETE SALES UNIT OF MANY USES. 








The mill supply dealer can greatly increase his “Over the 
Counter” sales of the famous GROBET ROTARY FILES with 
this sturdy counter display holding 150 of the most popular 
Rotary Files and Rasps. Wasted selling time is eliminated. 


No “digging out” box after box of stock. The purchaser 
can see the actual files required—each file is numbered. 
The back of the display gives sales information for clerks 
and a complete record of list price and selling price of each 
and every rotary file by number. Cost to you only $185.00. 


The display is strongly built of varnished wood. Handles 
on each side make is easily portable. 


Your sales clerks will find that this 
information os the back of the 
GROBET ROTARY FILE DISPLAY 
will speed up sales—reduce error. 


e 
@ Send for illustrated, four 
page Bulletin No. MSR giv- 
ing complete details re- 
garding above Display. 








GROBET FILE CO. of AMERICA 











Plants: New York @ Chicago ® los Angeles 
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Veterans May Buy 
Surplus Planes 


War veterans may purchase surplus 
airplanes and related parts on a Federal 
Agency No. 1 priority as the result of 
two amendments to existing regulations 
issued by the Surplus Property Board. 
Heretofore, SPB Reg. No. 7, which per- 
mits veterans to purchase material and 
equipment to set themselves up in their 
own business or profession, excepted 
aircraft. The regulation established the 
procedure to be followed in the exer- 
cise of the veteran’s preference by des 
ignating the Smaller War Plants Corp. 
to act as purchasing agent for approved 
applicants, thereby affording the vet- 
eran a virtual A-] priority in purchases 
of surpluses up 5 a $2,500 limit. 

The amendment to Reg. No. 7 per- 
mits the purchase of one plane with no 
cost limitation but it must be used es- 
sentially for the establishment of a busi- 
ness, such as shuttle transportation, fly- 
ing schoo], special licensed transport 
service, etc., and not for personal or 
private use. 

SPB Reg. No. 2 which designates the 
disposal agencies and establishes Fed- 
eral, state, and local government priori- 
ties, is also amended to add airplanes to 
the list of properties available for re- 
sale to veterans for business purposes. 











WHITNEY 


BENCH PUNCHES 


Two in One 
Punch— 


@ This particular WHITNEY Punch notches 
and punches angle iron and channel iron in 
one operation. There's a worthwhile saving 
in time here and your customers will be en- 
thusiastic about the good looking appearance 
of the work too. Get our descriptive cir- 
cular on this and other WHITNEY Punches. 


Cap. '2" hole 
through 1/4" iron. 
¥,"" hole through 
3/16" iron. 2" hole 
through '/g" iron. 
Weight 82 Ibs. 
Depth of throat 5". 
Stock size of 
punches !/," to 2". 


_ A , 
an 
|= 7 





W. A. WHITNEY MFG. CO. 


ROCKFORD, ILL. 





> 
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ANOTHER MEMBER OF 
THE LARGE GILMER FAMILY 


a! 


~ 


tho, geal | profitable 
PENDLESS BELT 


The next time a customer asks you to recommend 
an extremely flexible, tight gripping belt for 
a at high speed over small pulleys, tell him 
about Gilmer’s patented Hevaloid Endless Belt. 
More often than not it will prove to be the very 
belt he wants for it has every fine quality required 
in a belt of this kind. 


Gilmer Hevaloid Belts are thin, flat, endless bands 
..- light in weight...exceptionally tough and 
wear-resisting. The cnealale prepared cotton 
weaves are merged with Neoprene compound, 
providing a homogeneity never before attained. 
And the result: a belt that delivers maximum power 
and gives perfect service at speeds up to 9000 f.p.m. 


The number of applications for Gilmer Hevaloid 
Belts is almost unlimited, assuring steady, year 
round sales at good profits. 














GILMER SALES POLICY 


Gilmer provides complete territorial pro- 
tection ... strong advertising, both publica- 
tion and direct mail, to belting buyers... 
direct sales help from widely experienced 
branch office personnel ... valuable engi- 
neering assistance when needed... ade- 
quate stocks in conveniently located 
Branch Warehouses. 


GILMER CATALOGS 


Gilmer distributors are provided with the 
Gilmer Guide, the Kable Kord Data Book, 
the Gilmer Catalog of Special Purpose 
Belts, and the Gilmer Catalog of Belts for 
the Textile Industry. These make ordering 
easy. Engineering information is given 
completely in simplified form, 


L. H. GILMER COMPANY 
Tacony, Philadelphia 35, Pa. 
Division of United States Rubber Company 


BELTS 
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GPEEDY, careful maintenance keeps 
the giant Pan American World 
Airways’ Flying Clippers operating 
safely and on time. To facilitate over- 
hauling the mighty motors, PAA has 
selected Bond Dual-Wheel Casters 
for its engine stands. 
Bond Dual-Wheel Casters, with 
oscillating axle, insure an even dis- 
- tribution of load, eliminate sudden 
tilting and reduce shock. Danger of 


BOND FOUNDRY & MACHINE COMPANY, 
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damage to the engine is eliminated 
and its ease of mobility to all parts of 
the shop is greatly increased. PAA 
also specifies Bond Casters for use on 
many of its other pieces of shop 
equipment. 

Bond Casters are made in a wide 
variety of styles and Sizes to fit every 
industrial need. Send for the Bond 
catalog today and let it help you to 
select the right casters for your needs. 


MANHEIM, PA. 


TRUCK 


CASTERS 
Built-for-the-Job 
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L. J. Cooper, formerly a special represen- 


tative for the Robert H. Clark Co., Los } 
Angeles, and at one time associated with / 
the R. C. Neal Co., Buffalo, has joined the | 
sales organization of the Machinists’ Tool 4 


& Supply Co., Los Angeles. 





Rules for the Storage 
And Handling of Hose 


1—Unpacking rubber hose: Grab hooks, ; 
knives, sharp tools, chains, etc. are not © 


to be used in unpacking and handling 
hose. 


2—Storing rubber hose: If it is neces- 
sary -to store hose for long periods be- 
fore it is needed, it should be placed in 
a dry, cool room and kept away from 
direct sunlight and high temperatures. 
Natural rubber can be sun burned al- 
most like the human skin, and the 
effect deadens its resiliency. Excessive 
heat also hardens and cracks rubber, 
seriously affecting the service life of 
hose. 


3—Substituting: It is dangerous prac- 
tice to “borrow” or substitute one type 
of hose for the labor it was never in- 
tended to perform. Use your hose for 
the service intended only. 


4—Kinking soft hose: Folding back, or 
kinking, hose to stop the flow through 
it is definitely harmful, as it puts an 
excessive strain on the carcass and is 
likely to cause rupture. 


5—Crushing reinforced hose: If wire 
reinforced or metal lined hose is crushed 
or kinked it is usually unfit for further 
service. Constant vigilance must be 
exerted to prevent trucks or other heavy 
vehicles from running over it, and to 
keep it from under heavy tools and 
rocks. 


6—Use of Steam hose: Do not over- 
load high-pressure steam hose. The 
pressures recommended by the manu- 
facturer are true, and an attempt to 
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Wire rope Doecndabliiy 





sive Unless the wire rope you select has the reserve dependability that pro- 
ber, . ‘igi 
of vides for an ample factor of safety, it will become a costly purchase. 
Selection of the right rope means long, low-cost service... true economy! 
rac Dependability, safety and long, low-cost performance of Wickwire 
ype Rope starts with the production in our own open hearth furnaces of 
he the correct composition of steel for use in each rope. Here, wire-steel 
r characteristics can be accurately predetermined by the scientific blend- 
ing of the proper ingredients in the correct percentages to produce the $hinisalls’ of wids tedstaiee— 
‘ one wire rope best suited for your specific purpose. old hands and new—have found 
igh 7 ” "er our specially prepared manual, 
an At Wickwire every step in wire rope manufacture is carefully scru- “Know Your Ropes” valuable 
| is tinized. Special control is exercised through each successive wire draw- prolonging _ life. . aah 
ing operation, and right through to the final laying of every type, size Cpight and, wrong’? ‘pictures, 
‘ire and construction of wire rope. This close watch over quality assures 40 wie fer whip geome) aes 
a your FREE COPY today. 


ied | the utmost in wire rope dependability and long service. 


WIChWIes Aer, R 


‘he 500 FIFTH AVENUE, NEW YORK (18), N. Y. 





ABILENE (TEX.) © BOSTON © BUFFALO » CHATTANOOGA © CHICAGO © CLINTON (MASS.) © DETROIT » HOUSTON « LOS ANGELES « PHILADELPHIA © SAN FRANCISCO TULSA» WORCESTER 
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HIGH SPEED GROUND THREAD TAPS 


CARBON TAPS AND DIES 


id Baa . > oe 
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In their efforts to effectively aid in 
and accelerate reconversion, dis- 
tributors of Bay State Taps and Dies 
will be assisted by a conscientious 
personalized service unimpaired by 
the war and once again fortified by 
the ability to deliver special items 
with exceptional promptness. 


COMPANY 


BAY STATE XC TAP and DIE 


MANSFIELD 




















sneak over a few extra pounds may 
result in injury and even loss of life 
See to it that the couplings were dew 
signed for steam work. 


7—Washout hose: Train workers ha 
dling washout hose to clean the surface 
and drain the hose every day. Such h 
frequently lies in butter fats, casein, 
animal *and vegetable oils and oth 
greasy substances which are hard on 
the hose cover. 


8—Air and welding hose: Compressed) 
air and volatile gasses at high pres. 
sures are extremely dangerous to han- 
dle. A hot ember burning through welds 
ing hose can cause terrific explosions 
and fires, while the bursting of air hose 
can injure workmen. Shearing or burn- 
ing of such hose should be guarded 





against. 2 
9—Solvent and paint spray hose: 
Paint and some of the solvents used in 
paints and. lacquers are very destrucd 
tive to hosing. Such hose should be 
cleaned periodically by washing mild— 
paint solvents through the hose, fol. 





lowed by gusts of dry air. i 


10—Cotton Fire Hose:—If the hose is” 
stored in racks, use as few folds. as 
possible. Change the position of the 
folds every three months, and flush the 
hose out with water twice a year. Wet- 
ting the rubber lining serves to lubri- 
cate it and add to its life. Check 
standpipe valves at intervals to make 
sure no water is leaking into the folded 
hose for if there is water in it during a 
freezing spell, the hose may well be 
ruined. 

11—Coupling: When attaching coup- 
lings of the seat or socket type, cut hose 
end as square as possible to allow the 
hose end to seat properly. Do not drive 
a coupling into hose with a hammer or 
mallet, but force it in evenly after 
lubricating the nipple and the inside of 
the hose with a soap solution or rubber 
cement. 


Haseltine Branch 


| Increasing Facilities 


The Seattle branch of J. E. Haseltine 
& Co., Portland, Ore., has more than 
doubled the number of its employees 
in the last year, and has been forced to 
take over three times as much floor 
space. J. H. Tadlock is manager. 


Notice to Golfers 


According to the United States Rub- 
ber Co., golfers will get new golf balls 
for the late fall and winter season in 
the south and west. Peak production 
of balls is expected by early spring. 

The new synthetic rubber balls give 
about 95 percent as much distance as 
the prewar ball. They are better than 


| reprocessed, say the manufacturers. 
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FORMULA FOR 





(COPPER) 


—twice as much 
as in copper-bearing 


steel 


LONGER SHEET METAL LIFE 


(MOLYBDENUM) \ 


Toncan Iron contains Molybdenum 


—a critical element in producing the Highest Rust-Resistance 
of All Ferrous Materials in its Price Class 


That “Mo” in the formula for Ton- 
.can Iron could also stand for MORE 
—more rust-resistance than any 
other ferrous material in its price 
‘class. And a lot of that proved rust- 
fighting quality is due to the ele- 
ment Molybdenum. 


The molybdenum increases the 
effectiveness of the rust-resisting 
copper content of Toncan Iron, 
which contains twice as much cop- 
per as copper-bearing steel. Molyb- 


This advertisement appears in the following 
publications: American Artisan, Engineering 
News-Record, Iron Age, Sheet Metal Worker 
and Steel. 


denum also helps refine the grain 
structure of the metal. And it aids 
in making Toncan Iron’s rust-re- 
sistance impervious to all fabricat- 
ing processes. 


In Toncan Iron, Copper and Molyb- 
denum are alloyed in correct pro- 
portion with open-hearth iron of 
high purity. This refined iron is low 
in chemical impurities and high in 
uniform grain structure —two fac- 
tors that improve fust-resistance. 


TONCAN 
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‘And this basic highly-pure iron is 


specially processed for ductility 
to make Toncan Iron one of the 
easiest of all materials to fabricate. 


So, if you need a material to with- 
stand severe rust conditions, specify 
Toncan Iron which for more than 
35 years has proved its longer 
service and lower fabricating costs. 


REPUBLIC STEEL CORPORATION 
GENERAL OFFICES © CLEVELAND 1, OHIO 
Export Department: Chrysler ani New York 17,N. Y. 
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ALLEN Distributors 


alone sell these 


The original cold-drawn and “pressur-formd” hollow screws, 


— which won acceptance of ALL hollow screws under the 


name of “ALLENS”. Sold by you and only through you as 


the local Allen Distributor. Promoted by top-ranking mill sup- 


ply houses for 34 years under the Allen policy of selective 


distribution and protected franchises. Symbol of successful co- 


partnership of Distributor and manufacturer in the merchandis- 


ing of mill supplies. 


ALLEN HOLLOW SET SCREWS « PRES- 
SUR-FORMD CAP SCREWS -  TRU- 


GROUND SHOULDER SCREWS « PIPE - 


PLUGS + SQUARE HEAD SET SCREWS 
TRU-GROUND DOWEL PINS ° FLAT 
HEAD CAP SCREWS « TAP EXTENSIONS 





THE ALLEN MANUFACTURING COMPANY 





HARTFORD, * ALLEN tr CONNECTICUT, USA 
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Stuart A. Whitehurst has joined the 
Allis-Chalmers Mig. Co., Milwaukee, as an 
industrial engineering specialist, special- 
izing in petroleum industries activities. 








Exceptions Made 
For Textile Plants 


To allow a textile manufacturer to’ 
switch swiftly from military to civilian 
production after receiving notice of 
military cutbacks, WPB issued a spe- 
cial direction granting exceptions to 
the distribution restrictions of 25 tex- 
tile orders and regulations. Under spe- 
cial direction 24 to Order M-328, a 
manufacturer who faces loss of produc- 
tion as a result of military contract 
terminations, will be given 30 days’ 
automatic relief from the regulations 
that froze his distribution to military 
orders. To obtain the relief, the man- 
ufacturer must file an application by 
registered mail with WPB, Textile,’ 
Clothing and Leather Bureau, Washing- 
ton 25, D. C. The relief is given auto- 
matically with the filing of the applica- ' 
tion, although WPB may subsequently 
deny the relief requested. 


Tebbetts Rejoins 
American Rope 


F. L. (Skip) Tebbetts is again con- 
nected with the sales organization of 
the American Mfg. Co., Brooklyn. Mr. 
Tebbetts will make his headquarters at 
the company’s New Orleans office and 
will cover the territory formerly served 
by the late L. P. Thomas. 


Clark, Witbeck 
Closes Retail Branch 


The Clark, Witbeck Co., Schenectady, 
has withdrawn from the retail trade and 
will henceforth devote itself to dis- 
tributing hardware and industrial items 
on a wholesale basis only. The dis- 
tributing company had been in the retail 
trade for 75 years. 











= WalkerTumner 


Walker-Turner 14’ and 16’ Band Saws are equipped 
with back-gearing and cone pulley. This enables the 
operator to select correct low speeds for metal-working. 
By simply throwing a lever and 
engaging a pin, the gear train is disconnected 
and the Band Saw converted into a’ direct a 
: i ae Distributors 
drive machine—with higher speeds for non- aa 


ferrous metals, plastics and wood. series of advertise- 
ments that appear 


th in the 

Walker-Turner Band Saws have a speed leading metal-work- 
° P i 5 

range from 61 to 5300 s.f.m. Blade tensioning }} this”manner, "we | 

devices have spring cushions to absorb § x00? ing‘ ao 


shocks. Heavily-ribbed, carefully-machined § “**'"*** °% 
tables tilt to 45°. Send today for latest catalog. atte aaene 


To Walker-Turner 


WALKER-TURNER COMPANY, Inc., PLAINFIELD, NEW JERSEY 
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YOUR GUIDE TO 









BIGGER PROFITS 


Every mill supply house interested in expanding post-war 





volume and profits will welcome this practical 

new guide to light-weight pipe sales. It is chock-full 

of selling facts. Presents the story of Naylor’s exclusive Lockseam | 
Spiralweld structure. Introduces revolutionary coupling 
methods that save time, work and money 

for pipe users. And it lists Naylor Pipe applications by | 
markets to guide you in your post-war operations. 


Write for your copy today. 


NAYLOR PIPE COMPANY 


2 eral Office 
423 EAST 92ND S¥reer . 





CHICAGO 19 ILLINOIS 


New York 17 NY 
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LUFKIN 
MICROMETERS 
FOR EASY 
MEASURING 
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FOR ACCURACY 








EXPLOSIONS 


THAT SAVE LIVES 


30 leading farm, industrial and consumer magazines bring 
these Plymouth Rope advertisements to your customers— 
to help you to cash in on your balanced stock of “The 
Rope You Can Trust” as soon as war conditions permit. 


As seen and heard in a New England laboratory 
by David Dietz, Science Editor of Scripps-Howard 


“In two minutes, a blast like the 

crash of a field gun will shake 

this quiet laboratory. The re- 

search scientist you see here is 

carrying out a test that will save 

lives—one of the 37 ruthless steps 
by which modern engineering makes Plymouth 
Rope prove its strength for vital jobs. 

“The Riehle tensile-strength testing machine you 
observe is the only one of its great size in the world. 
It is powerful enough to snap a big rope in two with 
a pulling force up to 120,000 pounds. 

“T watched this exciting test, minute by minute, 
as the dial indicator crept up, ton after ton, until the 
fibers of this 714 inch circumference war-time sisal 
rope on the testing machine crackled and snapped 
at 43,430 pounds—over 21 tons! 

“Plymouth Ropes of every type are subjected to 
these breaking tests. A Nylon rope of 9 inch cir- 
cumference, for instance, withstood a pull of 116,000 
pounds—about the combined weight of 55 popular- 
type motor cars! 


MILL SUPPLIES 


“This is one of the final steps taken at Plymouth— 
largest rope-maker in'the world—to build ropes of 
greater strength, longer life, more useful perform- 
ance. Precision methods of manufacture and care- 
fully selected materials are tested at each stage, 
from the choice of raw fibers to the packing of fin- 
ished coils of Plymouth Rope—for dependable use 
in peace or war—at sea, on farms and ranches, in 
factories and in your own home.” 


Plymouth Cordage Company, Plymouth, Massa- 
chusetts. District Offices: New York, Chicago, 
Houston, San Francisco. Warehouse Stocks: New 
York, Boston, Philadelphia, Baltimore, Houston, 
Chicago, San Francisco. In Canada: Cordage Dis- 
tributors, Ltd. 


PLYMOUTH 


CORDAGE 
PRODUCTS 


ROPE - TYING TWINE - BINDER TWINE - BALER TWINE 


y THE ROPE YOU CAN TRUST 
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SOUND ADVICE 


















“MAJOR” RUB 
SUPER-FLEXIBLE WELDING CABLE 


Today, “MAJOR” is the fastest selling welding cable 
on the market—approved by U. S. Navy, independent 
_ shipyards, ordnance plants, and all wartime industries. 


Established in 1934, “Major Welding Cable rapidly 
forged ahead to become America’s Leading Seller. 






Sizes Available 
#6 to #4/0 
75 to 550 Amps. 





Electric Arc Welding offers an unlimited market for 
wartime and post-war clientele. 


Prompt shipments from warehouse stock — 


WRITE FOR COMPLETE DEALER INFORMATION 


WELDING ENGINEERING COMPANY 


MILWAUKEE, WISCONSIN 


MANUFACTURERS— DISTRIBUTORS 
OFFICES AND AGENTS ALL OVER THE UNITED STATES 







































Wrapped in &n “Overcoat” of 
MOLTEN ZINC... 


% 


Before a WITT Can is ever sent out to do its job, it is bundled up, 
head to toe, in the thickest possible coat of rust-resisting zinc. 

This super-protective “tailoring” process is accomplished by hot- 

dipped galvanizing . . . a special hand process. 








i of rugged meeps -gauge steel. 

D ep, close-pitched, “rolling type” corru- 
au" HS assure additional strength and 

af “ingidity. The result is a Can fitted to 

éather heaviest use and abuse... a Can 

at easily outlasts 3 to 5 of the ordinary kind. 










“Faétories, homes, institutions the nation 

Wer regard the name “WITT” on a corrugated 

ae? Can ‘as-Synonymous with Quality. Here, after 
plore than half a century of continuous 
improvement, is “Tomorrow's Can” .. . TODAY! 










ithe great bulk of our production is still devoted to 
Fi } uplying military requirements. But we look for- 

PY ward to a not-too-distant future when we will again 
be able to supply our customers with WITT 
LEO EF ; Cans promptly and in normal quantities. 


THE WITT CORNICE CO, 
Cincinnati 14, Ohie 
“Originators of the Corrugated Can” e CH 
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THE NEW CEMENT BOND 


on WELDISKS makes 
Bulldogs hang their 
heads in shame! 





= 
a 


© 


seal 


_maao= = 


SEND THIS COUPON TODAY! 


| 

ABRASIVE PRODUCTS, INC. 

| south Braintree 85, Mass. 

send us FREE WORKING SAMPLES of — 
| bay Hn WELDISKS in the size, with the grit an 

ew, 

ds operation specified below. 

| 
\ 
| 
| 
| 
| 


i mples places us 
i d FREE working samp” 
= raeptcae to ourselves in a test run 


This permis 
adie oe obligation except to prove 
that — | 

(1) The new WELDISK cement bond holds the grit to 


i d 
ing ti yer, than any previously use 
mies tighter a ISKS the longest lasting disks ever | 


bond. It makes W 
| offered to industry. 
i trea 

2) WELDISK electric-furnace 
Ps nose abrasive for this purpose - 
ble-hard fibre, lam1- 

ISK double-strength, dou 
9} paper treated cloth, prevents edges a em. | 
abby, che fibre from cracking and assures sefety fr ying | 
abby, 


red aluminum oxide is 
and it cuts faster. 










We're making this free trial 
offer to abrasive users to 
build more. business for dis- 


tributors of Jewel Abrasives. 
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Carson Appointed 
Sales Engineer 


Ee eee 
ee 





RALPH K. CARSON 

Ralph K. Carson was made sales 
engineer at the Detroit, Mich., branch 
of the Heppenstall Co. For several years 
Mr. Carson has been a member of the 
engineering department of the Kelsey- 
Hayes Wheel Co., Detroit, and was pre- 
viously associated in sales and manufac- 
turing capacities with Pittsburgh-Cruci- 
ble Steel Co., and Bethlehem Steel Co. 
He succeeds James C. Patton, Jr., who 
recently became district sales repre- 
sentative for Heppenstall in Chicago. 


Sales Executives 
Elect Officers 


Gene Flack, director of advertising 
of the Loose-Wiles Biscuit Co., was 
named president of the Sales Executives 
Club of New York recently. Mr. Flack 
succeeds Dm Paul H. Nystrom, pro- 
fessor of marketing Columbia Univer- 
sity, who now becomes chairman of the 
board. Mr. Flack is the vice president 
of the National Federation of Sales 
Executives. 

Other officers named were: Frank 
Head of United Cigar-Whelan Stores 
Corp., first vice president; Don G. 
Mitchell, Sylvania Electric Products 
Co., second vice president; Robert A. 
Whitney, McGraw-Hill Publishing Co.., 
secretary; S. George Little, General 
Features Corp., treasurer. 


Lenk Returns 
To Business 


D. Allen Lenk, founder of the Lenk 
Mfg. Co., Newton Lower Falls, Mass., 
has retired from the Army and returned 
to his duties as president and treasurer 
of the firm. During the past four years, 
he held the rank of colonel with the 
Army Ordnance Department. 











-unting Bearing Bronze leads its 
field—and Bunting Distributors ore 
the leaders in their territories. More 
than 1300 sizes of Bunting Bars, 
Stock Bearings and Electric Motor 
Bearings available from hundreds of 
Bunting Stock-Carrying Distributors. 


There is one near you and ready to 


serve you. Ask him for the Bunting 


Catalog. The Bunting Brass & Bronze 


Company, Toledo 9, Ohio. 


BRONZE BEARINGS BUSHINGS ‘ PRECISION BRONZE BARS 
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ECONOMY és 


and you sell more Western Socket Screws 





Suggest to your customers the post-war fact that their 
products will sell faster if they’re modernly streamlined 
with flush-to-surface fastenings and completely free of dan- 
gerous protruding bolt heads on all moving parts. Western 
Socket Cap and Set Screws provide these sales advantages, 
plus greater strength because made of alloy steel and heat- 
treated in modern electric furnaces to assure extra tensile 
strength and greater holding power. That means the im- 
portant economy of fewer screws needed to do the job and 
faster assembly that saves time and money. 


There’s extra profit for you in that story. Western Socket Screws 
are a profitable fast-turnover item. We invite you to write for the 
facts — and an informative new catalog we’ll be glad to send you. 





Precision Screw Products, Parts and Assemblies Since 1873 




















AN fd LLf 


CAN DELIVER UP TO 


15 TONS 








Only Famco Presses have 
front and side gib ad- 
justments that keep ram 
in perfect alignment, 
compensate for wear and 
eliminate *‘shimmy."’ 











e Famco Arbor Presses are sought 
after by industry because they are the 
inexpensive solution for thousands of 
assembly and dismantling jobs. Avail- 
able in 32 models (for floor or bench 
mounting), they offer pressure ranges 
from 1,000 Ibs. to 15 tons. They re- 
quire no electric power, yet are easily 
operated by women. They can be had 
in plain lever, simple ratchet or com- 
bination compound and simple ratchet 
types. All models are ruggedly con- 
structed .. . low in first cost, negligible 
in upkeep and require small floor 
space. Take advantage of Famco sales 
opportunities. Write today for catalog 
and information on Famco’s liberal 
distributor discounts. 


FAMCO MACHINES 





THAT 
NEED NO 
POWER 
Famco Foot Powered Famco Foot Powered 
Presses, available in 10 Squaring Shears, avail- 
models (for bench or able in five sizes, will 
floor mounting), speed cut up to 18 gouge 
up light forming jobs. mild steel. 


FAMCO MACHINE COMPANY 
1321 18TH ST, RACINE, WIS. 


famco 


ARBOR PRESSES 
FOOT PRESSES 
SQUARING SHEARS 
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ISE INVESTMENT 


The Wells will cut most any shape, size or type 
metal you can get into it. It will take overall sizes 
up to 8” x 16” rectangles and 8” rounds, solid stock, 
tubing or structural steel. 


IS A 


i ae 

















SPECIFICATIONS 


Because the Wells is portable you can move the 
saw to the work and save time and labor in so doing. 


CAPACITY: 
Rectangular . . 8”x 16” 
(Special Guides) 5” x 24” 









Gravity feed and automatic shut-off enables one 
man to operate two or more Wells Saws. Even an 
inexperienced operator can do a lot of work with 
this simple handy tool. 


ROUNDS: . 8” diameter 


MOTOR: 
%H. P., A. C. or D. C. 





Low in first cost, uses little power, requires little 
maintenance. Saves money, time, labor, steps up 
production. 


SPEEDS: Selective 60, 90, 
130 feet per minute 


WEIGHT: 
Approximately 750 Ibs.. 


: Ruggedly constructed of quality materials, with 
a minimum of moving parts, the Wells will deliver 
years of faithful, efficient metal cutting. 











Products by Wells are Practical 


METAL CUTTING 
BAND SAWS 


WELLS MANUFACTURING CORPORATION 
606 ADAMS ST., THREE RIVERS, MICHIGAN 
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tandardized 


setup appliances 


For Every T-Slot Work Table 


Machine Shop men are forced to waste time on Machine Tool Set-ups. 
CAD Standardized Appliances will convert this non-productive time 
into productive labor. 









All sizes —to suit the little bench machine 
to the brute of a planer. 


Sold only through selected distributors. 


WRITE FOR CAD FOLDER A72 
AND DISTRIBUTORS’ PLAN 


STANDARD SHOP EQUIPMENT CO. 
8153 Tinicum Ave., Phila. 42, Pa. 














SHIPPING IS STILL 
MIGHTY IMPORTANT! 
















The railroads still have a huge haul- 
ing job to do and they need HELP. 
ATLAS Car Movers are right there 
with their able assistance. It's the Dis- 
tributor’s job to see that each and 
every shipper and receiver of freight in 
his territory is supplied with the proper 
ATLAS Car Mover to do a job... 
Regular Heavy Duty Model No. X... 
New Streamline Model S-X . . . ATLAS 
Model No. 8... ATLAS Model No. 
VII, and don’t forget a supply of 
ATLAS Perfect Spurs— 
“The life of the Car 
Mover"’—We can deliver 
at once. 


Protective 
Distributor Policy 


Sold exclusively 
through responsible 
distri 


every 
get behind ATLAS. 


APPLETON-ATLAS CAR 
MOVER CORPORATION 


1533 No. 6th St. Milwaukee (12), Wis. 


Within the above circle is the 

answer to ATLAS efficiency. 

Look in that circle—right there is the famous 

“ATLAS construction—it makes car moving 

easier and simpler—it gives the user compound 

leverage—great power is developed at this 
point—it means greater speed. 
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S. B. Taylor, formerly a vice-president of 
the Reliance Electric & Engineering Co., 
Cleveland, has been elected president of 
the Parker Appliance Co., Cleveland. He 
was also named to the board of directors. 





Steel Division 
Personnel Changed 


Richard F. Sentner of Wheeling, W. 
Va., succeeded Harry M. Francis of 
Cleveland, Ohio, as deputy director of 
WPB’s Steel Division. Mr. Francis re- 
signed to return to the American Steel 
& Wire Co., U. S. Steel Corp., sub- 
sidiary. 

Other personnel changes included the 
appointment of A. A. Archibald of Pitts- 
burgh, Pa., as assistant director of pro- 
duction and chairman of the Production 
Directive Committee; M. B. McCafferty 
of Cleveland, as deputy assistant direc- 
tor in charge of production; Claude R. 
Grabeel of New York City as secretary 
of the Production Directive Committee ; 
George L. Anderson of Worcester, 
Mass., as deputy chief of the Carbon 
Bar and Semi-finished branch and M. 
M. Chapman of Pittsburgh, as deputy 
chief of the Sheet and Strip branch. 


Aluminum Castings 
Urged For Motors 


The substitution of aluminum for grey 
iron castings in fractional horsepower 
motor end brackets has been recom- 
mended by WPB to manufacturers. The 
agency pointed out that the shortage in 
grey iron castings will continue as re- 
quirements are going up and the supply 
does not appear to be gaining. 

Fractional horsepower motors are 
urgently needed in both reconversion 
and military programs. Aluminum, 
WPB said, offers good long range pos- 
sibilities as well as immediate help and 
ought to be investigated. 











THE 
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They Needed 


a Special Kind of Hose 











The General Detroit Corporation, manufacturers 
of fire extinguishers, asked Thermoid to produce 
5/16” wire braid hose, duplicating or improving 
upon the hose they were then using. Thermoid 
turned the problem over to its engineering and 
research staff and they came up with the solution. 
They engineered a special hose. The tube particu- 
larly was designed to handle CO2 under pressure, 
with the added feature of being made resistant to 
the permeating effect of CO2. 

Speaking of this problem, E. A. Warren, Vice-Presi- 


“4{T'S GOOD BUSINESS TO DO BUSINESS WITH THERMOID” 
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Solved the Problem 













dent of The General Detroit Corp., says: "It is simply 
a grand job of cooperation between Thermoid Com- 
pany and The General Detroit Corporation, another 
case where cooperation can make a fine record of 


necessary goods turned out for the Army and Navy.” 


This problem is one of the many which Thermoid ~ 


engineers are solving to improve the quality of the 
products of American industry. If you have a prob- 
lem concerning the use, design or manufacture of 
industrial rubber, why not call in the Thermoid 


field representative. 


Thermoi 
Rubber 








TRENTON, NEW JERSEY 


SEPTEMBER, 1945 


DIVISION OF THERMOID COMPANY 


THE THERMOID LINE INCLUDES: Transmission Belting « F.H.P. and Multiple V-Belts and Drives *« Conveyor Belting > Elevator Belting « 
Wrapped and Molded Hose « Sheet Packings «+ Industrial Brake Linings and Friction Products « Molded Hard Rubber and Plastic Products. 








FAST-SELLING TOOL ITEMS 


For Your Customers’ Reconversion Needs 
IN THE 


PUTNAM ( J ino mus 
mi- Se © REAMERS 


METAL-CUTTING © COUNTERBORES 


TOOL LINE HEAVY DUTY 


SHELL END MILLS 


Tue matchless performance of Putnam Hi-Speed 
Tools has made possible the great popular acceptance 
they enjoy throughout the metal-working industries 
. . + @n acceptance which, with reconversion, is 
increasing daily. 

Second only to the performance of Putnam tools is 
the completeness of the Putnam standard line—now 
comprising 1023 separate items—and the complete- 
ness of factory stocks which enable us to ship immedi- 
ately the tools of correct sizes and types required by 
your customers’ immediate reconversion plans. This 
is just one more reason why Putnam distributors will 


always enjoy a steady volume of profit-making sales. 


All of the 1023 standard Putnam tools are illustrated and listed 
in the new 92-page Putnam catalog — sent free on request. 





HO. PUTNAM TOOL COMPANY 


2O8L Charlevoix Ave. e Detroit 7, Michigan 
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Daniel E. Noble has been promoted to 
general manager of the communications 
and electronics division, Galvin Mfg. Corp., 
Chicago. Mr. Noble retains his respon- 


sibilities as the firm's director of research. . 





Gas Consumption 
Curbs Are Lifted 


All war restrictions on the acceptance 
of al¥ types of additional industrial con- 
sumption of gas and residential space 
heating by utility companies have been 
temoved by the Office of War Utilities. 
The revocation of Utilities Order U-7, 
which for the last three years prohibited 
new uses of gas by natural gas compa- 
nies except as specifically authorized 
and provided by the wartime procedures 
for integration of natural gas operations 
and curtailment of consumption during 
emergency shortage periods was the 
first step. The next was when Edward 
Falck, OWU director, informed all man- 
ufactured gas utilities that he was with- 
drawing all previous requests by the 
OWU that companies refrain from pro- 
motional sales campaigns to add new 
space heating and industrial consump- 
tion so long as supplies- of oil used for 
enrichment of manufactured gas re- 
mained tight. 


Gunther Associated 
With Triangle Cable 


E. T. Gunther has been made district 
manager in Texas and New Mexico for 
the Triangle Conduit & Cable Co., New 
Brunswick, N. J. Mr. Gunther repre- 
sented General Cable in the Houston 
territory for many years. 


Globe Belting 
Plans Expansion 


In line with its plans for post war 
expansion in merchandising and manu- 
facturing, the Globe Woven Belting Co., 
Buffalo, has filed plans with tlie City 
authorities calling for a $17,500 ex- 
pansion of its plant. 














SHEL 
10” Pi 


e 
hin, wow FY’ ha = 









& SHELDON 


ss S-56 LATHE 



































ce 
m- 
ce 
en 
es. 
3. 
ed 
)a- 
ed 
es 
ns 
ng 
he 
rd 
n- 
h- ° ® 
“ A profitable line 
a, 
W Figured from any angle, Sheldon 10", 11" 
P- and 12" Lathes make a profitable line for 
wd industrial distributors. They are of proper 
3 size to cover the broadest distributors mar- 
kets—have the close precision required for 
the tool room and the stamina needed for 
production work... are just right for turn- 
- Lalla tetas dal ing small parts, for second-operation or for 
or ee Se general maintenance work. They sell fast 
Ww and make a profitable unit of sale and come 
e- © 11%" Swing complete with motor drives. They are defi- 
yn * ry "We ° 
© 1" Collet Capacity nitely "big lathe" in features and capacity, 
’ and are modern in design and appearance. 
© 4-speed (8 spindle Quality tools thruout, they are moderate in 
speed) Underneath ‘ r re 
Motor Drive price—are in every detail "more lathe for 
. © Rigid 5-drawer Steel the money. 
” Bench F Write for Catalog 
is ® Standard "big 


: —— SHELDON MACHINE COMPANY, Inc. 


4232 N. Knox Ave. Chicago 41, U.S. A. 






Extreme Accuracy 
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KEY 


GRAPHITE PASTE 


Will Not “Freeze” in Pipe Joints= 
That Means Repeat Business for You 


OU key Graphite Paste seals and lubricates pipe joints ot the 

same time. The joint, when sealed with Key, is absolutely tight, 
yet will never “freeze’’-—when necessary, it can be opened 
in a jiffy. When once your customers become acquainted with 
Key, they will use nothing else—that means good, profitable 
repeat business for you. 


Key's year-round national trade paper advertising, plus a 
liberal sampling plan, is designed to acquaint your customers 
with the many benefits of Key Graphite Paste and help you 
make that initial sale. 


Tie in with this promotion! Tell your customers you are 
headquarters for Key — the brand that will 
open the way to profits for you. 


| it i 


Gompany 


262 | McCA SLAND A VE., EAST 








Now — it is possible to cut metal to lengths with phenomenal speed. The 
ONLY built-in, off-the-floor coolant Model Band Saw that combines porta- 
ve convenient operation and which has a “dripless" enclosed band saw 
rame. 

Triples production — lengthens life of saws — makes heaviest cuts on 

hardest metals at production speeds. The SAW of | 
advanced design with EXCLUSIVE FEATURES. 


Write for Bulletin or Ask your Dealer 






In Canada—Bridge Machinery Co.—Montreal. 


Kalama 00 Metal (uiting Band Saw 
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Ti =MACHINE TOOL DIVISION | 


Kalamazoo Tank & Silo Co. Kalamazoo, 16, Mich. | 







Charles W. Anklam, for many years gen- 
eral manager of the C. M. Hall Lamp Co., 
Detroit, has been made assistant to the 
president. He will serve as chairman of 
the firm's operating committee with execu- 
tive jurisdiction over manufacturing, engi- 
neering, research, purchasing and distribu- 
tion. 





Forest Industries 
Organize For Future 


Producers of over two-thirds of the 
nation’s forest products have crossed 
industry lines for the first time and 
joined forces to insure increased repro- 
duction and growth in the country’s 
forests, according to an announcement 
concerning the newly organized Forest 
Industries Council. Manufacturers of 
pulp, paper and lumber who are men- 
bers of the American Paper & Pulp 
Association, the American Pulpwood 
Association, and the National Lumber 
Manufacturers Association have ap- 
proved a nine point program seeking 
improved present and future produc: 
tion in woodlands. The program in- 
cludes the promotion of permanent 
protection against fires; the urging 
of all owners to develop practices 
designed to assure continuous pro- 
duction; the encouraging of private 
ownership of forest lands; the advocat- 
ing of equalization of state and local 
taxes; the support of competent, ade- 
quately staffed and financed state for- 
estry organizations, and the develop- 
ment of greater uses for forest products. 


Owens-Corning Rents 
In Kansas City 


With the leasing of two sites in 
Kansas City from the Defense Plant 
Corp.. the Owens-Corning Fiberglas 
Corp.. Toledo, set into motion plans to 
begin production of a newly developed 
superfine fiberglas in January, 1946. 
The plant will employ some 1.500 
workers, and will require some recon- 
struction and equipping before produc- 
tion can begin. 











AT YouR tuger lged- 
Wer 1,500 Brushes 


for INDUSTRY 477 FINE ARTS 


$4 


rer 
Ph 
"A 
-- 


This catalogue illustrates and describes 
the most complete line of brushes offered 
today. Copies available for: Purchasing 
Agents, Executives, Superintendents, etc. 


Write for your cony today. 


q#é SOLO- HORTON BRUSH CO.,INC. 


3133 WEST 19TH * Dept. A-4 > NEW YORK cuTy tt 
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, 
Because of the heavy wartime strain placed 
and belting, there is a big belting replacement 
had. Raw or treated textile belting by Victor is standard equip- 


ment on many elevating and conveying systems. 


is of the highest quality and is well known for 


on machinery 


business to be 


Victor belting 
its dependable 


service. This means greater opportunity of replacement sales. 
The complete Victor line consists of numerous types of solid 


woven, canvas stitched and balata belting. Each 


is designed primarily for a specific application, whether for 


elevating, conveying or power transmission, 
Get in on this replacement business now 
by writing for further information today. 


VICTOR BALATA & TEXTILE BELTING CO. 
345 W. Hubbard St., Chicago 10 
53 Park Place, New York 7 
Factory: Easton, Pa. 
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[CAPITA 


INDUSTRIAL 


BRUSHES 


..... all-time good 


maintenance equipment 


Maintenance has no “season” — it's a 
necessity. 
season sellers. 


jobs right. 
Brooms for profitable sales. 


CAPITAL Brushes and Brooms are all- 
They are specified over and over 
again by plant managers who rely on their long 
service life and good quality to do the maintenance 
Stock CAPITAL Industrial Brushes and 


year round 





and BROOMS 





for 


factories 
warehouses 
mines 

mills 


packing houses 
Rchories 
dairies 
chemical plants 
ice houses 
marine use 


: 


BRUSH AND BROOM MANUFACTURING CO. 


CORNER BRUSH AND BROOM STS. Est. 


1890 


INDIANAPOLIS 7, IND. 
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@Gigk v<" CAP SCREWS 
SET SCREWS 

COUPLING BOLTS + MILLED STUDS 


SCREW MACHINE PRODUCTS 









PREFERENCE FOR 
OTTEMILLER PRODUCTS 
HAS MEANT REPEAT 
BUSINESS FOR OUR 
DISTRIBUTORS 

Users recognize the advantages to them in 

the thread oocuromy and strength which are 

inherent in Ottemiller Screw Machine Prod- 


ucts. They have found by experience that 
these qualities can be depended on to insure 


faster assembly and better holding. 

All this adds up to a "preference’ which 
builds good business for Ottemiller Dis- 
tributors. 


















wm. (Dttomillor co. 


YORK, PENNA. 





EMBURY 


Luck-E-Lite 


HIGHWAY TORCHES 


The Dependable 
Watchman! 





Order through Your Jobber 
EMBURY MFG. CO., WARSAW, N. Y. 
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Morton I. Dorfan has been appointed man- 
ager of the dust and fume engineering 
division of the American Foundry Equip- 
ment Co., Mishawaka, Ind. He will super- 
vise sales, engineering and research ac- 
tivities. 





Dever President 
Of Brown Instrument 


Henry F. Dever was elected president 
of the Brown Instrument Co., subsidiary 
of the Minneapolis-Honeywell Regulator 
Co., Minneapolis, Minn. Mr. Dever, for- 
merly vice-president in charge of engi- 
neering for Minneapolis-Honeywell, suc- 
ceeds Charles B. Sweatt as Brown presi- 
dent. The latter, vice-president and di- 
rector of the parent firm, has withdrawn 
from Brown and will devote his entire 
attention to supervision of the expanded 
sales activities of the Honeywell organ- 
ization and its subsidiaries. 

Mr. Dever also will assume the duties 
of E. B. Evleth, general manager at 
Brown, who, because of health, has re- 
quested that he be relieved of respon- 
sibilities. Engineering activities of the 
parent firm will be under W. J. McGold- 
rick who has been vice-president in 
charge of aeronautical engineering. 


McLeod Leaves Harding: 
For Supply Firm 


John M. McLeod, formerly sales man- 
ager, Harding Bros., Inc., Elmira, N. 
Y., has joined the LeValley, McLeod, 
Kinkaid Co., Elmira, a distribution firm 
of which his father was one of the 
founders. Mr. McLeod is advertising 
and sales manager of the company. 


Bekaert Promoted 
By Wickwire Spencer 


A. C. Bekaert, assistant treasurer of 
the Wickwire Spencer Steel Co., New 
York, since 1943, has been made comp- 
troller of the parent company and its 
several subsidiaries. 
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Easily attached to most %”" 
electric or pneumatic drills. 


Si SRE oN 






























e “Like slicing through soft cheese’—that’s how easily the 
Kett Universal Saw Attachment cuts and trims metals, 
plastics and other materials. The secret is its Rotary Shear- 
ing Action. It provides cutting results never before possible. 
The Kett Universal Saw Attachment cuts bars, rods, and 
tubing in thicknesses up to 3/16” in aluminum and 10 gauge 
in steel. Cuts circles of 6” radius or larger. Every cut leaves 
a smooth, accurate edge similar to a milled finish. 


MILL SUPPLY JOBBERS! 
Now is the opportune time to select the profit-making lines 
of tomorrow. You will find the Kett tool line a decidedly 
popular profit maker, particularly in the post-war buyer's 
market. Your inquiry will receive our cooperative attention. 





THE KEIT too. COMPANY 


5 EAST THIRD STREET CINCINNATI 2, OHIO 
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| FORGED HAND TOOLS | 


DASCO Tools are made of the finest steel obtainable. 
Electrically tempered — and Diamond Point Tested 
: for hardness. DASCO Tools are beautifully fin- 
es] ished and numbered separately for easy reference 

in re-ordering. DASCO supplies a complete line ina 
wide variety of dealer displays — these sales making 
displays are furnished without charge. DASCO 
Tools are sold only through recognized wholesale- 
dealer distribution channels at fair prices and a 
profitable mark-up. Send for Literature. 


DAMASCUS STEEL PRODUCTS CORP. 


ROCKFORD, ILLINOIS 











ARMY E wo 
x °° NNN Ze 





SEPTEMBER, 1945 












THE FIFTY-TO-ONE FILE 





IT’S CARBIDE—the Ford Carbide Rotary Cutter. 
IT’S NEW—on the market only a few months. 


ITS PERFORMANCE is so superior that its production econ- 
omy can’t be denied—outlasts high speed steel fifty to one. 








IT’S BACKED BY an extensive and intensive advertising pro- 
gram which is telling the story of Carbide Cutters to the key men 
in all the metal working industries. 


IT CARRIES the name of FORD—the name of the oldest manu- 
facturer of rotary files and cutters in America. 


IT’S YOUR CHANCE to cash in on the sales possibilities of our 
COMPLETE LINE of rotary toolsh—CARBIDE CUTTERS— 
HAND CUT FILES—GROUND FROM THE SOLID CUT- 
TERS. Write today for full particulars—catalogs, prices, discounts, 
M. A. Ford Mfg. Co., Inc., 742 W. First Street, Davenport, Iowa. 
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Hot plate hydraulic press. A uniform steam pres- 
sure is maintained on the platens by using pipe 
and FLEXO JOINTS. 


FLEXO JOINTS 


provide a flexible or swing pipe con- 
nection for conveying steam, compressed 
air, water, oil and other fluids under high 
or low pressure. Made of bronze for hard 
usage they will give maximum service at 
low—extremely low-—maintenance cost. 
They are used in pipe lines that are 
moved or swung in different directions 
or on machinery or equipment that must 
be supplied with easy fluid while in mo- 
tion. For every flexible or swing pipe 
joint service—sell FLEXO JOINTS—a non- 
stock item that you can deliver promptly. 


Write for prices and discounts. 


FLEXO SUPPLY 
COMPANY. Inc., 


4215 Olive Str. St. Louis (8) Mo. 


aw 


















Immediate Delivery! 


TRUCKS 


e Rubber Tired Wheels 
e Roller Bearings 


oem 
IN 


LOTS 
OF 12 


Lots of 3—$11.95 
Single—$12.95 


Order one. 
See how you 
like them — 
order 11 more 
at 12 truck 
price. 


HANDEE ANDY tubular steel trucks can 
be shipped NOW. Cap. 600 lbs. 5 x 2” 
rubber wheels. Curved steel cross straps. 
Ht. 44". Nose width 14”. Wt. 28 Ibs. 
This is a fine, first quality truck—the only 
one we sell—our specialty—so you can 


bet it's a good one. For all . 
Not a “novelty”. Return immodinetly ex: 
Press collect if not better buy than you 
expected. Terms 1% 10 days. Unrated 
firm, cash with order. f.o.b. Bloomington. 


HANDEES CO., Dept. D16, Bloomington, Ill. 
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HEAVY-DUTY 


VALLEY crinvers 


| Accuracy and Performance 
| Records already established 


In the 27 years that Valley Grinders have been used by 
many of the country’s largest indusirials, they have estab- 
lished fine records where accuracy and performance 
count. These grinders are all powered by Valley Motors 
and every unit is built to a single high standard of quality. 
This means complete satisfaction in service which builds 
a post-war reputation for these efficient, low-cost tools. 



















Valley Electric Corp. 


4221 FOREST PARK BLVD. ¢ ST. LOUIS 8, MO. 


By momentarily storing the 
force of a blow and “slowing 
the punch," the coiled and com- 
pressed rawhide in C/R Ham- 
mers and Mallets (1st) takes the 
shattering crash out of powerful 
blows . . . prevents breaking, 
disfiguring or marring of prod- 
ucts, machines and fine finishes. 





























‘ 
Molecular absorption 
(the storing of force con- 
veyed through the tough 
interwoven, resilient 
hide fibres) converts 
velocity into effective 
thrust. 





(2nd) eliminates recoil—ends 
the fatiguing bounce common to 
most mallets. 

With a C/R Hammer you can 
use a lighter tool, still strike 
harder and more effectively; can 
accomplish more with less fa- 
tigue; because striking force is 
mono-directional with more 
carry through. 


Morflex Couplings withstand severe 
punishment under the most adverse 
conditions. Utilizing exclusively 
Morse-designed rubber biscuits pre- 
loaded in assembly, they require no 
lubrication and are sealed against 
dirt, dust and weather. Positive 
direct drive with no power loss, 
Morflex Couplings wt ae: in- 
herent flexibility reduce bearing 
wear, permit slight angular mis- 
alignment, ease thrust and torsional 
loads, and absorb shocks, uneven 
impulses and vibration. They are 
constructed to eliminate all action 














Oval Flange type supplied in 
eleven sizes from 8-foot pounds 
to 725-foot pounds of torque. 


between metal-to-metal surfaces; are 
therefore trouble-free and long-lived. 
In short, they are engineered for 
tough, dependable service. Call the 
Morse engineer or write Morflex 
Dept., Detroit for information on 
your specific applications. 











FLEXIBLE COUPLINGS CLUTCHES 


MORSE #%j.: CHAIN 


MORSE CHAIN COMPANY e« 


WRITE FOR Vi 
CATALOG SHEETS »A 


ICA jawhidi MFo.C0 


1290 ELSTON AVE Ye ss CHICAGO 22 ILLINOIS tin 
| ITHACA, N.Y. «© DETROIT 8. MICH. © A BORG-WARNER INDUSTRY 
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it will do the most good. 


CHICAGO 24 





DIENER CANS 


---MAKE SURE YOUR 
CUSTOMERS HAVE THE 
RIGHT TYPES 


All types of DIENER CANS are low-cost 
insurance against fires from carelessness 


in manufacturing plants, public buildings, 
warehouses, etc. 










» . “ > a i 
slate Coie - 
er 


DIENER CANS are approved by National Board oi 
Underwriters and the Associated Factory Mutual 
Fire Insurance Co. Help your customers to have 
the right kind and type of safety equipment where 


GEO. W. DIENER MFG. CO. 


400-420 N. Monticello Ave. 


Top **PROTECTION'' 
SAFETY CAN 
Center "PERFECTION" 


EXCELSIOR CAN 


Bottom att oe 
OILY WASTE CAN 





ILLINOIS 













DRILL 


| H UOT INDEX 


@ A drill stand and indexed container 
with tap information and decimal! equiva- 
lents in six sizes. Takes up very little 
room—just the thing for a man called to 
do a job away from the shop. Drills 
will not fall out even though shortened 
by breakage, sharpening, or long time 
use. Every one you sell leads to another 
sale. Let us send you all details now. 


No. 13 for drills afte to V4 

No. 20 for drills 61 to 80 

No. 21 for drills 1/16 to ¥% 

No. 26 for letter drills 

No. 29 for drills beg , Ya 

No. 60 for drills N to 6 

No. 72 for drills Ne. wy 5 oe 12 taps 

No. 16-A for a Taper Drilis 33/64 in. 
to ¥%'' by 64th 

No, 16-B for Morse Taper Drills 49/64 in. 
to 1 in. by 64ths. 





A prime favorite with mechanics 





HUOT.MFG. CO. 
128 E. 10th St. St. Paul 1, Minn. 















COLD FINISHED 














RNOCSLOU PARTS 


FOR VITAL CONSTRUCTION 


Specify BRL GROUND SHAFTING ... 
“The Aristocrat of Ground and Polished 
Rounds” - for manufacturing your 
quality products. Available as Turned, 
Ground and Polished or Drawn, Ground 
and Polished, where mirror finish is desired, 
as in bright work. Made to standard 
tolerance or special accuracy to fit your 
specifications. Ask your Local Steel Dis- 


tributor for B&L . 
STEEL AND SHAFTING 
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THERMOMETERS 


© © 


No. A1l2402% No. M81110 


Industrial Dial 





No. M82115 
Recording 





TEMPERATURE CONTROLLERS 












eo 


No. 90000 No. V85002 Ne. 487000 
Self- Air-Operated Air-Opereted 
Opercting Non-Indicating Type Recording 





PRESSURE GAUGES 





No. 800 
Steel Case 


No. 600 
Iron Case 


No. 730 
Hydraulic 


Write for Cataleg 101-G 


| emg -3 3-11 04 melee 


urers of Temperdture Instruments 





| 1426 W. LAFAYETTE BLVD. 


DETROIT 16, MICHIGAN 
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S. J. Mergenhagen has joined the sales 
organization of the Heppenstall Co., Pitts- 
burgh. He had been district sales man- 
ager in Erie, Pa., for Brace-Mueller-Hunt- 
ley, Inc., for the last eight years. 





Army's Use Of Color 
Basis For Standard Code 


In 1944, the Army's widespread 
safety problem prompted the adoption 
of a safety color ..code proposed by 
Col. F. B. L. Myer of the Office of 
Quartermaster General Supply depots. 
with military civilian personnel, were 
put on a standard color code, so that all 
personnel moving from one depot to 
another could observe the same rules 
throughout the country. 

So successful were the results that 
the American Standards Association 
has made the system the basis for the 
standard safety color code proposed 
for national use. 

Red, green, yellow, white, and black, 
and combinations thereof, were the 
colors finally agreed upon for the 
quartermaster and supply depots. Red 
is used to identify fire protection equip- 
ment, and danger and stop signals. 
Green is the basis color for designating 
safety; the location of first aid equip- 
ment, dispensaries, stretchers, gas 
masks, and safety starting buttons. 
Yellow indicates the need for caution 
and marks safety hazards, such as 
obstacles causing stumbling, projecting 
machinery, or pillars. Black, white, or a 
combination of the two, are the basic 
colors for designating housekeeping. 
sanitation and traffic markings. Solid 
black, solid white, or either striped or 
checker combinations are recommended 
for direction signs, corners, passage- 
ways, stairways, dead ends, traffic 
guides and refuse cans. 

The code, as set up by the Standards 
Association, will be sent to safety en- 
gineers and interested organizations 
throughout the country for suggestions 
and final comment. 









CURTIS Air-Compressor 
Dep ndability Scores Again 















Curtis Compressor in Army Dredge Gives You 
Another Sales Boost for Curtis Equipment 


When the Army relies on a Curtis Compressor to start the 320 H.P. 
Diesel Engines on this giant ASD Hydraulic Dredge, vou can use 
this as another example of Curtis dependability when you sell 
Curtis equipment. Your customers appreciate what this means, for 
such an installation must operate in isolated locations for long 
periods and the power plant cannot fail. 


Here a Curtis Air Compressor maintains a minimum of 200 lbs. 
pressure in a large storage tank used to start the main Diesel which 
is directly connected to the dredging pump. 


Because of such installations, and Curtis’ long record of econom- 
ical dependability throughout a long, trouble-free life, you, too, 
will find all Curtis equipment easy to sell—quick to win customer 
goodwill and acceptance. 


Curtis engineering features include: 


@ TAPERED ROLLER BEARINGS 

@ CENTRO-RING LUBRICATION 

@ CARBON-FREE DISC VALVES 

@ AUTOMATIC PRESSURE UNLCADER 

@ PRECISION CONSTRUCTION THROUGHOUT 


curTiIs PNEUMATIC MACHINERY DIVISION of Curtis Manufacturing Company 


1919 Kienlen Avenue @ St. Louis 20, Missuuri 





F-464 


































CURTIS s1. Louis + NEW YORK + CHICAGO + SAN FRANCISCO « PORTLAND 


CARSON 
NEWTON 
r i ies 





The CARSON NEWTON Line is COMPLETE, that means you can 
fill every file need from one source of supply. But not only that 
—CARSON NEWTON COMPLETENESS, combined with its uni- 
formity and high quality assures you satisfied customers and 
repeat business today and tomorrow. 


“ALLIGATOR” 
SWISS PATTERN 





ie 


YOU CAN’T BUY OR SELL A BETTER FILE 


CARSON NEWTON CO. ~~ _ Belleville, N. J. 


“CARSON” 
“NEWTON” 
AMERICAN PATTERNS 
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Start 


Post-War 


Goodwill 
Today 








% Recommend 


Buffalo Belting 


for Those Tough 
Wartime Assignments 


@ Customer satisfaction is a 
mighty important factor in the 
success of any business. 


That's why farsighted dealers 
recommend Buffalo Belting 


products for today’s tough 
belting requirements. They 
know that Buffalo's tighter 


weaving of top quality cottons 
means dependable perform- 
ance that builds goodwill. 


Available Now! 


Plastix Food Belting 
Conveyor Belting 
Solid Woven Cotton Belting 
Waterproof Cotton Belting 
Poraffine-Treated Belting 
Buffalo Webbings 

Prompt Shipments 

Write Dept. B 







a 


BUFFALO WEAVING & BELTING CO. 


CHI€AGO 


BUFFAL( N.Y NEW YORK 


i stry for Ove 


-300 











Net Prices | 
Reference Guide * 


COMPREHENSIVE catalog and reference guide: 140 pages of 

product and technical information of inestimable value in 
product design and construction; fully illustrated. Size 8%" x 11”, 
loose leaf; NET PRICES. 
Scores of pages of engineering specifications for all kinds of fasten- 
ing products, with weight, dimensions, tables, chemical and physical 
properties, etc. A dependable source for all types of fasteners, de- 
signed for almost an unlimited range of uses. 


We shall be glad to send you a copy on request. 


MANUFACTURERS SCREW PRODUCTS 


232 W. Hubbard Street e Chicago 10, Illinois 
It's Faster to Telephone ° ° e Call WHitehall 4680 





. tric hoists—cape- 


MILL SUPPLIES * 





Here is the handy, easy to install, simple to operate elec- 
tric hoist. They do all kinds of lifting jobs up to 500 lbs. 
They free workers from handling tiring loads, allowing 
them to work better. They save manpower, speed produc- 
tion, cut costs. 

Low in price, P&H Handi-Lifts are available for three 
types of mountings—bolt, hook or trolley. Operate on 3- 
phase 60 cycle, 220 or 440 volts. They are sturdily built 
for years and years of service—compact and lightweight. 
Use them anywhere—they’re dust, 
weather and acid-proof. Have flexi- 
ble chain lifting, safety limit stop 
for smooth, safe operation. 







PGH also builds 
three other series 
of wire rope elec- 

, 
cities up to 15 we 4 


? 
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oS _naists - wecpine c1ecruones oO} 


Thi Rae Ra a. 


SEPTEMBER, 1945 


ALL-PURPOSE ELECTRIC HOIST 








Send for 
new Bulletin 
H-23! It gives 
the complete 
story! 


General Offices: 4538 W. National Ave., Milwaukee 14, Wis. 
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Fred W. Gilchrist, associated with Cutler- 
Hammer, Inc., Milwaukee, since 1919. 
has been made manager of the firm's 
Indianapolis office. He served as a captain 
of artillery in the first World War and 
as a lieutenant colonel in the last. 





Farm Machinery 
Production Up 


An increase of $118,943,868 in the 
dollar value of farm machinery pro- 
duced between July 1, 1944, and June 
30, 1945, over the preceding period of 
1943-1944 was revealed in a report by 
WPB. Production was increased in all 
categories but five—harrows, rollers, 
pulverizers and stalk cutters; farm 
pumps and windmills; barn and barn- 
yard equipment; farm poultry equip- 
ment and miscellaneous farm equip- 
ment. 


Wheel Trueing 
Acquires Adamant 


Harvey B. Wallace, president of 
Wheel Trueing Tool Co., Detroit, an- 
nounced the acquisition by purchase on 
Aug. 1, of the Adamant Tool Co., 
Bloomfield, N. J. The purchase in- 
cludes plant, equipment, good will and 
manufacturing processes and the Per- 
sonnel will remain as it has been since 
the firm’s inception in 1937. It will 
be known as The Adamant Tool Co., 
Eastern Division of Wheel Trueing Tool 
Co. 


American-Marietta Buys 
Two West Coast Firms 


The recent purchase of the Schorn 
Paint Mfg. Co. and the Solastic Prod- 
ucts Co., both in Seattle, has extended 
the activities of the American-Marietta 
co., Chicago, to the west coast. Aside 
from the fact that I. H. Johnson has 
taken over the office of treasurer of the 
two concerns, the former management 
and personnel will remain the same. 
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| Purify Any Pressures, Air or Gas, 


with Bird-White Multiple 
Unit Pur-Ofcer 





Model A-1 furnished with 
a | inch turbo-rotor and 
will accommodate volumes 
from | to 8 cubic feet. 
Model A-2 has a 2 inch 
turbo-rotor and can ac- 
commodate volumes from 
10 to 35 cubic feet. 
Model A-4 has a 4 inch 
turbo-rotor and can ac- 
commodate volumes from 





. 
{Three Models Available 





35 to 100 cubic feet. « 
J 
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SS 






PATENT 
APPLIED 
FOR 


Regardless of fluctuating volumes or high pegeoures, there is a Bird- White 
Pur-O-fier to solve your purification problem. Volumes of over 100 
cubic feet are assured positive purification with Bird-White multiple 
unit installations. Sensitive to velocity, the non- -cushioning, perfectly 
balanced Turbo-Rotor purifying action of the Bird-White Pur-O-fier 
makes it the only standard unit to operate efficiently with both regular 
and intermittent pressures. 

Every compressed air or gas system is subject to contamination by 
moisture, oil and other foreign matter being passed along to the dis- 
charge point. Save money—protect your air-operated machines, gauges, 
and controls. Wherever purified air or gas is required you can sure 
with Bird- White Pur-O-fiers. Write today for Bird- White Bulletin No. 10. 


BIRD-WHITE COMPANY 
Dept. MS, 3119 W. Lake Street ° Chicago 12, Illinois 





YREX GAUGE GLASSES 


SWIFT 


MILL SUPPLIES * 


30,000 Dozens 


A complete stock for immedi 
ate delivery of CORNING 
STANDARD PYREX HIGH 
PRESSURE PYREX RED LINE 
PYREX BROAD RED 
LINE GAUGE GLASSES 


and 


Machine 
for special lengths. Also Glass 
Cylinders Oil Glasses 
Lubricator Glasses. etc 


facilities available 


Cup 


Write, wire, or phone. 


Lubricator Co., Inc 
330 JAMES BLDG 


ELMIRA Nig 





SEPTEMBER, 1945 301 








fn a STATA 








THE 1945 MODEL 


Nich -JUBN MRED, 








Two Models B-1 Shown 


With a Micro-TurnThread installed on the tool post of an engine lathe a wide 
variety of parts, as shown above, can be produced with speed and accuracy. 
ideal for tool and maintenance shop. The Micro-TurnThread is a self-contained 
unit correctly designed and built for long service. 


Dealers and Machine Tool Distributors are 
invited to write for detailed information. 








MANUFACTURED BY 


MELLING TOOL COMPANY 


JACKSON, MICHIGAN 








Your 


SAWS 


elasmate 
better 
than your 


SAW FILING 


Inaccurate saw filing can ruin the cutting efficiency of the best saws, 
perhaps crack or break them. The machine precision of Foley Saw 
Filing can increase your sawing output 25% to 40%. The Foley 
automatically joints the saw as it is filed, making all teeth uniform in 
size, height, spacing. Foley-filed saws run cooler, cut fast, do beautiful 
work—and stay sharp longer. 

30-DAY TRIAL of the Foley Saw Filer is offered through you—to 
show your customers what a difference Foley-filed saws can make. 


FOLEY (cide SAW FILER . 


j SOLEY MFG. CO., 63 2nd Street N.E.. Minnecpolis 13, Minnesota 
{ Please send literature on the Foley Automatic Saw Filer 
j and dealer proposition. 
1 Name 
Y Address 
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This will 
do it! 





Many times these past few years 
shop, plant, and mill owners have 
told you about the hard lifting 
jobs they have around their 
places and how production de- 
pends upon the lifting operation 
being done quickly, efficiently. 

This is a fine opportunity for 
you to tell this hard-pressed man 
about ‘Load-Lifter’ Hoists. How 
they prove their worth best on 
tough lifting jobs. Tell him about 
their rugged strength, how they 
give continuous service with min- 
imum attention. Tell him about 
the special features 

. only one place to oil 

. two-gear reduction 
drive 

. anti-friction bearings 
throughout 

. fool-proof upper stop 

. . . ball-bearing motor 
built into ‘Load-Lifter’ Hoists 
that make them such outstand- 
ing performers on the hardest, 
clock-round lifting jobs. 

Tell him, too, that ‘Load- 
Lifters’ are built in almost every 
type of combination to meet the 
requirements of any work in any 
industry. You'll close the deal 
then and there. 


‘Load Lifter’ Electric Hoists are 
built with lifting capacities of 
500 to 40,000 Ibs. in all combina- 
tions required for industrial needs. 
They are adaptable to almost 
every working condition within 
their capacities. Send for Cata- 
log No. 215. 


mi LOAD LIFTER 


Hoists 


MANNING,MAX WELL & MOORE, INC. 
MUSKEGON, MICHIGAN 
Builders of ‘Shaw-Box' Cranes, ‘Budgit’ and 
‘Load Lifter’ Hoists and other lifting specialties. 
Makers of Ashcroft Gauges, Hancock Valves. 
Consolidated Safety and Relief Valves and 
‘American’ industrial instruments. 











Edwa 
Lapoi 
has 

1 3 
vious 
chine 
Royce 
positi 
Amer 


For 


some 
for J 
the | 
Drill 
the : 


Neb: 


Lut 
Ar 


ager 
Han 
Ame 
He | 
Tex: 


Ha 
In 


tren 
Ang 
firm 
Fall 
be | 


Cor 














Ce — | WN 
A A\Wittesesse. MSS 











Sa fers” , 
a BELT HOOKS 
! 

Edward M. Dowd, general superintendent, AND LACERS. 







































ars Lapointe Machine Tool Co., Hudson, Mass., | 

pea has been made executive assistant to | Today, productive time must be sacrificed because of belt _ 
ing J. J. Prindiville, Jr., vice-president. Pre- failure. Therefore, urge buyers to use the SAFETY SYSTEM 

vel viously connected with the Hendy Ma- . + « @ combination of a Portable Lacer and numerous size 3.4 
in. chine Co., Torrington, Conn., and the Rolls | Belt Hooks that answers the need for a sound belt connecting 

dan Royce Co., Springfield, Mass., his last | system. Each Lacer has full 6" capacity . .. is constructed 

tly. position was that of superintendent for the | with ribbed jaws ... arranged so that rib contacts only one 

“al American Mosch Co., in Springfield. | hook. This sinks hooks easily and permanently below the 5 


surface of the belt. The SAFETY Belt Hook is guaranteed 


_ io Silas og a ro to hold, and by serving so well today, is establishing future 
ye Malugen B Back In Field business for you! Write to us today ... we'll send the full story. 


oy Fee Gnfeagodatzabe SAFETY BELT-LACER CO. 


in- William B. Malugen, who has spent 

out some time surveying the export field WP Oars NEN He le OD 
for American business, has returned to 
the field for the Chicago-Latrobe Twist 
Drill Works, Chicago. He will cover 
































l j 4 ae 
the states of Missouri, Illinois, Eastern 
Nebraska, and the Kansas City area. 
> 
Luther Now With 
American Fork : | 
sts oe 
d Edwin M. Luther, formerly sales man- 
we ager of the Turner, Day & Woolworth 
eure. Handle Co., Louisville. has joined the 
American Fork & Hoe Co., Cleveland. 
d- He will be regional service manager for 
Ty Texas. 
he 
ny Harvill Opens Plant 
2al = 
In Fall River 
Breaking the traditional east-to-west FOR DRILLING %” up to 2” di- 
trend of industry, the Harvill Corp., Los ameter holes in concrete and 
H secure eats her hard materials. 
Angeles die and pressure mold casting A vallatie with tools for drilling, cutting or spading. — . 
firm, has established a branch plant in — do . duty work pone or = FOR CUTTING concrete and other 
+ $ sas os e aster ammer runs without Striking a ow A * 7 + a . - 
Fall River, Mass. This subsidiary will until pressure is applied, enabling operator to control | ™aterials. es aati See 
be known as the Harvill New England blow as job requires. Easy and economical to operate. | '"8 ©UPPIng Steel, cas 
Cor Built for light weight and long service. Used through- | and wood...scaling and caulk- 
P. out the world. Power blow hammers operate on 115 ing... peening welds and other 
volt AC or DC, 25, 50, or 60 cycle. If no electricity is | heavy work. 
' Sayther Advanced available use Master Portable Generator Plant Model 
650 (illustrated above). FOR SPADING, cutting clay and 
By Ahlberg Write for Bulletin 500 for complete details. similar materials. 


















Glenn Sayther, associated with the 


MASTER VIBRATOR COMPANY DAYTON 1, OHIO 





Minneapolis branch of the Ahlber 

NC. : P ‘ ‘Lh: . ( 6 Distributors throughout United States, Canada and other countries 
Bearing Co., Chicago, since 1929 in fe as 

a ene Products Include: Portable Gas-Electr 

and sales and service capacities, has been Voltage Regulators and Portable Mount 

ties. . t Vit s (Gas or Ele 

ves. made branch office manager. He suc- : ee ee 

and ceeds R. F. Landis who has retired from ni , | Concrete Tene 
that post. ite toms Grindine Maants 
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Marks the Spot! 


Many accidental fires ... caused by 
spontaneous combustion, stray 
sparks or improper containers are 
prevented systematically by the in- 
stallation of Justrite Safety Products. 
They cut fire hazards to a minimum 
and at a minimum cost. 


Justrite Sa paanenyen 
and Flashlig 

Heavy duty, Tite 
electric lights 


equipped with twin- 
bulbs and approved 
safety features make 
them ideal workin 

lights in many nese: 
ous locations. They're 
listed for safety by Un- 
derwriters’ Labora- 
tories, Inc. and the 
U. S. Bureau of Mines. Model No. 17-S 


The Handy-Safety Flashlight shown here 
fits the palm of the hand, on belt clip or 
stands alone. There’s 1500 candlepower 
from 3 standard cells plus all the famous 
Justrite Safety Features “sealed-in”’ a sturdy 
plastic case. 


Justrite Safety Cans 


For the safe handling and 
storing of flammable 
liquids. Easy to fill, pour 
and carry. Sizes from 1-pint 
to 5-gallons. 


—— Safety Cansand Oily 
aste Cans are listed for 
safety by Underwriters’ 
Laboratories, Inc. and the 
Associated Factory Mutual 
Fire Insurance Companies. 





Safety Gasoline Can 


Oily Waste Cans 


The safety approved con- 
tainer for dangerous, oily 
waste. Available in a wide 
range of sizes. Equipped 
with or without foot 
lever opener. Top closes 
automatically. They give 
ae twenty - te 
ours a day against * : 
hazards of fire and ex- 
plosion. 








‘ Oily 
Waste Can 
Ask your Supply Distributor for JUSTRITE 
JUSTRITE MANUFACTURING COMPANY 
2063 N. Southport Ave., Dept. A-1, Chicago 14, I! 





| found that GLOBE Textile Belts sell easily 















Belts 4? r0 


ORDER’ 


for special applications 
or standard replacement 





Stock the GLOBE line of Textile Belts and 
| come up with the right one for your cus- 
tomers every time—regardless of the type 
| of belting job to be done! Distributors have 


- and the service customers get from 


these belts leads to repeat orders every 
time. 


Get in touch with GLOBE soon. We'll be 
glad to work with you. Our Distributor plan 
and detailed information on GLOBE Prod- 
ucts will be sent on request. 





SOLID WOVEN COTTON BELTING 
ENDLESS WOVEN BELTS 
WEBBINGS 
KANRY-TEX BELTING 
WATER PROOF TREATED BELTING 
BELTING SPECIALTIES 


. . just a few of the Textile 
Belting items GLOBE can 
Supply. 








Cb 





WOVEN BELTING CO., INC. 
1405 Clinton St., Buffalo, N. Y. 





Send for booklets*tha 





a profitable source of revenue. 
COLLMER Cutter Wheels 
ee in all Pipe Cut- 


details. 
ers — originators of this 


thin or knife. blade type—we put it on 
the market for the first time in 1913. 





No. 3 
COLLMER 
Dresser ¢ 
Handle. Standard 
Huntington 
Dresser Hai —, Cutter— 
Handle. + 1¥4”, 1%" d ameters. 





COLLMER and HUNTINGTON 


Grinding Wheel Dressers and Cutters 


Mill Supply Men will find the demand for COLLMER Products steady and they offer 


t give types, sizes, and important 






COLLMER Lathe 
Dogs — LeCount Pat- 
tern Bent Tail—No 
1 to 21. 


No. 4 COLLMER — “i 
dia.—width 7%%”—bore %” 


COLLMER BROS. 


SOUTH BEND 4, INDIANA 
EST. 1890 
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Buffalo Bolt Buys 
Eclipse Mower 


The Buffalo Bolt Co., North Tona- 
wanda, has acquired the assets and 
property of the Eclipse Lawn Mower 
Co., Prophetstown, Ill. ‘The purchased 
company will be operated as a subsidi- 
ary of Buffalo Bolt, and will continue 
under the same management and poli- 
cies as in the past. 


LaVoise Now Selling 
For Barrett-Christie 


Jack LaVoise. employed in the order 
department of the Barrett-Christie Co., 
Chicago, for the past five years, has 
been promoted to the sales férce and is 
now selling industrial supplies in the 


field. 


Webster Returns 
To Reznor 


Maj. David R. Webster, who has 
recently been relieved from active duty 
after two and one-half years with the 
Army Transport Service, resumed his 
duties as sales manager of the Reznor 
Mfg. Co., Mercer, Pa. 

































ADVERTISING 


Powerful LIKE THIS 


CLEMENTS 


CADILLAC 


portable electric 
DESIGNED TO 
STIMULATE 
BUYING INTEREST 
IN THIS NEEDED 
AND MUCH-IN-DEMAND 
CLEANING TOOL 


Unconditional 
Surrender 


Yes, it can happen in your 
plant. Many times, long 
before they have served 
their usefulness, machinery 
and equipment must be sur- 
rendered . . . to the junk heap 
Often, destructive dirt and dus 
are the cause .. . but there's 
a safeguard. To keep machines 
running better and longer, keep 

them clean . . . easier, faster Pp. 
and thoroughly, with CLEMENTS. 
CADILLAC CLEAN'NG TOOLS. 


CLEMENTS MFG. CO. 


6624 S. NARRAGANSETT AVE. 
CHICAGO 38, ILL. 






APPEARS MONTHLY 
IN LEADING 
INDUSTRIAL 
MAGAZINES 


IF YOU 
WANT A 


SELLER 
WRITE US 
FOR DETAILS 





Topic of the Month 


(Continued from page 82) 





to be to agree with some local office 
(contracting agency) and work out 
with them a percentage which does 
reflect. your own particular prob- 
lem.” 

In the instances where distributors 
have worked up their individual for- 
mulas, they have found that once 
approved by one branch of the serv- 
ices they are accepted by other arms 
of the military. 
company worked out a formula satis- 
factory to the Engineers. Ordnance 
later accepted the same formula. 


For example, one 


Must Separate Expenses 


The first step to be taken by a 
distributor who wants to set up his 
own formula is to separate his op- 
erating and overhead expenses into 
two categories: those allowable and 
those not allowed. This should be 
done for a specific base period, say 
six months or a year. Then, once 
the proportions of the allowable ex- 
penses have been established, they are 
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Your Customers Remember 


MAGOR SCOOPS 


for their ruggedness 
and dependability... 


@ MAGOR SCOOPS are easier to sell because of their 
reputation for long-lasting service. The blade steel is the 
same as in Magor Shovels and Spades — extra tough, spe- 
cially treated to give added strength and flexibility in blade 
and shank, and normalized to prevent split or turn at cutting 
edge. Sturdy, well seasoned, split, wood Dee handles pro- 
long the service life of Magor Scoops. 

Just as your customers — forced to forego 
using Magor Shovels, Scoops and Spades 
during wartime restrictions—still remember 
how Magor met rigid specifications on tough 
pre-war jobs . . . so you remember Magor’s 
fair and generous sales policy. During the 
industrial reconstruction period this policy 
will base prices to customers so as to return 
a good profit to you... as always. 
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“METRO” —the Goggle Line for Wide Uses 


] 


Transparent 
Grinding and 


Chipping Goggle 


Made of lightweight 
plastic; full visibility; 
perfect fit; positive 
protection. Perforated | 
side vents for ventila- 
tion. Equipped with 
shatterproof glass 
and easily adjusted 
hose bridge. 






ma) Transparent 
Grinding and 
Chipping Coverall 


Made of lightweight 
plastic giving full 
/ visibility. Perforated 
| side vents give ade- 
quate ventilation, 
preventing steaming 
and fogging. Non- 
shatterable lenses 
protect against all 
impact hazards. 





be 


Metro Goggles are of proved design and priced within the range of general users. 
They are available for IMMEDIATE SHIPMENT. Distributors are assured a wide 
margin of profit. Details on request. 


METRO MANUFACTURING CO., Long Island City 1, N. Y. 
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Foot Control Leaves 
Both Hands Free To Work 


Fast Action! Fast Selling! Immediate Delivery! | 


Every production or assembly job where there is a repetition of operation, needs this 
fast-action SPEEDY AIR VISE! Operated by air and controlled by foot, it leaves both 
hands free for more rapid insertion and removal of work. Speeds up drilling, tapping, 
milling and assembly. Reduces costs, lost motion and fatigue. Husky, compact, 
precision-built; exerts a grip of 15 times air line pressure! Tried once—re- $ 

ordered in quantity. With Foot Control Valve, Air Hose and Fittings, only.... 24 


Territories Open for Distributors and Factory Representatives 
W. R. BROWN CORP. 5727 W. ARMITAGE AVE. CHICAGO, ILL. 
SPEEDY AIR VISES « AIR REGULATORS « AIR FILTERS « PORTABLE COMPRESSORS + PAINT SPRAYERS 
me me PRICE! 


AMERICA'S MOST TALKED-ABOUT.-VISE 
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applied to sales for that period. This 
establishes a percentage representing 
the average expense experience per 
dollar of sales for the base period. 
This percentage is the yardstick with 
which the distributor establishes his 
costs in connection with termina- 
tions. 

One successful formula, devised by 
a distributor and approved by the 
several war agencies the distributor 
has been dealing with, segregates and 
apportions expenses, as follows: 


Group | 


(90 per cent of these ex- 
penses are includible because it 
is estimated that the greatest por- 
tion of them, if not all, are in- 
curred up to the time a contract 
is awarded) 

Officers’ and executives’ salaries and 
expenses, and those of their assistants ; 
salaries and expenses of men doing 
engineering, technical, expediting 
and/or service work.* (This is the 
starting load.) 


*In prewar days these teehnical, ectc., men 
were laracly in sales work. 


Group Il 


(50 percent of these expenses 
are includible because it is esti- 
mated that one-half are incurred 
up to the time a contract is 
awarded and the remaining one 
half relates to the performance, 
such as billings, collections, ship- 
ments, etc.) 

General and administrative costs 
broken down into salaries of office 
employees, bookkeepers and stenog- 
raphers; general office expense in- 
cluding communications, postage, 
printing and stationery; maintenance 
expense including heat, light, water 
and power; repairs and depreciation 
on fixtures and equipment; fixed 
charges such as taxes on real es- 
tate; insurance on building; building 
repairs or rent; insurance except in- 
surance on building; taxes other than 
real estate and income and excess 
profit tax. 


Group Ill 


(These expenses are excluded 
in their entirety either because 
they are specifically disallowed 

(Continued on page 311) 
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A 
CONSTRUCTION... scaffolding and lifts and hauls the material 
Huge bridges of steel ... enormous dams of for construction. It is for rugged work like 
concrete... great buildings...are putup with this that “AMERICAN” ROPE is built . . . 
the help of indispensable rope. Throughout always made of the best materials available 
industry “AMERICAN” ROPE supports’ ...always uniform...strong...dependable. 


Care Saves Rope... A Vital Material 





an AMERICAN MANUFACTURING COMPANY, BROOKLYN 22, N. Y. - ROPE - TWINE + PACKING - OAKUM 
Branch Factory: ST. LOUIS CORDAGE MILLS, ST. LOUIS 4, MO. 
Sales Offices: BALTIMORE * BOSTON * CHICAGO * HOUSTON * NEW ORLEANS * PHILADELPHIA 
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HERE'S GOOD NEWS for 





The SKILSAW 
plant today... 
including manufac- 
turing space, offices, 
stock and ship- 
ping rooms. 









Before’ 


TWICE as many Seg 


duction lines...an accomplishment 


—_ 


plant addition now under construction. 


These new facilities will enable us to progressively 
introduce a host of new SKILTOOLS which will greatly ex- 
pand our markets and substantially increase distributors’ sales 


and profits in the SKILTOOL Line. 


SKILSAW, INC. 
5033-43 Elston Ave., Chicago 30, Ill. 
Factory Branches in All Principal Cities 
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' 


SKILIOOL DISTRIBUTORS! 


ADDITION 
UBLE PRODUCTIONS 


Now under 
way... this 
new addition for 
manufacturing 
purposes 
only. 


8 


SauDancs | 
MADE BY SKILSAW, INC. / 
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HIGHEST QUALITY ... ABSOLUTE DEPENDABILITY 


310 


‘OLIVER 
FASTENERS 





Your customers appreciate workmanship and quality in the 
products they buy. For that reason, you do well to standard- 
ize on Oliver fasteners. Made by one of the oldest and 
largest firms in the industry, Oliver bolts, nuts and screws 
are produced by modern manufacturing methods. Threads 
are accurately formed, shanks are true to size, materials are 
uniform. The result is highest quality and absolute de- 
pendability. 

Use these advantages to insure complete customer satis- 


faction in your fasteners sales. 





South Tenth and Muriel Streets -« Pittsburgh, Pa. 
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by Jitter or because they are in- 
curred in the performance of a 
contract and are covered through 
the contract price of delivered 
items. ) 


“Salesmen’s salaries and commis- 
sions and warehousing, shipping, 
trucking and similar salaries; sales- 
men’s auto expense; cartage, enter- 
tainment, other sales expense, freight 
out, corporate life insurance (if cor- 
poration is beneficiary); collection 
expense and provision for bad debts. 


* Payroll taxea would be prorated over total 
laries. 


Method Relatively Simple 


This method of establishing a for- 
mula has the blessing of being rela- 
tively simple. There are some costs 
included which some termination off- 
cials may question if a detailed 
audit, splitting the bookkeeping atom, 
is attempted. . On the other hand 
there are certain allowable items left 
out. It is believed by the distributor 
who devised this line-up and the war 
agencies which have okayed its use 
that the plus and minus values just 
about wash out each other. 

One of the principal items left out 
of this formula and which is included 
by some others is advertising and cat- 
alog expense. One distributor has 
included this as a 100 percent charge; 
others, on the basis that the adver- 
tising and catalogs will have a post- 
war value, too, have compromised 
at 50 percent. 

The status of advertising expenses 
as a claim against the government is 
covered by termination cost mem- 
orandum 13 issued under regulation 
14, In most cases paragraph 3 a. 
of this memorandum will permit dis- 
tributors to include advertising ex- 
penses. This paragraph reads: 


“Where advertising expense 
represents a nominal amount in 
relation to the operations and 
other expenses of the contractor, 
the entire amount may be classi- 
fied with general, administrative, 
and distribution expenses and al- 
located to the terminated con- 
wact. . .:.” 


Bonuses are another special type of 
charge. Where they are based on 
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¥:: ... and right where your prospect 
sees it, too. ' 


As a distributor of VALDURA Heavy Duty Paints you have 
a visible market where you can see your source of profit . . . 
a visible market where you can show your prospect his need. 


Look at the tanks, pipes and derricks of the petroleum 
industry, for instance. Take the machines and factories of 
manufacturing . . . the ships and docks, towers and bridges 
of commerce. These and thousands of other surfaces form 
VALDURA’s tremendous visible market, an extra-receptive 
market for today’s outstanding line of heavy duty main- 
tenance paints. 
And always remember that VALDURA is _ nationally 
known ... backed by the prestige of the American-Marietta 
Company, one of the great names in paint making. 
Share in the profits from VALDURA’s visible market. 
Write today for our marketing plan, entirely free to 
prospective distributors. 

af 





“A GOOD NAME 


IS WORTH REPEATING” 
pars 


AMERICAN-MARIETTA COMPANY 


Executive Offices 


43 EAST OHIO STREET CHICAGO 11, ILLINOIS 
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“Vintage eee about IQIO” | company income they are not allow- 
cE able. Where they are fixed or are 
based on a percentage_of salary or 
some other yardstick they may be in- 
| cluded. There are special factors con- 
| cerning other remuneratiom, too, as 





| follows: 

| In discussions with contract ter- 
| mination officials concerning _ this 
| method of establishing a general rate 
| for determination of expenses, there 
| was virtually complete agreement on 
| the very important item of salesmen’s 
| salaries. They agreed that as such 
| these were not includible. But they 
also agreed that for the past four 
years or so distributors’ salesmen in 
reality have been performing little 
else but technical, engineering, ex- 
pediting and servicing. 





Claim Illustrated 


For the sake of illustration, it is 


assumed that a given distributor’s ex- 
penses will figure out to 5 percent 





of sales for each of these two groups. “- 
In other words, 90 percent of engi- 

neering and technical expense repre- a 
sents a sum equal to 5 percent of 
sales volume, and 50 percent of gen- 





Kicked around —Beaten up—Still works! 


HEN the airplane was only a box-kite, this well worn relic left 
the Lonergan shop...a shiny, new gauge with years of depend- 














"x anaes ahead ved it. Fons r eral and administrative expenses G< 
ecently, in a shipment of old gauges sent by a customer to our ls 5 percent of sales volume, too. 
1 pr er igemsione “yi in Philadelphia for test and calibration, the sorry 7, di P Ebi zm 0 a gu ot 
wreck turned up. is distributor, in hiling a aim on 
Curious to see what would happen, someone put the gauge on test. a cancelled $1,000-work-in-process We 
It surprised everybody, and checked almost letter perfect all the way contract, would use form la. (He ; 
up the scale to 140 Ibs. Beyond that, the battered socket connection would use form 1 if the amount _ 
wouldn’t hold. were in excess of $1,000.) He fills in — 
Now more curious than ever, the tester h ‘ af Tigi rik? sale 
opened the gauge and found an ancient slide- ae ee SEE Cone : 
type movement —a type discontinued by the claim. oe 
Lonergan at least 35 years ago—establishing Then he applies his formula. He the 
the approximate period of manufacture. takes 5 percent of the $1,000 as his cos 
7 2 —- technical and engineering expense. ing 
Lonergan built good gauges back in those This is $50. He takes 5 percent of Du: 
days—and it is building them better than ever / / the $1.000 as hi pape 
today. With engineered design... exacting Be rarteutabas uct eet = 
standards of manufacture ... superior work- | istrative expense, another $50. ren 
manship and “finish”. .. Lonergan gauges en- | These two sums, totaling $100, ma 
joy high standing all a oy. d | form the basis for the computation Th 
mergan gauges are made in all types an ! | ope . é 
sizes... with nation-wide service through dis- Lonergan "SUPER-LINE” | | atic ance Up pedheratontienenieng Ra 
tributors. Write for a copy of Information gauges eet. Sv biaheest | has recovered his expenses. So on the 
Bulletin 503-A—a condensed catalog list of mane ie ae Fee | basis of the 6 percent profit author- 
our most popular models. ized by the Joint Termination Regu- 











lation, he sets up $6 asprofit. His 
claim now totals $106, representing 


J. E. LONERGAN COMPANY, 215 Race Street, Philadelphia 6, Pa. 
| $100 of expense and $6 of profit. This 


Revels rea > Safety Valves ¢ Relief rene | is the amount he files for, sending 
- Pressure Gauges Specialties | the claim to his customer or prime 
| 


for approval. 











SINCE 1872—Mokers of Pressure-Safety Appliances for the Power, Mechanical, and Process Industries , 
Of course the percentages used in 
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™ Our Founder ? 


f 

} 
} . Ss ; No, that’s the man 
who sells us 
Dumore Grinders 


44 
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GOSH, IT‘S EASY TO SELL 
DUMORE GRINDERS! 


Well, maybe every man who sells Dumore Grinders won’t be 
immortalized by a painting, but here’s a picture you should find even 
more important. A profit picture! One composed of the unlimited 
sales opportunities open to the man who sells Dumore Grinders 
... to the man who shows plants how a Dumore can vitally help 
them on problems of reconversion, plant expansion, and lower 
cost production. Armed with information on the outstand- 
ing precision, flexibility, stamina, and ease of operation of a 
Dumore Grinder, you have a real sales story to tell. (If you 
want to brush up on the facts, just send for Catalog 42.) And 
remember, too, that Dumore’s powerful advertising to your 
markets, month after month, makes your selling easier! 
The Dumore Company, Tool Division, Dept. TI-31, 
Racine, Wisconsin. 
















SOLD BY AUTHORIZED INDUSTRIAL 
DISTRIBUTORS IN ALL PRINCIPAL CITIES 
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TO HELP YOU 
BUILD. uP YOUR, INVENTORY OF SCREWS AND NUTS 


mec)... heres our bate 
DELIVER 


It’s going to be a fast game from now on, and we’re staying! So are 
you... if you start now to build an inventory large enough to supply 
momentum. 

For unless you can roll along, you may be stalled in the months 
to come! 

Why? Because we’re fighting a war in which transportation by rail, 
truck and air can become the bottleneck unless Uncle Sam has the 
right of way. 

Why? Because we're reconverting from war production, where speed 
was the essence, to mass manufacture of peacetime goods where every 
penny counts. 

Wholesale Distributors who start now to build an inventory will be 
in the best position to handle their orders promptly, completely — and 
economically. 

Retail Merchants who order from their jobbers now will do more 
selling and less explaining in the months to come. 

Corbin is still producing for war. . . but our facilities today enable 
us to offer 92% IMMEDIATE DELIVERY for those important in- 
ventories needed now to prevent congestion later. Don’t wait —or 
you ma¥ be kept waiting! 
















_CORBIN-PHILLIPS AND CORBIN SLOTTED 


Wood Screws, Machine Screws, Hardened 
Sheet Metal Screws, Self-Tapping Machine 
Screws, Stove Bolts. Aircraft Screws to gov- 
ernment specifications . . . 

Also — Steel Drive Screws, Lag Screws, 
Cap Screws, Set Screws, Hex Semi-Finished 
Nuts, Machine Screw Nuts, Escutcheon 
Pins and Chain. 


THE CORBIN SCREW CORPORATION 


The American Hardware Corp., Successor 
NEW BRITAIN, CON vebo ; New York, Chicago. 
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this example are purely arbitrary. 
They will vary from firm to firm. 
But the principal is the same regard- 
less of what the expenses of each in- 
dividual firm may figure out to in re- 
lation to dollar sales. 

It is apparent that once the base 
period has been selected and the nec- 


| essary figuring done so as to arrive 


at the formula, and it has been ap- 
proved by a contracting agency, the 
application of the formula is in it- 
self relatively simple. Any clerk or 
bookkeeper would be competent to 
apply the percentages and fill in the 
forms. And, by getting the formula 
established, the distributor would be 
able to move terminated claims along 
promptly and get his decks cleared 


_ for the vigorous postwar competition 





which is making itself felt right now. 





New Products 


(Continued from page 125) 





not be wiped away or worn off with 
ordinary usage. Marks iron, steel. 
bronze, aluminum, ceramics, tile, mar- 
ble, lead, plastics, porcelain, glass, etc. 
Ideal Commutator Dresser Co., Syca- 
more, I[ll.—Mitt Suppuies, September 
1945. 


Lathe Attachment 
Milling Operations 





The improved miller converts a lathe 
into a combination machine which does 
the same precision work as a milling 
machine. The miller is an attachment 
which fits thg ways of the lathe and it- 
operation is indentical with that of a 


‘standard milling machine, except that 


the spindle is moved into position to 
engage the work, rather than the work 
(Continued on page 318) 
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NOW you can 
GRIND CARBIDE AND CAST ALLOY CUTTING TOOLS 











A NEW HARDENER ADDED TO 
GRINDING WHEELS 
REDUCES WHEEL WEAR 
AFFORDS COOLER CUTTING, 
BETTER FINISH, LONGER 
WHEEL LIFE 
MAKES GRINDING EASIER 
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on BuXite-Processed Abrasive Wheels 
at 5 to 20 Times Lower Grinding Cost 


BuXite — developed through many years of re- 
search and brought to completion through the 
exacting needs of war work — now offered on 
a national scale — is a method of hardening all 
types of grinding wheels. The BuXite Process 
coats the grain of the wheel, and, under the 
pressure and heat of grinding, this coating 
changes into a “case” hardening comparable 
to the hardness of the diamond. 


With BuXited wheels, sintered carbide and other 
superhard metals and alloys can be successfully 
ground under ordinary shop conditions — and 
with remarkable economy in life of tools, due to 
improved finish, cleaner grinding, and elimina- 


tion of excess heat. BuXite-Processed wheels 
grind the shank and the carbide at the same time 
without “loading”—thus saving extra operations. 


BuXite wheels give equally good results on tool 
steels, cast iron, brass, all metals — in precision 
grinding, form grinding and snagging. In snag- 
ging, the increased production speed which is 
possible requires ‘less dressing — therefore, you 
can turn out more work with less effort. 


BuXite is now obtainable in all “Bridgeport” 
wheels. Consult us on your grinding problems. 
Share in the benefits from this greatest single 
advance in grinding wheel practice in the last 
twenty-five years! 


BUXITE -- A DEVELOPMENT OF CONNECTICUT 
RESEARCH FOUNDATION IS EXCLUSIVE WITH 


THE BRIDGEPORT SAFETY EMERY WHEEL CO., INC., BRIDGEPORT, CONN., U. S. A. 


Bridgeport 
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THOR 








SALES 


LINE—More than 100 models of eleven 
different tools provides a size, speed and 
capacity for any job. You can put Tho? 
tools to any competitive test and COME 
OUT ON TOP. 


PACE - SETTING ENGINEERING — for 
half a century, virtually every major im- 
provement in portable electric tools has 
come from Thor laboratories. Today, more 
new and revolutionary tools than at any 
time in Thor’s history are being made ready 
to put Thor distributors in the markets 
FIRST with tools that sell FAST! 
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* THE MOST COMPLETE INDUSTRIAL 
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A WELL-KNOWN BRAND—Recognized 
throughout industry, the trade mark “Thor” 
stands for Quality and Service that your 
customers know and depend on. 


100% DISTRIBUTOR COOPERATION 
—Thor portable electric tools are sold only 
through established, recognized distributors. 


EXTRA 


SEPTEMBER, 1945 




















TO OL SALES 


* PRACTICAL SELLING HELP—140 ex- 


perienced sales engineers, working from 15 
sales-and-service branches throughout the 
country, give constant in-the-field sales aid 
to Thor distributors. 


ABUNDANT, AGGRESSIVE ADVER- 
TISING—Thor uses more SPACE . . . in 
MORE industrial and trade publications 
than any other tool manufacturer. Con- 
stantly hammering home the advantages of 
Thor tools to the RIGHT people . . . in the 
RIGHT markets . . . Thor advertising paves 
the way to greater sales for every Thor 
Distributor. 
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GIVES YOU The “TU0LS 


TW SELL... the Tools thar, SEEL! 


Wide application, unlimited markets, high unit salu, ample profit margins and 
steady turnover make portable electric tools a “Blue Ribbon” line for dis- 
tributors. You can’t afford to be satisfied with anything but the line that will 
actually help you get the greatest possible volume. You get your share, 
PLUS, of the electric tool business when you handle Thor . . . because Thor 


gives you all the important sales “tools” that help make extra tool sales! 


INDEPENDENT PNEUMATIC TOOL COMPANY 
600 West Jackson Boulevard, Chicago 6, Illinois 
New York los Angeles 
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lifted to engage the spindle. The miller 
increases the swing of a small lathe by 
almost double. This attachment can 
perform practically any milling opera- 
tion such as gear cutting, slitting, gang- 
milling, cutting “T” slot in casting, cut- 
ting keyway in shaft, etc.—Globe Prod- 
ucts Mfg. Co., Los Angeles 34, Calif.— 
| MILL Supp.ies, September 1945. 





| Electrode 
Welding Cast Iron 


“Harcast” is an all-position mild steel 
electrode for welding and repairing cast 
iron. New and different in its operating 
characteristics, it fuses well with either 
mild or medium carbon steel, thus mak- 
ing it ideally suited for joining cast iron 
with other types of steel. With a yield 
point of 50,000 Ibs. psi, the deposited 
metal has an ultimate tensil strength of 
60,000-Ibs., roughly double that of a 
good grade of cast iron. Usable with 
either AC or DC machines, “Harcast” 
works well at low amperage, thus min- 
imizing the dilution effect at the fusion 
zone and permitting a higher quality of 
machining. Reverse polarity on DC cur- 
rent produces a smooth bead with deep 
penetration. On DC straight polarity, 
penetration is less, higher beads are 
built, and there is less spread in. the 
fusion zone.—Harnischfeger  Corp., 
Welding Div., Milwaukee 14, Wis.— 
Mite Suppuiies, September 1945. 

















Fo nearly two 
decades, ESICO 
has stood for superb 
quality and over-all 
economy in solder- 
ing equipment. The 
name ESICO on 
your soldering tools 
is definite assurance 
of long, uninter- 
rupted service. Spe- 
cify ESICO — the 
name that assures 
you of satisfaction. 
Write Today for 
lete 
Information 
On the Esico Line 





factor 

service. Widely 
in indus- 
trial plants 
everywhere. 





| Check Valve 


New Design 


Treadle-operated. 
ym | advances 
iron and solder, 
leaves operator's 
hands free for work. 





Designed along new principles, the 
“Permatite” valve has no poppets, discs 
or other metal working parts. Back-flow 






Positive TIP control pre- 
ay “~~ FF. is checked by a neoprene synthetic rub- 


ber tubing which offers positive control, 
| as the tubing easily opens with either 
vacuum or pressure, permitting direct 
| flow, and closes when the flow is stop- 
| ped. Valve installations and servicing 
| are greatly simplified, say the manu- 
| facturers. No manholes, sleeves or ex- 
| tractor equipment is required where 
| valves are buried, as the tubing is per- 
| manently tight and its opening and 
| closing movements are such as to pre- 
| vent foreign matter from fouling the 
| valve or causing leakage. The valve may 
| be used as a foot valve, vertical, horizon- 
-tal or angle valve in any suction or dis- 
| charge line. It may also be used as a 
mixing valve, pump priming valve or as 
| an air compressor silencer. Deliveries 


solder- 
onl 


. y 
practical method of con- 
trolling heat in the tip—an 
exclusive ESICO feature! 


ESICO 
SOLDER POTS 





Rugged construction. 
Variety of sizes. Designed 
for continuous non-stop 
operation. Elements re- 
placed 


easily and 
quickly. 








ELECTRIC SOLDERING IRON CO. Inc. 
2745 West Elm Street, Deep River, Conn. 
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In practically every industrial 
plant, process plant, factory and 
mill, Smooth-On No. 1 Iron Repair 
Cement has a valued place. For 
the past 50 years it has been an 
old reliable standby for stopping 
leaks, sealing cracks, tightening 
loose parts and fixtures. Engineers, 
mechanics, repairmen are using it 
daily for emergency and routine 
maintenance repairs. Right now. 
with the scarcity of new equip- 
ment, Smooth-On No. 1 is more a 
“must” than ever. 


Don’t let your customers down by 
failing to be stocked with Smooth- 
On No. 1 and the other Smooth-On 
Cements for special repair uses. 
Keep your stock amply filled for 
any emergency. Have your sales- 
men check with their customers, 
too. Remeftber—there has never 
been a substitute for Smooth-On! 


POPULAR REPAIR HANDBOOK 


Aiways keep plenty of these free manuals 
on hand for your salesmen and their trade. 
Over 1,000,000 already put in circulation 
and thousands requested each month from 
readers of Smooth-On ads. 40 pages. 170 
diagrams. Concise instructions for many: 
plant equipment repairs. We'll keep you 
supplied on request. 


SMOOTH-ON MFG. CO., Dept. 25 


570 Communipew Ave. Jersey City 4, N. J. 


Say to Your 
Customers: 


Do it with 


~ SMOOTH-ON 
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.» CUSTOMERS COME BACK FOR MORE! 


neon REFRACTORY SHAPES for your 
customers mean faster sales... more repeat 
orders for you! 


Your customers will find that having J-M 
Firecrete on hand speeds up production when 
a special castable is needed in a hurry! 

They can cast it themselves with J-M Fire- 
crete and know that it will be ready for use 
within one day. No need to wait for delayed 
shipments... or carry large stocks of special 
shapes for an emergency. 

J-M Firecrete is handled and poured like 
concrete ... casts easily and sets quickly with 


Johns-Manville 








OFFICES IN ALL LARGE CITIES 
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practically no drying or firing shrinkage. And 
it lasts a long time because it resists spalling. 

There are many uses for J-M Firecrete: fur- 
nace covers and bottoms, door linings, baffle 
tile, burner rings, pipe linings and other types 
of monolithic refractory construction. 

Three types are available: Standard, for 
temperatures to 2400° F.; H.T., for tempera- 
tures to 2800° F.; L.W. (light-weight, low 
conductivity), for temperatures to 2400° F. 


For details, write Johns-Manville os... 
for folder RC-13A, 22 East 40th JM) 
Street, New York 16, N. Y. JV} 


FIRECRETE 
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We got strong, - 
leakproof joints 
with WeldOlet Fittings 











Stock WeldOlet Fittings are made in 
sizes from %" to 12”. Three types to 
meet different needs— 


For butt-welding branch pipe outlets 
For socket-welding branch pipe outlets 
For screwed branch pipe outlets 


With Bonney WeldOlet Fittings your welding 
fitting line is more complete, no matter what brand 
of fittings you now stock. For WeldOlet Fittings “round-out"” your line. 
You can give a more complete fittings service to your customers. 

And WeldOlet Fittings are priced right, at no sacrifice to your profit 
margin. i 

Plan to cash-in on the WeldOlet Fittings sales possibilities in your area. 


These fittings are stocked in size-to-size and reducing sizes from 4%" to 
12”... for butt-welded, socket-welded or screwed outlets. 


Write for the WeldOlet Fittings catalog. It shows why your customers 
will want them when branch pipe outlets are made. And ask for the 
WeldOlet Fittings distributor proposition. You'll be glad you did. 


F | Fittinas Divisi 
Bonney Forge & Tool Works - 645 N. Meadow St. - Allentown, Pa. 


_ BUY MORE WAR BONDS AND KEEP THEM 


WELDQOLETS 





* 
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can be made on valves rated at working 
pressures up to 125 psi, in %, 34 and 
l-in. sizes. Other standard sizes are 
available-—Harman Equipment Co., Los 
Angeles, Calif—-Mut. Surprises, Sep- 
tember 1945, 


Lifting Clamp 


Holds Securely 








The “Volz Flat Surface Lifting Clamp” 
picks up and securely holds, irrespective 
of position of the clamp when attached 
and lifted. It releases instantly and 


| automatically when the load or weight 


| is relieved from the grip of the jaws. 


It is claimed that this clamp has two 
definite clamping principals, one a pres- 
sure grip, the other a wedge grip. The 
cantilever basic principle actuates the 
one jaw, the stationary jaw being of 
special construction, which allows the 
tremendous wedge power and _ grip. 
Made in four sizes, ¥%, 1, 3 and 6 ton 
capacities. They will take from 0 to 


; 2-in. in thickness.— Merrill Brothers, 
| Maspeth, N. Y.—Mttt Suppties, Sep- 


tember 1945. 


Dressing Tool 
For Abrasive Wheels 


The “Super-Cut Circle Set” is designed 
to fulfill the need for a sturdy, efficient. 
economical] abrasive wheel dresser. The 
new tool consists of only three parts. 
the circle set insert. impregnated with 
diamonds, Y-in. deep and 1%-in. wide. 
the holder and one set screw; contains 
over 5 carats of specially selected dia- 
monds, uniformly distributed in the in- 
sert; in case of accident or abuse, only 
part of the tool is damaged or de- 
stroyed instead of an expensive single 
point diamond; all diamonds are com- 
pletely imbedded and solidly locked in 
the special matrix which holds them 
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firmly until completely used up; as top 
layer of diamonds wears down, other 
diamonds are uncovered and come into 


the cutting position. The “Super-Cut | 


Circle Set” is used either horizontally 
or vertically against the abrasive wheel, 
and is recommended for use on all 
grades and sizes of abrasive wheels.— 
Industrial Abrasives, Inc., Diamond 
Wheel Div. Chicago 32, [ll.—Mut1. Sur- 
PLIES, September 1945. 


Water Trap 


Completely Automatic 





Removal of condensate from com- 


pressed air or gas is essential to efficient | 


operation. To remove water vapor is to 
produce dry gas or air at the point of 


use and prevent the slowing or sluggish | 


operation of pneumatic machinery, de- 
struction of lubrication, deterioration of 
packing, induction of rust in pipe lines, 
etc. The “Aminco” water trap should be 
installed at some distance from the re- 
ceiver, and at a low part of the line in 
order to take advantage of the temper- 


ature drop which occurs after the com- | 


pressed air leaves the compressor and to 
take advantage of drainage from the 
line. Should an accumulation of sludge 
occur, the trap may be readily cleaned 
by removing the shell. Where a com- 
pressed air or gas system is large 
enough to justify the cost, an after 


cooler should be used, but in small or | 





e ”...the policy 
of Bonney Forge & Tool Works 
for the postwar era is appreciated 


very much. 


Congratulations on your stand, 
which is 100% in accord with all 
distributors’ plans. We feel that in 
the long run the decision will work 


out tothe mutual advantage ofall. 


*name on request 





BONNEY FORGE & TOOL WORKS 
645 N. MEADOW ST. « ALLENTOWN, PA. 
in Coneda: Gray-Bonney Too! Company, Lid., $1. Clerens & Royce Aves. Terente 


BUY BONDS AND KEEP THEM 
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WORM DRIVE 


HOSE 
CLAMPS 





Easy to 
SNAP ON de hose 


Simply turn the screw to back the end 
of the spring steel band out of the hous- 
ing, then snap the band over the hose, 
press the end back into the housing and 
engage the screw to tighten. It’s quick, 
simple, positive, and there are no loose 
parts to fumble with or drop. 


FREE SAMPLE for you to try! 


This is only one of the many distinctive 
AERO-SEAL features. Learn how good 
these new clamps are by trying one 
yourself! Use the coupon below and 
send for your free sample clamp today! % 


L AIRCRAFT STANDARD PARTS CO. 
1777 19th AVE., ROCKFORD, ILL. 


Please send me one sample ""AERO-SEAL" 


Hose Clamp. Size preferred 
ae a as 


ee eee 


ADDRESS 





STATE 
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medium size units the “Aminco” trap 
will completely remove all the moisture 
from the line.+American Injector Co., 
Detroit 16, Mich.—Miru Supptirs, Sep- 
tember 1945, 


Brake Block 


Quick Replacement 


Announcement has been made of the 
new “Key-Lok” brake block, claimed to 
quick replacement features. 
This consists of lateral “fishtail” metal 
strips or keepers in which bolts are in- 
serted, spaced to fit in the brake bands. 
These keepers slide into fishtail slots cut 
into the block. It is also claimed that 
by this means the bolts, bands, or shoes 
never need be removed for relining; 
all that need be done is to loosen the 
keeper nuts slightly, slide off the old 
and on the new, tighten the bolts and 
make the normal adjustments, eliminat- 
ing hours of labor as well as the danger 
of springing the band out of its proper 
radius. Adaptable to bother internal 
and external applications, it reduces in- 
stallation and maintenance costs.—Man- 
hattan Rubber Mfg. Div., Raybestos- 
Manhattan, Passaic, N. J—-Miuu Svp- 
PLIES. September 1945. 


possess 


Tool Driver 
Tough and Durable 


f { 


’ 


A simple. effective means of having any 
size screw driver immediately available 
to fit the job at hand, this unique tool 
is now made in two sizes. The small 
size consists of a tool driver with sim- 
plified locking nut and four blades 
ranging from 1-¥%-in. to 5-%-in. in 
length. The large size consists of a tool 
driver with locking nut and four blades 
(Continued on page 326) 
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Consider 
this ! 





Next time anyone in your terri- 
tory unburdens his load-handling 
troubles on you, tell him about 
‘Budgit’ Hoists. ‘Tell him that 
every plant, shop, or mill— 
equipped with electricity—needs 
these handy, powerful little hoists 
to lift heavy parts and serve the 
machines. 

Tell this harassed industrialist 
that the smallest ‘Budgit’ lifts 
250 lIbs., easily and quickly; the 
largest, 4000 Ibs. That it takes 
one man—or a woman—to 
lift these heavy loads by a few- 
ounce pull on the-control cords 
of a ‘Budgit.’ Then tell him 
about the many safety features 
built into ‘Budgit’ Hoists —auto- 
matic brakes to control the load, 
safety upper and lower brakes to 
prevent over-travel of the hook, 
a forged steel hook supported on 
ball bearings that revolves freely 
with a full load. Tell him how 
‘Budgit’ Hoists allow the worker 
to increase his production with- 
out strain or over-fatigue, while 
lowering operating costs to man- 
agement. 


Explain to him why the lifting 
speeds of ‘Budgit’ Hoists are so 
fast, why they operate so ef- 
ficiently and you won’t need to 


show him a ‘Budgit’ Hoist in, 
operation. He’ll tell you to send 
him one. 

‘Budgit’ Hoists come in 


sizes to lift 250, 500, 1000, 
2000, and 4000 Ibs., with 
speeds to suit today’s 
tempo. 


‘BUDGIT’ 
Hoists 


MANNING,MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 


Builders of ‘Shaw-Box' Cranes, ‘Budgit’ and 
‘Load Lifter’ Hoists and other lifting specialties. 
Makers of Ashcroft Gauges, Hancock Valves. 
Consolidated Safety and Relief Valves and 
‘American’ industrial instruments. 







MAXWELL 





MANNING 
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HE builds “Sales-Power” 
to reduce selling costs 


In these crucial reconversion months, 
sales management requires quick 
access to accurate information as a 
basis for profit-building decisions. 
How to get it? This man can show 
you. He’ll put within eye’s reach the 
“Fact-Power” you need to overcome 
new sales obstacles . . . to take the 
sharpest aim at your most profitable 
prospects...to lop off time and effort 
wasted in running down markets. 


He is the Systems Technician . . . 
skilled in providing visible record 
controls with the easy, fast analysis 


| \ 2 eos 


LOOSE LEAF ) 





Now available ...a complete NEW line of ring 
and post binders engineered for all catalog 
requirements. 


324 


vital in seizing today’s sales oppor- 
tunities at the lowest cost. 

But why not use this man’s re- 
sources in full? Let him also recom- 
mend vertical filing systems best 
fitted to your method of operation, 
point-of-use fire protection for irre- 
placeable records, suitable office fur- 
niture, and catalog binders that put 
extra punch in your sales presenta- 
tions. 

Now is the time to see the many 
ways in which “Fact-Power” can 
lower your distribution costs. Call 
our nearest Branch Office—or write 
us in New York. 
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HE helps distributors get maximum 
“seli” in postwar catalogs. Mill supply 
houses will merchandise new lines with cat- 
alog binders that look well, open flat, wear 
long. These are stand-out features of our 
new compression and ring binders, engin- 
eered to fit every postwar requirement. New 
mechanisms make sheet changing easier 
than ever before. 











we suggests visible records for build- 
ing sales to postwar industries. Example: 
Kardex Visible Sales Control gives a well- 
known Charlestown, W. Va., distributor 
everything he needs to know about any cus- 
tomer én one place. At a glance he sees where 
business is being gained or lost, where sales- 
men need help, where profits are waiting. 
A good way to save selling time, cut selling 





HE offers complete new study needed 
now in shaping and carrying out sales 
plans. 96 pages, 15 concise illustrated 
chapters full of success-proven ideas. ‘Con- 
tains results of exhaustive research. Shows. 
part played by facts visibly charted for easy 
analysis and use ...the three fundamental 
controls required for postwar sales manage- 
ment . . . new sales presentation methods. 

“Graph-A-Matic Control for Sales Manage- 
ment” is being used and praised by leading. 
executives. It’s free on request. 








SYSTEMS DIVISION 


REMINGTON RAND 


315 Fourth Avenue, New York 10, N. Y. 
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RAND INC. 
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tributors’ sales and profits. The distributor is SESW 


profit from each transaction in his territory on which he 
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L__TERRITORY , 


has contributed sales efforts. 


The franchise for Reading Hoists is profitable now, and 
will be more profitable in the future. There may be a 


franchise open in your territory. Write for full details. 
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NOW! 


Complete Stocks in 


DETROIT 


You can now receive better, faster, 
service thru the new centrally lo- 
cated sales office of The Universal 
Engineering Company. 





Appointed Manoger 


John E. Ledger, well known to many 
machine tool dealers, has been named 
manager of Universal’s new Detroit 
sales office. He and his trained sales 


force now offer their knowledge and 
skill to assist you in giving your cus- 
tomers capable assistance and efficient, 
service. 








@ Eliminates competition. 
@ Alone in its field. 
® Lowers production costs. 


Your clients need this vise. Do away with guess 
work on cross center drilling of round or hexa- 
gon stock. No moving parts, hence guaranteed 
accuracy. Interchangeable bushings give wide 
range of hole sizes. Vise is equipped with Ys 
Drill bushing. Being precision ground, can be 
used with any type of machine tool as work 
holder. Has V Block with opposing jaw for 
unobstructed work. Write for information. 


For complete specifications or other 
information, write or wire today. 


General Sales Offices 
415 Book Bidg., Detroit 26, Michigan 
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ONAL AVE San OrfGO 2 ALIFORNIA 
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ranging from 8-in. to 14-in. in length. 
The “Day Tool Driver” occupies only 
1% the space taken by a comparative 
number of conventional screw drivers. 
The handle is made of a tough dur- 
able plastic with a simplified, alloy steel 
locking device that locks the blade se- 
curely in the handle yet allows for its 
instant release by a simple flick of the 
thumb. Blades are drop-forged from a 
high grade alloy steel— Speedway En- 
gineering Co., Los Angeles 26, Calif.— 
Mitt Suppuies, September 1945. 


Work Light 


Completely Adjustable 








In place of the usual cord and cap 
used on other types of “Work-Lites”, 
this unit comes with Greenfield cable 
and leads, for.direct attachment to out- 
let box or transformer, thus grounding 
the entire unit. Available in a choice 
of: arms from 12-in. to 30-in. long; 
four types of shades; with or without 
removable glass lens. The “Work-Lite” 
is made with the universally adjustable 
spring construction socket and will) not 
work loose as a result of vibration. 
It is easy to adjust, will not work 
loose, regardless of number of ad- 
justments, wires are completely en- 
closed.—Swivelier Company, New York 
3, N. Y.—Mrtt Suppuies, September 
1945. 


Small Capacitors 
Removable Mounting Brackets 


Small capacitors are now available with 
new removable mounting _ brackets. 
These brackets can be obtained with 
all small, rectangular-case capacitors 
for use in either AC or DC applications, 
and can be clamped over either the top 
or bottom flange of the case, thus per- 
mitting the unit to be mounted in an 
upright or inverted position. These re- 
movable brackets have a U-shaped foot 
with a reverse bend which projects 
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Made to order 
for today's needs 


@ As the first completely satis- 
factory and convenient way to 


correct a gauge that has been 


knocked out of adjustment, the 
“Recalibrator” is an important 
forward step in gauge design. 
Unlike ordinary “adjustments” 
it actually re-establishes proper 
relation between bourdon tube 
and movement — makes. the 
gauge accurate again at all 
points on the dial. 

Add to this the outstanding 
accuracy and stamina that has 
characterized Marsh Gauges 
ever since 1865, and you will 
see why they are first choice of 
wartime industry. 

Your customers are being 
told about Marsh Gauges, and 
all Marsh Products, in full 
page ads that cover every phase 
of industry. 


JAS. P. MARSH CORP. 
2079 Southport Ave., Chicago 14, Itt. 


Marsh Products include: 
GAUGES « VALVES ¢ TRAPS 
DIAL THERMOMETERS 
HEATING SPECIALTIES 
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Have Your Customers 
Select the Proper Tool 
Bit for Their Particular 
Operation Material 


Gpelhem | 


HIGH SPEED STEEL 
TOOL BITS 


The production of good tool bits and turning tools 








for different applications requires great care in 
the selection and heat treatment of materials. 
This is one of the places where Gorham’s long 
experience plays a vital part — permitting the 
theories about proper materials and treatment 
to be transformed into toojs of superior quality. 
Be sure to select the proper tool bit for your 
particular operation material. 


GORHAM TOOL COMPANY 


14400 WOODROW WILSON AVENUE 


DETROIT 3s MICHIGAN 
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ALWAYS 
A DEMAND FOR 


Leo fmuek 


DRILLING «»o TAPPING 
PRODUCTION BOOSTERS 


KEYLESS DRILL CHUCKS 


Elimination of key speeds 
up drilling, saves energy, 
makes chucks ideal for 
women operators. Also 
ends slipping and re- 
tightening. Highest qual- 
‘ty precision construction 
assures long, hard service. 
5 sizes for No. 0 to ¥%" 
drills. Also available for 
portable drills. 


For full details 
ask for BULLETIN No. 6 


TAP CHUCKS 


Grip is visible, assuring 
proper insertion of taps 
every time. 5 sizes, for 
No. 0 to |" taps. 

For full details 
ask for BULLETIN No. 6 


TAPPING ATTACHMENTS 


- Make a high-speed, sensi- 
tive tapper of any drill 
press. Quickly mounted 
without altering press. 7 
sizes for No. 0 to |" taps. 
QUILL CLAMPS available 
to assure absolute rigidity. 

For full details 
ask for BULLETIN No. 2 


FOOT-OPERATED 
TAPPING MACHINE 


Has hair-trigger sensi- 
tive central friction 
clutch, automatic re- 
verse and sensitively 
counterbalanced foot 
pedal. All the operator 
has to do is feed the 
work and step on the 
pedal. Unskilled opera- 
tors can maintain pro- 
duction rates up to 
12,000 holes per hour. 
For full details 
esk for BULLETIN No. 4 


WRITE FOR BULLETINS AND 
DETAILS OF DEALER SET-UP 


ETTCO TOOL CO. 


600 Johnson Ave., Brooklyn 6.N.Y 
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under the mounting surface of the 
capacitor. The mounting foot is suff- 
ciently flexible to compensate for 
normal tolerances in the case heights, 
and allows the brackets to be firmly 
clamped to the unit when mounted. In 
contrast with straight L-shaped brac- 
kets, this construction minimizes the 
stress on the mounting surfaces and thus 
prevents distortion of a metal chassis 
when the unit is clamped into place.— 
General Electric Transformer Div., 
Pittsfield, Mass——Mutu Supputes, Sep- 
tember 1945. 


Spray Booths 
Dust Collecting 


Ordinary spray booths designed for 
paint and similar materials do not solve 
all the problems created by strong 
blasts of air and metal from metallizing 
guns. These difficulties are now over- 


| come with metallizing spray booths and 


dust collecting equipment. The line in- 
cludes spray booths for exhausting to 
present exhaust systems, to the atmos- 
phere, or into a “Metco” wet collector. 
Featured in the line is a lathe exhaust 
unit which is mounted directly on the 
lathe carriage and moves with it. Also 
featured are wet collectors and water 
sash spray booths which gather metal 
particles in a sludge sump where valu- 
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weeks RUBBERLIKE FLOOR RUNNER 


1S STILL GOING STRONG! 


Success stories of Rubberlike Floor headache.--in gchools, hospitals, hotels, 
Runner continue to pour in from satis- institutions, factories, offices, restau- 

like the Bridges Furniture _ PRACTICAL FLOOR 
Company of s.C. In countless THAN 6¢ PER 
other heavy traffic spots, this low-cost, SQUARE rooT — available in 36” width, 
long-wearing composition runner is 25 yards to the roll. Order from your 
keeping floor maintenance costs down. supply house or write for free sample 
to Bird & Son, inc. Department 149, 


Put it to the test OF your worst prob- 
East Walpole, Massachusetts. 


lem floor. Watch how it hugs the suf 
face without cementing, how ¢asy it is 
to clean, how the edges lie flat without THE 10-SECOND sToRY OF 
curling, gations cushion * 
footsteps, quiet traffic. Note that even BE RLIK 
when wet Rubberlike is skid-proof, thus 
hanishing the bugaboo of slippery floors- proor « HEAVY DUTY - NO SPECIAL UPKEEP 
and : gxio-PROOF - QUIETS TRAFFIC « HUGS ANY FLOOR 
Yes, Rubberlike 1 chalking up SU“ EXTRA RESILIENT «= NO CEMENTING NECESSARY 
cess stories wherever heavy traffic is 4 Low cost * LONG LIFE © PRESERVES FLOORS 


*pEG. U.S. PAT. OFF. 


spas lasted long beyond our ex- 
pectations.- there are several years of good 
service left” soy* the Bridges Furniture Co. 
This Rubberlike Runner has been exposed 
to all kinds of weather through four yeors 
withstanding the poundings of some three 
million footsteps- The verdicts i. 
is the most durable and satisfactory materia! 
we have ever used!” 
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Here's Something You 
Can Sell Today To 





, RAILROADS 

Aater Roem SHIP LINES 
and get | 

immediate delivery | 











Technical training isn't necessary 
to sell NO-KARB or NCC. A sales- 
man needs only suggest to an en- 
gineer: "When boilers are sluggish 
or pressure is kept up with diffi- 
culty, use NO-KARB or NCC." 
That's all the selling there is to do. 
The rest is done by the perform- 
ance of the products. 


NUTMEG CHEMICAL CO. 


Dept. M-8, 223 State St., New Haven 10, Conn. 




















Live prospects. for “‘BELT-SAVER” 
PULLEYS are all around you 


Some or all of the industries 
which can use “Belt Saver" Pul- 
leys to advantage are in your 
territory. Sales prospects exist 
in every industry handling abra- 
sive materials on belt conveyors 
or belt bucket elevators. Pros- 
-. —_, a in, aoe 
ng + gummy me 
rials on these types of conveyors 
and elevators. 


With the Belt Saver Pulley ma- 
terial cannot become crushed 
between the tail or boot pulley 
and the unprotected 
underside of a con- 
veyor or elevator belt. 
Material cannot build 
up on the el oy 

to cause misalignment. 
PULLEYS Over 3000 users report 
/ belt life extensions 


rangi from 25% to 
400% Taluk of” the 


















Used as an 
elevator boot pulley 


e 
Used as a belt 
conveyor tail pulley 


pe ens nai A: AE Ret name manera | 


: you sell a small item ef 
o. that saves a customer : 
d that much money . . . 
AN sy, —_ + —_ 
ee hae rite for bulletin with 
es price lists and dis- 
counts. At the same 
BEARINGS time, investigate the 


merit in the entire line f = 
of Sprout-Waldron ma- th ee ee 
terial handling and ae Soe 
power transmitting aes x r 

equipment. 


SPROUT WALDRON & CO. 


AUNCY, PA. 


J ha) 


| <—wEnomes 
CONVEYORS 





Manufacturing Engineers Since 1866 
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able dust may be reclaimed for salvage. 
These spray booths include advantages 
such as sloping rear wall that eliminates 
eddies and recirculation, open type 
work table, down draft, dust trap and 
clean-out door.—Metallizing Engineer- 
ing Co., Long Island City 1, N. Y.— 
Mitt Supp.ies, September 1945. 


Pipe Seals 


Countersunk Pattern 





Plastic pipe seals and thread protectors 
in countersunk pattern have been an- Paseo! 
nounced. The strength and lightness, i 
as well as the toughness of plastic make 
it preferred material for pipe seals and 
thread protectors. Plastic takes accur- 
ate and durable threading, is non-cor- 
rosive, dielectric, efficiently excludes 
moisture. The square sockets are of 
dimensions to fit commercial square 
bars of standard sizes. Dimensions are 
the same as the maximum size of cold 
rolled square steel bars given in A. S. T. 
M. specifications. Sizes available are 
Y%-in., %-in., Y%-in., %4-in. l-in— 
American Molded Products Co., Chi- 
cago 22, Ilil—Mi.t Supp.ies, Septem- 
ber 1945. 


Plastic Loupe 
Adjustable Band 


Exceptionally useful in occupations in- 
volving eye-tiring close work, the new 
Berger loupe possesses a light-weight 
plastic frame which is held securely and 
comfortable before the eyes by an ad- 
justable elastic headband. Also adjust- 
able for different facial contours and 
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Wherever your customers do intricate, precision work you can sell Ameri- 
can Swiss Swiss Pattern Files. Manufacturers of tool, dies, jigs and fixtures 

J depend on them as do builders of meters, flight control instruments, cal- 
culating machines, sewing machines and printing presses. 


=e oe || 


: Craftsmen insist on American Swiss Swiss Pattern Files because they know 
from experience that these files are uniform in hardness, fast cutting, long 
lasting and produce smooth finishes. 


By stocking and selling these high-quality tools, you make good profits 
while helping your customers keep their filing costs to a minimum. There 
are over 3,000 different shapes, cuts and sizes to offer your trade. 


+t 2.4 yA, AMERICAN SWISS FILE& TOOL CO.© ELIZABETH, NEW JERSEY 











QUALITY IS 
IMPORTANT 


... in the “little things of 


life.” 


HOBBS 


LOCK WASHERS 


are carefully made from 
special analysis spring steel 
(also phosphor bronze). 
Prompt delivery assured 
from our stock makes this 
complete line (over 130 
standard sizes) profitable 
for the mill supply dis- 
tributor. 


HOBBS 


Tangle-proof 
LOCK WASHERS 
hold nuts, bolts and screws 
tight in the smallest assem- 
bly or the biggest machine. 
They're economical — no 
waste — do not tangle — 
are easy to handle. Write 
regarding special require- 

ments to Dept. 5. 


Tangle- 
Proof 





Made Since 1905 by 


HOBBS MFG. CO. 


WORCESTER 5, MASS. 





widths between eyes, the loupe is well- 
ventilated and will fit any type of face. 
It can be worn over glasses comfort- 
ably, thus providing for both magnifi- 
cation and eye correction. Precision 
ground glass lenses give a magnification 
of 2.5x.—American Optical Co., South- 
bridge, Mass.—Mi.t Supp.tes, Septem- 
ber 1945, 


Tool Bits 
Fit Most Holders 





Announcement has been made of a com- 
plete line of “Blue Nose” tools which 
include tool bits, cut-off blades, form 
tools, etc. With a Rockwell of 63/65, 
these tools are not brittle and work 
well on some heat-treated materials and 
die blocks, though not particularly 
recommended for scaley forgings or 
castings. Precision-ground to fit most 
holders, the tools are available in 
squares, flats and cut-off blades in a 
wide range of standard sizes. Squares 
range from xs X vs X 2-% to 1-44 x 
1-4x 7. Flats from % x % x 5 to 
1-144 x 1-% x 8, and cut-off blades 
range from #: X % X 4-44 to % xX 1 
x 6.—Tru-Cut Tool Co., Detroit, Mich. 
—Muit Suppuies, September 1945. 


Time Switch 
New Motor 


Latest improvement in the “Paragon 300 
Series” time switches is the Telechron 
motor. An industrial type, self-starting 
synchronous motor which adds years to 
the life of the time switch. Operating 
advantages of this type motor include 
self-oiling lubrication by capillary oil- 
ing system, practically instantaneous 
self-starting at full rated load, gear re- 
duction fully sealed to exclude dust and 
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@i by hand 
maa ‘Budgit’ 


thes recom “ls 
Chain Block to/f man who 





aed, explain that 
pf ‘Budgit’ Chain 
® their brand new 


Bes throughout — 
not on tiie logy shaft alone. Tell 
him that\th¢e¥smooth lifting and 
Netnce to rough han- 
t’ Chain Blocks is 
due to its totally enclosed con- 
struction with all parts, including 
the automatic load brake, oper- 
ating in -grease in a sealed hous- 
ing. 

These are the facts that will 
convince him he needs a ‘Bud- 
git? to do his manual lifting. 
These are the facts that will open 
the road to increased sales for 
you. 


‘Budgit’ Chain Blocks are built 
to lift up to 4%, %, 1 and 2 
tons. Prices start at $59.50 list. 
For more complete information, 
write for Bulletin No. 357. 


‘BUDGIT™ 
Chain Blocks 


MANNING, MAX WELL & MOORE, INC. 
MUSKEGON, MICHIGAN 
Builders of ‘Shaw-Box' Cranes, ‘Budgit’ and 
‘Load Lifter’ Hoists and other lifting specialties. 
Makers of Ashcroft Gauges, Hancock Valves. 
Consolidated Safety and Relief Valves and 
‘American’ industrial instruments. 
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F.. a long time Fafnir distributors 
have had the most complete line of anti- 
friction transmission bearings . . . both 
ball and roller. They have enjoyed all the 
advantages that come from being able to 
meet all requirements with this one line. 

Recently we announced the expansion 
of our network of warehouses which will 





enable us to give overnight delivery of 
bearings to any distributor in the U. S. 






Now- PRODUCTION OF FAFNIR 


TRANSMISSION BEARINGS HAS 
BEEN DOUBLED. 





This 100% increase in production will 
mean greatly improved service to Fafnir 
Distributors. 





The Fafnir distributor will be ’way out 
ahead in being able to meet all anti-fric- 
tion transmission bearing requirements 
from one well-known, easy-to-install line. 
Investigate the Fafnir franchise now .. . 
today. 


FAFNIR 


BALL BEARINGS 


MOST COMPLETE LINE IN AMERICA 
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SMALL TOOL 





See it at 


SET 


A Little Giant 
For Business! 


Saves carrying a lot 
of tools ..... 


4 Single Hex, 4 Double Hex, 
3 Double Square Sockets. 
Range 3/16 to 7/16. Uni- 
versal Drive with Sliding Bar 
a Spintite Straight Drive all 
in a pocket size nicely fin- 
ished metal box. Ask for . « 


WALDEN Worcester 





Send for 
Catalog 141 
picturing a full 
line of Automo- 


Your Jobber 


STEVENS WALDEN, <i 


Two f 
Combinations J 


tive, Aircraft and 
Radio wrenches — 


WORCE eins 





468 SHREWSBURY STREET 





WORCESTER, MASSACHUSETTS 


tools and boxes. 


DEN 











| plastics as well as wood and adjustable 
| to blades 14-in. to 1-44-in. wide. 
| side guide wheels mounted in a stag- 


dirt, low power consumption. Con- 
structed to give efficient performance, 
the “300 Series” is light in weight, small 
and compact in design, has switch capa- 
city of 3000 watts per pole with easily 
mounted-accessible terminal, skip-trip 
feature, knockouts on both sides, back 
and bottom, and two bearing plate con- 
struction. These switches are widely 
used for controlling signs, commercial 
lights, attic fans, stokers, oil burners, 
blowers, pumps, valves, motors, etc.— 
Paragon Electric Co., Chicago 5, Ill.— 
Mitt Suppties, September 1945. 


Washing Unit 


Portable Model 


The industrial washing machine is a 
portable unit, consisting of a tank and | 
housing. Mounted on the housing are 
electric immersion heaters, a pump and 
motor, valves, switches all wired, gages, 
etc. Parts to be cleaned are placed in 
a square mesh basket 16-in. x 16-in.; 
cover is lowered, and the spray valve 
turned. The force of the spray causes 
the. basket to rotate so that all of the 
material is completely cleaned. If de- 
sired, the basket can be removed and 
the machine is thus converted into a dip 
tank which can be used for wax or oil 
dipping of parts.—Industrial Washing 
Machine Corp., New Brunswick, N. J. 
—Mitt Suppties, September 1945. 


Saw Guide 


Safety Guard 


A band saw guide and metal safety 
guard especially adapted to metal and 


With 
gered position to eliminate binding, and 


a grooved back wheel to hold saw in 
position; all equipped with double 
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NEW 
PROFIT ITEM! 





MONARCH 
ONE MAN 
CAR DOOR 
OPENER 
Needed by everyone 
loading or unloading 
freight carsl 
Reasonably 
Priced—Great 
Opportunity 
for Quantity 
Sales 
ATTRACTIVE 


PROPOSITION— 
WRITE NOW! 








One man can open or close the most bledias, 
balky box car door with the Monarch Car D 
Opener. Protects life and limbs—conserves labor. 
Needed wherever freight cars are used! 
MINING SAFETY DEVICE CO. 
Dept. MS Bowerston, Ohio 


AMINCO 


WATER TRAPS 


They “Route the Enemy” 
WATER 


is a thief to effi- 
cient usage of com- 
pressed air and gas 
—AMIN CO Wa- 
jer Traps remove 
she water efficient- 
ly, economically, 
and automatically. 
Our builetin tells 

you the reasons 
vhy AMINCO Wa- 
ter Traps can help 
your customers to 
profitable produc- 
tion. They are test- 
ed to 250 lbs. pres- 
sure — completely 
automatic — easy 
to install and are 
low in initial cost. 
Get particulars. 


AMERICAN 
INJECTOR COMPANY 


Est. 1886 
Fourteenth Ave. 
Michigan 














































1481-1491 
Detroit 16, 































-RECONVERSION cw 


— 
with 


Fast! Cuts hours to minutes! Even experienced 
production men are amazed at the way Delta 
Rotary Files step up: the output of work—a 
requirement of extreme urgency in re- 
conversion to consumer products. 
New workers—whether they are women 
or returning veterans, unused to handling tools 
—can use a Delta Rotary File with full effi- 






Fie wai 4 cP ae mall cutti cacy. Tough jobe, grinding, burring, smooth- 
ing—are done quickly—and at less cost. 

Tell your customers about Delta, the high- 

est grade file made. Help them get more 


production at lower cost. 


DELTA FILE WORKS, PHILADELPHIA 37, PA. 
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CYCLONE 


Faster action, higher operating 
efficiency, lasting endurance, eas- 
ier handling—that’s what you get 
in the aptly named High Speed 
CYCLONE Hoist. You can depend 
on this “tops in performance,” be- 
cause only in the CM Cyclone will 
you find 12 anti-friction bearings 
—a ball or roller bearing at every 
rotating point. Other extra value 
features are: Extra safety from the 
smooth gyrating yoke action... 
internal guides to prevent load 
chain slippage...accurate meshing 
of machine cut gears...shielded 
lift wheel...CM “Inswell” electric 


weld load chain. For a hand oper- 


ated chain hoist here, definitely, © 


is outstanding value. 


Capacities from 14 ton up. 
CM Bulletin No. 100 contains complete 
details. Write for it. 


CHISHOLMeMOORE 


HOIST CORPORATION 


(Affiliated with Columbus-McKinnon Chain Corporation) 


GENERAL OFFICES AND FACTORIES: 120 Fremont Ave., TONAWANDA, N. Y. 
SALES OFFICES: New York + Chicago * Cleveland * San Francisco + Los Angeles 
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sealed, permanently lubricated ball 
bearings, give a smoothness of operation 
that produces a clean, accurate cut, re- 
ducing breakage to a minimum. Posi- 
tive adjustment of mounting arm on 
supporting bracket is provided by a set 
screw that exerts pressure against a 90 
degree pin that in turn presses against 
the adjusting screw. A special 10-in. 
socket wrench is provided for the set 
screw and adjusting screw to move 
grooved wheel in and out for various 
width saws. Minor adjusments may be 
made with a #4 wrench, while saw is 
running. Two other models of the same 
design are available for the smaller 
sized saws.—Boyer-Campbell Co., De- 
troit 2, Mich—Muu Suppuies, Septem- 
ber 1945. 


Gages 
Chromium Plated 


A new line of hard chromium plated 
thread plug and ring gages has been 
announced. It is claimed that these 
gages will not chip and will give a 
longer accurate gage life, thereby reduc- 
ing gage costs. Thread plug gages are 
made in sizes 0 to 1-¥4-in., ring gages 
14-in. to 1-44-in. Made to U. S. Bureau 
of Standards specifications H-28, A.G.D. 
—Metro Tool & Gage Co., Chicago, Iil. 
—Mutt Suppuies, September 1945. 


Abrasive Wheels 
Utility Set 


A compact package of 12 mounted 
wheels and points in sizes most com- 
monly used is now being offered to 
industry as a supplement to the present 
Bay State set of 20 mounted wheels 
and points. These sets are colorfully 
and protectively packaged in narrow 
(Continued on page 339) 
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JMI 





A low-cost Jointer that incorporates exclu- 


sive features and basic advantages not 
found in machines that cost much more. Has 
patented roller extensions giving effective 
table length of 60”—the greatest effective 
working length of any 6” Jointer. Fence can 
be set accurately for rabbeting with one 
hand—can be swiveled for smoother cuts in 
curley wood—and is mounted on rear table 
which eliminates dangerous gap over rear 
table. One piece steel combination cutter- 
head and shaft with machine-chip breakers 





‘more working space 
greater accuracy 


DURO 6" Jointer offers many important advantages 


assures greater accuracy, less vibration and 
easier adjustment of blades. New Departure 
Ball Bearings. Cuts to 42” depth on material 
6” wide. Has many other unusual features. 


Vv Vv Vv 


SEND FOR CATALOG—for full details and prices 
on the DURO 6” Jointer. Also lists specifica- 
tions and prices of complete line of DURO 
single and multi-spindle Drill Presses, Cir- 
cular Saws, Jointers, Routers, Shapers, 
Grinders, Lathes, Portable Electric Drills. 


Available on Priorities Only 


DURO TOOLS 


MACHINE TOOL DIVISION 


DURO METAL PRODUCTS CO., 2675 N. KILDARE AVE., CHICAGO 39, ILL. 


ALSO MAKERS OF DURO HAND TOOLS 
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THE CONVALCO LINE 





FORSTNER 


AUGER BIT 


Woodworking manufacturers, pattern 
shops, home craftsman...all who bore 
holes at angles... find the convenient 
Forstner Bit indispensable. Because the 
Forstner Bit is guided by its circular rim, 
and has no spur... this bit cuts angles or 


cuts any arc of a circle. It leaves a smooth- 
walled, flatbottomed hole in the toughest, 
knottiest wood. 


Furnished with hand brace shanks, from 
ad gta and with machine shanks 
up to . : 













CONNECTICUT VALLEY 
Expansive Bite 


SAVE MONEY 


One Expansive Bit Takes the Place 
of Many Other Bits 


Connecticut Valley Expansive Bits 
e good work easier, because : 


1 They cut smoother holes, 
more easily, for their is a 
spur on head of bit. 


@ Smooth, no-clog point 
threads give positive pull. 


> 3 ‘Ehey feature a Nod-slip cut- 
ter, result of a step holding 
the clamp under tension. 


& Edges are keener be- 


cause of hand shar- 
pening. 


5 Necked shanks onf 


both Clark and 
Wright types. \ 


(inmecticut Valley Wie. Co. 


Incorporated 1874 


Peeeente B Ov GTi tts 













roughout—th 
ability to “take it". 
periority, check these six points. 





HEAVY DUTY 
Whbled Stel 


INDUSTRIAL OILERS 


-” GEM Ollers feature Welded Steel construction 


us there can be no doubt of their 
For graphic proof of thelr 


Heavy gauge welded steel speut 
Sotid bushing—Machinecut threads, 
Solid neck—Machine cut threade— 


The GEM Oiler shown at the top of this ad features 
@ flexible spout—invaluable in reaching those “blind 


The spout, seated in a solid bushing with 


machine cut threads, is brazed to a cold rolled steel 
tip. The entire assembly, as in all GEM Oilers, is 
leakproof. 
ible spout and rigid spout are interchangeable on all 
GEM Oillers. 


Another important advantage—the fiex- 


Write for price lists and distributor plan now. 
GEM also manufactures Supply Cans, Tallow Pots, 
Torches and Heavy Welded Industrial Oilers. 











GEM Manufacturing Co. 


1229-1243 Goebel St., North Side Sta. 


" Pittsburgh Pa. 











Stainless 


Steel 
BOLTS 
SCREWS 
NUTS 
WASHERS 


A Complete Line 
Available from Stock 


Stainless Steel 





a 





BOLTS SCREWS NUTS 
Machine Machine Hexagon 
Carriage Cap Square 

.. Lag Wood Wing 
WASHERS’ iRIVETS FITTINGS 
All Types All Types All Types 


Available also in Monel, Alumi- 
num, Everdur, Naval Bronze and 
Alloy Steels. 

We are prepared to fill your 
needs for “Specials”. Send your 
prints or specifications. 


Stainless 


SCREW & BOLT CORP. 


121 Church St. 








New York 7, N. Y. 


BUFFALO 
WHEELS 





Molded-on Resilient 
Rubber Tired Truck Wheels 


¢ Easy rolling tires—resilient tread 
¢ Prevent floor damage 
© Molded-on type—tong life 
© Strong one-piece wheel casting 
¢ Guaranteed adhesion of tire te core 
© Gr ini 
ease retaining dirt proof thrust 


These wheels roll quietly and easily 
over all kinds of floors, saving time and 


effort, reducing breakage and avoiding 
floor damage. Available now. 


BUFFALO CASTER 
& WHEEL CORP. 


187 Breckenridge Buffalo, N. Y. 
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one-piece boxes for the set of 12, and in 
2-piece packages for the set of 20 wheels 
and points. Foremen and tool super- 
visors will find these utility sets con- 
venient for putting commonly used 
mounted wheels and points at operators’ 
finger-tips, avoiding fumbling, delay and 
lost tools— Bay State Abrasive Pro- 
ducts Co., Westboro, Mass. —Miu1 Sup- 
PLIES, September 1945. 


Oil Concentrate 


For Diesel Fuel 





Announcement has been made of the 
addition of “Gibralter Diesel Fuel Oil 
Concentrate” to the line of special oils 
and greases, Especially prepared as an 
additive to diesel fuel oils, the concen- 
trate prevents the corroding and stick- 
ing of injector nozzles, and at the same 
time gives top cylinder lubrication. The 
concentrate gives instant overhead lu- 
brication where the ordinary oil system 
does not reach. It penetrates the pores 
of the metal, and in addition to giving 
proper lubrication, prevents hard car- 
bon from adhering to the metal surface. 
The concentrate decreases fuel consump- 
tion by giving better lubrication and 
by compounding the non-combustible 
components of the fuel oil itself, which 
ordinarily become carbon. The concen- 
trate is manufactured from a light min- 
eral oil base, and will mix thoroughly 
without agitation with any regular type 
fuel oil.—Hood Refining Co., Greens- 
burg, Pa—Mr. Surprises, September 
1945. 


























THE LINE TO COMPLETELY FILL 
THE NEEDS OF YOUR CUSTOMERS 


Jackson has maintained its reputation for quality 
and served distributors dependably for sixty-eight 
years. This background together with a complete 
line assures distributors with a source of supply for 
time-tested products togethe? with every advantage 
in terms of high quality, reliability, and soundness. 
Customer acceptance, constantly growing year after 
year, is an indication of the fact that Jackson’ ptod-* 
ucts, from the standpoint of users, definitely and com- — 
pletely fill the most exacting needs. 


JACKSON MANUFACTURING CO. 


HARRISBURG PENNA. 
Est. 1876 
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GES 


ELECTRIC 


HAND SHEARS 







START 


NOW 


TO SELL 
THEM 


®@ rapid and smooth 
© eccurate te the 


intricate parts to 
© shear cen else be cuts 14 gauge Hot Rolled 
held in viee for a Ce 


We are ready to help you ‘get started on selling this profitable teol—his 
necessary fool. In the short time that some of our distributors have been 
pushing the GES Shears they have made good, steady incomes—yow can 
do the same. They are needed in great numbers now and in post-war this 
demand will not slacken—it will increase, 


Get our circulers for complete facts. 


JEFFERSON ENGR. & MFG. CO. Sit0SA°05S.2%: 














In the competitive days ahead the purchase of plant equip- 
ment will be done more carefully than it has been done in 
4 years! This will work to your benefit—if you sell Parker 
Vises. Parkers have always thrived on comparison. America’s 
first vise still is first —in design, quality, and performance. 


THE CHARLES PARKER CO. Meriden, Connecticut 


Established in 1832 


PARKER VISES €) 


MlEerICd S Old: \ 
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DAYTON 


fit-any standard 
ladder rails! 







SPIKE TOE 

IN POSITION 
FOR OUT- 
DOOR USE 








RUBBER TREAD 
IN POSITION FOR 
INDOOR USE 


"Listed By Underwriters Leberateries, Inc.'” 


Shoe or base is made of #16 
gauge and the side plates are 
of #13 gauge steel. Suction 
grip treads are renewable. Lock 
wore and spring washers insure 

a adjustment. Easy to in- 
sta 


Write for Bulletin No. 4 today. 
Our Safety Department has a complete line 


of safety equipment for your every 
requirement. 


DAYTON SAFETY LADDER CO. 


2337 Gilbert Ave. Cincinnati, Ohio 














R— 
C ales tl, lps 


| fiom the 
7 ™ Yantra 


PUMPS —A unique booklet, “Deming 
Pumps Everywhere” highlights the 
many applications for the company’s 
pumps and water systems. A brief in- 
troduction is followed by two page 
spreads, each devoted to the various 
fields where these units are installed. 
A chronological history of The Deming 
Co. since its founding is illustrated with 
photographs showing the early factory 
and the greatly enlarged factories of 
today.—The Deming Co., Salem, Ohio. 


REFRIGERATION — Recently pub- 
lished, a new refrigeration catalog de- 
scribes the many new and improved 
Weatherhead refrigeration products. II- 
lustrated in two colors, it shows in 
cross-section and exploded views all of 
the various parts furnished by this com- 
pany. Divided into six sections covering 
valves, dehydrators, strainers, manifold 
assemblies, accessories and fittings.— 
The Weatherhead Co., Cleveland 2, 
Ohio. 


FLEXIBLE SHAFTS— The complete 
“Wyco” line of flexible shafts and flex- 
ible shaft equipment is covered in a new 
catalog. A liberal use of illustrations 
together with large type and plenty of 
margin space combine to make the cata- 
log especially readable-—Wyzenbeek 
and Staff, Inc., Chicago, Ill. 


SAFETY VALVES —A condensed cata- 
log, “Pressure Safety Appliances”, fea- 
tures the Lonergan safety valves, relief 
valves, pressure gages and specialities. 
It lists essential specifications in tabu- 
lar form and illustrates principal de- 
sign types. Information is given to 
facilitate selection—J. E. Lonergan 
Co., Philadelphia 6, Pa. 


FILES—An attractive new catalog il- 
lustrates and describes the American 
Swiss line of milled curved-tooth files. 
Included are flexible file blades, both 
regular and narrow widths, and rigid 


This SAFETY SAW makes - 








& 


fom ele)MaaieMa:ae)ae| 


that's all in your favor 


The Stanley W9 Safety Saw takes on an amazing variety 
of jobs, on all kinds of materials. Handles like a hand saw. 
Its tilting base makes bevel cuts up to 45° in 2%” material. 
Safety stationary and swing guards, 


In other words, it’s the kind of tool contractors and plant 
maintenance men are taking out every day whenever they 
need to get through a job fast... but right. 


That’s why you ought to know more about the full line of 
Stanley Saws and other electric tools. Write today. Stanley 
Electric Tools, Division 


See. 
STANLEY SAFETY SAWS 


MILL SUPPLIES * SEPTEMBER, 1945 








170 MEET TODAYS CONDITIONS — 








4 


4 


Spur Gear Hoist, Hi 








Terpede = a Differential Hoist. Ca- 

ities pacities 4, '/, 1, IVs models, plain or speed, high h qual + 
p- (000 Ibe hoo “4 and 2 tons. A fast- geared types in ca- capacities rangin 
bolt or trolley suspen- selling, low-cost hoist. pacities from '/, from % through 2 
sion. through 10 tons. tons. ; 


CONCO ENGINEERING WORKS 


MENDOTA, ILL 


1-Beam Trolley In four 


{ H. D. Conkey & Co., DIVISION ST 








CONCO HANDLING EQUIPMENT 
% These rugged, easy - handling 
hoists help solve many problems 
presented by wonien § workers. 
And they bear a name associated 
for 25 years with quality cranes, 
hoists and trolleys. Secure com- 
plete informatior. on this equipment. 
then recommend it with confidence 





INDUSTRY NEEDS 
THESE SODERS and 
FLUXES « ©  * More 
than ever NOW! 


@ Our Technical Service is at the dis- 
posal of your customers to make the 
proper selection of soder for a given 
metal. or condition, for sodering prob- 
lems involving repair and maintenance 
of vital equipment, or for production 
sodering and fluxing problems. Industry 
needs this tried experience. Our more 
than 50 years of practical work with 
soders and fluxes is yours for the asking 
to help your customers. Be sure your 
new catalog lists ALLEN Soders and 
Fluxes. 


L. B. ALLEN CO. Inc. 


4231 BRYN MAWR AVE. 





CHICAGO 21, ILL. 











1 Utility 
hh DRILL 
‘32= 


The Way to SPEED PROFITS in 1945 
Stock the SPEEDWAY 89-J 3” Drill 


One way to build up profits this year is to stock the SpeedWay 
83-J 4%” drill retailing for $32.50. It's a light weight, handy, 
high powered general utility tool for close quarter drilling in 
tight places, for maintenance, installation and general repair 
work. 





The sales possibilities with this drill—the favorable discounts, plus the 
enormous demand built up through over 3 years of war shortages, make 
this the one drill to stock for 1945 above all others. Deliveries are not now 
Prompt but will soon improve because of Victory in Europe. 


Better order now! 






SPEEDWAY MANUFACTURING CO. 


1832 S2nd AVENUE CICERO SO,ILLINOIS 
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BALDOR 
scasnc GRINDERS 





ASK FOR BULLETINS 


ON COMPLETE LINE 


BALDOR Grinder No. 101 — built for the 
heavier production jobs. 1% hp., ball- 
bearing motor; 1725 r.p.m., 220, 3- -phase, 
60-cycle. 10’x1’’ Aloxite wheels, exhaust 
type guards and adjustable $9Q00 
tool rests. 


BALDOR ELECTRIC COMPANY 
4370 Duncan Ave., St. Louis 10, Mo. 


Monufocturers of 
CTRIC MOTORS 


CTRIC MOTOR GRINDERS 
BATTERY CHARGERS 


fit 
Pit 


FAST BATTERY CHARGERS 
BATTERY TESTERS 


4 / ) / 
rude (04% Saddtodaetit 























file blades in half-round shell, moulding, 
half oval bent, half circle and special 
curved fender and window reveal types. 
Also shown are tanged rigid files in 
flat, half round, half oval, pillar and 
square types. all with milled curved 
teeth, as well as double-cut milled tooth 
files, toothed both sides.—American 
Swiss File & Tool Co., Elizabeth 1, N. J. 


GRINDING—A 12-page booklet en- 
titled “Faster. Better Finishing of 
Metal, Plastic and Glass,” describes the 
*3-M Wetordry” method of precision 
grinding and finishing at high speeds. 
It explains, in non-technical language, 
how this modern grinding and finishing 
method keeps operating heat at a min- 
imum; eliminates distortion, discolora- 
tion and plastic flow, etc. Numerous 
illustrations show actual industrial ap- 
plications.—Minnesota Mining & Mfg. 
Co., St. Paul 6, Minn. 


-VALVES—Prompted by a desire to 


help make valve selection easier for 
sellers, buyers, installers and_ users, 
“The Powell Quiz Kit” gives as much 
valve information as possible through 
a series of advertisements, which ap- 
peared in regular issues of Mitt Sup- 
pLies. These advertisements met with 
such favorable response that they have 
been reprinted and bound in a com- 
plete volume. The booklets will be dis- 
tributed to valve users largely through 
industrial distributors—The William 
Powell Co., Cincinnati 22, Ohio. 


METAL SAWING—A 48-page book 
“Handbook of Metal Sawing”, contains 
an up-to-the-minute treatise on metal 
sawing in industry. Included are gen- 
eral recommendations on the use of 
hand and power hack saws, together 
with instructions on the operation and 
adjustment of metal cutting band saws. 
—W. O. Barnes Co., Inc., Detroit 14, 
Mich. 


GRINDING — Complete engineering 
and production data on the latest meth- 
ods for speeding up grinding and fin- 
ishing operations by conversion from 
abrasive set-up wheels to coated abra- 
sive belts, is available in the booklet 
“Grinding and Finishing with Idler 
Packstands”. The folder permits quick 
appraisal of the practicability and ad- 
visability of conversion for any particu- 
lar plant or operation.—Behr-Manning, 
Troy, N. Y. 


MACHINERY —The story of 53 years 
of progress of The Falk Corp., is told in 
a 44-page brochure bearing the title, 
“A Good Name in Industry”. Emphasis 
is placed on the role the company has 
played during the two World Wars. The 
story is one of continuous production 
and achievement. An unusual feature of 
the brochure is an insert listing the 


















FORTIETH YEAR 


1945 


ESTABLISHED 
1905 


Sfran 


QUALITY 


FLEXIBLE SHAFTS and MACHINES 


ONE HUNDRED TWENTY-FIVE TYPES AND SIZES 
Vg to 3 H.P. 


ROTARY FILES coi 
ROTARY CUTTERS 


MACHINES 
- Send for Catalog 29 


ILLUSTRATING THE LARGEST LINE OF FLEXIBLE SHAFTS AND 
MACHINES IN THE WORLD—HIGH QUALITY ONLY 
MANUFACTURED BY 


N. A. STRAND and COMPANY, CHICAGO 


MACHINES 
SWIVEL YOKE 
%_ TO 1% HP. 


TYPE M6—¥/> HP. 




















ptuuouncing 
‘:. MARTIN PRODUCTION 


. HOLE CUTTERS 


The Martin Set provides an accurate 
work-range of %" to 12” diameter cir- 
cles or holes—each size is quickly adjust- 
able to cut to any dimension within its 
range. Sets are provided in sturdy, pro- 
tective fitted cases. 
















































You'll have no difficulty in selling the sturdy, new, and easily adjustable Martin 
Production Hole Cutters. Steel, aluminum, brass, fibre, wood and other materials 
respond to the high speed-action of Martin Cutters. For use in drill press, lathe, 
milling machine, or portable drill. Five sizes with Morse Taper Shank; ‘two with 
Straight Shank. 


Salesmen will find. that MARTIN CUTTERS have wider sales—stimulated by 
tull page advertisements in metal working papers. 


MARTIN CUTTERS also offer interesting profit margins to distributors 


Send for specification sheet and distributor information. 


MARTIN ENGINEERING COMPANY 


KEWANEE, ILLINOIS 
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A Well Known and 
Widely Accepted Line 





@ Continuous Ad- 
vertising in Lead 
ing Trade Journals 


wt MI Row MENTE R Sales Casperctian. 


Most Complete 











LIGHTER - STRONGER - MORE ACCURATE 


TU-MI-CO TUBULAR construction of special Line. Precision 
homogeneous grain structure steel is 25 to 50% , . 
lighter than solid Semasies highly shock re- Q ud ] it y at Fair 


sistant. Triple plated—copper, nickel 
and chrome. More sensitive feel, easier 
to use. Low thermal conductivity— 
combats “walk” in measurement. 
Tool steel spindle with threads 
ground for accuracy. Adjustment 
im bushing to maintain align- 

ment. Get TU-MI-CO preci- 
sion. Prompt delivery. 


TUBULAR 
MICROMETER CO. 










Prices. A Real Op- 
89 portunity for Indus- 
“= trial Distributors. 


Write for Discounts 
and sales Helps 


TUBULAR 
MICROMETER CO. 
St. James, Minn., U.S.A. 
























LUBRICATING 


ESSE DEVICES 


Worth Their Weight in Gold 


ESSEX Units insure uninterrupted service which in turn 
means better performance and more production. Plant 
managers are always interested in increasing and improv- 
ing the output of equipment and ESSEX Units have proved 
they can help to do this. They keep machines in good 
running condition — running at high speeds and under 
severe pressure without mishap. ESSEX Products are at 
the disposal of industry to keep those wheels running 
Compression Grease smoothly and profitably — better sell them! 
Pp 


Cu 











AIR PISTOL Sight Feed 


Lubricators 
Plain Lubricators 
Hand Oil Pumps 
Piural Oilers 
Grease Cups 
Oil Gauges 
Water Gauges 
Oiling Devices 
Air Cocks, etc. 





Pict” Body 
Sight Feed 0 OW Cup 


ESSEX BRASS CORPORATION 


3000 FRANKLIN STREET Est. 1901 DETROIT 7, MICH. 
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TET 


SEWER AND 
PIPE CLEANING TOOLS 








Flexible Coil Wire 
Pipe Augers 





Make us your headquarters 


G r; at Steel Sewer Rods . 
Flexible 2 ee aaure . . Closet 
—- °° ion ‘gnd Force 
Pum WY ny and "Sie 
Hydrauile Flushers . Wrenches 
Gauge versed duiaus 7? bigdy 0 
Joint’ Runners. . . 
We can give you prompt service 
on your customers’ orders. 
@ Send for catalog @ 


ALLAN J. COLEMAN 








120 W. Iflinois St., Chicago 10, Ill 








NEW! Takes but a second 
to close or open! 


Gea QUIKCET VISE 


CHECK THESE 
FEATURES 


etl with bedy —no 
jaw plo me 
Meavy g Ge 

Multiple 

Alloy -Steel extra thick 
wall body construction 


prAnvil top Bottom 





tighten with turn of 
handle. Balanced 
Grip holds firmly. 


OPENS INSTANTLY 
to full 3 inches by 
trigger release. 
Ready for further work without adjustment. 
Prompt Shipment 
Write for Complete Catalog 
of Speed Clamps and Vises 


GRAND SPECIALTIES COMPANY 








3}04 W. Grand Ave. « Chicago 22, Hlinois 


























names of all employees, showing those 
in supervisory capacity, as well as those 
who have died in the service of our 
country.—The Falk Corp., Milwaukee, 
Vis. 


COUPLINGS—A colorful 4-page en- 
gineering bulletin describes the new 
line of pipe couplings known as “Presto- 
Lock Flexible Pipe Couplings”. It il- 
lustrates the simplicity of coupling parts 
and gives drawings and specifications.— 
Drinkwater, Inc., Chicago 16, Ill. 


MILLING MACHINES—“The Mill- 
ing Machine and Its Attachments” is 
book 2 in the milling practice series 
being published by this company. Di- 
vided into 9 chapters, it covers the knee 
and bed types of milling machines, 
their attachments, and their operation. 
Complete explanations and numerous 
illustrations make it a valuable aid in 
the education and training of shop per- 
sonnel.—Kearney & Trecker Corp., Mil- 
waukee 14, Wis. . 


ELECTRICAL PRODUCTS-—A 16- 
page folder (GU-86) describes briefly 
the Wagner line of electrical and auto- 
motive products. It includes motors, 
transformers, industrial brakes and 
controls, hydraulic brakes, air brakes, 
tachographs, brake lining and brake 
service tools—Wagner Electric Corp., 
St. Louis 14, Mo. 


DIE HOLDER—A new catalog insert 
features the “ArcTool” self-releasing 
die holder, a live center which is pre- 
oiled; a thread measuring wire, and 
lathe centers with steel tips. Clear il- 
lustrations, specification tables and 
price lists add value to this reference 
folder.—Arc Precision Tool Corp., New 
York 13, N. Y. 


PLASTIC COATING —A 16-page il- 
lustrated book describes the use, prop- 
erties and technical data on the peel- 
able plastic film, “Liquid Envelope”. 
This material has been used as a pro- 
tective coating on thousands of war- 
planes en route overseas and is believed 
to have many peacetime applications. 
—Better Finishes & Coatings, Newark 
5, N. J. 


DRILL CHUCKS—An attractive new 
folder, punched for distributors’ cata- 
logs, highlights the sales features of 
the “Knock-Out” drill chucks. Heavy 
duty chuck built with ball bearing con- 
struction, will do an ideal job on elec- 
tric drills, radial drill press, drill 
press, engine lathe and turret lathe. 
Illustrations add interest to the ‘folder 
and dimensions and prices are also 


given.—K. O. Lee Co., Aberdeen, S. D. 











New York 


THE EDWIN H. 





W, Gratefully oa 


the Men Whe Whar 
This Esublen 


Established 1804 


Manufacturers of Quality Rope for Over a Century 


MAIN OFFICE, PHILADELPHIA 24, PA. 


* Chicago ° Los Angeles s 


FITLER CO. 





Portiand 











Tie up 
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MILL SUPPLIES 


DISTRIBUTORS 


with WILLEY’s for these well 
known, nationally advertised lines. 

Excellent proposition and real cooperation. 
A letter will bring complete information. 


WILLE 


r Highway Detroit 1 


ve 


DIAMOND TOOLS 


ments. 
chining cast-iron, 


alloy steels. 


¢ SEPTEMBER, 1945 


Complete line, with diamonds set 
in WILLEY’S Metal, 
complete use of the diamonds, 
because WILLEY’S Metal is ma- 
chinable. New catalog covering 
Willey’s Diamond Tools and Me- 
chanical Dressers is now ready. 


WRITE FOR CATALOG 41 
WILLEY'S TUNGSTEN 
CARBIDE TOOLS 
These standard well-known tools 
will handle 90% of your require- 
Tipped with WILLEY’S 
Metal, they are suitable for ma- 


rubber, bakelite, fibre and tough 


: WRITE FOR 
. CATALOG NO. 27 





































permitting 


tough, hard 


Y’S CARBIDE TOOL CO. 


Michigan 










TODAYS' JOBS 


NEED THESE TOOLS NOW 


Dealers: Your profit opportunity. New 
Design Hydraulic and Air Hydraulic Tools. 
Proved performances in war production — 
will cut manufacturing costs to meet peace 
time competition. 


STUDEBAKER SPEEDPRESS 
(Hydraulic Arbor Press). 
Pressures from contact to 8 
tons. For broaching, as- 
sembling, piercing, oil- 
grooving, riveting, sizing, 
forming, flanging, staking, 
forcing, light to heavy 
jobs. Easily operated by 
women. 








VISEPRESS, 
2 MODELS 






STUDEBAKER HY- 
DRAULIC VISEPRESS. 
For all vise work. 2 to 
& times faster than ordinary. 


Foot pressure 
gives any holding grip to 15,000 Ibs. Mounts 


horizontally or ey. Used on milling 
machines, shapers, grinders, etc. 


PRESSES. New All- 
Welded Desig.n 
Simplest, easiest to 
operate for most 
inexperienced men 
or women. Pi 
down control. Ram 
delivers pre-select- 
ed pressure and re- 
tracts automatically 
on release. For 
stamping, riveting, 
assembly, forming, 
punching, etc. 


DRILVISE 





. Gap Type (kick) 
Press, %, 1%. 2 
tons pressure. 







STUDEBAKER HYDRAULIC DRILVISE. For 
shaping, milling, drilling, tapping, grinding, 
etc. Grip from mere contact: to 5 tons. 
Mounts solidly on machine platen or swivel 
base on table or bench. Portable. 


Studebaker Hydraulic 
Foot Control Pump 
Unit leaves hands en- 
tirely free for work. 
This Studebaker unit 
may be obtained 
separately for users‘ 
own applications. 


Foot Control. Also available with 
Ne crank or levers. alr cylinders for very 
fast operation. 


Wire or write for liberal Distributor's 
Pian and full information. Immediate de- 
liveries on immediate orders. 


STUDEBAKER 


MACHINE COMPANY 


Phones: COLumbus 7038 and Maywood 65 
1233 SO. 9TH AVE., MAYWOOD, ILL. 





(Chicago suburb) 
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You sell safety aud durability 
when you offer 
IRON HORSE 


BRAND 


OILY WASTE CANS “ 


Mutual Fire Insurance Companies. 


Reinforced top—extra strength to 
stand up under rough treat- 
ment. Gravity closing for safe- 
ty—can’t stay open. 


Opening mechanism hugs can ¢x- 
terior—no place for clothing to 
catch. 


Man-size handles—securely rivet- 
ed, make moving and handling 
much easier. 


Full apron body amply ventilated for 
air circulation. Firm foundation 
eliminates tipping. Constructed 
of galvanized steel. 






ROCHESTER CAN COMPANY 


84 GREENLEAF STREET, ROCHESTER 9, N.Y. 











DEPENDABLE 


WH cuicaco 


ANCHORING UNITS 


HOLD! 


Here's the dependable anchor- 
ing unit for use with, machine 
bolts. Each 2-unit set consists 
of 4 pieces — two of malleable 
iron and two of lead—to insure 
maximum holding power. Furn- 
ished plain and threaded in 6 
sizes for ¥"' to |" bolts. With 
Chicago Anchoring Units, 
holding power equal to the 
tensile strength of the bolt be- 


ing anchored can be obtained | 


by using additional units. 
IMMEDIATE DELIVERIES 


on these and other Chicago An- | 


choring devices. Write for Cata- 
log and wholesaler's discounts, 


CHICAGO 


CHICAGO EXPANSION 


BOLT COMPANY 





















EVERY TIME / 


By stocking Cabot's Brush 
Cleaner you'll increase pro- 
fits, win new customers, 
make repeat sales. This 
amazing cleaner smacks out 
hardened paint right down 
to the heel —leaves bris- 
tles soft, lustrous, like new! 
Send for sample and dealer 
information today! Profit 
from Cabot's Brush Clean- 
er's fast turnover! Samuel 
Cabot, Inc., 1548 Oliver 
Bldg., Boston 9, Mass. 


Cabot’s 
BRUSH 
CLEANER 
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Let our engineers advise on your 
customers’ unusual or complicated 
problems ... . 














BALL BEARING , 
@ We maintain a staff of engi- 
L OOSE PULLEYS neers with years of experience in 


solving operating problems pre- 
sented by loose pulley users. They 
will take your customers’ difficult 
problems and show them how 
DAGGETT PULLEYS will help 
them to keep production at the 
peak, by cutting replacement 
costs, by saving on oiling time, 
and on cost of lubricant because 
lubricant needs changing only 4 
or 5 times a year. DAGGETT 
PULLEYS will carry a belt at any 
speed indefinitely without heat- 
ing and seldom if ever get out of 


e machines © centers ¢ idiers 





¢ mules © clutches © counter- order. Send for complete facts 
shafts © belt tighteners ¢ now. 

CHICAGO PULLEY & SHAFTING CO. 
21 N. DESPLAINES ST. CHICAGO 6, ILL. 








A Modern Catalog 


Is Your Best Investment For 
The Future of Your Business 





e Tools Made of HIGH 
SPEED STEEL, are priced 
in red. 


e Nationally Advertised 
Lines are tied up with 
manufacturers advertis- 
ing by use of their trade- 
marks. 


e Action illustrations 
demonstrate the use of 
many products. 











WEINBERG & MChEE, Inc. 





610 W. VAN BUREN ST. CHICAGO 7, ILLINOIS 
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1 RECONVERSIO 


Your BIG OPPORTUNITY 








Comes with a BANG— 


Sell 


Hour by hour, your opportunity increases with your customers’ need for maximum 
efficiency to provide a low product cost, to 
meet Post-Japan competition. 

LYNN Heavy Duty, Self-indexing 
BED TURRETS and TOOL POST TURRETS 
© Multiply Output. 

© Increase variety of work. 

© Permits use of less experienced help. 

© Assure greater production and profit. 
LYNN manufactures a complete line of Self-indexing Bed 
Turrets, Tool Post Turrets, Cross Slides and other equip- 
ment for every make and size of lathe—to give owners service equivalent to 





NEW TURRET LATHES overnight at low cost. 


New York—6 


Write, wire or phone Today— 


Murray St., Coaklandt 7-6164—Chicago—185 N. Wabash, Room 1111, Dear- 


born 2581—Milwaukee—1224 W. Clybourn, Broadway 3439. 


LYNN MFG. CO. + 222Elroy St., Minneapolis 8 , Minn. 


Equipment for 


Faster, Lower Cost Production 
to Meet Peacetime Competition 















WHITNEY 


MILLING CUTTERS 
for Uniform Seating of 
Whitney Woodruff-type Keys 















No need for skilled 
labor...or for filing 
and fitting...when 
Whitney Milling 
Cutters are used for seating 
Whitney Keys. Cutters are 
madeinall sizes to correspond 
with the keys which can’t 
roll over. Complete informa- 
tion in Catalog V-111. Write. 








The Whitney Chain & Mfg. Co. 


HARTFORD 2, CONNECTICUT 














Points that help you sell 





Constant Level 





Loose Pulley 





OILERS 


@ Carefree, positive lubrication for all bearings 


@ Oil supply is always visible 
@ No “trust-to-luck" hand oiling 
@ No production stoppages for oiling 


@ Maintenance and repair costs are reduced 

@ Fire and accident hazards are eliminated 

@ Modermized appearance for every machine) 
@ Pay for themselves quickly thru actual savings 


@ Easy installation at low cost 


Industry is rapidly eliminating the human error in lubrication 
by switching to TRICO Visible Automatic OILERS. Stock 
and sell this widely advertised line for a steady, growing, 
profitable business. No priorities are required and quick 
deliveries are assured. 


WRITE TODAY FOR ATTRACTIVE FRANCHISE. 
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Constant 
Level 





Gravity 





Thermal 
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Save Time and Trouble | 































ustry, Wood- 
Plants, Foun- 
Navy Yards, 


Used in General Ind 
Working & Furniture 
dry Pattern Shops, 
etc. 


The standar 

25 years. 
ty Nor oveecifications. Seves glut 
electricity 2mgo° keeps glue from 
cm nol “boiling or spoiling; @% 








Priced to give you volume and profit. 


For details on "'Hold-Heet" Glue Pots, write now! 





345 West Huron St. 





= 


%*% Chicago, Hil. 
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H. K. PORTER, 


ORTER Zo CUTTERS 





In this field, we have the long 


experience, large capacity and 


an established reputation. Our 


conviction is — tools as good 


as Porter Cutters cannot be 


made and sold for less by us or 


anybody else. 


INC., EVERETT 49, MASS. 








WHEN COLLET WORK IS INDICATED - SPECIFY 





foie oe 10" Atos, Logan, 12" ‘Crattamen,” 





‘3C: For "9" South Bend Clewing 
No. 3, 10" LeBlond, ete. 


o MODEL 1A: For 8" & 9% South Bend. 
»@ MODEL SC: For 9", 10", 16", 18" South Bond, 1” 
ee Sheldon, Schauer, Sebastign, ete. 


ORO, 40: For-14Y/4" Soath Bend, %" copacity 
: Hardinge No. 4, Elgin, ete. 


MGs For Logan Screw Machine, Turret Lathe 
ond attathmonts; Warner & Swasey No. |, ete. 


hr mane Pet Wenitahest & Levertups Speedie 


KLUTCH - KOLLET 


(Step Chuck} for 
chucking work to 


He 













* SC KLUTCH-KOLLET NOW READY. List unbored $10.56 


GENERAL DIE AND STAMPING COMPANY © 262 Mott St., New York 12, N. Y. 
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‘Vemo 3°, you 


MR. DISTRIBUTOR 


&— Push 
this line 
of Collets 
and lathe 
attachments 
@it is fast 
selling. 


wanted 
equipment. 


@ It offers tre- 
mendous re- 
peat possi- 
bilities. 

@ilt is all 
around prof- 
itable busi- 
ness. 

@ AND sold 
only through 
the indus- 
trial Distrib- 
utor. 


Do you have 
our 
literature, 
distributor's 
discount and 
sales policy? 


Te, 
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Sel ean aes lene 


CLOVER COATED ABRASIVES,— in allgrains, 


grades, backings, coatings, sizes and shapes. 





CLOVER LAPPING AND GRINDING 
COMPOUNDS, —Famous since 1903. 


CLOVER GRINDING WHEELS, —technical, 
general purpose and hardware. 


When you concentrate on the com- 
plete CLOVER Abrasives Line in a 
territory that is all yours, you buy at 
lowest prices and sell at maximum 
profit. 

Abrasives’ selling is stable business. 
Sales are obtainable throughout in- 
dustry. Repeat business is enormous, 
Write for full information. 


CLOVER MFG. Cco., Norwalk, Conn. 


CLOVER 
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Better Welded 
Chains 


Proof Coil Chain 
B B B Coil Chain 
LOG CHAINS 
SLING CHAINS 
Railroad Chains 


are better chains for any purpose and 
Wesco Chains are doing a double duty 
job with our armed forces and in the 
maintenance, repair and operation of 
the nations essential industries at home 
because they are better welded. 


WESTERN CHAIN PRODUCTS CO. 


DIVISION OF CENTRAL SAFETY DEPOSIT COMPANY 
1819 BELMONT AVENUE CHICAGO 13, U.S.A. 
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BEALL 


genuine KANT-LINK 


SPRING WASHERS 


KEEP BOLTED ASSEMBLIES permanently TIGHT 


BEALL Spring Washers compensate for wear, bolt- 
“stretch, corrosion and break-down of finish. They 
meet rigid Army, Navy and Air Corps specifications. 
Available in Carbon Steel, Stainless Steel, Phosphor 
Bronze, Everdur and Monel Metal. Finished in Cad- 
mium Plate, Galvanized, Silver and Parkerized. 
IMMEDIATE SHIPMENT of all standard sizes. 


WIRE US 


your 


BEALL TOOL CO. 
EAST ALTON, 





requirements 


(Div. Hubbard & Company) 


ILLINOIS 





QUALITY 


SIGN 
FOR 


COLLET EQUIPMENT 


@ drill sockets and sleeves 

@ lathe centers 

@ chuck arbors 

@ drill drifts 

COLLIS Collet Tools fill all drilling, 
reaming, and tapping needs—they are 
made by men skilled in making this 
type of equipment. They will help 
your customers to make savings in both 
time and equipment. You can supply 
the proper unit from this very complete 
COLLIS line. Great quantities of 
COLLIS equipment are being used to- 
day and will continue to be needed— 
get this business— supply COLLIS 
Collet Equipment. 











THE COLLIS COMPANY 


CLINTON, IOWA 











PRODUCTS 


for Greater Operating 
Savings 
ECONOMY PRODUCTS make possible 
economical and efficient plant opera- 


tion. They help to maintain increased 
schedules because of precision manu- 


facture and great holding power. 
ECONOMY PRODUCTS are preferred 
by plant men and we urge you to 
recommend our Hollow Set Screws, 
Socket Head Cap Screws, Headless Set 
Screws. 


ECONOMY MACHINE PRODUCTS CO. 


5217 LAWRENCE AVE., CHICAGO 30 
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Rete one 


—— sound informative selling is more important than 

as the nation swings into peacetime production. 
Amscicit’s industrial ingenuity must be used to the limit 
to provide full employment. Atlas tools can help tremen- 
dously in this job— by speeding up production and 
lowering costs to expand markets. Production men will 
be eager to have your recommendations on the Atlas 
tools that will help solve their present problems. Atlas 
Press Company, 910 N. Pitcher St., Kalamazoo, Michigan. 
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THE SALESMEN’S DAY IS HERE AGAIN! 


Frotoers is of the Burlake 
na Burb 


os. A 
~ % the high! 
formance of = }tahees Med 
t to state that 


the managemen ‘ 
“dollar for dollar their Atlas 


lathes are the best investment 
we have in the plant and 
much is expected of them 
postwar 
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Your customers 
will THANK YOU 
and CALL AGAIN 


when you sell them SPEER BRUSHES 


When motor users ask,““What's 

a good buy in brushes?” and 
you say “SPEER!”, you’ve said Hello! 
to regular customers, for SPEER 
brushes bring 'em back for more. 
They'll thank you for the service and 
call again for an order of the same. 
SPEER brushes give the kind of 
performance that makes them say 
“Encore! Encore!” 

When you stock the all-inclusive line 
of SPEER brushes—an easy-to-handle 
shelf item —every motor user is a good 
prospect for you. SPEER brushes have 


CHICAGO ° CLEVELAND ° DETROIT 
MILWAUKEE * NEW YORK ¢ PITTSBURGH 








MILLING 
GRINDING 
FILING 
FITTING 
MARKING 


Solve Difficult Angle Jobs 


% For Tool Room — Production Line — Bench. 
tx Speed up work — End Makeshift Methods. 
% Quick Accurate Setups at any Angle. 

% Sturdy Longlife Construction. 

%& All Parts Accurately Machined. 

% Jaws Hardened Steel — Plain or Grooved. 
%& Made in Sizes from 1'/2" to 8" Jaws. 


We make HEAVY DUTY 
QNOLE VISES—PRODUCTION 

VISES — GRINDING VISES — 
MILLING ATTACHMENTS 
— ELECTRODE HOLDERS — 
CABLE CONNECTOR S— 

HUCKS — AIRCRAFT PR O- 
PELLER SERVICING EQUIP- 
MENT, ETC, 


Write for Circular 348 


CHICAGO TOOL & ENGINEERING CO. 
8392 South Chicago Ave., Chicago 17. III. 











Manufacturers of 
PALMGREN PRODUCTS 
for over 25 years 








| 








an extra “in” with motor users every- 
where ...a fifty-year-old reputation 
for quality, service and satisfaction, 
Make SPEER your “spearhead” when 
you enter the vigorous competition for 
your share in post-war business. Write 
for details. 













CARBON COMPANY 
ST. MARY'S, PA. @ 222 








Cnurort ANY MOTOR 


into a Flexible Shaft Machine with an 


ELLIOTT unit 
DRIVE 











Elliott Unit Drives 
can be attached to any 
motor in your plant easily 
and quickly, and will give you 
efficient oe at low cost. Unit Drives 
can be —_—_ in hundreds of finishing op- 
t power in a portable 
— is saied Many types of attachments can 
be used. 





Piletoticces. ? al ’7 the A. tog of the Elliott 
Unit Drive . . Write for Bulletin 44A giving com- 
plete information and prices. Franchises for Elliott 
Flexible Shaft Machines and Unit Drives are still 
available for many territories. 


ELLIOTT MANUFACTURING COMPARY 
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backfires 


The Manager's Page . . - where the views ex- 


pressed are his own... 


February, 1945: “Distributors agree almost 
unanimously that of all.the bewildering and per- 
plexing. situations confronting them today, none 
surpasses that-of proper manufacturer-distributor 
relations. Unfortunately, though, too many on both 
sides dismiss the subject with a what-can-we-do- 
about-it? shrug or a declaration that because of 
* wartime conditions the problem is a “hot potato— 
too hot to handle now.” 


“True, airing of complaints is no complete solu-— 


tion to a smooth running manufacturer-distributor 
relationship, but in these days of abnormal condi- 
tions, it’s a good thing to iron out today’s difficulties 
today, not tomorrow when they may have become 
cancerous.. It will be a step in the right direction 
and, it will be facing the facts.” 

“The issue may be hot, but it’s not too hot to 
handle,” 


June, 1945: “Certainly there is nothing “Too 
Hot To Handle’ about a selling agreement between 
manufacturer and distributor. It’s purely a matter 
of the manufacturer deciding to use the distributor's 
‘facilities to reach the industrial market. He calls 
‘the shots that make up'the agreement and presents 
‘it to the distributors he wants to work with. The 
distributor takes it or leaves it. If he takes it he is 
expected and réquired to live up to the terms of the 


agreement. So is the manufacturer!”’’ 


“It’s eleven o’clock on the timepiece of postwar 
sales planning. An hour to go and a lot to be done 
if this md is to lead in sales and service to 


industrial buyers—come peacetime economy.” 


August 31st, 1945: A lot of water has gone over 
the dam in a few short weeks! A lot of us were left 
neck deep and gasping as the swift surge of events 
went by us. 

It left butterflies playing leapfrog in many a 
stomach. Stomachs of those who intended planning 
for the day that has come and gone. 

Yes, it is too late to get at that “post war plan” — 
maybe yours was a continuing plan, anyway. The 
fact remains, however, that there is a lot of plan- 
ning, fast planning, to be done by distributors and 
their suppliers in our industry. Mr. Crowder’s 
editorial in this issue, makes that abundantly clear. 

Nothing less than complete distributor-manu- 
facturer cooperation will answer the problems 
facing this industry today. Everyone of us must 
do his part, now, to assure complete team work. 

The industrial supply industry moved from peace 
to war time, now, to assure complete team work. 

The industrial supply industry moved from 
peace to war time economy in a swift and 
efficient manner. We know that it can and it will 
meet the challenge of today’s peace time economy 
as quickly and as efficiently. A. M. Morris 


SEPTEMBER; 1945 














Rate 


OOLS 


c& 


with YOUR Customers as with AMERICAN AIRLINES 


These scenes in the shops of 
American Airlines, Inc., ate representa- 


tive of many a shop in your territory. 


Starrett Micrometers, Vernier Calipers, 
Vernier Height Gages, Dial Indicators 
and other fine measuring tools add sure- 


ness and swiftness to skilled hands. Your 


customers accept them without question. 
They are worthy of your unqualified 


recommendation. 


To make the most of the steady 
volume and profit in precision tools, 


stick to selling STARRETTS. 


THE L. S. STARRETT CO. - ATHOL - MASSACHUSETTS - U.S.A. 


\ 
Now, with 
Service Stars 


World's Greatest Toolmakers 
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saccos” 


wee ® ©) YES—GREEN IDENTIFIES... 
__o_¢) _/ GUARANTEES CHARACTER, TOO 
negate 


®TRU-LAY was the original preformed rope. Its I.P.S. 
grade was identified by one green strand. Now thell 
whole rope becomes green for the superior new green 


The green color identifies I.P.S. lubricant is literally “stuffed” into every strand to 


The all-green rope guarantees identify and protect this highest grade rope. There is 
highest character because it 
signifies TRU*LAY Preformed of 
Improved Plow Steel. formed Improved Plow Steel—the all-green rope. Make 


certain your next wire rope is TRU-LAY all-green. 


nothing better nor longer wearing than TRU-LAY Pre- 


AMERICAN CABLE DIVISION 
AMERICAN CHAIN & CABLE 








